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ANNUAL MESSAGE 


TO WEBSTER DEALERS 


Every year, during the Christmas season, I like to express my appreciation to Webster 
dealers for their loyalty and friendship during the year—and to look ahead to our future 


business growth together. 


Now is a particularly good time to set our sights on new and higher goals for 1947. 
The new year should see considerable expansion in sales as nationwide production gets 
into full swing. But whatever the future of business in general may be, it will be true 
next year —as always—that some dealers will more fully capitalize on their opportunities 
than others. Some of the smartest dealers we have talked with are making these good 


business resolutions for 1947: 





Resolved: To give full sales support to steady, repeat-sales items. 


Resolved: To invest money in new items, only after carefully considering the rep- 


utation of the man and the company who sells them. 


Resolved: To capitalize to the fullest possible extent on all franchises—including 


the Webster franchise. 


As General Manager of a company that consistently tries to keep in tune with the times, 
I can assure you that the F.S. Webster Company has good resolutions for 1947, too. We 
are dedicated to serving you better than ever before, with products and packages improved 


by sound research, and with steady, hard-hitting advertising and selling support. 
Working together, we have the opportunity to make 1947 a banner profit year. 


To all of you, from all of us at the F.S. Webster Company, best wishes for the holiday 


_ err. F Mnalelms 


Treasurer and General Manager 


season and a prosperous New Year. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 
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machinery, office devices, of- 
fice furniture, office supplies 
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commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 











A E M Photo Materials Co. ee 
ais Eaton Paper Corp. 203 5 cos z “ Pierce Co., The | 
Acco Products, Inc. 223 tatienek Ben Cn., The 102 Mailers’ Service & Equip. Co. ov Precision Staple Corp. __...252 
Ace Fastener Corp. 101 “ : ; Manhattan Office Equipm. Co...223 P File C 134 
. : 2 Eureka Specialty Prtg. Co. 240 ; “Se = ronto File Corp. sosseeees 
Acme Bulletin & Dircty. Corp. 252 pyersharp, Inc 175 Manifold Supplies Co. - 51 Quality Park Envelope Co.......172 
Acme Fastener Co. 200 P ’ . 7 Markilo Co. .-251 
Acme Visible Records, Inc. 171 F Markwell Mfg. Co. 100 R 
Adirondack Chair Co. 189 Wier - WW. Inc. 125 Marr Duplicator Co., Ine. 152 ; a 
Advanco Products Div. Adv. orgy a eal 121 Mashek, Frank, Co. 129 Red Feather Products, Ltd.......105 
s. B 159 ie ¥ ” Maso Steel Products 160, 256 Red Line Mfg. Co. --.-230 
Se . os Farber, Louis H. 79 on 4 ‘ nip ig #8 Deval Typewriter GC 232 
Aigner, G. J., Co. 149, 243 Feldeco Loose Leaf Corp. 205 Master-Craft Corp., Div. S-W.. 63 sie le ars: ea ary : 
All-Steel Equipment, Inc. 155 Fisher Mfg. Co. 158 Meier, Joshua, Co. 241 Remington Rand Inc. ns 108 
Allen Calculators, Inc 99 és pita . RO Meilicke Systems, Inc. 249 Reyam Plastic Products Co.....203 
4 8, , ve Fox, George E., & Co. 199 a z Dastann i . 
Allen & Co. 297 Wulted “Mbeatalty Co 298 Meilink Steel Safe Co. 148 eyburn ei Ai: BG 246 
Allied Carb. & Rib. Mfg. : is P ai Metal Office Furniture Co.........118 Rite-Line Sales Co., Inc........... 239 
Corp. 164 G Metal Specialties Mfg. Co.......236 Rite-Rite 2, 225 
Alma Desk Co. 111 General Fireproofing Co 55 Meyer & Wenthe, Inc. 19% avai Mfg. Co....... ag 252 
Amberg File & Index Co. 133 Gibbons, Thomas H., & Co.....118 Michigan Desk Co. 192 Roberts Number. Mach. Co..... 235 
Amer. Carbon Paper Mfg. Co. 187 Gibson, C. R., & Co. 242 Midwest Naturlite Co. 181 Roberts, Weldon, Rubber Co...253 
Amer. Dictating Mach. Co.......135 | Globe-Wernicke Co., The.....74, 75 Milo Leather Chair Co., Inc...165 Rochester Wire-O Binding........249 
Amer. Map Company 211 Graff, George B., Co. 231 Mittag & Volger, Inc. Ue i Rockwell-Barnes Co. 201 
Ames Supply Company .197 Gregory Fount-O-Ink Co. 120 Monroe Cale. Machine Co.........137 Ross-Gould Co. . aoe “> 
Anderson-Hickey Co., Inc. 136 Guide System & Supply Co.....180 Myrtle Desk Co. 202 Royal Metal Mfg. Co. sate 
Apple Typewriter Co. 251 Gunlocke, W. H., Chair Co. 65 Royal Typewriter Co. ncee OF 
Ard Mfg. Co. 128 N L 
Arlington Creative Indust.........249 H 5 
Art Metal Construction Co. 95 Hall-Welter Co. 254 National Blank Book Co. 250 Sanford Ink Co. sasen le 
Art Steel Sales Corp.....143, 4,5, 6 Hanson Seale Co. 196 National Brief Case Mfg. Co...251 — Schollhorn, William, Co. 131 
Autmtc. Pencil Sharpener Co...237 Harding, Milo, Co. ..208 National Business Show Co.....222 Security Steel Equipment 
Harriman-Welts, Inc. 204 National Desk Co., Inc. 190 Corp. _..218 
B I na a ckauans 61 Nat’l Vuleanized Fibre Co.......212 Seng Company, The.................... 17 
Herring-Hall-Marvin Safe Co...214 New England Paper Punch Co. 241 Sengbusch Self Cl. Inkstd. Co. 221 
Bainbridge, Kimpton & Haupt, Heyer Corp., The 259 New England Woodworking A Service Products Div. ................ 170 
Ine. 179, 254 High Pt. Bendg. & Chair Co...176 Co. . : cS ili mate 234 Shaw-Walker Co. eee | 
Bankers Box Co. 194, 195 Hush-A-Phone Corp. 211 New Indiana Chair Co... 156 Sheaffer, W. A., Pen Co. _ 59 
Barkley, C. L., & Co. 169 Norta Distributing Core. oe 212 Sheppard, C. E., C0.-......0.....--+- 138 
Bassick Co. 150 J Northern States Envelope Co...162 Sikes Co., Ine., The... 7 
Beach Publishing Co. 250 Imperial Desk Co. 184 Nu-Mark Products Co. , 114 Stnslair & Valentine Co.......... 228 
Beck Duplicator Corp., The......204 Imperial Methods Co. 239 Nu-Vue Publishing Co. 246 Bae. Tee Si cS 167 
Bickett, L. M., Co. 161 Indiana Cash Drawer Co. 124 Smith, L. C., & Corona Tws... 53 
Bison Distributing Co. 235 [Indiana Desk Co. 188 rt) Sorvall, Ivan oe 
Bright Chair Co. 200 Ink Specialties Co., Inc. 199 Speed-Key Corp. ae 
Brown, Arthur, & Bro. 233 Int'l Office Appliances, Inc. 216 Office Furn. Wholesale Distrib. 249 Speed-O-Print Corp. 87, 88, 89, 90 
Browne-Morse Co. 209 Invincible Metal Furniture Co...130 Office Management Assn. 245 Speed Products Co., Inc. 229 
Buckeye Ribbon & Carbon Jasper Chair Co. 206 Old Town Rib. & Car. Co....... 93 | Spencer Rubber Products Co...238 
Co. 147 Jasper Desk Co., The 154 Oxford Filing Supply Co. 251 Staedtler, J. S., Ine. , ...251 
Business Efficiency Aids 255 Jasper Office Furniture Co. 210 Starkey Paper & Supply Co.....249 
Business Mach. Products, Ine...153 K I P Q Staunch Sales Co. 189 
Business Systems Institute 252 : Stein Bros. Mfg. Co. coco 
Karl Mfg. Co. 220 Pacific Carbon & Ribbon Stewart, R. A., & Co. 173 
c Keystone Steel Equip. Co. 216 Mfg. Co. 217 Storms, H. M., Co. 237 
Koh-I-Noor Pencil Co. 219 Parker Pen Co., The 115 Sturgis Posture Chair Co. 255 
ios Bebe Co 106 Kol Sales Div. 112 Parker Steel Products, Inc.....240 Superior Plasties Div. W. C. 
a ATE Seiigiant “ Lake Specialty Co. 198 Peerless-Imperial Co., Ine. 85 ‘or 9 
Caleulator Equip. Corp. 219 : 2 : . a a a Corp. . svstesceteseeees - 182 
GasG@ieal’ Bales. Inc. 136 Leisure Furniture Co. 238 Peerless Steel Equipment Co...242 Sutton, O. A., Corp. 244 
Cardinell Corp 294 Leopold Co. 163 Pemberton, L. N., Ptg. Co.....250 Swan Pencil Co. 193 
Chileote, C. W., Sales vv" LeShore Corp., The 186 Pengad Mfg. Co. 249 
, Maat es , Levi, Louis R. 208 Peyton, Peter, & Co. 226 
Consultant 245 . 4 Pena : — T 
(ieciees On The 294 Little, A. P., Inc. 139 Phillips Process Co., Ine. 247 
Pieeeulaudt Sere. 915 Technygraph Co., The 207 
Codo Mfg. Corp 116 Toledo Guild Products, Inc.....232 
Cole Steel Equipment U 
Go ee TE SERVICE BUREAU 
Collier-Keyworth Co. 185 ‘ ; | ee HHH Underwood Corp. Back Cover 
Columbia Ribbon & Carbon _ of Office Appliances is maintained for the exclusive Union Pencil Co. 256 
‘ged Co. : 13 use of subscribers and advertisers. In the execution U. S. Savings Bonds 257 
_ ip . ‘ 9« ° ° tee . . ‘ an 
— ria ate ee nt Co. 128 of its various commissions this bureau calls upon U. S. Typewr. Ribbon Mfg. 
oO onwe s r 7 . ‘ 9¢ 
ens . sa ig meg vi practically every member of the staff. It answers by nae _ 
s e ole >. r. 0. . *-* ad 
tiene ike im . 249 personal letters all inquiries upon matters germane to Vv 
Gesk. The 8. C., Oe. O15 the field, it furnishes special reports upon articles of 
Siner Dintit ‘ke. Care. 207 office equipment, supplies names of manufacturers of Vail Mfg. Co......... 142 
Corona Typewriter 58 any article wanted, puts man and job together, pre- ee a — on 
Corrp-Jementewa Mile. Corp... 83 pares advertising copy,-furnishes list of desirable Victor aoe . aciemant Go 913 
Cotterman, I. D. 250 agents and dealers in nearly every country, aids for- a= ve 
Cram, The George F., Co. 251 eign dealers in securing U. S. A. lines, and in many Ww YZ 
Cramer Posture Chair Co. 157 other ways performs useful service, all without charge. w _ i e 
Subscribers in every land have made, and are making, oe ct es ng a oo 
D good use of this bureau; manufacturers in every sec- cditiney tic th... a7 
> ARMs C sia tion of the field have evidence of its proved value. Meltnes 1. tt: De 183 
. ‘4 . r\ Re 0. +s ° > , . . - ° ra “= rm . 
alee thang Ltd. a Subscribers’ requests for catalogues to bring their files Webster, F. S., Co........ 2 
annie sept Amer a54 up to date, or to replace the file in case of fire or Weis Mfg. Co. 67, 68, 69, 70 
a Reals Miadies ion other form of destruction, are broadcasted in a bulle- Wells Olics Furniture Co.-.168 
saga 119 tin which is mailed frequently to leading manufac- ata Pe nage mi er = 
: as Cie gm a turers. ilson Jones Co......... 8 
Dixon, Joseph, Crucible Co. 122 urers Woodstock Typewriter Co.. 126 
Dolin Metal I roducts, Ine. 253 3 Woodworking Shop 249 
Domore Chair Co 141 Write, Inc. .... 140 
Downey, C. L., & Co 196 Yawman and Erbe Mfg. Co.....151 





4 OFFICE APPLIANCES, December, 1946 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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obligation. 
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Fox, George E., & Co. 199 Desk Bumpers 
Carbon Papers (See Ribbons & Carbons) Fox, George E., & Co 199 
Card Index Boxes & Trays Desk Lamps 
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a Pv gal M.. Co 161 Wells Office Furniture Co 168 
Office Furn. Wholesale Distr 249 Yawman and Erbe Mfg. Co 15] 
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Metal Office Furniture Co. 113 Imperial Desk Co 184 
Michigan Desk Co 192 Indiana Desk Co. 188 
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‘ *eerless Steel Equipment Co 242 
stipe Sadlana Chale Ga 156 Security Steel Equipment Corp 218 
3 4 i Shaw-Walker Co 178 
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, Drafting Instruments & Equipment 
os o~ el - —— 4. 5. 6 Brown, Arthur, & Bro 233 
Cio “sk he sagt C-Thru Ruler Co 106 
RET: Se Shs - ope Cardinell Corp. 224 
Copyholders Duplicating Machines & Supplies 
Acco Products, Inc 223 Bainbridge, Kimpton & Haupt..179, 254 
Copy-Right Mfg. Corp 207 Beck Duplicator Corp 204 
Dawn Mfg. Corp 254 Columbia Rib. & Carb. Mfg. Co 73 
International Office Appliances 216 D & R Mfg. Co 194 
Rite-Line Sales Co 239 Harding, Milo, Co 208 
Wells Office Furniture Co. 168 Heyer Corp. 259 
Costumers Ink Specialties Co 199 
Ard Mfg. Co 128 Manifold Supplies Co 51 
Fair Furniture Co 121 Marr Duplicator Co., Inc 152 
Globe-Wernicke Co., The 74, 75 Mittag & Volger, Inc 77 
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Old Town Rib. & Car, Co............. 98 
Penge MGs. GO ankncntranencetal 249 
Red Feather Products, Létd.............105 
Sinclair & Valentine Co....... 228 
Smith, L. C., & Corona Twe...... 53 
Speed-O-Print Corp.....87, 88, 89, 90 
Starkey Paper & Supply Co. 249 
Technygraph Co., The 7 
Victor Safe & Equipment Co. 213 
Duplicating Machines, Used 
Mailers’ Service & Equip. Co 250 
Envelopes 
Globe-Wernicke Co., The 74, 75 
Northern States Envelope (Co. 162 
Quality Park Envelope Co. 172 
Smead Mfg. Co 161 
Wilson Jones Co. 81 
Envelopes, Celluloid 
Aigner, G. J., Co. 149, 243 
Markilo Co. 251 
Meler, Joshua, Co. 241 
Veet Mfg. Co. 236 
Eradicators, Ink 
Sanford Ink Co. 132 
Erasers, Rubber 
Dixon, Joseph, Crucible Co. 122 
Faber, A. W., Ince 125 
Roberts, Wedon, Rubber Co. 253 
Koh-I-Noor Pencil Co. 219 
Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co 252 
File Boxes, Fibre 
Bankers Box Co. 194, 195 
Barkley, C. L., & Co, 169 
Globe-Wernicke Co., The 74, 75 
Guide System & Supply Co. 180 
Oxford Filing Supply Co. 251 
Pronto File Corp. 134 
Weis Mfg. Co... 67, 68, 69, 70 
File Boxes, Metal 
Advance Prodets, Div. 159 
Art Metal Construction Co. 95 


Art Steel Sales Corp. 143, 4, 5, 6 
Cole Steel Equipment Co.....107, 8,9, 10 


Corry-Jamestown Mfg. Corp. 83 
Globe-Wernicke Co., The 74, 75 
Keystone Steel Equip. Co. .... 216 
Peerless Steel Equipment Co. 242 
Pronto File Corp. 134 
Rockwell-Barnes Co. 201 
Shaw-Walker Co. 17 
Victor Safe & Equipment Co. 213 
Weis Mfg. Co. 67, 68, 69, 70 
Filing Cabinets, Insulated 
Meilink Steel Safe Co. 148 
Shaw-Walker Co. 178 
Victor Safe & Equipment Co. 213 
Filing Cabinets, Metal 
Advanco Products, Div. ; 159 
Art Metal Construction Co. 95 


Art Steel Sales Corp. 143, 4, 5, f 
Business Efficiency Aids 55 
Cole Steel Equipment Co.....107, 8,9, 10 


Corry-Jamestown Mfg. Corp. 


General Fireproofing Co. jolene ae 
Globe-Wernicke Co., The 74, 75 
Invincible Metal Furn. Co. 130 
Keystone Steel Equip. Co. 216 
Metal Office Furn. Co. 113 
Parker Steel Products, Inc. oe 
Peerless Steel Equipment Co........242 
Remington Rand Ine ; . 103 
Rockwell-Barnes (Co. ... 201 
Security Steel Equipment Corp.....218 
Shaw-Walker Co. . inne 
Victor Safe & Equipment Co. 213 
Yawman and Erbe Mfg. Co. 151 


Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt..179, 254 
Browne-Morse Co. 209 
New England Woodworking Co. 234 
Security Steel Equipment Corp. 218 
Weis Mfg. Co...... 67, 68, 69, 70 
Yawman and Erbe Mfg. Co. 151 

Filing & Indexing Methods & Systems 
Business Systems Institute 252 


Filing Supplies 


Acco Products, Ine. 223 
Advanco Products, Div. 159 
Aigner, G. J., Co. 149, 243 
Amberg File & Index Co. 133 
Art Metal Construction Co.. 95 
Barkley, C. L., & Co 169 
Browne-Morse Co. 209 
Corry-Jamestown Mfg. Corp. 83 
General Fireproofing Co. 55 
Globe-Wernicke Co., The 74, 75 
Guide System & Supply Co. 180 
Imperial Methods Co. 239 
Metal Office Furn. Co. 113 
Northern States Envelope Co. 162 
Oxford Filing Supply Co... ee |) | 
Pronto File Corp. «oes 34 
Quality Park Envelope Co. 172 
Rockwell-Barnes Co 201 
Shaw-Walker Co. 178 
Smead Mfg. Co. 167 
Veet Mfg. Co. 236 
Victor Safe & Equipment Co. 213 
Wabash Filing Supplies, Ine 174 
Warshaw Mfg. Co. 227 
Weis Mfg. Co 67, 


68, 69, 70 
Yawman and Erbe Mfg. Co. 151 
(Continued on page 6) 


5 





(Continued from page 5) 


Finger Pads 
Speed Products Co. 229 
First Ald Kits 
Peyton, Peter, & Co 226 
Folders (See Filing Supplies) 
Fountain Pens 
Cleevelandt Corp. 215 
Esterbrook Pen Co ..102 
Eversharp, Inc 175 
Parker Pen Co. 115 
Sheaffer, W. A., Pen Co 59 
Waterman, L. E., Co 183 
Furniture Handling Equipment 
Woodworking Shop 249 
Globes, Geographical 
Cram, The George F., Co 251 
Gummed Cloth Rings 
Dennison Mfg. Co... 119 
Graff, George B., Co 231 
Reyburn Mfg. Co... 246 
Warshaw Mfg. Co.. 227 
Gummed Tape & Sealing Machines 
Dennison Mfg. Co. 119 
Metal Specialties Mfg. Co 236 
Reyburn Mfg. Co 246 
Honor Rolls 
Acme Bulletin & Dir. Corp 252 
index Card Signals 
Cook, The H. C., Co 215 
Graff, George B., Co 231 
Victor Safe & Equipment Co 213 
index Tabs 
Aigner, G. J., - 149, 243 
Amberg File & ‘Index Co. 133 
Barkley, C. L., & Co. 169 
Globe-Wernicke Co., The 74, 75 
Guide System & Supply Co 180 
Markilo Co. . 251 
Master-Craft Corp. Div. S-W 63 
Reyburn Mfg. Co. 246 
Shaw-Walker Co........ 178 
Sheppard, C. E., Co 138 
Speed Products Co 229 
Veet Mfg. Co.. 236 
Victor Safe & Equipment Co 213 
Inks, Adhesives, ete. 
Dennison Mfg. Co 119 
Harriman-Welts, Inc 204 
Parker Pen Co 115 
Sanford Ink Co 132 
Waterman, L. E., Co.. 183 
Inkstands 
Sengbusch Self-Cl. Inkstd. Co 22) 
Key Cases 
Peyton, Peter, & Co. 226 
Labels 
Dennison Mfg. Co 119 
Eureka Specialty Prtg. Co 240 
Imperial Methods Co 239 
Oxford Filing Supply Co 251 
Reyburn Mfg. Co 246 
Warshaw Mfg. Co. 227 
Weis Mfg. Co 67, 68, 69, 7 
Ladders, Library, Store & Vault 
Cotterman, I. D.. 250 
Leads for Mechanical Pencils 
Dixon, Joseph, Crucible “‘o 122 
Eversharp, Inc. 175 
Faber, A. W., Inc 125 
Rite-Rite Mfg. Co 225 
Sheaffer, W. A., Pen Co 59 
Waterman, L. E., Co 183 
Leather Goods 
Gibbons, Thomas H., & Co 118 
Mashek, Frank, Co 129 
National Briefcase Mfg. Co 251 
Stein Bros. Mfg. Co 191 
Leather Upholstered Furniture 
Bright Chair Co .200 
Gunlocke, W. H., Chair Co 65 
Jasper Chair Co 206 
Leisure Furniture Co 238 
MiLo Leather Chair Co. 165 
New Indiana Chair Co 156 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel Equipment, Inc 155 
Art Metal Construction Co 95 
Art Steel Sales Corp 143, 4, 5, 6 
yeneral Fireproofing Co 55 
Globe-Wernicke Co., The me, {Se 
Peerless Steel Equipment Co...... 242 
Security Steel Equipment Corp... 218 
Shaw-Walker Co 178 
Yawman and Erbe Mfg Co 151 
Lockers & Storage Cabinets 
All-Steel Equipment, Inc 155 
Anderson-Hickey Co., Ine 136 
Art Metal Construction Co 95 
Art Steel Sales Corp 143, 4, 5, 6 
Browne-Morse Co 209 
Cardinal Sales, Inc... 136 
Corry-Jamestown Mfg. Corp 83 
General Fireproofing Co . 55 
Globe-Wernicke Co., The 74, 75 
Invineible Metal Furn. Co 130 
Keystone Steel Equip. Co ..216 


New England Woodworking Co... ....234 
Security Steel Equipment Corp .218 


Shaw-Walker Co. .... ....178 
Yawman and Erbe Mfg. Co 151 
Loose Leaf Books & Systems 
Amberg File & Index Co 133 
Feldco Loose Leaf Corp 205 
Master-Craft Corp. Div. S-W....... 68 
National Blank Book Co 250 
Sheppard, C. E., Co 148 


Wilson Jones Co... oe . $1 


Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co 149, 243 
Markilo Co. . — 
Meier, Joshua, Co 241 


Loose Sheet Binder Bars 


Staunch Sales Co 189 
Mail Distributers 

Advanco Products Div 159 

Globe-Wernicke Co., The 74, 75 

Victor Safe & Equipment Co 313 
Map Tacks 

Graff, George B., Co 231 
Maps, Globes, etc. 

Acme Visible Records, Inc 171 

Amer. Map Co... 211 

Cram, The George F.. Co 251 
Matched Office Suites 

Art Metal Construction Co. 95 

General Fireproofing Co . 55 

Globe-Wernicke Co., The 74, 75 

Leopold Co. 163 

Royal Metal Mfg. Co .258 

Shaw-Walker Co ..178 
Memorandum Books 

Gibbons, Thomas H., & Co 118 

Master-Craft Corp., Div. S-W....... 63 

National Blank Book Co ..-250 

Rockwell-Barnes Co 201 

Union Pencil Co. 256 

Wilson Jones Co. 81 
Memorandum Devices 

Aeme Visible Records, Ine 171 
Mending Tape 

Dennison Mfg. Co 119 

Reyburn Mfg. Co. venneed 46 

Warshaw Mfg. Co.. 227 
Metal Badges, Checks, Tokens 

Dayton Stencil Works 250 

Meyer & Wenthe, Inc 193 
Moisteners 

Metal Specialties Mfg. Co............. 236 

Rivet-O Mfg. Co.......... ae, } | 


Sengbusch Self-Cl. Inkstd. C¢ 


Numbering Machines 
Roberts Numbering Mach. Co 235 
Stewart, R. A., & Co. mB: : 

Office Partitions & Railings 
Globe-Wernicke Co., The 74, 75 


Office Printing Outfits 


Fulton Specialty Co 221 
Pads, Figuring 

National Blank Book Co eneee BO 

Rockwell-Barnes Co. 201 

Wilson Jones Co. 81 
Paper 

Eaton Paper Corp ----203 

Rockwell-Barnes Co. ....201 

Wansco Paper Products ..220 


Paper Clamps 


Acco Products, Inc 223 
Acme Fastener Corp 200 
Autmte. Pencil Sharpener Co 237 
Cook, H. C., Co. 215 

Esterbrook Pen Co, 102 
Graff, George B., Co 231 

Vail Mfg. Co. 142 
Paper Clips 

Vail Mfg. Co. 142 
Paper Fastening Machines 

Ace Fastener Corp 101 
Autmte. Pencil Sharpener Co 237 
Markwell Mfg. Co 100 
Speed Products Co 229 

Victor Safe & Equipment Co 213 
Paper Fastening Stickers 

Feldco Loose Leaf Corp 205 
Parcel Post & Postal Scales 

Hanson Secale Co. 196 
Metal Specialties Mfg. Co 236 
Paste (See Inks, Adhesives, etc.) 
Payroll Systems 

Nu-Vue Publishing Co 246 
Pencil Sharpeners 

Autmte. Pencil Sharpener Co 237 
Pencils, Mechanical 

Parker Pen Co. 115 

Rite-Rite Mfg. Co 225 

Sheaffer, W. A., Pen Co 59 

Waterman, L. E., Co 183 
Pencils, Wood Cased Lead 

Dixon, Joseph, Crucible Co 142 

Faber, A. W., Inc 125 

Koh-I-Noor Pencil Co. 219 
Staedtler, J. S., Ine. .251 
Swan Pencil Co 193 
Penholders 

Dixon, Joseph, Crucible Co 142 
Pens, Steel 

Esterbrook Pen Co 102 
Sengbusch Self-Cl. Inkstd. Co 221 
Pins & Pin Containers 

Vail Mfg. Co. . 142 
Platens, Typewriter, ete. 

Ames Supply Co 197 
Presentation Covers 

Amberg File & on Co 133 

Barkley, C. L., & Co.. 

Oxford Filing Supply Co 251 
Price & Sign Markers 

Eureka Specialty Prtg. Co 240 

Fulton Specialty Co.. 228 
Stewart, R. A., & Co 173 
Punehes 

Acco Products, Inc. 223 
Acme Fastener Co. 200 
Globe-Wernicke Co., The 74, 75 
Meta! Specialties Mfg. Co 236 
National Blank Book Co o 250 
New England Paper Punch Co 241 
Wilson Jones Co 81 
Ribbons & Carbons 

Allen & Co. 227 
Allied Car. & Rib. Mfg. Corp.....164 
Amer. Carbon Paper Mfg. Co 187 


Ames Supply Co...... ...-.197 
Beck Duplicator Corp. ...-204 
Buckeye Ribbon & Carbon Co 147 
Codo Mfg. Corp. 116 
Columbia Rib, & Carb “Mfg Co..... 73 
Little, A. P., Ine.. «0-139 
Manifold Supplies Co ae 
Mittag & Volger, Inc. me 
Old Town Rib. & Carb. Co... 93 
Pacific Carbon & Ribbon Mfg. Co.. 217 
Peerless-Imperial Co 85 
Pengad Mfg. Co. "249 
Phillips Process Co. mt vi 
Regal Typewriter Co 242 
Remington Rand Ine ..103 
Royal Typewriter Co mf 
Storms, H. M., Co.... 237 
Underwood Corp. ..Back Cover 
U. S. Typewr. Rib. Mfg. Co ..231 
Webster, F. S., Co my 
Write, Inc. . 140 
Rubber Bands 
Faber, A. V/., Inc 125 
Spencei Rubber Products Co 238 
Rubber Stamps 
Meyer & Wenthe, In 193 
Stewart, R. A., & Co 173 
Rubber Type 
Fulton Specialiy C: 228 
Stewart, R. A., & Co 173 
Rulers, Transparent 
C-Thru Ruler Co 106 
Safes, Office 
Art Metal Construction Co 95 
General Fireproofing Co 55 
Globe-Wernicke Co., The 74, 75 
Herring-Hall-Marvin Safe Co. 214 
Invincible Metal Furn. Co. 130 
Meilink Steel Safe Co......... .---.-148 
Remington Rand Inc . 103 
Security Steel Equipment Corp.....218 
Shaw-Walker Co. 178 
Victor Safe & Equipment Co .213 
Yawman and Xrbe Mfg. Co 151 
Safes, Wall, Floor, ete. 
Veet, Mfg. Co... 136 
Sales, Consultant 
Chileote, C. W. 245 
Scrapbooks 
Amberg File & Index (x 133 
Globe-Wernicke (Co., The 74, 75 
Weis Mfg. Co.. 67, 68, 69, 70 
Wilson Jones Co 81 
Seals, Gummed 
Eureka Specialty Prtg. Co. 240 


Secretary Desks 


Wabash Filing Supplies, Inc 174 
Shelving 

All-Steel Equipment, Inc 155 
Art Metal Construction Co 95 
Browne-Morse Co. ..209 
Corry-Jamestown Mfg. Corp 83 
General Fireproofing Co . 55 


Globe-Wernicke Co., The.. 7 

Security Steel Equipment Corp 218 

Shaw-Walker Co. 178 
Shows, Office Equipment 

National Business Show Co 222 

Office Management Assn 245 
Signs, Changeable Letter 


Acme Bulletin & Dir. Corp 252 
Slide Rules 
Brown, Arthur & Bro 233 
C-Thru Ruler Co. 106 
Smoking Stands, Office 
Levi, Louis R. 208 
Stamp Pads 
Fulton Specialty Co. 228 
Meyer & Wenthe, Inc. 193 
Phillips Process Co. 247 
Rivet-O Mfg. Co 252 
Stewart, R. A., & Co. 173 
Stands, for Office Machines 
Art Steel Sales Corp. 143, 4, 5, 6 
General Fireproofing Co . 55 
Harter Corp. 61 
Karl Mfg. Co 220 
Kol Sales Div. 112 
Maso Steel Products 160, 256 
Peerless Steel Equipment Co 242 
Sturgis Posture Chair Co 255 
Toledo Guild Products, Inc 232 
Wells Office Furniture Co 168 
Staple Extractors 
Ace Fastener Co 101 
Metal Specialties Mfg. Co 236 
Schoolhorn, Wm., Co 13 
Staples & Stapling Machines 
Ace Fastener Corp. 101 
Markwell Mfg. Co 100 
Precision Staple Corp 252 
Vail Mfg. Co 142 
Stencils, Brass 
Dayton Stencil Works 250 
Stenographers’ Notebooks 
National Blank Book Co 250 
Rockwell-Barnes Co 201 
Stools 
Harter Corp. 61 
Storage & Transfer Cases 
All-Steel Eqipment, Inc 155 
Amberg File & Index Co 133 
Art Metal Construction Co 95 
Art Steel Sales Corp 143, 4, 5, 6 
Bankers Box Co...... 194, 195 
Barkley, C. L., & Co. se 
Browne-Morse Co. 20.0000... cece. 209 
Cole Steel Equipment Co.....107, 8, 9, 4 
Columbia Steel Equipment Co. 12 
Corry-Jamestown Mfg. Corp. 83 
Dolin Metal Products, Inc 253 
General Fireproofing Co.. 55 
Globe-Wernicke Co., The 74, 75 
Guide System & Supply Co 180 


OFFICE APPLIANCES, 





Imperial Methods Co. eee >] 
Invincible Metal Furn. Co ...130 
Metal Office Furn. Co ee 
Parker Steel Products, Inc 240 
Peerless Steel een Co.........242 
Pronto File Corp... said 134 
Rockwell-Barnes Co... 201 


Security Steel Equipment. Conp.. 7 
Shaw-Walker Co. 

68, “69, 70 

151 





Weis Mfg. Co... 7, 
Yawman and Erbe. “Mfg. Co. 


Store Fixtures & Equipment 


All-Steel Equipment, Inc... -155 
Strong Boxes, Fire Protected 
Bison Distributing Co... 235 
Herring-Hall-Marvin Safe (o.........215 
Meilink Steel Safe Co...... conse 
We eC. Mer necnnies 236 
Victor Safe & Equipment Co ..213 
Western Wholesale Statnrs...............248 
Tables 
Art Metal Construction Co. . 95 
Browne-Morse Co.............. 209 
Corry-Jamestown Mfg. Corp............. 83 
General Fireproofing Co. ‘ . 55 
Globe-Wernicke Co., The esi Oe 
Manhattan Office Equip. Co.............223 
Maso Steel Products........ 160, 256 
Peerless Steel Equipment Co...........242 
Security Steel Equipment Co. 218 
Shaw-Walker Co. ....... 178 
Victor Safe & Equipment Co 213 


Wells Office Furn. Co. 168 
Tabulating & Statistic Machines 


Remington Rand Ine....... 103 
Tax Records & Systems 

Commonwealth Publishing Co rom bs | 
Tags 

Dennison Mfg. Co.. 119 

Reyburn Mfg. Co... -..246 
—e Accessories 

Hush-A-Phone Corp. .. wth] 

LeShore Corp. ............. -1 86 

Reyam Plastic Products Co............... 203 

Superior Plastics Div.......0.00.0000.0.... 182 

Victor Safe & Equipment Co.........213 
Telephone Stands 

Art Metal Construction Co. sensi 

General Fireproofing Co................... 55 

Peerless Steel Equipment (Co.........242 

Shaw-Walker Co. ......... ; ....178 

Yawman and Erbe Mfg. Co ee | 
Thumb Tacks 

Graff, George B., Co.cc 231 
Ticket Holders 

Aigner, G. J., Co 149, 243 
Trimming Boards 

Photo Materials Co. ..244 
Tying Bands & Devices 

Rochester Wire-O Binding 200-249 
Type, Typewriter 

Ames Supply Co. 197 


Typewriter Cleaning Material 
Apple Typewriter Co..... ..251 
Bainbridge, Kimpton & Haupt 179, 254 


Cardinell Corp. . 224 
Clarotype Co. .224 
Harriman-Welts, Inc. --.--204 
Mittag & Volger, Inc i 
Norta Distributing Co. 212 
Regal Typewriter Co 234 
Rivet-O Mfg. Co. 252 
Sanford Ink Co...... : 132 
Webster, F. S., Co. 2 
Typewriter Cushion Keys 
Peerless-Imperial Co 85 
Speed-Key Corp. ..... oneeue OO 
Speed Products Co. ......0.0.....-......0: 229 
Typewriter Cushion Knobs & Bases 
Peerless-Imperial Co. 85 
Typewriter Parts & Tools 
Ames Supply Co. ... 197 


Typewriter Tables (See Stands for 
Office Machines) 
Typewriters, Mfrs. of 


Remington Rand Inc..... 103 
Royal Typewriter Co. 57 
Smith, L. C., & Corona. Tws 53 
Underwood Corp... Back Cover 
Woodstock Typewriter Co. 126 
Typewriters, Rebuilt & Used 
Regal Typewriter Co......... 232 
Visible Systems Equipment 
Acme Visible Records, Inc 171 
Aigner, G. J., Co.. ; 149, 243 
Art Metal Construction Co 95 
Business Efficiency Aids 255 
Globe-Wernicke Co., The 74, 75 
Master Craft Corp., Div. S-W 63 
National Blank Book Co 250 
Remington Rand Inc 103 
Ross-Gould Co. ibenbhed 251 
Shaw-Walker Co. ....... 178 
Sheppard, C. E., _ _ — 
Victor Safe & Equipment Co 213 
Wilson Jones Co.. 81 
Yawman and Erbe Mfg. Co... 151 


Wardrobe Racks 
New England Woodworking Co.......234 
Waste Baskets 
Art Steel Sales Corp.........148, 4, 5, 6 
Bainbridge, Kimpton & Haupt..179, 254 
Cole Steel Equipment Corp........ 


eaienanataaibees mn, & B, 30 
Corry-Jamestown Mfg. Corp. 83 
Fox, George E., & Co.. 199 


General Fireproofing Co... 55 


Globe-Wernicke Co., The... 74, 75 
National Vule. Fibre Co. oo 912 
Peerless Steel Equipment Co 242 
Shaw-Walker Co. 78 
Wells Office Furn. Co. 168 


Wholesale Stationery 
Bainbridge, Kimpton & Haupt..179, 254 


December, 1946 





EWAN) AND iC 


DR OSALE : 





The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





SPECIALTY SALESMAN OPEN for connection in branch office of manu- 
facturer or as manager of machine department for established retailer. 
Experience includes visible record equipment and systems, duplicators, 
and adding and calculating machines. Competent to sell any type of 
systems or mechanical equipment. Has handled sales promotion. Age 44. 
College education. Will go where opportunity is presented. Address 
M-161, care Office Appliances, Chicago 6. 





with a _ pro- 
references. 


position 
excellent 


STORE MANAGER seeks a similar or executive 
gressive organization. Competent and ambitious 
Address M-162 care Office Appliances, Chicago 6. 








SALESMEN WANTED 





MR. SALESMAN: Interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose leaf records, once 
adopted becomes part of the user's filing system, insuring repeat business. 
Exclusive territory allotted to desirable representatives. Write: The 
Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan. 





ONE OF THE WORLD’S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment, who sell directly to offices, will find it an 
interesting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y. 





OUTSIDE SALESMAN WANTED by leading stationer in New Mexico to 
sell full line of supplies, also steel equipment, typewriters and duplicators. 
Salary and liberal mileage allowance for use of car. Excellent opportunity 
for person properly qualified. State experience and references. Address 
BY-299, care Office Appliances, Chicago 6. 





leatherette furniture desires experi- 
All territories and principal cities 
Appliances, 100 East 42nd Street, 


MANUFACTURER OF TUBULAR, 
enced salesmen for additional line. 
considered. Box BY-292, care Office 
New York 17, N. Y. 





“LARGE WEST COAST CORPORATION, dealers in office machines and 
equipment for 40 years needs man 25 to 45 with sales experience and 
or service experience interested in sales position or managers position. 
Opportunity for right man to buy an interest in the company. Permanent 
at very good income. Write BY-291, care Office Appliances, Chicago 6. 





FREE LANCE SALESMAN working in Middle West and specializing at 
present on wood encased pencils is available for a non-competing sta- 
tionery line. Prepared to sell dealers or direct to large concerns, depend- 
ing upon product and policy of manufacturer. Long experience in the 
business. Address M-159, care Office Appliances, Chicago 6. 





MANUFACTURER'S REPRESENTATIVE—Large following and acquaint- 
ance, aggressively covering trade in Missouri, Kansas, Iowa and Nebraska 
wants additional manufacturer's line. M-158, care Office Appliances, 
Chicago 6. 





SALES AGENCY WANTED by concern composed of three successful 
sales producers accustomed to doing business on a large seale. Equipped 
to take over entire sales program of manufacturer whether prodest’ re- 
quires dealer outlets, direct selling or combination of both, with direct 
limited to large cities. Knows the trade and its methods of operation. 
Prefers something of specialty type involving survey and system appli- 
cation. Will consider anything for office use. Experience covers all types 
of office equipment from paper clips to steel safes. Best references. 7a. 
dress M-163, care Office Appliances, Chicago 6. 





Experienced with 
introduce and_ sell 
Shalon 


YOUR WASHINGTON, D. C. REPRESENTATIVE. 
government requirements and procurement. Will 
products of merit on commission basis. Write complete details. 
Ralph & Co., 307 National Union Building, Washington 4, D. C 





MFR’S REPRESENTATIVE AND DISTRIBUTOR AVAILABLE calling on 
stationery, office equipment dealers, and department store ones, In- 
terested in additional lines. H. L. Rulison, 6006 Prentice St., Cincinnati 
27, Ohio. 








EXPORT REPRESENTATIVES AVAILABLE 








EXPORT TO SWEDEN. Desire representations for specialized office 
equipment of merit, particularly new ideas and developments, Representa- 
tive located Stockholm. Write Room 802, 210 Fifth Avenue, New York 
10, N. Y 








REPRESENTATIVES WANTED 





NATIONALLY KNOWN LINE of loose-leaf equipment, visible record 
books, accounting forms and office records. Prefer salesmen now sellin 
office equipment directly to offices. Liberal Commissions, full or pa 

time. Box BY-295, care Office Appliances, Chicago 6. 





EXCLUSIVE TERRITORIES for new revolutionary office — destined 
for outstanding leadership. Airmail details and references to Rot-0-File, 
Incorporated, 424 South Broadway, Los Angeles 13, California. 





EXECUTIVES WANTED 





MANAGER FOR NEW SALES OFFICE of one of oldest and strongest 
financially organized central Illinois companies. New offices in central 
Illinois. Good opportunity for experienced office machine salesman with 
executive ability. Address BY-301, care Office Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 





AND OFFICE MACHINE mechanic by 
dealer in Southwest city of 100,000 population. Chance to become service 
department manager. Must be reliable and interested in permanent 
enlployment. Address Box BY-294, care Office Appliances, Chicago 6. 


EXPERIENCED TYPEWRITER 


SALESMAN WANTED—Side line or full time by manufacturer of busi- 
ness forms, petty cash, telephone pads, pay roll statements, bridge score 
pads, index cards, visible record form, etc. Continental Supply Co., 
166 North Third St., Columbus 15, Ohio. 





ESTABLISHED DISTRIBUTORS WANTED, in a few territories, for a 
brand new Office Equipment Item. Only Adapter Unit that makes a flat 
opening book of any post binder. Enormous market possibilities as every 
post binder user is a prospect. Liberal discounts. In answering, give 
territory covered and number of salesmen traveled. S. M. Stevens, 
P. O. Box 1912, Tulsa 1, Oklahoma. 








OFFICE MACHINE MECHANICS—Cash Register Men, Adding Machine 
Men, Typewriter Men: Good wages, free insurance, hospitalization plan, 
paid vacations, sick leave, old reliable company. Pantagraph Printing & 
Stationery Co., 217 W. Jefferson St., Bloomington, Ill 


SALES REPRESENTATIVES WANTED to cover New England, Southwest 
and Midwest by well known, established office equipment firm. Must have 


experience selling stationers and office furniture dealers. All letters 
will be kept confidential. Address BY-296, care Office Appliances, Chi- 
cago 6. 








BUSINESS FOR SALE 





Must be experienced on 
Permanent position, 
Write BY-302, care 


BOOKKEEPING MACHINE SERVICE MAN: 
Burroughs Bookkeeping Machines and Moon Hopkins. 
good pay. All applications strictly confidential. 
Office Appliances, Chicago 6. 





SERVICE MAN with general all-around experience wanted by long estab 
lished dealer in middle western city. A good opportunity for mechanic 
with necessary qualifications. Give references. Address BY-298, care 
Office Appliances, Chicago. 








REPRESENTATIVES AVAILABLE 





SALESMAN WITH EIGHTEEN YEARS’ experience calling on dealers in 
thirty-four states for leading manufacturer plans to establish himself as 
manufacturers’ representative. Will make his home in Florida and travel 
Southeast. Interested in any line of merit sold by commercial stationers 
that offers fair volume. Excellent record of earnings. Can furnish con- 
vincing references. Offers best in dealer coverage. Address M-160, care 
Office Appliances, Chicago 6. 





ESTABLISHED MANUFACTURERS REPRESENTATIVE, doing large 
volume West Coast, with Office Furniture and Equipment dealers. In 
terested representing manufacturers, quality items Office Equipment. We 
give honest representation. Can furnish excellent references. W. P. 
Frambes & Son, 907 S. Alvarado St., Los Angeles, Calif. 
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FOR SALE—Wholesale and Retail Stationery business in good western 
town. Did $60,000 gross last year and will go about $100,000 this year. 
Will take $15,000 to handle. Will sell either with or without Machine 
franchises. Address BY-293, care Office Appliances, Chicago 6. 





FOR SALE 
Office Supply & Typewriter Exchange 
Established—1944 
Net Profit for first quarter 1946 
$3000.00 
Present Owner now going into wholesale business. 
C. Roger Buell 


52 Wayne Street Pontiac 15, Michigan 








WANTED TO BUY RETAIL BUSINESS 





WANTED TO BUY, established commercial stationery and office equip- 
ment business in city of 25,000 to 500,000; prefer Wisconsin, Michigan or 
Minnesota; consider Pacific Northwest. Systems specialist interes in 
franchises having systems possibilities. Have substantial cash. Please 
give details regarding character of business, volume and franchises in 
letter to BY-297, care Office Appliances, Chicago 6, Illinois, 





WANTED TO BUY retail office furniture and/or stationery business in 
New England. Box BY-304 care Office Appliances, Chicago 6. 
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WANTS AND FOR SALE, Continued from page 7 








MFG. & SALES RIGHTS FOR SALE 





VOR SALE, MANUFACTURING AND SALES RIGHTS on simplified 
double entry accounting system. Easy to demonstrate. Any intelligent 
person can use it. Suitable for all business including retail stores, pro- 
fessional offices as well as industrial concerns. Real money-making possi- 
bilities. For particulars address BY-300, care Office Appliances, Chicago 6. 








WANTED PATENT RIGHTS 





and sale 
rights on 


manufacture 
of patent 


SKILLED in the 
purchase 


HIGHLY 
consider the 


AN ORGANIZATION 
of systems equipment will 


quality product for offic use. Interested particularly in systems for 
filing and finding and record keeping, or other product offering sub- 
stantial sales volume through established commercial stationers. Ad- 
dress BY-305, care Office Appliances, Chicago 6. 








SHORT-CUT CALCULATING METHODS FOR SALE 





You can figure 50% faster if you know the short cuts. New book, 
“Twenty-five Short-Cuts In Business Figures’’ explains basic short-cuts 
simply. Useful for Bookkeepers or Adding Machine Salesmen. $6.50 post- 
paid. 10 day return privilege. Business Machine Service, 410 Broadway, 


Alexandria, Minnesota. 








FOUNTAIN PEN REPAIRING 





ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
standard prices—time now averages 3 to 21 days, 
especially feature “CONKLIN,” SWAN, WATERMAN, 


WELTY’S REPAIR 
ete. Repaired at 
and improving. We 


WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all 
other makes. We feature Gold Pen Points and Repairing. Mail all 
makes to ONE place for better service. ASK ABOUT NEW WELTY 


PENS, $1.50 to $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 38 


So. State St., Chicago 3. 








STAMP AFFIXERS 





AFFIXERS EXCLUSIVELY. Rebuilt at reasonable price regard- 
or condition. Additional charge for missing or broken 
Used and rebuilts at attractive prices. United 
Fitzhugh, Rochester 8, N. Y 


STAMP 
less of make, age 
parts. Ten day service. 

States Mail Service, 95 S. 








LETTER OPENERS, ENVELOPE SEALERS 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 


service for dealers. Adding and Bookkeeping 


rebuild. Comprehensive 
Grand, Kansas City 6, Missouri. 


Machine Service Co., 1307 











BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 

BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, ete. Bought and Sold. Dearborn Equipment 
Company, 605 So. Dearborn, Chicago 5, IIl. 

WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 190,000 serial number. Accounting Machine 


Service Co., 179 W. Washington, Chicago 2. 





higher cash prices for 


specialty, get our 
Steen, 60 West 


BURROUGHS PRODUCTS our 
comptometers. A. L. 


calculators, bookkeepers, billers, 
Harrison, Chicago 5, Illinois. 





hand or electric, rough, 


QUANTITY of Monroe and Marchant Calculators, 
American 


complete. Inquiries solicited on all types of other machines. 
Business Machines, 135 Grand St., New York 13, ¥: 





in rebuilding, sales 


specialists 
American 


Write for catalog. 
New York 3, N. Y. 


DICTAPHON ES—EDIPHON ES—Foremost 
and purchases of dictating equipment. 
Dictating Machine Co., 235 Fifth Ave., 





EDIPHONES—for 20 
wholesale. 


years, headquarters for machines, 


DICTAPHONES, 
Chicago Dictating Machine Co., 


supplies, Supertone cylinders, 
28 South Wells St., Chicago 6. 





WANTED TO BUY surplus equipment for cash. Business machines, add- 


ing machines, typewriters, bookkeeping, mailing, accounting, dictating 
machines. Comptometers, addressing machines and cabinets, plates, 
frames, graphotypes, speedomats, multigraphing, mimeographing ma- 


chines; visible equipment, multiliths, photo offset machines, cash registers. 
Harold M. Bennett Company, 277 Broadway, New York 7, N. Y. 





WANTED TO BUY Surplus Equipment of all types. 


Ready buyer. Colum- 
bia Trading Corp., 7 Waverly Place, New York 3, N. Y 





metal 
delivery 


tipped with 


plastic and 
and price. 


PENCILS NEEDED, 3000 gross No. 2 
State 


eraser. Need colored and indelible pencils. 
Box BY-303, care Office Appliances, Chicago 6. 





LETTER OPENERS, ENVELOPE SEALERS our specialty; repairing, re- 











building. All machines dismantled, cleaned, plated, baked enamel 

wrinkle finish. Send us your machine. Estimates cheerfully given. Busi- 

ness Machine Exchange, 97 Fitzhugh St. South, Rochester 8, N. Y. 
ADDING MACHINE PARTS, TYPE, ETC. 

LARGE STOCKS of new and used Adding and Calculating Machine Parts 


specific request. I. A. 


Calif. 


furnished on parts upon 


Quotations 
Oakland, 


1643 IMist Ave., 


available. 
Dehn, Jr., 








ADDING MACHINE PARTS FOR EXPORT 





BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS ex- 
ported. Foreign inquiries invited. Dearborn Equipment Co., 605 S. Dear- 
born St., Chicago 5. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Co., 1930 West 2Iist St., 
Chicago 8 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number International Office Appli- 


and we will quote highest cash prices. 
ances, Inc., 326 Broadway, New York 7, N. Y 





Machines, Adding Machines, Comptometers, Burroughs 
Typewriters and all office machines bought and 
8d St., Milwaukee 3, Wis. 


KLLIOTT-FISHER 
and Monroe Calculators, 
Teeter-Warsh Co., 849 N. 


sold. 





machines—all 
906-908 N, 


adding 
Company, 


machines, 
Crowley 


calcul: ating 
sold, 


machines, 
bought and 
Milwaukee 2, Wis. 


ELLIOTT-FISHER 
office equipment, 
Water St., 





from dealers 
San Antonio 


Adding Machines, calculators, 
East Travis St., 


TYPEWRITERS, 
Typewriter Parts Company, 407 


WANTED 
or jobbers. 
5, Texas. 





machines that 


ADDING MACHINES AND CALCULATORS wanted. Also, 
132 Nassau 


can be used for ao parts. Ford Adding Machine Service, 
St., New York 7, 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and — Universal Office 
Equipment Co., 7-9 Waverly Place, New York , 





filing equipment. Thousands 
Special service 
Chas. 


KARDEX, ACME, all makes used visible 
of reconditioned cabinets, panels, books, always on hand. 
and prices to dealers for purchase or sale. Get our quotations. 
S. Nathan, Inc., 548 Broadway, New York 12, N. Y. 





POSTINDEX, etc. visible filing equipment of all types 


KARDEX, ACME, 
specialize in this field and offer full cooperation to 


bought and sold. We 





dealers. Commercial Card System, 135 Grand St., New York 138, N. Y. 
ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. 
Quantity of McCasky Commercial Card System Co., 


Production Panels. 
BR. Fe 


135 Grand St., New York 13, 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail- 
able. E. H. Heineman, Box 552, St. Louis 1, Mo. 





bought, sold and exchanged. We specialize in 

and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. E. H. Heineman, 4 North 
Kighth St., St. Louis 1, Mo. 


VISIBLE EQUIPMENT 
rebuilt Kardex, Acme 


1946 
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Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for 25 cents each in cash, postoffice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents cach. 


2,410,823. Calculating Machine. Jaimer M. Laiho 
Skokie, Ill., assignor to Felt & Tarrant Manufac 
turing Company, Chicago, Lll., a corporation of Illi 
nois. Application September 17, 1941, Serial No 2,410,823 210,834 
411,194. Granted November 12, 1946 

2,410,834. Machine for Sealing Bags. Kdwin E 
Messmer, River Edge, N. J., assignor to Amsco Pack 
aging Machinery Inec., Long Island City, N. Y., a 
corporation of New York Application December 11 
1943, Serial No. 513,819. Granted November 12, 194 

2,410,835. Transcribing Device. Homer R. Mon 
tague, Washington, D. C. Application September 25 
1945, Serial No. 618,594. Granted November 12, 1946 

2,410,858. Combined Envelope and Writing Sheet. 
Henry F. Auger, Medford, Mass., assignor of one-half 
to Lewis H. Peters, Medford, Mass Application April m2 m 
24, 1945, Serial No. 590,057. Granted November 12, 
1946. 

2,410,864. Drafting Instrument. Harold Brown, b 
Denver, Colo. Application May 15, 1944, Serial No 
535,715. Granted November 12, 1946 2 

2,410,935. Printing Machine. Walier T. Gollwitzer 2,410,864 2,410,935 2,416,987 
Euclid, Ohio, assignor to Addressograph-Multigraph 
Corporation, Cleveland, Ohio, a corporation of Dela- 
ware. Application October 25, 1941, Serial No, 416,548 
Granted November 12, 1946 

2,410,987. Combination Cigarette and Card Case. 
George G. Mevi, New York, N. Y. Application Novem- 
ber 29, 1943, Serial No, 512,101 Granted November 
12, 1946. 

2,411,050. Caleulating Machine. Thomas O. Mehan, 
Chicago, Ill., assignor to Victor Adding Machine 
Company, Chicago, Ill., a corporation of Illinois. Ap 
plication December 23, 1940, Serial No. 371,366 
Granted November 12, 1946 

2,411,088. Typewriter Desk Fixture. Martin Fox 
Chicago, Ill., assignor to The Seng Company, a cor- 
poration of Illinois. Application November 15, 1943, 2,411,082 2,411,185 
Serial No. 510,360. Granted November 12, 1946 

2,411,185. Perpetual Calendar. Louis Bernstein 
Brooklyn, N. Y. Application February 16, 1945, Serial a 
No. 578,294. Granted November 19, 1946 

2,411,273. Device for Indicating the Unauthorized 
Operation of Registers. Woodford A. Kennedy and 
Beverly A. Southerland, Charlotte, N. C.; said South 
erland assignor to said Kennedy Application Decem 
ber 14, 1945, Serial No. 634,981 Granted November 






























2,429,273 


19, 1946 
2,411,335. Device for Manipulating Account Forms ie 
in Rotary Office Machines. Giuseppe Prezioso, Yver Qi 
’ 


don, Switzerland, assignor to E. Paillard et Cie S. A., 
a corporation of Switzerland. Application March 13, 7 
1945, Serial No. 582,441. Granted November 19, 1946 2,411,402 2,411,475 2,411,496 

2,411,402. Typewriting -Machine. Frederick C 
Wendt, Copiague, N. Y., assignor to Royal Typewriter 
Company, Inc., New York, N. Y., a corporation of 
New York. Application January 25, 1945, Serial No 
574,469. Granted November 19, 1946 

2,311,475. Simplified Duplicating Device. Irving 
Stockman, New York, N. Y., assignor of one-half to 
Maurice Schoenburn, New York, N. Y. Application 
June 2, 1945, Serial No. 597,365. Granted November 
19, 1946. 

2,411,496. Power Operated Typewriting Machine. 
George F. Handley, deceased late of Glendale, N. Y 
by Matilda J. Handley, executrix, Yonkers, N. Y 
assignor to Royal Typewriter Company, Inc., New 
York, N. Y., a corporation of New York Applica 
tion November 3, 1943, Serial No. 508,852 

2,411,513. Measuring Devices. Jacques Bergier, Al- 
fred Eskenazi, and André Helbronner, Lyon, France; 
vested in the Alien Property Custodian Application 
February 26, 1943, Serial No. 477,311 Granted No- 
vember 26, 1946. 

2,411,521. Dial Head Unit for Weighing and Re- 
cording Scales. Oswald S. Carliss, Fairfield, Conn., 
assignor, by mesne assignments, to the Yale & Towne 
Manufacturing Company, Stamford. Conn., a corpora 
tion of Connecticut. Application November 24, 1941, 
Serial No. 420,208. Granted November 26, 1946. 

2,411,569. Smoker’s Ash and Stump Receiver and 
Isolator. John R. Furman, Kerrville, Tex. Applica- 
tion February 16, 1943, Serial No. 476,053. Granted 
November 26, 1946. 

2,411,645. Card Filing or Grouping Apparatus. 
Irene B. Whetstone, Chicago, II assignor to Inter- 
national Business Machines Corporation, a corporation 
of New York. Applicated September 17, 1936, Serial 
No. 101,207. Granted November 26, 1946 

2,411,679. Fluorescent Lamp. James L. Cox, Ram- 
sey, and Donald G. Trutner, Rutherford, N. J., as 
signors to Duro-Test Corporation, North Bergen, N. J 
a corporation of New York Application March 31, 
1945, Serial No. 585,918. Granted November 26, 1946 

2,411,690. Navigation Instrument. Angus MacKay, 
Dover, Mass. Application June 24, 1944, Serial No 





2.411513 





2,411,645 2.411679 
































145,952 145 968 











145,952. Design for a Merchandising Display Cabinet 


541,914. Granted November 26, 1946 pany, Incorporated, Wilmington, Del., a corporation of 
2,411,714. Electronic Accumulator. Louis A. de Rosa Delaware. Application February 20, 1943, Serial No or Similar Article. Gordon A. Petremont, Boston, 
a — eager to The National pr geome 476,572. Granted November 26, 1946. Andrew K. Benjamin, Newton Highiands, and Edmund 
ompany, ayton, lo a corporation of aryland ( srown ) as a 
Application September 26, 1941 Serial No 412,519 DESIGN PATENTS Sanne seat ieee ‘saan’ cae Senaee 
Granted November 26, 1946 145,878. Design for a Desk Unit or the Like. For 22, 1945, Serial No, 123,096. Granted November 19, 
_ 2,411,718. Pantograph. Stanislaw Feld, New York, tunato S. Ajero, Chicago, Il Application May 4 1946 
N. , % Application May 8, 1944, Serial No. 534,577 1946, Serial No. 129,324. Granted November 12, 1946 145,968. Design for a Telephone-Address index or 
Granted November 26, 1946. 145,939. Design for a Pencil Sharpener. Gerald 1D Similar Artiele. Garfield L. Beckstrom, Chicago, Ml. 
2,411,723. Variable Spacing Mechanism for Key Gulotta, Rockford, Ll, assignor to Roy W. Hays assignor to Autopoint Company, Chicago, DL, a cor- 
Operated Printing Machines. Walter J Hausman, Rockford, Ill. Application March 13, 1946, Serial No poration of Illinois Application July 2 1946 Serial 
Washington, D. C., assignor to Surnell Machine Com- 127.430 Granted November 19, 1946 No. 131,256. Granted November 26, 1946. 5 
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BUSINESS OPPORTUNITIES 








Wanted Abroad 


English Firm Interested in Handling U. S. Lines—J. W. Kidd, director 
of Kidds Business Service, Ltd., 109, The Headrow, Leeds 1, England, 
wishes to further contacts for handling of almost any line of office 
equipment manufactured in America. He is particularly interested in 
adding and calculating machines, also new lines of products. The company 
has sbownsean and typewriter workships under its name in Leeds, Mid- 
dlesbrough and Newcastle, England. It also controls a number of branches 
and subsidiaries covering all of England, maintaining a strong selling 
organization. Kidds Business Service, Ltd., is also prepared for direct sales 
throughout or direct in London, and on wholesale basis elsewhere. 


Cuban Wholesaler Seeks Office Supply Lines..G. Veranes & Cia., 
Consulado 41, Havana, Cuba, manufacturers of commercial envelopes, 
is expanding its wholesale office supply department. Established 
$2 years ago, the firm has a staff of salesmen calling on stationers 
throughout Cuba. Agents for wood cased pencils, mechanical pencils, 
fountain pens, pen desk sets, small mechanical devices and other office 
utilities are sought. References given include National City Bank of 
New York, National Paper & Type Company, and F. L. Smythe Machine 
Company. Correspondence should be addressed to Richard Veranes. 


Portuguese Stationer Wants Number of Office Appliance Lines.—Richard 
Pordes, Rua do Desterro 35-3, Lisbon, Portugal, for a number of years a 
representative of Carto-Organisation in Portugal, seeks to establish com- 
mission agencies with manufacturers and exporters in the office appliance 
field. Particularly desired are staplers, numbering machines, fountain 
pens, pencil sharpeners, rubber products, drawing instruments, all types of 
writing paper, and novelties. Already represented are Red Feather Prod- 
ucts, Ltd., and the George B. Graff Co. teferences will be given on 


request. 


Columbia Manufacturers’ Representative Desires Office Equipment Lines. 
—Rafael Gutierrez Delgado, Barranquilla, Colombia, South America, who 
has represented manufacturers in that part of the world since 1928, is 
interested in extending his representation of office equipment, All types 
of merchandise from pencils to office furniture will receive consideration. 
Banking references: Banco de Colombia and Banco Comercial Antioqueno, 
both of Barranquilla, and the Royal Bank of Canada, also of Barranquilla. 


British Importer Wants to Increase Mail Order Setup...Crown Supplies, 
an import and export firm at 7, Broad Street Stationer, Liverpool St., 
London, E.C. 2, England, is interested in adding new American stationery 
lines that lend themselves to the mail order type of merchandising. The 
company is also in a position to act as buying or selling agents for any 
American manufacturers seeking that service. All responses should be 
directed to M. Rakunn at the above address. 


Long Established Canadian Office Equipment Firm Seeks New Connec- 
tions.—The Sterling Typewriter Company, 2123 Bleury Street, Montreal, 
Canada, is interested in acting as dealers for any of the following lines: 
Wood and steel office desks, filing cabinets, posture chairs, safes, adding 
machines, cash registers, and other office machines and equipment. All 
communications should be directed to Morris Tietolman, manager, at the 
above address. 


Holland Firm Interested in Adding New Lines.—Fakir Import and Whole- 
saledealers Office Appliances, 2e J.v.d. Heydenstraat 101, Amsterdam, 
Holland, desires to establish connections as representatives for American 
manufacturers of all types of stationery, erasers, fountain pens, pencils, 
typewriter ribbons and drawing instruments. All letters and cables should 
be addressed to the attention of W. Regter. 


Stationery and Office Equipment Lines Wanted for South Africa.—Her- 
man Weinberg, established in another field of merchandising in Transvaal, 
South Africa, is interested in adding sidelines of stationery and office 
equipment. American manufacturers seeking to extend their representa- 
tion in that area should communicate with Mr. Weinberg’s brother, Fred 
Weinberg, 79 William St., Bridgeport, Conn. 


Firm in Delhi, India, Seeks Importations—B. L. Dugar, proprietor of 
Mansingh Motiram, 255 Maliwara, Delhi, India, is interested in making 
contacts with manufacturers leading to the importation of fountain pens, 
pencils, ribbons, carbons, inks, erasers, typewriters, staplers, numbering 
machines, punches, fasteners, loose leaf covers, and similar items. 


Cape Town Dealer Seeking New or Rebuilt Typewriters.—Eveready Type- 
writer Agency, 102 Castle St., Cape Town, South Africa, is interested in 
establishing trade relationships with manufacturers of new typewriters or 
with rebuilders of used machines. All communications should be addressed 
to the attention of H. Nachman. 


Wanted at Home 


Additional Lines Sought by Firm at Sacramento, Calif.__Lebeck’s 
Business Equipment Company, 3021 Capitol Ave., Sacramento, 16, Calif., 
formerly Duplicator Sales & Service Company, is interested in securing 
additional lines of office equipment and machines for territory including 
the city of Sacramento and the Sacramento Valley as far north as 
Redding. The company at present represents the SoundScriber, Niagara 
Duplicator, Rex-O-Graph Duplicator, and other allied lines 


Ohio Manufacturers’ Representatives Wants More Lines.—H. L. Rulison, 
manufacturers’ representative and distributor, 6006 Prentice St., Cin- 
cinnati 27, Ohio, now covering that area’s department, stationery and 
office equipment stores, is interested in augmenting his present lines of 
safes, fire extinguishers, check protectors and duplicators with additional 
line of stationery items. 





NEW TRADE LITERATURE 


Remington Rand, Inc., 315 Fourth Ave., New York 10, N. Y¥.—How to 
get maximum production from existing plant facilities is the theme of 
“Dynamic Management Control With Sched-U-Graph,” a 32-page, full-color 
booklet just published by Remington Rand, Inc. It describes Sched-U- 
Graph, an ingenious and practical chart-board application of the time- 
control principles pioneered by Henry L. Gantt. Copious illustrations add 
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to the convincing demonstration of economy and efficiency realized by 
this device, which possesses the valuable feature of combining essential 
record data with graphic interpretation. 


The booklet demonstrates the operating and control advantages of 
Sched-U-Graph as applied to loading and scheduling of machines, men, 
or work centers; part orders and operations; scheduling of production 
of sub-assemblies; inventory control of parts for line assembly; scheduling 
continuous production by operations; scheduling actual against required 
production with visual indication of leads and lags; and sales progress 
against sales and profit contribution quotas by branch offices of salesmen 
on a time or percentage attainment basis. 

Executives interested in obtaining best utilization of machine and man 
hours in production and of salesmen’s efforts will find this booklet 
stimulating to their thinking, for it is devoted to practical and tested 
methods that were developed and proved during the war and post-war 
period by large and small organizations. 

Copies of “‘Dynamic Management Control With Sched-U-Graph"’ may be 
obtained without cost from any branch office of Remington Rand, Inc., 
or by writing Systems and Methods Research Department, Systems Divi- 
sion, Remington Rand Inc., 315 Fourth Avenue, New York 10, New York. 


C. E. Sheppard Company, Long Island City, N. Y., has just released for 
distribution the first of a new series of catalogues, which will bring 
the full Cesco line up-to-date. This first release, Catalog ‘‘B’’, illustrates 
a broader scope of types, grades and sizes of binder equipment than 
this company has offered heretofore. 


Pan American Bronze Company, 628-642 Sycamore St., Cincinnati 2, Ohio, 
has just issued a new descriptive brochure showing some of the commer- 
cial signs, name plates, and memorial tablets available from the company. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 


Pitney-Bowes, Inc., Stamford, Conn.—The postage meter manufacturers 
on November 30 mailed quarterly dividend checks to stockholders at 
the rate of 22% cents per share, together with a letter in which Walter 
H. Wheeler, Jr., president. reported net income of $222,400 or 24 cents 
per share on a gross of $2,188,248 for the second quarter, as compared 
to $111,000 or 12 cents per share on a gross of $1,819,730 for the first 
quarter. Net income for the six months ended September 30 was $333,400 
or 36 cents per share on $4,007,978, compared to $265,590 or 29 cents per 
share on $2,522,300 for the six months ended September 30, 1941, the 
latter period being one which Mr. Wheeler said “is more significant for 
comparative purposes than any intervening one’’. 

He reported orders for postage meters and other mailing machines at 
all-time levels, substantially above the company’s record-breaking produc- 
tion, much of which is now being carried on in the partially occupied 
new plant addition. The better operating results he credited “in no 
small measure to the increased tempo and efficiency of our personnel’. 

The stockholder dividend payments—the 121%4 cents regular and a 10 
cents extra—were voted by the directors at their meeting of November 4, 
when they simultaneously declared a quarterly employees’ wage-and-salary 
“dividend” of 7 per cent of base pay with an “extra” of 3 per cent, 
representing the fourth consecutive quarterly payment in a profit-sharing 
plan inaugurated last January, and payable in early December to workers 
enrolled as of October 31. 





Wilson Jones Company, Chicago, IIl.—Report to the stockholders of 
Wilson Jones Company and The Standard Diary Company, wholly-owned 
subsidiary since June 18, 1946, has been made for the fiscal year which 
ended August 31 of this year. Net sales for 1946 were $7,110,000 as com- 
pared with $5,909,000 for similar period in 1945. Net income after taxes 
is listed at $397,000, a gain over $271,000 for the previous fiscal year. 
Earnings per share likewise rose from $1.03 to $1.51. This was in spite 
of sharp rise in manufacturing costs as the result of wage and salary 
adjustments and rising prices of raw material and supplies. The report 
states that during the past five years ‘‘the cost of doing business has 
increased out of proportion to the increase in the prices of the company’s 
products.”’ The company paid a year-end dividend of $.6214 on December 
4, 1945, and an interim dividend of $.371%4 on May 1, 1946. Consideration 
was to be given to the declaration of a year-end dividend at the meeting 
of the board of directors following the annual meeting of stockholders 
held on November 13. On June 18, 1946, the company acquired 100 per 
cent of the common capital stock of The Standard Diary Company, Cam- 
bridge, Mass. That company will continue to operate as a_ separate 
corporation. The acquisition of The Standard Diary Company plant 
affords a substantial amount of additional production capacity, which is 
badly needed. 


Addressograph-Multigraph Corporation, Cleveland, Ohio -—George C. 
Brainard, president, reported that operations of this company are at 
capacity and earnings for the first quarter of the new fiscal year will 
approximate those for last quarter of the year which ended July 31. At 
the annual meeting, William R. Dawes, president of Central Illinois Se- 
curities Corporation, retired after serving as a member of the board of 
directors of Addressograph-Multigraph for 20 years. His place on the 
board was taken by Frank H. Woods, Jr., president and a director of 
Sahara Coal Company, Chicago.—AK. 





MISSING MACHINES 





E. W. Shannon, Appleton, Wis., reports that the following typewriters 
have been missing from the Appleton high school since September, 1946; 
L. C. Smiths: 1480527, 14-inch carriage; 1A1519199, 1ll-inch carriage; and 
1A1584358. Royals: K.H.M. 2232419, ll-inch carriage, and K.M.M. 2349761, 
ll-inch carriage. An R.C. Allen adding machine, Model 95, No. 972973, 
and a Corona portable typewriter are also missing. Any information rela- 
tive to the whereabouts of these machines should be communicated to 
Mr. Shannon immediately. 


Missing from the Boy Scouts of America Headquarters in Toledo, Ohio, 
since Saturday, November 9, are the following machines: L. C. Smith, 
1121854-1l-elite; L. C. Smith, 13873324-1l-elite; Royal Y35-108135-11-elite ; 
Royal X1054904-11-elite; Remington, LE50109-11-pica. Information concern- 
ing the location of any of these machines should be reported to J. Francis 
Seymour, 707 Jefferson Ave., Toledo, or to Lee E. Harbottle, Boy Scouts 
of America, 325 Ontario St., Toledo. 
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NSA CONVENTION ADDRESSES ; 


(Below and on following pages are the texts of speeches omitted, because of lack of 


space, from the report of the National Stationers Association Convention last month). 





“SPEAKING OF FIGURES”—THE 
DEALERS’ RISING COSTS 


By William B. Gregory II 


President 
W. B. Gregory and Son, Inc. 
Detroit, Mich. 


HEN GOVERNOR HERB WILKING of the Fifth Regional Dis- 
trict asked me to deliver a talk on the dealers’ rising costs at the 
regional convention last spring, I’m afraid I balked a little. It seemed 
to me that such a talk would be something like diagramming the ob 
vious. It was inconceivable to me that any dealer could be unaware that 
his costs were rising. However, Herb was adamant and insisted that 
it was the duty of the Association to keep its members informed and I 
was elected to pass on the figures that the National Stationers Associa- 
tion has been accumulating over a number of 
I am no economist nor would I have the temerity to tell any one 
of you how to run your business, especially after uncovering, during 
this survey, a dealer who showed an 18.5 per cent profit last year. 
However, I do hope that before this is over that I won’t be confused 
with the gentlemen I heard on the air a few nights ago. He was asked 
how it was he could be so stupid and he replied, “‘Oh, its easy, I’ve got 
a lot of friends in Washington.” A low bow of exception, of course, 
to all the present company and especially to Paul Burbank, who is do 
ing a swell job in spite of his surroundings 

In short, I am here to present the NSA figures accumulated from 
questionnaires which were recently sent to all of you relative to your 
cost of doing business. We are enjoying an era of exceptionally profit- 
able operation, and it is the earnest desire of the Association that this 
highly desirable state be at least semi-permanent. 

Before I launch into these figures, I would like to comment on some- 
thing that has always caused me no little wonder. You will recall that 
many theatrical comedians, after dinner speakers and convention orators 
often begin their sleep-provoking routines with a remark about some- 
thing hilariously funny that happened to them on the way to the theater 
or hotel. I mention this only because it never quite added up to me. 
Now I can say very definitely that never has anything the least bit 
funny ever happened to me on the way to a theater or a hotel 
lutely nothing—until this morning. 


years 


abso 


Assured, He’s Welcomed Speaker 

One of our most friendly Chicago hosts stopped me in the corridor 
and said, “Now don’t be worried, son, about that there talk of yours.’ 
(You see Chicago is way out west of Detroit). “We want ya to know 
you’re right welcome hyar abouts.” P 

I appreciated that because he wasn’t a bit like the fellow who took 
his fancy bird dog to the veterinarian and told the vet to cut the dog’s 
beautiful plumed tail off flush with his body 

“Cut this dog’s tail off flush with his body?” asked the veterinarian 
in almost speechless surprise. ‘‘Why this dog is a super thoroughbred. 
He’s won a basketful of blue ribbons Certainly you can’t be serious, 
why I just couldn’t do it.” 

“I want this dog’s tail cut off flush with his body,” 
“And if you won’t do it I’ll find someone who will.” 

“Well, if you’re going to have it done, I suppose I might as well 
do it,” said the vet. “But will you please tell me why you want this 
beautiful dog’s tail cut off flush with his body?” 

“Well,” said the owner, ‘“‘my mother-in-law’s coming to 
don’t want the slightest sign of 


replied the owner. 


visit and I 
welcome.”’ 


Know Their Costs in Chicago 
Now you take people here 


down to the fifth decimal 
garage and ask the 


Business costs are a very serious thing. 
in Chicago—they really know right 
point. For instance, you take your car into a 
repairman how much it will cost to repair it. 

“‘What’s wrong with it?’ he asks. 

“I don’t know,” you reply. 

He answers in a split second, 
the parts are extra.” 

Which reminds’ me that if you have purchased a new car lately you 
probably might have wondered what the devil happened to that factory 
list price. If we were to sell a file the way they sell automobiles, we 
would quote $60 for the file—but of course, the paint, handles, label 
holders, guide rods and follower blocks are extra at a slight additional 
And for a few extra dollars we could spray the bottom with 
dumdum to quiet Gwendolyn’s nerves and for just a few more dollars 
we could furnish round instead of square ball bearings. 

Sounds ridiculous, doesn’t it—but seriously, costs are costs and the 
auto dealer with only a few cars to sell has to make his profit on the 
cars that he has. 


costs 


“Fifty-six dollars and 33 cents, and 


cost. 


Presents Slides on Costs 


So let’s get into the serious stuff. My purchasing agent—God bless 
him—is my projectionist today. Bill Langston will show us a slide film 
that incorporates some of the results of the NSA survey of 
costs. 
(Slides 1 and 2, merely introductory, not reproduced with this test.) 
SLIDE 38. Here is the age-old profit pie. It is probably so old an 


dealers’ 
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illustration to all business men that it doesn’t get the interest it de- 
serves. But it would probably be an excellent idea to frame this pic- 
ture in every stationery office in the country to drive home to all of 
our inside and outside salesmen, and to the office force at large, that 
profits are a nebulous thing and that management keeps very little of 
the dollar that drops into the cash register. If your salesmen are 
average, I am sure that you have heard them say, “if it costs $.60 and 
we sell it for $.70, made a $.10 profit.” Would that it were that 
easy! 

This circle is based on the accumulated figures for 1945 and part of 


we've 


THE N.S. A. SALES = 100 
od 40) 20 be 3 8 


1945-6 


SALARIES 


ALL THER 
EXPENSES 4.154 
TAXES 3.189 


Income 


NET PROFIT 4.57% 


(AFTER TAXES 


SLIDE NUMBER 3 





1946. Illustrated like this, you can readily see what a tremendous slice 
of that dollar is used to buy the goods we sell. A very healthy slice 
is likewise consumed by salaries and smaller slices by rent, taxes, ad- 
vertising, light and power, and all the other expenses. Small in them- 
selves, comparatively, they add up another large segement of that 
dollar. That leaves this thin little slice indicating the net profit for 
the year. However, thin as that slice is, it is now the largest slice we 
have been able to hang on to for many many years. As a matter of 
fact, not too many years back there wasn’t any black slice at all. So, 
let’s be smart and try and keep what we now have. 


Profit Now, But Remember 1926? 


SLIDE 4. (Not reproduced with this text.) I don’t know quite 
how to interpret this picture. Perhaps, we can label it a warning. 
Profits have come easier in the last few years and our smart rabbit 


friend has let it get the better of him He may be right, but it may 
be wise to heed the warning of our unhappy and perhaps wise old hen 
who remembers 1926. Let’s look for a minute at 1926: 

SLIDE 5. Here is a simple illustration that tells a big story. I was 
still in school during the roaring twenties—but I do remember one of 


1926 


SALES 


mas - 06 we =) 20d op i eg 


1.1% 


SLIDE NUMBER 5 


our salesmen telling me in 1930, (1 started to work in October of 1929 
—right after black Tuesday, Wednesday and Thursday) that in boom 
days of the twenties all that he had to do was to sit down at a tele- 
phone in the morning and write all the business he could handle for 
the rest of the day. I thought that that was something out of this 
world, especially in 1931 and 1932, until I saw these figures from NSA. 
At the request of the NSA, and with funds furnished by members of 
the Association, the Harvard business foundation made a comprehen- 
sive research into the stationery business in 1926. This was probably 
the most throrough investigation ever made of our industry and the 


(Turn to page 189, please) 


11 








THE OLD STORY—EVER NEW 
(St. Luke II, 7-14) 


And she brought forth her first- 
born son, and wrapped him in 
swaddling clothes, and laid him in 
a manger; because there was no 
room for them in the inn. 


And there were in the same 
country shepherds abiding in the 
field, keeping watch over their 


flock by night. 
And lo, the angel of the Lord 


came upon them, and the glory of 
the Lord shone round about them; 
and they were sore afraid. 


And the angel said unto them, 
Fear not: for, behold, I bring you 
good tidings of great joy, which 


shall be to all people. 


For unto you is born this day in 


the city of David a Saviour, which ~ 


is Christ the Lord. 


And this shall be a sign unto you; 
Ye shall find the babe wrapped in 
swaddling clothes, lying in a man- 
ger. 


And suddenly there was with the 


angel a multitude of the heavenly 
host praising God, and saying, 


Glory to God in the highest, and 
on earth peace, good will toward 
men. 
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Let’s Take a Look at Self-Service— 
But Don’t Get Excited About It 





VERY TIME there has been an important inno- 
vation in any department of retail merchandis- 
ing, the voice of some oracle has been raised to declare 
that the innovation is practically certain to become 
the new order of the day for every other kind of 
retail business that is in the least degree comparable. 
A current example of this custom is the talk one 
hears and sometimes reads in articles written by 
someone evidently straining at the bit for a relevant 
subject about self-service in the stationery outlet. 

Let us, then, assay an exposition of this interesting 
new topic, which offers much latitude for speculative 
opinions as to its possibilities, even though there is no 
sensible basic for either believing or predicting that 
self-service is to play any important part in the sta- 
tionery trade either now or in the early future. 

If there were any strong and nationally diffused 
combination of circumstances to make such possibili- 
ties near-at-hand probabilities, then trade interest 
would necessarily develop the intensity of serious con- 
cern because of the cost of the transformation of the 
entire physical merchandising layout that would be 
involved. But there is not one iota of reason to antici- 
pate such a service revolution on the grounds of neces- 
sity. Any stationer would be a fool, in this writer’s 
judgment, to make such an experiment solely on the 
grounds of mere novelty. 


Some Doubts Are Raised 


It is my humble prediction, based on my one-man 
opinion, that actual self-service merchandising, in the 
fullest meaning of the term, will never become the 
the pattern for any modern stationery outlet—not so 
long as the proprietor cleaves resolutely to the most 
scientific principles for the individualization and in- 
tensive development of such a highly specialized busi- 
ness having so many technical features. 

There are many reasons, it seems to me, from the 
Stationer’s standpoint, why this prediction will prove 
justified. One of these reasons is the fact that the 
better exponents of the modern stationery business 
performs many specific services for the buyers of office 
supplies, furnishings, and mechanical appurtenances 
that transcend in importance the mere selling of the 
goods. 
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There is a continuing personal touch with regard to 
the office problems and business-expediting installa- 
tions handled for the customers of any important sta- 
tionery outlet that places a large percentage of sta- 
tionery and appliances transactions in a very different 
category from the sale of a suit of clothes, or the de- 
livery of an order of coal. 

The imaginative soul, who envisions honestly’ the 
vogue of a slot-machine code of sales service in the 
stationery outlet of the future, has doubtlessly fed his 
imagination with impressions derived from those met- 
ropolitan Leviathans of retail grocery merchandising 
known as super-markets. The spectacle shines before 
his eyes and he feels sure that he beholds at least the 
mould in which all retail sales operations of the not- 
distant future must eventually be cast. 

Such an observer has failed, however, to reckon with 
the universal law of the limitations of adapability to 
general use of an innovation introduced to solve a 
specific problem in a wholly dissimilar industry deal- 
ing with an entirely different set of operational con- 
ditions and facts. 


Not All Have Been Converted 


Regardless of that, however, what the well-meaning 
prophet evidently does not know is that not all gro- 
cery operators, nor even a predominant percentage 
of them, have converted to actual self-service as yet. 
There is not, furthermore, any authentic trade poll 
indicating that the majority of grocers intend to 
change over to self-service—that is, on an all-out, 100 
per cent basis. 

Self-service is, assuredly, a topic of much concern 
in that trade, in which the independent’s personal 
service to the customer was always relied upon as his 
trump card in withstanding the competition of the 
so-called national “chains,” but as there are 50,000 
small and intermediate cities to every large city in 
this country today, no competent merchandising 
authority foresees the extinction of the independent 
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grocer simply because of the spectacular self-service 
operations of a comparatively few million-dollar super- 
markets in the metropolises. 

In every line, it seems to me, the owners of the 
financially smaller, yet incomparably more-numerous 
stores—the independent merchants who can recognize 
the persons who buy of them when they meet them in 
the public street—are not going to disappear from the 
American Scene—fantastic prophecies about the day 
when there will be only one mammoth store of a kind 
in each small community regardless. 

So far as rationalization of the self-service notion 
with regard to stationery is concerned, one should 
keep in mind the fact that the customers of the typical 
Stationer are not everyday visitors to the establish- 
ment, as is the custom of grocery buyers in the large 
full-line department food store. That part of every 
commercial stationer’s daily transactions represented 
telephone and delivery orders (this represents con- 
siderable business in most large stores) wouldn’t en- 
ter into discussion of self-service anyway. In station- 
ery merchandising, furthermore, notwithstanding the 
fact that the average dollar-unit of transactions is 
much more in the large commercial outlets than the 
average sale in a retail grocery outlet, there is no con- 
stant circulation of daily shoppers. 


Other Stores of Different Pattern 


In a few words, the grocery trade, the drug trade, 
and the hardware trade, are entirely and basically 
different in their service requirements and offer no 
pattern whatsoever for a stationer’s business with re- 
gard either to personnel requirements or the phy- 
sical merchandising plan and set-up. 

It is a significant matter of fact that in the one and 
only field in which self-service has been introduced 
sufficiently to attract any notice at all—groceries— 
only about seven per cent of all the full-line estab- 
lishments are, even now, literally and really “super- 
markets.” Only about 15 per cent of all the independ- 
ently owned outlets are as yet on a whole or part self- 
service basis, and even in the most dominant super- 
markets there continue to be at least half a dozen 
departments that always have been and probably al- 
ways will be operated with sales personnel, because 
the merchandise can not be put on a self-selling basis. 


On the basis of the comparative percentage of the 
number of items carried by the two types of outlets— 
stationery and grocery, the percentage of regular sta- 
tionery items that would be adaptable to self-service 
would be so small as to emphasize more than ever the 
general disparity between the two types of operations. 


The most important contrast of all, perhaps, be- 
tween these two types of retail distribution is that the 
selling time for each transaction in the full-service 
and delivery grocery outlet is usually longer than in 
almost any other retail trade. This is owing to the 
fact that the customers of the grocer are habitually 
and constantly buying from four or five to eight or 
ten items every day. The unit price of the merchan- 
dise is comparatively small, which means that $1,000 
worth of business involves so many transactions and so 
much time and labor, that the full-service and ac- 
commodation grocery business, operating also a de- 
livery, requires the services of at least four men to 
handle an average volume of $1,000 a week. 

This is greatly in excess of the comparative “man- 
power” requirements of the typical stationery estab- 
lishment on the basis of comparative average weekly 
dollar volume of business. 
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Wages and rent have always been the heaviest fixed 
charges in the operating overhead of every kind of 
retail business. That is why, regardless of unions or 
natural economic pressures, wages should always be 
scaled on the basis of demonstrated ability which, in 
the instance of a selling business, can always be ap- 
praised fairly on the basis of sales records. Whenever 
a ten-dollar-a-day man does a five-dollar-a-day man’s 
work, the owners of the business are losing five dollars 
a day. 

Of all workers, the right kind of salesman is the fel- 
low who comes nearest to producing the profits out 
of which his salary is to be paid and who is best able 
to prove the fact with figures. 

So many stationery articles and office-efficiency ac- 
cessories—especially, the new sundries and appliances 
that are being continually invented—involve explana- 
tory or expository salesmanship that the position of 
the capable and experienced salesman in the full-line 
commercial stationery outlet seems to me to be quite 
secure. 

Only the very cheapest stationery supplies—and 
these only if standardized and packaged in uniform 
size or quantity units—seem to me in the least degree 
adaptable to the “Help Yourself” scheme of limited 
self-service. Certainly no sane stationer would be in 
favor of exposing such small, yet expensive, items as 
$12 to $64 pen-and-pencil combinations to all the 
risks of self-service, even if one has such sublime faith 
in human honesty as to believe that there would be 
little risk of loss from shoplifting and thinks only of 
the risk of damage to such valuable items by pro- 
miscuous handling. 

While every merchant in every line of trade strives 
for a good reputation, there are certain aspects of the 
services for which businessmen rely upon their chosen 
stationer that are so highly specialized (and often 
technical) that the maintenance of prestige, in the 
status of the better, more-representative outlets of the 
stationery industry, requires the maintenance of per- 
sonalized service relations in most of the important 
dealings with the customers of the business. 


Salespersons Still Required 


One certainly can not apply five-and-dime stand- 
ards and methods to such a business. So far as this 
remark goes, however, even Woolworth, Kress and 
Kresge, though all their stores present a layout of 
merchandising for the self-selection of their daily 
hordes of buyers, are not actually operating on any 
100 per cent self-service basis, because there are two 
or more salesmen or saleswomen at every counter or 
department. These salespersons are required to price- 
check every item selected by buyers, and the goods are 
wrapped or bagged by the sales attendant at time of 
payment. 

Although “5 and 10” is the legend under which these 
great systems of national variety merchandising were 
introduced, and has become something of a tradition 
in their sphere of merchandising, the scope of mer- 
chandise distributed, as well as the range of prices, 
have been expanded so gradually, and so constantly, 
that goods of unit value in excess of five dollars are 
now being merchandised every day in all the outlets 
of these three great organizations. Many of these 
items do not sell on price figures alone, but require 
customary sales presentation by competent employees 
who have been drilled expertly for the sale of these 
firms’ own specialties. Where any salesmanship is 
necessary, it is foolish to speak of doing away with 

(Turn to page 182, please) 
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One More Look at Those“ Dead” Accounts 





N UNPAID ACCOUNT that is legally dead is not 

always morally dead, in the conscience of the 
debtor; and it is a trait of human nature that the 
more affluent a man becomes, financially, the more 
he is inclined to clear his conscience and his record of 
past digressions. 

A Texas stationery and office supply concern recently 
discovered anew the truth of this theory, to the pleas- 
ant surprise of the management. 

It all started when an elderly man hobbled into 
the store on a cane one day, announced that he had 
been owing the company $56 since 1930 and that he 
wanted to pay it in full. “Have some money now,” 
he explained, “and I want to clear my record and 
my conscience.” 

Naturally, this account long ago had been written 
off as a “bad debt” and forgotten. The manager of 
the company knew there were a lot of other similar 
accounts, piled up during the depression years, when 
formerly sound credit risks had gone wrong through 
financial reverses. 

He found that there were 123 such accounts, and 
they owed a total of $1,468. He listed each debtor’s 
name, the address he had given when his account 
was “alive,” and the amount he owed. 

Then he took the latest copy of the local city direc- 
tory and checked each name, to obtain the current 
address. He found that most of the customers had 
moved; and he was unable to find 36 of the names in 
the city directory. 

With the corrected addresses of those found in the 
directory before him, and carrying the last-known 
address of the remaining 36, he had a letter typed 
individually to each old account. The letter read as 
follows: 

“Dear Mr. Jones: 

“This morning a man who had been owing us au 
account since 1930 came in and paid up in full. He 
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explained that he finally now was in financial position 
so that he could clear his conscience and his credit 
record, and it was a pleasure to see the light in his 
face as we handed him his receipt for payment in 
full. We have 122 more accounts like this—very old 
and long ago outlawed legally. Your name is among 
these 122. The amount you have owed—since 1932— 
is $21.50. 

“It has occurred to us that you, too, might like to 
clear your conscience and your record, as this cus- 
tomer put it, now that the war years have brought 
you financial recovery and a fuller life. If so, we 
shall appreciate receiving the foregoing amount—and 
it will be a pleasure to send you, too, a receipt, marked 
‘Paid in Full.’”’ 

He mailed the letter, kept the list of 123 old accounts 
on his desk, and waited. He did not wait long. The 
following day after he mailed the letter, four persons 
came in, apologetically, and paid up. For over two 
weeks, checks came in daily. 

Of the 36 accounts whose addresses could not be 
verified, letters to 22 of them came back, marked, 
“Unknown.” Of the 14 that did not come back, six 
brought checks from other cities. One man sent in a 
check for $23 from Washington, D. C. Another sent 
his check of $13.50 from Chicago, with a note of thanks 
for calling the account to his notice. 

Four debtors either sent partial payments on their 
accounts or wrote letters, promising to remit within 
the month. 

Out of the 123 “dead” accounts, 54 responded; and 
the total receipts from the “noble experiment” at the 
end of a month amounted to $864.55, or materially 
over half the total of the “written-off” accounts. 
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Perspective of the Office Equipment Industry 





Sales Potentials 
for Business Ma- 
chines in Europe 
and the Levant 


By ARTHUR GUTH 


Cleveland, Ohio 


MERICAN MANUFACTURERS of 

business machines and office ap- 
pliances should reconsider their actual 
stand on policies in their sales organ- 
izations in Europe and the countries of 
the Eastern Mediterranean. 

Before the war the organizations were 
usually established with the plan of a 
general agency or general dealership 
for this whole territory located in Lon- 
don, Paris, or Berlin. 

The volume of the business in Eng- 
land, France, or Germany was sufficient 
to make such general agencies or deal- 
erships pay, but from there on the con- 
tanct and supervision in all European 
countries and those of the Mediterranean 
were neglected by the home offices in 
the United States. 

The conduct of the sales activities in 
these countries was in the hands of 
different dealers, without much co-opera- 
tion from the general agent and none 
from the home office. Too many cases 
are known in which such dealership 
changes frequently, because they often 
were set up for sporadic sales on appli- 
cation and none or too little further busi- 
ness followed. 

No really intensive sales promotion 
in the usual American way was acti- 
vated. 


Left Open Field to Germany 

This naturally gave an open field for 
the German competition. These com- 
petitors did exactly what was necessary 
and had their sales organizer constantly 
alert to supervise and extend sales 
activity, to advise and help dealers in 
the business, and to promote sales ideas 
and sales. The eventual railing of 
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By L. S. CROWL 


President, 
Blade Printing & Paper Company, 
Toledo, Ohio, 
and 
President, 
National Stationers Association 











ASICALLY, the supply items of our business are in demand in ratio 

to the index of general business activity; and the equipment items 
are in demand in ratio to general business profits. This is because sup- 
plies are necessary expenses to the conduct of business while equipment 
is usually regarded as an investment and capitalized as such. 

During 1946 we experienced a continuing high level of business activity 
and watched general business profits go into a steep decline. Unless 
changes occur in the factors which produced this condition we should 
expect not only a decreased demand for equipment items, but a reduc- 
tion in the level of general business activity as well, which will in turn 
bring about a reduced dermand for supplies. 

The chief contributing cause to these circumstances is the increasing 
distortion of any semblance of balance between wages and prices. Be- 
cause of this muddle, production stumbles along, consumer demand 
remains unsatisfied and war-time savings which at war’s end constituted 
a great block of accumulated buying power are being dissipated. 

What can we expect the Stationery Industry in 1947 other than a 
return to those circumstances under which our merchandise has to be 
sold instead of allocated? Those stationers, manufacturers and dealers 
alike, who prepare now for competitive conditions will fare best when 
they became apparent. This is by no means a doctrine of pessimism, it 
is a sincere attempt to be realistic. 


_-<-—-.:- —— 


U.S. OFFICE EQUIP- 
MENT MANUFACTURERS 





By A. W. VANDERHOOF 


Vice-president and General Manager, 
Standard Duplicating Machines Corp., 
and 
President, 

Office Equipment Manufacturers Institute 





ITH RECONVERSION to normal peacetime production now largely 

an accomplished fact, the Office Equipment Industry is on the 

threshold of the greatest production and sales era in its long and 
romantic history. 

Early in the war, large segments of our industry converted wholly or 
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in large part to the manufacture of implements of war and thereby 
contributed importantly to ultimate victory. Despite labor turmoil and 
raw material shortages, our industry by and large has done a magnificent 
job in reconverting to peacetime production. Even as the industry so 
ably met the challenge of conversion to war production and then of 
reconversion, likewise it is a foregone conclusion that our industry will 
rise to great accomplishment to meet the vast unprecedented demand 
for its products in this postwar era. 

With the domestic and foreign markets clamoring for office equip- 
ment and machines of every type and description, production output is 
being forced to new high levels and the flow of our industry’s products 
to the eager and insatiable markets is surging ever higher as the 
months pass. 


Huge Backlog of Orders Being Reduced 


Enormous pent-up demand for business equipment has, of course, 
created huge backlogs of orders throughout our industry. Furthermore, 
current sales are still rising. However, the buying public and all dis- 
tributors of office equipment will be gratified to learn that, despite this 
mountainous demand on plant facilities, many companies in the indus- 
try report that, for the first time since V-J Day, production has sur- 
passed current sales and backlogs are, therefore, being reduced. As this 
splendid record continues, the exasperating lapse between placing orders 
and receiving deliveries will be constantly diminished. 

Meanwhile, our industry is making and will continue to make great 
technological advances which will bring to the consumer still better 
quality of products, more stylish equipment, and even more startling 
miracles of man’s ingenuity. 

The wartime handling by office machinery of the stupendous problems 
of production, distribution and accounting of billions of dollars worth 
of material throughout the world brought to countless thousands a new 
appreciation of the usefulness and indispensability of our industry’s 
products. These countless thousands of individuals are now back in 
business, rightfully expecting and demanding that they be equipped 
with the same devices and methods which played such vital roles in 
helping them win the production war. 

Yes, the Office Equipment Industry faces a golden era of sales poten- 
tialities which will fulfill, both as an obligation to the business public 
and as a grand opportunity for every man and woman in our industry. 





U. S. OFFICE MACHINE 
DEALERS 


By ROBERT RANDAZZO 


Vice-president, 
General Typewriter Company, 
Kansas City, Mo., 
and 
President, 
National Office Machine Dealers Association 








S A PART OF the economic and business structure of this nation, the 
office machine dealers throughout the United States have, like all 
other sales and service agencies, experienced the trials and frustrations 
necessarily attendant upon a transition from a war-time to a peace-time 
economy. The first full year of post-war business activities has not been, 
and we know now that due to world conditions, it could not have been an 
easy, Simple affair. Too many adjustments had to be made. The entire 
attitude of a nation had to be revised. Plans and preparations had to be 
formulated to insure a stable, democratic society in a world clamoring 
for peace-time goods. The office machine dealers of this country right- 
fully consider themselves fortunate for the business and for the profits, 
however small, realized during this financially dangerous period of tran- 
sition. Like the returned veteran, we have gone through our period of 
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pamphlets in English could not replace 
such activities. 

The reason for the lack of this close 
follow-up of business possibilities is ob- 
vious. The European sales manager or 
general dealer was too busy in England, 
France, or Germany to be able to give 
sufficient time and effort to developments 
in other countries. 

No reasoning whatsoever could demon- 
strate that the other markets in Europe 
and the Mediterranean are negligible. 
In Czechoslovakia, Hungary, Poland, 
Romania, Greece and the other European 
countries, as well as in the Near East in 
Turkey, Syria, Iran, Egypt and Pales- 
tine, the potential prospects are the 
same as in any other country and at 
present are open to American business 
without the hard-working German com- 
petition. Business now developed will 
be there to stay even when later com- 
petition returns. 

The many governmental and com- 
munal agencies, and administrations 
represent the same sales opportunities 
as in any other country. Public utilities 
—water, gas, telephone, electricity, com- 
munications and railroad companies— 
wholesalers, retailers, department stores, 
in fact any kind of administration or 
business, represent the same endless 
line of prospective users of machines 
and appliances as anywhere else. it 
seems logical that a country like Turkey 
or any other, with all the large govern- 
mental and communal administrations, 
merits at least as much effort as the 
sales promotion in Denver, Col., or At- 
lanta, Ga. 

In Washington and New York some 
foreign purchasing commissions have 
permanent offices and some countries 
send such delegations from time to time. 
Sales proposals to such agencies can 
have very little effect, if any. In most 
cases such agencies are set up for very 
distinct purposes and allow hardly any 
time for the purchase of office machines 
and appliances. Besides that, they prob- 
ably lack the understanding of the ne- 
cessity of such equipment. 


Need On-the-Spot Promotion 


Scles of business machines and appli- 
ances can be promoted ONLY ON THE 
SPOT. 

If in some cases purchases by some 
foreign country have to be made through 
governmental agencies, due to the re- 
striction in foreign exchange, the request 
for such permits, no doubt must be 
initiated by the respective customer, be 
it governmental department or private 
enterprise. 

It therefore is evident that the pros- 
pective customer must be visited in his 
own home. 

To get the business in the earlier men- 
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tiuned countries on its way to a profit- 
able outcome for now and the future, 
it is advisable to select carefully and 
without delay a man to begin organizing 
sales. 
His qualifications should be: 
Real knowledge of as many countries 
in Europe and the Levant as possible, 
this by former experience. 
—Knowledge of their form of govern- 
ment, the political and economic struc- 
tures, their potential products and pro- 
ducers. 
—Knowledge of as many languages as 
possible. 


Organizer Has Real Job 


The task of such sales promoter and 
organizer should be: 

—To find and establish adequate deal- 
ers in each country, who are able and 
willing to give their full time and am- 
bition to the sale of the product. 

—To prepare surveys of sales possibil- 
ities in each country and to give the 
dealer a strict line to be followed. 

—To inform and to instruct dealers and 
their salesmen thoroughly as to equip- 
ment and methods. 

—To help dealers in the conclusion of 
specially important sales, as for ex- 
ample with governmental departments. 

—To follow up this help to dealers con- 
stantly to educate them finally to con- 
stant and independent sales activity. 

—To re-establish contact with users of 
formerly delivered machines and 
equipment for the immediate purpose 
of replacement business, sales of 
parts and accessories, and to arrange 
tor speedy servicing of the existing 
equipment. This would tremendously 
raise the prestige of the American 
manufacturer. 


Certainly there are many difficulties 
to be overcome. But if rightly ap- 
proached business is possible even in 
countries where on the surface it seems 
complicated. On the other hand, many 
countries like Egypt and Turkey as neu- 
trals have passed through a period of 
high prosperity and business opportu- 
nities are abundant. 

The time to go ahead is surely here 


NOW. 
—_—___0—=—0-_—____ 
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rehabilitation and are making our plans and preparing for the future. 

We recognize that the problems confronting us are those which face 
all dealers in this country. We neither regard nor consider ourselves as 
being a special case requiring special attention. By means of regional 
meetings, the constant inter-exchange of ideas and suggestions, and with 
discussions by our individual members, we have laid down certain basic 
principles of business procedure which should enable us, individually and 
collectively, to share and enjoy the increased business opportunities that 
lie ahead. 

Now that all government restrictions and regulations on our particular 
activities have been eliminated, we consider this new unrestricted free- 
dom, a public trust, and accept it as such. In furtherance of this respon- 
sibility, we are improving not only our methods of doing business, but 
also our places of business. Our sales organizations are being expanded 
and trained. This expansion and training has been made possible through 
a proper and effective use of the “G.I.” Bill of Rights. Time and time 
again emphasis has been placed upon the necessity for our dealer mem- 
bers to modernize their stores and service departments with latest and 
most modern equipment and illumination. Our members have responded 
extremely well to this and to all other constructive suggestions which 
have been of benefit to their individual welfare and to their business. 


Dealers Warned About Big Inventories Acquired at High Costs 


Dealer members have been cautioned not to build high inventoriés at 
inflated prices, but to keep an equal balance between supply and de- 
mand. It has also been explained to them that it is necessary to convert 
undesirable merchandise into ready cash in order to be in a position to 
purchase new and improved equipment which the buying public will 
want and is entitled to have. In conjunction with this important prin- 
ciple of business procedure, our dealer members are being constantly 
warned to improve their individual credit status so as to be able to take 
advantage of the “boom” years that lie ahead. New lines of merchandise 
are being explored and are to be exploited by our members not only as 
a source of profit to them but also as additional items of service to the 
public. All these and countless other advanced and progressive steps are 
being taken. It is indicative of the dealer members’ attitude and enthu- 
siasm for the future, a future filled with business opportunities—business 
opportunities which, if carefully and intelligently planned and prepared 
for, can be harvested and enjoyed by all Americans in every category— 
capital, management or labor. 





GREAT BRITAIN 
STATIONERS 


By J. W. HAMILTON-JONES 


Managing Director, 
Eversharp, Ltd., London, England, 
and 


President, 


Stationers Association of Great Britain and Ireland 





USINESS RECOVERY in post-war Britain continues to be slow. The 
controls imposed by the Government during the war are for the 
most part still effective, but some slight relaxations have been made 
operative. Our greatest difficulty today is in lack of man power. Staple 
foods and consumer goods are in such short supply that many people 
feel they were better off when the war was on. Reasons for this are the 
numbers of people returning to civilian life from the armed forces and 
from the services, coupled with the Government’s export drive on man- 
ufactured articles, percentages of which (sometimes pretty high) are 
ear-marked for foreign trade. These people have to be fed, clothed and 
housed, which has the effect of making shortages more acutely felt. 
British goods which are available in the United States, even when the 
domestic counterpart is unprocurable, sometimes cause misunderstanding. 
The fact is, the British home market is starved so that we may export, 
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which is vital to our country at the present juncture. Foodstuffs are in 
such short supply that we export goods in exchange for food. 

The sellers market which has existed for six years is still very much 
in evidence. The built-up shortages during war years will not be offset 
for a long time to come, and the process is bound to be gradual. 

Here, as in America, we employ all the employables, and have seen 
working people striking in many industries for more money, shorter hours, 
and better conditions. This inevitably brings inflation in its train and 
the constant round of wages chasing prices. Staple foods and many 
utility articles are rigidly controlled in price by Government Depart- 
ments in Britain. 

In conclusion may I send the greetings of the Stationers’ Association 
of Great Britain & Ireland to our friends in the United States and wish 
them happiness and prosperity in the New Year. 


o ——$$§$ => ——___— 





GREAT BRITAIN RIBBON AND 
CARBON TRADE 


By JOHN H. TORRING 


Columbia Ribbon & Carbon Mfg. Company, Ltd., 
London, England, 
and 
President, 
Carbon Paper, Inked Ribbons & Duplicating Material 
Association of Great Britain 


T IS VERY GRATIFYING to find that the interest taken in British 

organizations continues, and as president of the Carbon Paper, Inked 
Ribbon & Duplicating Material Manufacturers’ Association of Great 
Britain, I have much pleasure in writing these few lines. Manufacturers 
of our products in both countries must be having a very enjoyable time 
in export trade and I trust that for mutual benefit we shall take every 
opportunity of maintaining a fair level of prices. The supplies of raw 
material have not been sufficient for some considerable time, and of 
course the prices rather increase than otherwise. This is particularly the 
case, of course, with the waxes, but nevertheless other raw materials— 
dye-stuffs and the like—show increases, but worst of all, a shortage. 

The wages appear still to be on the upward trend, which means that 
directly and indirectly production costs must rise. American manufac- 
turers, like ourselves, are in the unfortunate position of having to pay 
exorbitant prices for waxes. At the moment these do not appear to be 
showing any signs of reduction. 

In view of the difficulties in getting Germany and Austria on their 
feet again it would appear that the foreign markets will be open for 
some long time to come, and we trust that by mutual considerations for 
each other the manufacturers in both countries will considerably benefit. 


GREAT BRITAIN OFFICE APPLIANCE 
TRADES 


By H. V. BRISCOE 


President, 
Office Appliance Trades Association of 
Great Britain & Ireland 


HE LAST SEVEN YEARS have established more conclusively than 
ever how essential a part office appliances play in modern industry. 
When manufacturing and other organizations had to be greatly expanded 
to meet armament needs; when payrolls doubled and trebled and were 
complicated by normal and overtime hours, by incentive bonuses and tax 
deductions; when Government departments had an insatiable appetite 
for labor analyses, cost returns and material schedules; and when all 
this had to be done with office forces which were cut to the limit; office 
managers and other business executives turned more and more to the 
office appliance industry for advice and service in the organization prob- 
lems which confronted them. 
These were the lessons of war and there is ample evidence that busi- 
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ness executives are not losing sight of them in the period of reconstruc- 
tion. The very extent, however, to which office managers and other busi- 
ness executives became willing students of what the office appliance field 
could offer them, contains a challenge for us in the future. Today, 
throughout the country, there are many such executives who know more 
about office organization, equipment and management than ever before. 
They will expect of our salesmen the ability to discuss problems based 
on knowledge not only of their own products, but of the general field 
of modern business methods—men who will give sound advice based on 
wide experience; men who are thoroughly trained. To men of this caliber 
the office appliance field is going to offer less sales resistance than we 
have known in the past; but to those who do not measure up to this 
standard, the going is likely to be hard. 


O.A. Trades Association Has Grown with Industry 


In just the same way as the office appliance business grew in stature 
through the demands made upon it, so did the Office Appliance Trades 
Association. It formed itself into committees of like businesses, and these 
committees performed invaluable work by consultation and co-operation 
with the various Government departments, assisting on the release of 
equipment against priorities to essential manufacturers, arranging quotas, 
and in general helping to regulate their owr businesses to the needs of 
war. The Government found it could work through and rely upon the 
association. This spirit of co-operation and identity of common interest 
which found its focus in the association will continue into the years to 
come. The OATA has shown itself to be a strong and representative body 
and in the expanding future which faces us, it will play a worthy part. 








GREAT BRITAIN 
TYPEWRITER TRADES 


By BERNARD LOWTHROP 


President, 
Typewriter (and Allied) Trades Federation 
of Great Britain & Ireland 








HERE ARE WE GOING? It is difficult to assert whether the type- 

writer trade in Great Britain is highly successful or in the doldrums. 
The World War just ended brought home to business large and small 
the significance of the typewriter and the tremendously important part 
it plays in the scheme of things. During the past 18 months acute short- 
age has underlined this heavily. With a world shortage and a demand 
greater than ever before has been experienced, it is going to be some 
time before the industry gets back to normal. That raises a question 
which is very much in the minds of all engaged in the industry in 
Britain. What is normal? 


Conditions Before the War Not of the Best 


There is little use blinding ourselves to the fact that normalcy before 
the war was not a healthy state of affairs. The trade lacked dignity. 
The standard of living offered to those employed in the various branches 
was patchy and on the whole much too low. Before the war the cry was 
“Production” “Sales.” More production and more sales. The market was 
constantly growing and because it was growing substantial numbers of 
machines were produced over and above a reasonable expectation of fair 
sale. This resulted inevitably in low average unit return. The motive 
behind high production was two-fold—factory costs and forced markets. 
Theoretically this sounds logical. The fact remains that in Great Britain 
at any rate the result was by no means Satisfactory either to the manu- 
facturer or to the distributive side of the industry, including of course 
the workers in both categories. 

Discounts were rampant due to a list price which was subjected to 
heavy distributive discounts and no low level price fixation. The dis- 
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tributor in competition always quoted the little less; prices fell consist- 
ently until the customer became the only interested party to derive any 
benefit. His benefit was one mainly of prime cost as overhead charges 
had to be met somehow, but it is generally admitted that the commercial 
public paid far too low a figure for a service just as essential to com- 
mercial life as are machine tools for production. Many firms spent much 
on research for their own production and huge sums on machinery for 
processing, yet, because the “Office” is classed as unproductive and 
sometimes looked upon as an unfortunate but necessary expense, pur- 
chases for the office were dealt with in a cheese paring manner. This 
was a circumstance created largely by the trade itself, for itself, with no 
one to blame but itself. I plead therefore that to return to pre-war 
normalcy is something to be avoided at all costs. 


Factors of Post-War Planning 


Agreed: that is a pure negative! What is suggested for post-war plan- 
ning necessary to avoid a return to the “bad old days”? In my view it 
remains desirable for production to be as high as possible to realize the 
lowest manufacturing cost. It is recognized in most manufacturing 
processes that after a certain point, no matter how much production 
is stepped up, no further reduction in factory door cost can be achieved. 
But I feel very strongly that more attention should be paid to the 
distribution side. Simple competition takes care of ceiling prices, once 
production is in line with consumption. Some control should be imposed 
on the low limits. It should not be possible for any section to jump in 
with uneconomic prices, due either to a system of surplus dumpings, low 
labor standards, excise circumstances, or some other factor out of the 
control of the trade or operating in favor of one country or one section. 
The industry must work as a whole. The welfare of the distributive side 
in any part of the world is just as much the interest, or should be, of 
manufacturers, as the immediate return from plants. Sooner or later if 
this is not taken care of the manufacturer will suffer. To flood a market 
with one hundred and twenty machines where only one hundred can be 
usefully disposed, may operate for a time. Arithmetic only is required to 
give a lead to what will develop. Some trader with heavy stocks and 
heavy commitments is going to be pressed for money and is going to 
realize at a loss to himself. The loss is borne by the trade, not only by 
this hard pressed trader. He markets at an uneconomic figure and draws 
away the business to himself for a while at the expense of his con- 
temporary who shortly, in self defence, will copy him. He teaches the 
commercial public that typewriters can be purchased at a figure below 
that on which their estimate was based and he starts a downward spiral. 
The cumulative effect of this is massive and the final effect disastrous. 
In Britain post-war planning seeks to eliminate some of these evils. 
Whether or not it will be successful remains to be seen. But in the in- 
terests of all, including the public, an effort should be made and is in 
fact being made. The “public” which many of us class as “the other 
fellow” but which is really you and me gets its living from conglomerate 
trades and professions and a lower standard in any one reflects itself 
in the purchasing power of those engaged in that one, to the eventual 
harm of the public as a whole. 


Office Machine Industry Has Great Fascination 


I have been in the office machinery trade for a quarter of a century 
now and with the passing of the years, the fascination of the business 
increases its grip on me. Frankly I can think of no profession or trade 
which calls for more alertness or offers more interest. The comfort and 
efficiency of a vast number of workers from high executives to the office 
boy rests in our hands. Increased efficiency, at increased cost acts in 
exactly the same way as the installation of a wrapping machine designed 
and purchased specifically to reduce production costs. For some years 
there has been an urge to improve the standards of workers by the in- 
troduction of works canteens, music while you work, better seating, 
better lighting: not sufficient attention yet is given to the wellbeing of 
managerial staffs, whose influence goes right through any organization. 
These are the people we serve, the very heart of any firm. We are the 
heart specialists and we would be treated as such and gain a return as 
such. I plead very strongly indeed for an enhanced dignity for the office 
machinery industry and an increased co-operation by all in the endeavor 
now being made to improve our lot still further. 
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You're Going to Make More Money 





N ALL DEPARTMENTS of the stationery trade and 

its related industries, the prospects for increased 
volume with commensurate net profits are more assur- 
ing these days than they have been in many years. 

With the accumulated back-log of almost five years 
of pent-up demand for office furniture and appliances 
of all kinds, no crystal ball is necessary to justify the 
optimistic forecast that stationers are going to make 
more money during the next few years than for many 
years before the war, provided they conduct their mer- 
chandising operations intelligently, vigorously, and 
progressively. 

All economists are unanimous in their opinion that 
all the basic trades and industries of this country will 
experience boom prosperity for at least five or six 
years. More people will be spending more money be- 
cause they have more ready cash than for many years 
vefore the war, BUT there will also be more sellers 
and more competition for the patronage of these eager 
spenders. 

The urgency of the buyer market for typewriters, 
office furniture and fixtures can not be better illus- 
trated than by the manner in which the demand is 
reflected in the “Desk, Store and Office Fixtures” clas- 
sification in the want-ad sections of practically every 
city newspaper which classification has been increas- 
ing in continually extended lineage day after day for 
many months. 


Replacement Needs Are Great 


The replacement potential of office furniture and 
appliances is high throughout the entire country. The 
first and most obvious reason is that such equipment 
—notably, desks, typewriters, filing-cabinets, steel 
utility tables and similar portable office fixtures, add- 
ing machines, check protectors and check-writing ma- 
chines—have been so long out of supply because of 





22 


By NICHOLAS VESTAL 


war-time manufacturing controls. The second reason 
is to be found in those socio-economic complications 
of the first few months immediately after the end of 
the war which have retarded the resumption of pro- 
duction in all the mechanical industries. 

The profits of this huge replacement demand will 
pour into the various channels of the stationery and 
appliances industry from two main sources—first, from 
the orders of those habitually abstemious buyers whose 
equipment was really due for replacement before Pearl 
Harbor and who have actually worn out almost every 
fixture in their plants and offices through what might 
be described as “over-extended overuse’; second, all 
those liberal and progressive individuals and business 
houses who would probably have bought such equip- 
ment units at least three times during the last ten 
years, instead of only once or twice, if the war had 
not disorganized the normal manufacturing and mer- 
chandising economy of the nation. 

Refurnishing and re-equipment orders are simply 
bound to be larger than was usual in the pre-war 
period, but the competition for these larger orders will 
doubtless be increased apace with the increase in the 
available business. The reserve capital reservoir of all 
the larger mercantile and manufacturing firms who 
will be buying office furniture and machines has been 
bounteously filled during the war, it is generally 
known. This fact doubtless warrants the prediction 
of liberal buying—not only with regard to the num- 
ber of units replaced, but also with regard to quality 
and price specifications, resulting in good profit-mak- 
ing opportunities for office machine distributors and 
office furniture dealers who have a representative on- 
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the-spot stock from which to sell. It means profits for 
those who are alert and efficient in supplying the de- 
ferred demands of their old customers, and also the 
new prospects, a number of whom have been estab- 
lished within the trade-drawing zone of practically 
every important mercantile and industrial center since 
1941. 

One industrial firm known to this writer has already 
placed its contract for the complete transformation of 
its main office interior with plastic panel walls as well 
as an all-steel office set-ups, both clerical and execu- 
tive, to match the new furnishing scheme. I have no 
doubt that many other big firms are planning similar 
office transformations, some choosing wood; others 
steel. 

All these progressive firms will almost certainly want 
to restock on their supply of the small sundries and 
accessories of office efficiency maintenance, as well as 
the heavy equipment, which means that the represen- 
tative stationer in every community should be ready 
for this demand with an ample basic inventory of all 
the smaller articles and supplies that purchasing 
agents and other executives in every line of business 
will be ordering. The “I'll get it for you” stationer 
never climbs very high on the ladder of reputation. 

It is necessary to exercise good judgment as to what 
buyers will most surely be wanting and then to have 
it ready for them in ample quantity and assortment 
of sizes and style according to the nature of the sup- 
plies or accessories. 





The first sale to any new buyer may be the making 
of a valuable new customer for the store, but it may 
also be a complete flop if the new buyer is not merely 
satisfied with the value received, but also pleased with 
the reception accorded him in the salesroom. Any new 
buyer may come in the first time by casual circum- 
stance, but if he returns, the stationer has the satis- 
faction then of knowing that the buyer returned delib- 
erately, not accidentally. While all buyers should 
always be treated with maximum courtesy and should 
be accorded all the attentive interest that the trans- 
action requires whether the sale be one dollar or ten 
dollars. The truth is that, in a long range view of the 
matter, the one-time buyer is not an asset to any 
retail merchant, unless the merchant be a diamond 
merchant or an antique dealer. 

More business and more profit, even when business 
is brisk, require doing things in a different—a better 
way—than competitors do them. There are two pithy 
proverbs that I have always believed apply to the 
retail businessman. They are “Beaten paths are for 
beaten men,” and “Ordinary brains never produced 
extraordinary success.” 

That’s why I am convinced that real complete suc- 
cess is denied to some prospectors in the retail sta- 
tionery business more by the power of superior mer- 
chandising on the part of their nearby competitors 
than by the power of either larger capital or reputedly 
better location advantages alone. 


It Doesn't Cost Anything 





ANY OF THE IDEAS that might be advanced for 

the office appliance dealer’s use in creating more 
volume have the disadvantage of demanding heavy 
investment of time, effort, or money. But the simplest 
plan of all has none of these drawbacks, and it’s in- 
teresting, too. (Profits always are!) 

In a nutshell: Sharply increase the attention you 
give to consumer advertising in the office appliance 
field. 

Every dealer knows the importance of advertising 
in this, his own trade magazine. This information 
carries him all the way from what to stock, right up 
to the point where the sale is in the making. However, 
at this point it would be helpful to understand the 
buyer’s viewpoint, which to large extent has been built 
on consumer advertising. The office appliance dealer 
needs to know both trade and consumer publicity for 
a product, and with equal thoroughness. 

If the sale becomes a continuation of the interest 
created by advertising, profits will be earned more 
quickly. When in doubt, use the angle or approach the 
supplier has been emphasizing in his current consumer 
publicity. Often, you'll hit the most direct route to a 
sale. At all times, you are assured of an effective sales 
presentation. 

Of course, it’s not necessary to read all the maga- 
zines carrying consumer advertising in the office sup- 
ply and equipment field, for that covers numerous 
general as well as specialized periodicals. Through the 
usual trade contacts, suppliers give at least broad out- 


OFFICE APPLIANCES, December, 1946 





By GEORGE M. DODSON 


lines of their work with your customers. They may 
reproduce some of this publicity in connection with 
their announcements here, or tell specifically in what 
magazines it may be found. If you have any difficulty 
at all in determining what he is doing along these 
lines, contact the suppliers for the latest information. 
Any slight effort required in doing this will be well 
repaid in the form of quicker sales and greater cus- 
tomer satisfaction. 

The dealer, who knows what the buyer is thinking, 
has a good start toward additional volume. So effective 
is most advertising that to keep in touch with it will 
provide insight into the best sales appeals to employ 
on any particular product and at any particular time. 
Even when you miss a direct hit, you’ll come much 
closer to the mark than by haphazard selling. 

Now that your stock is gaining a constantly-widen- 
ing market beyond the commercial office buyers, this 
matter of consumer advertising takes on a new im- 
portance. To keep up with the times, you must give 
it the same concentrated study you devote to your 
trade advertising. It costs you nothing—it promises 
more sales, less time and effort per sale, and a faster 
method for training sales clerks in the office appliance 
store. 
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GENERAL OFFICES OF R. P. LEWIS CO. AT FLINT, MICH. 


“Different” Selling Ideas Pay 
Off with “Big” Business 





R. P. LEWIS 





EW IDEAS ARE the stuff of which better business 
is made. R. P. Lewis, owner of the R. P. Lewis 
Company, believes in this firmly because he has fol- 
lowed this dogma and found it to work. His office sup- 
ply business is run with different selling ideas that 
paid off last year by chalking up a business of more 
than a million dollars and which is showing steady 
gains every month. 

The R. P. Lewis Company is one of Michigan’s most 
progressive office supply firms wilth its main store and 
general office in Flint, Mich. It also operates stores in 
Saginaw, in Detroit and Lansing. In Jackson and Bay 
City there are no stores, but only sales offices. The 
Detroit store is the newest in the chain and is still 
very much in the growing stage. 

The selling idea of the R. P. Lewis Company is not 
to cover a large territory from any one of its stores but 
rather to limit its sales activities to the city proper in 
which the store is located and serve that area most 
intensively. Some idea of how intensively this culti- 
vation for business really is can be gained from the 
fact that in Flint there are six salesmen, in Saginaw 
seven, in Detroit five, in Lansing two, in Jackson one 
and in Bay City one. 
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This business, however, is organized differently from 
most others from a selling angle. There are two kinds 
of salesmen, each kind representing a separate and 
distinct classification of the business. The Lewis busi- 
ness is divided into the systems division and the sta- 
tionery division. The systems division includes sys- 
tems, office furniture and office equipment, while the 
stationery division consists of the usual stationery 
items. 

This splitting of the business into two separate and 
distinct classifications results in two types and kinds 
of salesmen being employed. Those in the stationery 
division are the usual type found in office supply firms, 
good salesmen and nothing more. Those working in 
the systems divisions are more than salesmen. They 
are office engineers, trained to go into an office, work 
out systems for that office and install them after they 
are worked out. 

In the Lewis firm, the men who are salesmen in the 
stationery division sell nothing but stationery items. 
They are not permitted to take orders for anything 
not in their division. On the other hand, the office 
engineers working in the system division sell only 
items in their field and are not permitted to take or- 
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ders for anything outside of it. Whenever the repre- 
sentatives in either of these divisions get a prospect 
for items not in their division, they turn the name and 
address of that prospect into the office out of which 
they work and the salesman for the other division 
calls, gets the business and gets all the credit. Since 
the representatives in each division are not permitted 
to take business for other items, and since they get no 
credit, it calls for keen team work between the men, 
something which Mr. Lewis easily obtains because of 
other twists to his selling technique which will be dis- 
cussed shortly. 

Right here, it should be mentioned that Lansing, 
Jackson and Bay City are solely devoted to systems, no 
stationery items being handled. 


Pay Good Wages, Plus Bonus 


Believing that the nub of successful selling is the 
salesman and also believing that no salesman can do 
his best work if he is worried about paying next 
month’s rent or some other bills, Mr. Lewis has worked 
out a system of paying salesmen that results in the 
firm getting the business, the salesman being able to 
work without worries and in the salesmen having an 
incentive to increase their sales. This method con- 
sists in paying each man a sure salary that is sufficient 
for his living expenses and even sufficiently large so 
that he can save a small amount monthly. In cal- 
culating these salaries, the low limit is hewed too 
rather than the high limit, but without forcing the 
salesman to cut too many corners in living. In short, 
the salesman who has learned how to live will have no 
worries, because his salary will meet his living ex- 
penses. In addition to this, the salesmen are paid a 
bonus once a year, the bonus being based on the gross 
profit of the business that salesman produced during 
the year. In fixing this yearly bonus, consideration is 
also taken whether the salesman developed the busi- 
ness himself or whether he inherited it. By paying this 
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bonus once a year, it puts into each salesman’s hand a 
large lump sum which can be used to purchase a home, 
buy a car, buy bonds or split up into several parts, each 
of which can be used for some special purpose. It has 
been found that by paying a living wage and a yearly 
bonus, the salesman work best and really produce 
business. 


Buyers Classified by Volume 


Another new twist that Mr. Lewis has given to his 
selling is to be found in the prices that this firm 
charges. Mr. Lewis is a firm believer in the one price 
idea but believes that that one price should be based 
on what a buyer purchases, rather than om what a 
purchaser is. 

Accordingly, prices charged by this firm for its mer- 
chandise are based on the total volume of business 
that a given buyer gives the firm. Mr. Lewis has 
worked out six classifications, into one of which every 
customer of the firm falls. The total volume of busi- 
ness given the firm by a customer determines into 
which classification he is put. As his total purchases 
increase, the customer is advanced one classification. 
The customers in any one classification all are charged 
the same price for the same item. However, as a cus- 
tomer is advanced up from one classification to an- 
other he is given the benefit of better prices. The way 
this system of price determination has worked out is 
to furnish an incentive for a customer to purchase 
more, or to make all of its purchases from the Lewis 
firm. Firms that have branches in the different Lewis 
firm cities have their purchases lumped together so 
they get the benefit of total purchases, regardless of 
where they are made. In this way a firm can advance 
ahead a classification or two and thus get the benefit 
of lower prices. Another advantage of this system, 
most important to the management of the Lewis firm, 
is that it keeps price determination in the hands of 
Lewis and eliminates it from the salesmen’s activities. 






8 e 


25 





In the Lewis layout, no salesman can fix prices or 
make prices, because all of that is done at the general 
offices in Flint. 


New Method of Hiring Men 


Another innovation to this business that is quite new 
is the method of hiring employees, salesmen and all 
other employees. Nobody is hired by the Lewis firm 
who hasn’t a future ahead of him. To determine 
whether an applicant for a position that is open has 
a future ahead of him, the company resorts to a psy- 
chology test that has produced some exceptional re- 
sults. This whole idea of applying psychology to appli- 
cant examination was started a little over a year and 
a half ago when all of the employees were given a test 
developed by a Flint psychologist. The result of these 
individual tests was charted and resulted in a com- 
posite chart of the employees with an organization 
pattern of abilities. On this pattern of the organiza- 
tion the individual test results were charted, which 
gave a most complete picture of the Lewis employees. 

This testing along psychological lines plainly showed 
what had already been discovered, that there were sev- 
eral grades of employees working for the Lewis com- 
pany. Some were employees who today would not be 
hired but who had been partly successful in ironing 
out some of their shortcomings and were, today, fixed 
in their job. There is no intention of firing any of the 
present employees of the firm, because all are fairly 
successful. But the pattern obtained by grouping the 
results of the individual tests of employees is being 
used to avoid hiring new employees who fall into the 
low side of the organization pattern. 

A very definite procedure has been worked out in 
hiring new employees for R. P. Lewis Company. An 
applicant is first interviewed by one of the officers of 
the firm, who roughly determines which part of the 
business the applicant would fit into, if at all. If this 
officer of the firm decides that the applicant might fit 


into the selling end in the systems division, for in- 
stance, then he is sent to the person in charge of that 
division in the store where the applicant has applied. 
Here, he is again interviewed. If that interview re- 
sults favorably for the applicant, he is then given a 
standard psychology test by someone in the Lewis em- 
ploy. The test consists of various questions, some of 
which are timed. The test when finished is sent to a 
psychologist in Flint, who is consulting psychologist 
for the organization. The psychologist studies the test 
and rates it from a scientific viewpoint. If the appli- 
cant is given a low rating, then his chance of obtain- 
ing employment is over. If however, his rating is suffi- 
ciently high, the applicant is asked to visit the psy- 
chologist, where the applicant is interviewed and often 
given some suggestions on how to overcome some weak 
points that the test brought to light. If the applicant 
passes this interview with the psychologist, he is sure 
of his job. 


Tests Not Perfect 


Of course these tests according to psychology are 
not perfect. They are not claimed to be perfect. But 
they do produce most satisfactory results. In the year 
and a half that the Lewis firm has been using them it 
has reduced its mistakes in hiring by 50 per cent. Pre- 
viously to using these tests in psychology R. P. Lewis 
hired six men and found four of them had to be fired 
after an actual trial employment. Today, and since 
the tests have been used, the failures have been re- 
duced from four in six men hired to only two out of 
six. 

These are the new twists to selling that Mr. Lewis 
is using and that last year produced a business of 
more than a million dollars. With the volume growing 
month by month it would seem to prove the conten- 
tion of Mr. Lewis that the man who does something in 
a new way is more than likely to find it a better way. 





R. P. LEWIS CO. NEWEST STORE AT DETROIT, MICH. 
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Business Pitfalls to Avoid 





ANY SUCCESSFUL RETAILERS have given advice 

on how to succeed in business by using tested 
principles. If the beginning retailer follows such ideas 
he will find his business road smoother than if he re- 
lies entirely on his own convictions. 


These same successful businessmen also have their 
list of things to do. Office appliance dealers have often 
heard the expression, “It’s a poor policy to do this or 
that.” There is a lot of truth in some of these asser- 
tions. In this article some of the most important oi 
these cautions will be listed so that office appliance 
dealers reading them will be helped considerably. 

1. It’s a poor policy to let your prospect bluff you 
into meeting a supposed cut in prices. The office appli- 
ance dealer who finds that he is unable to meet a price 
cut suggested by a prospect might just as well admit 
it. If he goes ahead and makes the sale at the sug- 
gested price, he will probably lose money on the deal, 
and he may also incur the contempt of the prospect 
who knows he has induced the office appliance dealer 
to sell at a low figure. 

When you admit to a prospect you can’t sell below 
a certain figure and that you don’t intend to, he will 
respect you for sticking to your guns. He will know 
that you are a merchant who has a definite price pol- 
icy—to make a profit—and that you will not deviate 
from it. It will stamp you as being a good businessman. 

2. It’s a poor policy to give up hopes of making a 
sale when the prospect keeps stating that your price 
is too high. If the prospect complains of a price being 
too high, he is tacitly admitting that your products are 
good, but he doesn’t think they should sell for so high 
a price. In this instance, your best sales argument is 
to stress quality. Give specific examples to illustrate 
quality if you can. A $50 man’s suit costs more than a 
$30 one, but it wears much longer, gives better satis- 
faction and looks better. It is worth the money. So is 
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your merchandise. Many merchants after stating their 
prices adopt the “take it or leave it” attitude. This is 
poor policy. A little more selling will often complete 
the sale at your price. 

3. It’s a poor policy to depend too much on the pros- 
pect who says, “If you’ll play ball with me, I'll play 
ball with you.” This kind of prospect usually means 
that he wants concessions in return for giving his busi- 
ness to you. He wants to bargain. Either he wants a 
big cut in price over your regular buyers, or he wants 
an outright gift, a premium, or something of this na- 
ture. Watch out for this sort of prospect. Remember it 
pays to have a uniform policy for all your customers. 
The moment you start giving special deals to one man 
and not to another you are planting the seeds of future 
trouble. Play ball with all your customers, not just 
one of them. Work for profit and be sure that you 
make it. 

4. It’s a poor policy to be afraid to express your 
business views fearlessly. Customers like to know 
where a businessman stands. They like to know if he 
can be bargained with, cajoled into things, or whether 
he sticks to his guns. Be fair to everyone and have a 
policy which treats every customer with justice, and 
you won’t get into too much trouble with ornery cus- 
tomers. Be firm when you express your policy to cus- 
tomers, but don’t be nasty. Try to be as accommodat- 
ing as possible to all customers—within the limits otf 
your policy—and you will find that you are pleasing 
them so much they won’t ask for special considera- 
itons. 

5. It’s a poor policy to open any sales presentation 
with mention of a price. You are not selling price. 
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Sell customer satisfaction, not price. Too many re- 
tailers think that price bait is the cure-all to all busi- 
ness problems. It is not. Witness the tale of the man 
who stood on a busy street corner in New York many 
years ago and tried to sell $5 gold pieces for $4. No one 
would buy. Folks were suspicious. Here was a low price. 
but it sounded phony to prospects who happened along. 
They were not going to be fooled. 

When a retailer publishes a big ad offering price as a 
lure, the first tendency of the prospect is to become 
suspicious. He wants to know why the merchandise is 
being offered at such low price. The retailer must try 
to overcome this suspicion by giving fire loss, damage 
to goods, big purchases and other causes as the reason. 
This shows how a low price must be bolstered. The 
public knows that a good product is worth a reasonable 
price. That is why price by itself is never a proper lure. 


Average-Price Customer Most Important 


6. It’s a poor policy to think that all prospects are 
price customers. While everyone who purchases any- 
thing is interested in the price that must be paid for 
it, all customers do not desire to get something for 
nothing. They know they must pay a fair price to get 
quality. There are low-priced chiselers and there are 
quality-price customers. In between these two groups 
is another class—the average-price customer—and this 
class is perhaps the largest in the nation. They buy 
neither the cheapest nor the best, but they purchase a 
good quality, medium-grade product. From their ranks 
graduate the quality customers. 

The low-price customers are likely to be the most 
vociferous. They will talk the loudest, complain the 
most and insist on seeing only the price and not the 
quality. Because they shout so much, the price cus- 
tomers may half convince some weak-hearted mer- 
chants that they are in the majority, but they are not. 

The office appliance dealer who accepts the regular 
trade of price customers, however, establishes a repu- 
tation among that class, so that they all flock to his 
store intent on knocking down his regular prices. 

7. It’s a poor policy to be scared by the price brow- 
beating tactics of some customers. Every merchant has 
some customers who will haggle for a nickel or a penny 
reduction. The favorite weapon of such a customer is 
to say, “Better sharpen your pencil, Jim, or I’ll take my 
business elsewhere.” In other words he threatens the 
merchant with a loss of business if he does not get 
a special price. The merchant who falls for this gag is 
to be pitied. It really wouldn’t hurt him one bit to lose 
business on which he makes little or no profit, though 
he hates to see the volume go elsewhere. The wise mer- 
chant knows when to turn down business, too. 

8. It’s a poor policy to think you can feather your 
own business nest without trying to serve customers 
better. There isn’t a business in the world, no matter 
how small, which doesn’t owe its success to the fact 
that many people are co-operating in that success. 
“Serve others” is an excellent rule for the success of 
any business. No one can exist by and for himself in 
this complex world. 

9. It’s a poor policy not to have a plan and stick to 
it. It may be true that no man can foretell where he 
will go when he dies, but it’s also true that a man can 
foretell what will happen if he follows certain well-de- 
fined business rules. The merchant who plans his busi- 
ness operations year by year and who sticks to the plan 
is already far along the road to success. Have a plan, 
for without it you do not know where you are going 
in tne business world. 
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LINK UP WITH JANUARY WHITE 
AND CLEARANCE SALES 


By W. B. STODDARD 


Y A GENERAL AGREEMENT all the leading stores 

of Minneapolis, Minn., opened at noon on the day 
after New Year’s and remained open until 9:00 P.M., 
in a citywide clearance sale. Realizing that after a 
night of revelry there would be little business the fol- 
lowing morning, they gave their employees a forenoon 
vacation, while they practically doubled their volume 
of business on sales merchandise by keeping open in 
the evening and giving everyone an opportunity to 
purchase some of the bargains offered. All the stores 
carried cards in their windows, telling of the special 
store hours for January 2. 

Powers’ came out with a big ad announcing a num- 
ber of markdowns, giving the item. the price, and the 
number on hand. At the bottom of the ad they said: 
“Very likely you received a check for Christmas. Why 
not buy a lasting gift for your office or desk? See our 
many conveniences for ease in writing or studying.” 

Donaldson’s went after the mail-order trade, run- 
ning an ad listing a number of office supply items and 
including a coupon, with space for name, address, and 
articles desired, which could be clipped, filled in, and 
mailed to the store’s personal shopper. 


Stage Own January Sale 


Linking up with the big January White Sales, the 
office supplies section of Robinson’s, Los Angeles, Calif., 
staged a White Sale of its own,.featuring both social 
and office stationery. A window was used to call atten- 
tion to certain lines. It showed a modern office with 
all the necessary equipment. At each side were units 
of office supplies, in which loose-leaf inserts, letter- 
heads, envelopes, indexes and other white lines bore 
a prominent part. They ran a special ad listing some 
of their supplies, with the heading, “White Sale of 
Office Supplies—No office too small, no corporation too 
large, to save in this sale of commercial stationery and 
office furniture.” 

Schwabacher-Frey, Los Angeles, ran a January White 
Sale ad, saying, “Office Specials for Your January 
Needs.” The list included desk trays, typewriter paper, 
carbon sheets, typewriter ribbons, and loose-leaf forms, 
with prices. This ad, mounted on a big red card, was 
placed in the window, where all the items listed were 
shown on a table, with narrow red ribbons running 
from the card to each of them. In addition, there were 
calendar pads for the new year, diaries, desk pads, 
desk weights, and plastic luggage tags and name plates. 

The Stationers Corporation, Los Angeles, advised the 
general public to “literally turn over a new leaf” in 
the first of the year—their clever ad and display doing 
much to step up the sale of office stationery. The ad, 
showing at the top a ledger with “1947” stamped on it, 
suggested, “Begin the New Year with new books— 
ledgers, day books, loose-leaf ledgers, calendar pads, 
and packets of letterheads.”’ 

Said the manager, “We don’t wait for business to 
come to us, but on the day after Christmas our repre- 
sentatives start making personal calls on the various 
firms to learn their wants for the coming year. The 
majority are glad to see us and to be reminded in 
time, so they can start the new year with a new set 
of books and stationery equipment. Our men have an 
alphabetical list of the scores of items stocked by us, 
and in going through them the merchant often finds 
several items which he should have. 
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EASY TO SERVE—Designed for expediency in waiting upon customers is this interior of the Duggan-Rider 
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store at Erie, Pa. Looking east from the entrance, this view shows the wall shelving, side display cases, 
center self-service counters and the rear balcony office area. 


Success Is Built on Quality Merchandise 





UGGAN-RIDER COMPANY has moved its business 
location two times,” recently said P. M. Duggan, 
president of the Erie, Pa., firm, “and each time it was 
a case of pushing the walls back further, moving the 
rear end further away from the entrance, and putting 
more room between the ground floor and the roof! 
“And we can truthfully say our substantial growth 
of business,” he added, “has been made possible by 
our insistence upon only high-grade or quality mer- 
chandise, even though there have been time when 
we couldn’t get just what we have wanted.” 

Today one of northwestern Pennsylvania’s leading 
stationers and office equippers, Duggan-Rider began 
inconspicuously at 1131 State St. in Erie, back in 1907, 
and grossed about $25,000 during the company’s first 
year of business. Much of the money was immedi- 
ately reinvested in broadening lines of merchandise. 

Duggan brought to the business a wealth of con- 
tacts made during a number of years as a Remington- 
Rand salesman in the section of country within about 
a 100-mile radius of Erie. J. B. Rider, now treasurer 
of the firm, was a logical partner and was well known 
aS a repair foreman for the same manufacturers. 

Although the typewriter line and related office ma- 
chinery have been discontinued at Duggan-Rider, 
the concern’s reputation has been solidly built as a 
leader in supplying a tremendous variety of office 
Supplies and furniture. Last year, although handi- 
capped in some respects by the supply situation, the 
partnership, which was incorporated in 1912, grossed 
about $200,000. 
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The first time moving vans pulled up in front of the 
then small concern in 1912, the business was moved 
several blocks north on State St. to 821, and could 
boast of a wider front, a deeper store and an addi- 
tional floor above for storage and display of increasing 
lines of office furniture. From this location, in 1924, 
the firm moved even further north to 729 State St. 

The latter became today’s imposing store, eventually 
being rebuilt and today showing one of Erie’s most 
imposing business fronts of white brick, four stories 
high. “Duggan-Rider Company” in black enamel let- 
ters stands out just over the show-windows, totaling 
about 30 feet across the front and bisected deeply in 
the middle by the entrance. 

“Of course our beginning was small,” recalled Mr. 
Duggan, “but even then we adopted the policy which 
we have adhered to so faithfully through the 40 years 
of our business. For instance, we had a rather unique 
proving program which was applied to new lines be- 
fore we became definitely sold on them. 


“We would get in a new stapling machine, let’s say,” 
he illustrated, “and we would give that piece of mer- 
chandise a going-over that really meant something. 
We might use it for 30 to 60 days ourselves, treating 
it just as rough as it would possibly be treated under 
any circumstances. Or we might lend it out to a 

(Turn to page 32, please) 
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Tomorrow’s Salesmen— 





WAS PLEASED to accept your convention commit- 

tee’s invitation to talk to you on the subject of 
“Tomorrow’s Salesmen.” The last time I talked to a 
group of office equipment folks in New York City was 
some ten years ago. I recall it had something to do 
with a sales-training program, sponsored by a wood 
furniture group. Now, a more sensitive person than 
myself might wonder at the lapse of ten long years 
between the first invitation and this one. However, 
I am not one to examine into such matters too close- 
ly; in fact, I can’t afford to. I figure that if you make 
the same mistake twice, that’s your fault. 

I think all of us agree that a discussion of “To- 
morrow’s Salesmen” is important, but perhaps we’ll 
realize it even more if we relate it back to some of 
the basic principles of office equipment retailing and, 
in fact, of all retailing. As I see it, your job as re- 
tailers is two-fold. First, to make money today, and 
second, to conceive and execute plans that will make 
money for you tomorrow, the day after, the year 
after, and for many years to come. Now, the job of 
making money today is a fairly easy one, in spite of 
all your headaches. But, the job of insuring that 
you will make money in years to come is something 
else again. 

All plans for the success of your business in the 
future must be based on one fundamental; namely, 
that you must sell at a profit. Now, all plans for 
profitable selling depend almost solely on aggressive, 
creative, and successful salesmen. 


Who Will Do the Selling? 


So much for the importance of tomorrow’s salesmen. 
Who are these fellows going to be? I think they 
divide themselves naturally into three groups. The 
first group will be the majority of your present sales 
force. Not all of them however; some of them are 
certainly going to fall by the wayside, when the days 
of tough competition come back. These last few 
years have tended to soften all of us, and there are 
going to be many who cannot make the readjustment 
back to a competitive and challenging market that 
we all know is coming. 

A second group of tomorrow’s salesmen will be the 
owners and managers of office equipment retailing 
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W. H. Gunlocke Chair Company 


(Address before Office Equipment 
Dealers Dinner Club Convention 
in New York City, November 11 and 12) 


businesses. Perhaps that statement will provoke con- 
troversy, but I feel strongly that in our market it is 
absolutely essential for owners and managers to be 
salesmen themselves, and to spend a considerable 
portion of their time directly in sales activities. It is 
well to remember always that in the very nature of 
our business, we tend to be small operators. The 
closer we keep to our businesses, and to its prime 
function, which is selling, the more successful we are 
likely to be. Only then will we have a first-hand 
knowledge of our market; will know whether or not 
particular articles can be sold at a profit; and know 
what problems our salesmen face. Only then, too, 
will we gain the goodwill and respect of our salesmen. 
Let’s leave to others such duties as stock records, 
routine buying and management of the office. Let’s 
give as large a portion of time as we can to Selling. 

There are several groups of tomorrow’s salesmen— 
men who are successful salesmen today, and the 
owners and managers of businesses who sell them- 
selves. But there is a third, and to me, an even more 
interesting group—the new salesmen; the fellows who 
haven’t been in the business; the ones who need the 
greatest attention to insure their future success, and 
your own as well. 


The Typical Salesman 


Now, who are these fellows? Well, I see a typical 
salesman of tomorrow, as a chap in his twenties or 
early thirties, probably an ex-GI; quite likely with 
little or no experience in selling. Where will you 
find him? I think he will be recruited from among 
your own acquaintances, among the friends of your 
present salesmen, possibly from the graduating classes 
1946 
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of local schools and universities. For instance, I know 
one dealer who has just put on a young fellow whom 
he recruited from a parking lot near his store. An- 
other has put on a son of one of his good friends. 
In other words, tomorrow’s salesmen will come from 
many sources. 

Another question is, “When are we going to hire 
them?” and on this point I know I will likely run into 
controversy. You should already have tomorrow’s 
salesmen in your employ, and if you don’t you had 
better get started on recruiting them right away. I 
know many of you will say, “We are not getting 
enough merchandise to satisfy our present salesmen, 
and it is foolish to try to put on any more.” That 
appears logical, but on second thought, let’s remem- 
ber that new salesmen aren’t recruited and trained 
overnight. Further, today offers an ideal opportunity 
for finding and training men in a more or less leisurely 
fashion, and paying them out of the biggest profits 
you have ever made in this business. For instance, 
one dealer I know of has already hired six young men 
of just the type I have described to you. He has 
done that in spite of the fact that he already has 
over a dozen salesmen, and has his hands full keeping 
them happy. 

If you wait until you need these new men, you will 
find that others already have them trained, and doing 
an effective selling job. Before the war, in my travels, 
one of the most common questions dealers asked me 
was, “Where can I find a good salesman?” Let me 
tell you here and now, you don’t “find” good salesmen 
—you make them. If they are good, their employer 
will hold on to them; if they are not good, you don’t 
want them. 

Pay Straight Salary First 


So, now that you have hired tomorrow’s salesmen, 
what are you going to pay them? Well, first of all, 
if you follow my recommendation, you won’t use them 
as salesmen for some months to come. Therefore, it 
seems to me that they should be paid, initially, on a 
straight salary basis, and the figure should be high 
enough to let them get by, with a definite assurance 
of substantial increases later on. And let me make 
this point here, both in connection with your present 
salesmen and these new men of whom we are talking: 
pay them all you can possibly afford! I am not going 
to suggest how much, or on what basis. I know some 
very successful retailers who pay on a straight salary 
basis; others who pay on straight commission; and 
still others who have combinations of these plans. 
Method of payment is less important than the amount 
that is paid. Too often, ours has been described as 
a “piker” business. We, as managers, haven’t been 
big enough or broad enough to realize that salesmen 
are the very keystone of the success of our businesses, 
and that they must be paid a sum that will attract 
the highest caliber of men, and make it worth their 
while to stay in our industry. 

Now, I can imagine some of you are saying, “That’s 
all fine, so we have hired these young fellows, and 
we haven’t anything for them to sell. What are we 
going to do with them?” 

First of all, these boys need thorough training in 
the products they will sell later, and in the policies 
of your own company. Therefore, to take the cue 
from two large equipment retailers I know of, to- 
morrow’s salesmen will first work in the warehouse, 
in the shipping room, on the delivery truck, and in 
the office. They will learn all about a desk and a 
chair from the inside out, they will work with their 
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hands, and get a first-hand, intimate knowledge of 
the product. In that connection, get them acquainted . . 
with the factory representatives of the lines you 
handle. Let them get the story right from hedd- 
quarters. Or, if you really want to go the whole way 
(and some fine retailers are doing this right now) 
send these boys to the factories of your principal 
suppliers. Let them spend several days at each one, 
to get a first-hand knowledge of the products they 
manufacture. Your manufacturers will jump at the 
chance to assist in their training, I can assure you. 


Need Creative Sales Training 


Perhaps you have noticed that in discussing a 
training program, I have talked principally about 
a knowledge of the product itself. Actually, to my 
way of thinking, that is the beginning, but only 
the beginning, in the training of successful salesmen. 
Tomorrow’s salesmen need training in creative selling 
of thesé same products. If knowledge of products were 
the only essential, our plant superintendents and 
plant foremen would be the best salesmen in the 
world. Actually, as a group they are probably the 

Now, I used that term “Creative Selling.” What do 
I mean? I think it is the type of selling that em- 
phasizes not the article itself, but what the article 
will do for your customer, how he will benefit, and 
then prove that those benefits and advantages out- 
weigh the price you are asking for it. In other words, 
it is selling in terms of results and benefits for your 
customer, rather than simply an explanation of the 
product itself. I think this is tremendously important; 
so much so that I am going to dwell on it at some 
length. Now, this definition of creative selling that 
I’ve given you may sound a bit up in the air. Let’s 
bring it down to earth. Let’s say you are selling me 
a stenographic chair, and one of the features you 
want to stress is the adjustability of the chair. Now, 
if your sales-training stops with knowledge of the 
product you might simply say to me, “There are four 
adjustments to this chair,” and go on to show me 
what they are. If you stop there, you will probably 
leave me cold, and lose the sale. On the other hand, 
if you combine product knowledge with creative sell- 
ing, you might say something like this, “Another 
advantage to this chair, Mr. Davis, is that it can 
be fitted to any person in your office, just as perfectiy 
as thought it were custom-built to his or her measure- 
ment. That’s because there are four separate adjust- 
ments to bring the full advantages of this chair to 
every person, whether he is tall, short, stout or thin. 
Here, let me show you.” I’d be moved by that, I 
think, and would probably buy your chair. 


Can Use Dramatic Approach 


Or, you might go dramatic on me, and say some- 
thing like this: “You know, Mr. Davis, all of us differ 
a great deal in height and weight. In fact, you would 
think that the ideal solution to these differences 
would be to measure each person for a chair, and 
build that chair especially for him. However, you and 
I know that while that can be done in suits and 
dresses, it isn’t practical in chairs. It would cost 
several hundred dollars a chair, involve a trip to the 
factory, and no end of trouble. But that isn’t neces- 
sary in this chair; here are four simple hand-adjust- 
ments. In using these, I can fit this chair to anyone, 
just as perfectly as though it were custom-built for 
him. In other words, here is complete working com- 
fort, assured by adjustments that fit the chair to 
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you perfectly. Just let me adjust it to you.” If you 
talk that way to me, I would probably buy 100 chairs. 
But the point is, the emphasis is on the desirability 
of a chair that fits me perfectly—what it means in 
working comfort—rather than a simple description of 
the adjustments themselves. 

If I have made that point clear, let’s go on to 
another. I can imagine your saying, “Well, that sounds 
fine, but how are we going to give that training?” 
I will tell you how one retailer is doing it. He has 
arranged for his new men to take a night course in 
office management, in one of their nearby universities. 
Then on Saturdays he talks with the men, and relates 
their new knowledge directly to his own business. He 
brings it right down to earth. When that course is 
finished, this retailer is going to send his new men 
to another course on Interiors, Colors, and Design in 
Furniture. Then, here is another suggestion—a general 
course in selling. One that I recommend very highly 
is conducted by the Sales Analysis Institute, who 


have an office in New York. I took their course sev- 
eral years ago, and found it tremendously helpful. 

So, if you get nothing else from this talk, please 
record my insistence on a knowledge of product, and 
creative selling, in terms of what the product will 
do for your customer, and the advantages and benefits 
your customer will receive from it. 

I could talk on this subject for hours, but don’t 
be alarmed, I am not going to. I do want to add 
though that you must support your salesmen of to- 
morrow with an attractive store, and good displays. 
That’s important, for good displays show the product 
in use, and give a customer concrete ideas for his 
office. They show him by example what the products 
will do for him, and thus tie in with creative selling. 
Another thing, you will have to support these new 
salesmen with good advertising. I don’t know whether 
you will choose newspapers, or direct mail, but make 
sure it is well done, and tied in with your whole sales 
program. 


SUCCESS IS BUILT ON QUALITY MERCHANDISE 


(Continued from page 29) 


at our expense, until we were sure it was the kind of 


porium and Oil City, for instance. We have our own 


prospective customer and allow them to use it on coffin about a 100-mile radius, getting down to Em- 


product which we wanted to stock and sell exclusively “ 


as one of the best of its kind.” 

There were a number of cases, down through the 
years, where this method of “testing’’ merchandise 
led to rejections of salesmen’s offers, Mr. Duggan 
said. But this kind of thoroughness, it was borne out, 
led to the following statement heard on the road by 
salesmen for the Erie firm—“If it came from Duggan- 
Rider, it must be right!” 

The instance was also cited where Duggan-Rider 
at one time relented in its policy of quality merchan- 
dise because of a particularly heavy demand for re- 
volving chairs. One salesman kept repeating, “If I 
only had some kind of cheap chair to offer, I would 
be able to clean up on a number of nice orders. Let’s 
get something in here in a hurry.” 

A quantity of low-priced chairs were purchased and 
consequently sold for about $6, let us say, represent- 
ing a dollar profit on a $5 line. For once Duggan-Rider 
had something cheap in the store. 

But the incident really proved a lesson in favor 
of sticking to higher-priced, quality merchandise—in 
about two months this firm was getting complaints 
from buyers of the $6 chair. The $1 profit in many 
cases was eaten up by express charges which the com- 
pany paid for shipping the chairs back to the factory 
for repairs and return to their owners. 

Through the years Duggan-Rider has thus sought 
to obtain exclusive, responsible agencies and to stock 
heavily on the items produced by such an agency. 
With such backing, the line has then been pushed 
heavily in advertising and by salesmen. 

Some of the agencies taken are the Wilson Jones 
Company for supplies, the Art Metal Construction 
Company for metal office furniture, Keuffel & Esser 
Company for drawing materials, and Marble chairs. 
The largest order handled by this firm concerned 
outfitting the local Second National Bank some years 
ago, a $68,000 order. 

“Of course right now things are too upset for posi- 
tive statements or organization,” said Mr. Duggan. 
“We used to have four salesmen operating contin- 
uously on the road, two within the city and two 
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delivery system.” 


Salesmen Are Well Trained 


Salesmen are extensively trained in the Duggan- 
Rider store for a few years before taking over a ter- 
ritory to supply and sell accounts. Some have been 
hired with only a high school education and trained 
to be expert office appliance salesmen. 

Besides being assured that they handle only the 
best merchandise available to the trade, Duggan- 
Rider salesmen are indoctrinated with a system which 
has worked very nicely for this firm in securing and 
holding new business. This system goes like this: 

A new concern is, first of all, studied for the proper 
amount and variety of office furniture and supplies 
needed for the beginning of the business. Emphasis 
is placed upon not overloading in the sales approach. 

After the new business has had a healthy start, a 
study is again made to ascertain what amount and 
kind of office furniture and sundry equipment is need- 
ed to handle twice the volume of business currently 
being handled. The salesman points out that this 
new merchandise should be acquired by the business 
to assure calm procedure for a number of years. 

“Any business that enjoys a reasonable measure of 
success,” stated Mr. Duggan, “will extend itself to 


double the volume (at least), which it experienced — 


during its early period of becoming established. Our 
system eliminates the necessity of adding pieces of 
office equipment in hit-and-miss, hodge podge, month- 
by-month sort of transactions. This latter method 
constitutes a headache for both the firm being out- 
fitted, and the salesmen.” 

The interior of Duggan-Rider has always been con- 
servative. Measuring about 30 x 120 feet, the first 
floor or sales area is flanked by shelving, and numer- 
ous display cases, while through the store’s center 


extends a self-service counter or display area. The | 


firm’s office is on a balcony at the rear of the store. 


Suites of office furniture, as well as individual pieces, | 
are displayed on the second floor, and upstairs areas — 


are also used for storage. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


UCH to be thankful for, have 

we of BUSINESS BUILDERS 
this holiday season, as we assem- 
ble the helpful material that has 
come in on regular invitation to 
the co-ordinator of this page at 
Box 2153, care of Shaw & Borden 
Company, Spokane 3, Wash. 

Coming from the greatest dis- 
tance this month was an invita- 
tional communication from Mar- 
garet Oldfield, associate editor of 
S. T. R. of London to us to be the 
guest conductor of a column in 
The Saturday Trade Review. 

And from the shortest distance, 
was an appreciated contribution 
to this page from a fellow sta- 
tioner in Spokane, who at a local 
Civic Club luncheon handed me 
an article from his scrap book of 
BUSINESS BUILDERS. This trea- 
tise, he said, had first been pub- 
lished by that excellent publica- 
tion, The Coach. You will likely 
recall that this venture was the 
joint effort of Boorum & Pease 
Company, Sanford Manufacturing 
Company, C. Howard Hunt Pen 
Company, and the Eastern Manu- 
facturing Company. Published a 
few years ago, and as well stated 
on the mast-head of the pert 
monthly visitor, this was for the 
promotion of goodfellowship and 
better business of every stationer. 
This aim and slogan is truly ex- 
emplified by the following article 
of perennial timeliness. Stand by 
for a word by word transcription 
of it, and listen well to every word 
as it comes clearly in over The 
OFFICE APPLIANCES network: 


LET’S TALK WINDOWS AGAIN 
—They’re Too Important to “Pass 
Up” for Very Long. 


We haven’t done it for some 
time, to be sure. But that’s not 
because we haven’t been thinking 
on the subject. 

No one who strolls down the 
main retail street of any sizeable 
city can forget about windows; 
and if he is at all given to analyz- 
ing his visual impressions he will 
quickly discover that these win- 
dows grow in attractiveness—and 
in consequent importance—season 
after season. 
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And rightly so. 

The show window is to the mod- 
ern merchant what the painted 
sign, the glowing windows, the 
cheery hearth, the savory smell of 
cooking and the general atmos- 
phere of conviviality used to be to 
the old time tavern keeper. It is 
the gesture of welcoming, the 
voice that says, “Come in!” 

It is difficult to imagine a store 
without a show window; it’s a safe 
bet to wager that few of us could 
be induced to rent a place lacking 
such frontage—and yet how many 
of the best of us will allow these 
very windows, that we think we 
are proud of and for which we pay 
out substantial rent, just sort of 
“take care of themselves.” 

Your window is a_ powerful 
salesman. 

Your window is as indicative of 
the atmosphere and character of 
your store as your clothes, groom- 
ing and general presence are of 
you. 

Your window is your advertising 
contact with the public. 

Your window is your welcoming 
hand to old customers—your si- 
lent solicitation to new ones. 

At this point—if you have come 
so far—you may say, “Yes, all 
that’s probably true; but just ex- 
actly what are we going to do 
about it? Making the most of the 
window means trimming that 
window right. I can’t afford to 
hire an expert and neither I nor 
any of my clerks seem to have any 
startling talent in that direction.” 

The broad answer to which is 
that it really doesn’t require any 
startling talent to trim a good- 
looking, selling window. 

Just fix that thought, the 
thought that you want the win- 
dow to sell something, firmly in 
your mind and go ahead. 

In the first place you’ll remem- 
ber that the first requisite of a 
sale is to interest the customer. 
So you’ll use an unusual touch of 
color, a “different” arrangement 
of fixtures, a bit of movement 
that will command attention. 


Then you’ll remember that in 
selling a customer interest is 
usually focused on one, or at 
most two or three, objects. So 
you'll apply that idea also to your 
window display, and instead of 
making it a chaotic cataloging of 
everything you carry you'll see 
that it concentrates on one or two 
articles, or series of related ar- 
ticles. 

(Note: At this point, we inter- 
rupt this broadcast to announce 
that the concluding part of this 
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discussion will be presented in 
next month’s BUSINESS BUILD-. 
ERS’ page.) 


- 


~ * * 


At this moment we bring you a 
F-L-A-S-H book review from one 
of our most valued exchange pub- 
lications, Sell. Here it is: 

“One reason why we lose inter- 
est in our jobs, or get the jitters, 
is that our daily concern with im- 
mediate problems blocks out the 
relation of the parts to the whole 
picture. A good book which shows 
important events in relation to a 
long period of time often serves 
to straighten things out. Such a 
book is ‘Yankee from Olympus.’ 
Right now, before you _ get 
swamped in Christmas activity, is 
a good time to read it.” 

* a * 


ENTHUSIASM tramples_ over 
prejudices and opposition, spurns 
inaction, storms the citadel for its 
object like an avalanche, over- 
whelms and engulfs all obstacles. 
It is nothing more nor less than 
faith in action.—Harry Chester. 


* * * 


A promotion is something that 
should begin with customer’s view- 
point, but seldom does. 

a * * 


These terse-trailers are pre- 
sented to sign off this month’s 
program. We know you'll take to 
them; we hope they’ll take to you 
—a spark to send in yours with 
thanks in advance: 

Genius does what it must and 
talent does what it can—Owen 
Meredith. 

Best way to reach the top is to 
have such a consuming desire to 
get there that nothing can divert 
us. In fact, that’s the best way to 
get anything! 

Fable: Once upon a time there 
was a department manager who 
thought the expenses charged to 
his department were fair. 


In our opinion, there is no such 


thing as “almost believing” in 
somebody. It’s like riding in an 
airplane. You either do or you 
don’t. 


And permit We, Us & Company 
of BUSINESS BUILDERS to be 
among the first to wish you 47 
ways of BUSINESS SUCCESS for 
good new ’47 just ahead! Office- 
efficiently yours, 


RALPH B. ORTEL 


2. 2. 








EDITORIAL 








The State of 
the Industry 


e When all OPA controls except a few not 
directly related to the office equipment 
and supply field were removed, some deal- 
ers as well as some manufacturers began 
buying merchandise and materials for pro- 
duction at any price just in order to keep 
the business operating, the plant running. 
This type of buying was duplicated in many 
other industries and among consumers pur- 
chasing for personal use. In a number of 
instances, prices were so fantastically high 
that the purchases could not be justified. 
e Recent weeks have revealed a wave of 
resistance that may indicate the approach 
of something resembling a buyers’ strike. 
This is not yet evident among consumers 
who are moving with swift stream of Christ- 
mas buying, but merchants building stocks 
for sale to less sporadic types of purchasers 
are beginning to heed the advice of econ- 
omists, editors and business men who have 
been preaching caution. J. C. Aspley, 
editor of American Business, said in a re- 
cent issue, "In the last few weeks a good 
many optimistic souls, who have been wor- 
rying about price inflation, have dusted off 
the chair in their worrying parlors and 
begun thinking about high-priced inventory 
they wished they didn't have. It is as plain 
as day—to all who wish to see—that the 
boom is grinding to a stop." 

e When the military phase of the war was 
over, office machine dealers were con- 
cerned about the results of "dumping" 
Government surplus machines on the mar- 
ket in competition with new machines. The 
"dumping" did not occur; neither did new 
machines come into being with the rapidity 
anticipated. At the recent midyear con- 
vention of the National Office Machine 
Dealers Association in Miami Beach, Fla., 
dealers were told that surplus office ma- 
chines were not in sufficient supply to reach 
commercial channels in any quantity be- 
cause of prior claims by other Government 
agencies and by veterans. In the case of 
typewriters only 55,000 have been declared 
surplus and applications for 57,000 have 
been filed by veterans. 

e Price inflation, as has been stressed in 
this column before, can be less burdensome 
than inventory inflation, if stocking up is 
done through over-optimism about de- 
mand. Check carefully to avoid the un- 
balance that can lead to liquidation. 


--W.S.L. 
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Among Men of Good Will 


#@ MAY CHRISTMAS this year bring better under- 
standing and the spirit of good will to all men. May 
the teachings of the Prince of Peace live again to 
transcend the strife of industry and labor and the 
misunderstandings of nations as they grope for unity 
over the conference tables. 

At war or at peace, this nation as well as others 
experiences the bickerings born in selfishness and en- 
hanced by greed. Perhaps it is a Utopian wish to be- 
lieve that they may be abolished but is not too much 
to think that the Christmas message of peace and 
neighborliness can mellow baser instincts. 


+ < © > + 


Enthusiasm is the “bug” that puts sunshine in smiles, 
happiness in the mind, love in the heart, force in an 
argument. It is the thing that lands the big order.—By 
Paul Wielandy in “Selling Slants by an Old Drummer.” 


Have A Care 


@ DURING THIS CHRISTMAS SEASON it is fit- 
ting and proper that more-fortunate Americans 
should think of the peoples in war-ridden nations 
whose most urgent need is food to help them rebuild 
their health after years of privation and hunger. 

A comparatively easy way to assist has been made 
possible through CARE, the Co-operative for Amer- 
ican Remittances to Europe, Inc., an organization 
that was established by 24 relief agencies to speed 
shipments of food. CARE is supported and authorized 
by the U. S. Department of Agriculture and the U. S. 
Army and operates in co-operation with the U. S. 
State Department. It is a non-profit organization 
commended by President Truman and by UNRRA. 

Effective October 1, the price of a CARE package 
was reduced from $15 to $10. Orders for such pack- 
ages of food are to be directed to CARE, 50 Broad St., 
New York 4, N. Y. The order is air-mailed to the 
CARE representative in the country designated and 
a receipt for the remittance is mailed to the donor. 
When the package has been delivered, the donor re- 
ceives an acknowledgment signed by the package re- 
cipient. 

Have a care this Christmas! 


—_2.—_- - 


Remember, when you point your finger accusingly at 
someone else, you've got three fingers pointing at yourself. 
Socony Vacuum Refinery. 


——. 


#@ A FERVENT AMEN from the industry will prob- 
ably greet the plea of O. Bentley, The Stationers, Inc., 
Tacoma, Wash., for “a crusade to standardize the 
terms manufacturers and other suppliers show on 
their invoices.”’ 
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As Mr. Bentley points out these terms are 
often indefinite and downright confusing in- 
stead of being explicit. For example, an exami- 
nation of discount declarations will reveal such 
terms as “2 per cent 10 days from date of in- 
voice,” “2 per cent 10 days from date of ship- 
ment,” “2 per cent 10 days E.0O.M.”, “2 per cent 
10 days Prox,” “2 per cent 10 days net 30,” “2 
per cent for cash in 10 days,” ad infinitum. 

Clarification would certainly be the result if 
this industry, as well as others, would agree on a 
standard statement of discount intentions. 


The average person puts only 25 per cent of his energy 
and ability into his work. The world takes off its hat to 


those who put in more than 50 per cent of their capacity 
and stands on its head for those few and far between 
souls who devote 100 per cent.— Andrew Carnegie. 


Business Equipment Replacement 


@¢ IN A RECENT ISSUE of the NSA Desk 
Sheet, published by the National Stationers As- 
sociation, it was pointed out that “during the 
war years the entire cost basis of great quan- 
tities of business machinery and equipment” 
was fully depreciated. A possible tax advantage 
exists in selling the old machine and purchasing 
the new for cash without a trade-in because of a 
higher depreciation basis for the new machine 
and a smaller maximum tax on the capital gain 
resulting from the sale of the old machine. 
Salesmen of office machines and equipment 
might do themselves and their customers a favor 
by investigating this “tax factor” and putting 
the answers to their inquiries to use. 


HERE AND THERE 





HORDER'S, INC. EARLY DAYS 
RECALLED BY OLD PICTURE 
OF HORDER'S NEWS DEPOT 


Out of the days of the past comes 
the accompanying photograph of 
E. Y. Horder (in bowler hat and 
cutaway coat), founder of Horder’s, 
Inc.; the late Mrs. E. Y. Horder; 
Harry Horder (yes, in the pinafore 


In connection with his newspaper 
business, E. Y. Horder had been 
building up a fire insurance renewal 
business and occasional real estate 
deals. From that time on, the busi- 
ness grew into the agency for the 
sale of newspapers on the stations 
of the Lake Street elevated railroad, 
and, in connection with his interest 
in real estate, ''For Rent’ and "For 
Sale’ signs were put on sale along- 


side newspapers. After that, a little 
store called “The Central” was 
opened at 149 Washington St., its 
main business still being the sale of 
periodicals but also a small selection 
of quick-selling pencils, erasers and 
a few other stationery items. 

Often when a customer would ask 
for a "stationery" item, E. Y. Hor- 
der would personally run out and 
buy them so as to accommodate 


and dress), president of Horder's; 
and Ivy Horder Seymour, (seated in 
the fancy baby carriage), wife of 
F. P. Seymour, vice-president. 

The Horder family was photo- 
graphed back in the late 1880's in 
front of one of the first Horder 
stores, then located at 42nd (now 
Keeler Ave.) and Lake Sts. In those 
days, the store (it was here that 
Harry Horder was born) was known 
as "'Horder's News Depot” and busi- 
ness centered around the sale of 
newspapers, books and magazines— 
even Chicago Public Library cards 
were issued. 

Although this store was not neces- 
sarily the predecessor of the Horder 
stationery stores as we know them 
today, it was here that Horder's 
and stationery first became associ- 
ated. Right above the windows, the 
sign announces "School Books & 
Stationery.” 

After this enterprise, the Horder 
family returned to England. That 
was late in 1887. Change in plans 
and circumstances brought them 
back shortly after. Once again E. Y. 
Horder began to build up his whole- 
sale newspaper distribution business, 
a struggle which lasted I5 years 
only to be lost in the path of the 


competitive entrance of the "'Chi- es oe ee 
AULD LANG SYNE IN THE 


cago American" into the field. 
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his customer. This brought them 
back and soon pencils where being 
bought by the half-gross, later the 
gross, instead of by the dozen. 

When Harry and Ivy finished 
school, they devoted their full time 
to waiting on customers and keeping 
the books. Everyone worked long 
and hard hours from 7:45 A.M. 
until 6 P.M., sometimes opening the 
stores on holidays. Buying merchan- 
dise, selling, trimming store. win- 
dows, writing signs were all part of 
the work. From those times is often 
recalled a little jingle they made up 
which ran as follwos: 

"Do you remember ‘way back when— 
lvy Horder kept the books, 

Chased the dead-beats, hunted crook» 
Stacked the pencils into nooks? — 
Them days are gone forever." 

Today with nine stationery and 
office supply stores conveniently lo- 
cated throughout downtown Chi- 
cago, a seven-story warehouse, a 
name and slogan "Order from Hor- 
der" known throughout the nation, 
Horder's, Inc. stands as a symbol 
of this land of eternal opportunity 
to those with fortitude, persever- 
ance and a sincere desire to suc- 
ceed. 





OFFICE FURNITURE DEALER 
PAYS A RECORD PRICE OF 
$42,600 FOR CHAMP CALF 
The grand champion Hereford 
calf, weighing 1080 pounds and 
raised by Jack Daugherty of Voca- 
tional Training School, Siloam 





$42,600 HEREFORD CALF 


Springs, Ark., recently brought $42,- 
600 at the American Royal Live 
Stock and Horse Show, Kansas City, 
Mo. 

Paying this price for the 14 
months’ old animal, the highest ever 
recorded at a sale of choice beef, 
was Paul R. McCollem of Paul R. 
McCollem, Inc., Kansas City, Mo., 
office furniture dealer. 


ISLAND BASES 
Newspaper reports indicate that 
President Truman approves of island 
bases. Some wits in the office furni- 
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ture industry are wondering if that 
constitutes presidential approval of 
that type of footing on desks. 


G. C. BRAINARD ELECTED 
MEMBER INDUSTRY BOARD 


George C. Brainard, president 
and general manager of the Ad- 
dressograph - Multigraph Corpora- 
tion, Cleveland, Ohio, and former 
president of the General Fireproof- 
ing Company, Youngstown, Ohio, 
has been elected member of the 
National Industrial Conference 
Board. Mr. Brainard, who is still a 
director of General Fireproofing, 
also is chairman of the Federal Re- 
serve Bank in Cleveland. 

The National Industrial Confer- 
ence Board, founded in 1916, is an 
impartial independent and non- 
profit institution for scientific re- 
search in the fields of economics, 
business, and management tech- 
nique.—AK. 








TOO MANY SMITHS (FOUR) 
CAUSE BIG HEADACHE FOR 
BUFFALO FIRM HELLO GIRL 


Too many Smiths cause a lot of 
headaches for Nina Young, the 
switch board operator at the Eagle 
Office Equipment Company, Inc., 
in Buffalo, N. Y. 

There are four of them in the 
store—Charles A. Smith, treasurer; 
Henry F. "Jim" Smith, system sales- 
man; Harold J. Smith, retail man- 
ager, and Gerald P. Smith, appli- 
ance salesman. They are not related. 

So what happens? 

The phone rings and a voice says 
"Mr. Smith, please." 

"Which one?" Nina asks. "We 
have four." 

"You do!” the caller exclaims. 
"Think of that! Well, | want to talk 
to the one who waited on me when 
| was in there the other day. Which 
one was that?" 

(There is sometimes a slight pause 
while Nina quietly counts to ten.) 
Then she asks politely: 

"Was he in the retail or wholesale 
department?" (Charles and Jim are 
in wholesale, Harry and Gerry in 
retail). 

If the caller says ‘'wholesale’’ she 
asks: 

"Was his hair curly or straight?" 
(Charlies' is straight, Jim's curly). 

lf the answer is retail, she et 
asks "Blonde or brunette?" (Gerry's 
hair is much lighter than Harry’s.) 

lf these questions fail to produce 
the needed information, others usu- 
ally do and eventually the right Mr. 
Smith is ealled to the phone. 

"They're all grand men — there 
are just tog many of them,” Nina 


OFFICE 


sighed. ‘They even spell it alike— 
no Smyth or Smythe to break the 
monotony. It's confusing, that's 
what it is.'"—GET. 


TWO WARD TAYLORS OFFER 
CONVENTION COINCIDENCE 


Here it is—pictorial proof of the 
coincidence of the two Ward Tay- 
lors present at the recent NSA con- 
vention in Chicago. Just as strange 








THE TWO WARD TAYLORS 


was the fact that neither was related 
to, or knew the other. 

The coincidence was climaxed 
when the two met and were pho- 
tographed at the booth of the 
Columbia Ribbon and Carbon Man- 
ufacturing Company. Glen Cove, 
Long Island, N. Y., in the Palmer 
House. 

At the left is Ward Taylor of the 
Wolcott-Taylor Company, Washing- 
ton, D. C., and at the right the 
other Ward Taylor of the Godwin 
Stationery Company, Columbia 
dealers of Birmingham, Ala. 





DOG IS FAITHFUL GUIDE OF 
L. C. SMITH EMPLOYEE 
One of the most faithful em- 
ployees in the Syracuse, N. Y., plant 
of L. C. Smith & Corona Typewrit- 
ers, Inc., is a Bucky. 
Bucky is a five-year-old Norwe- 


- gian elk hound, guide and compan- 


ion of Harvey Fields, an inspector 
in the plant's type bar assembly 


+ departments. 


Harvey and Bucky have been 
companions since Bucky was grad- 
uated from school in Morristown, 
N. J., two years ago. Every day, 
she guides her master to and from 
work, lying patiently besides his 
bench while he, with the super- 
sensitive fingers which only the 
blind possess, inspects type bars 


for looseness, stickiness, or any other — 


imperfection in the ball bearing 


> joint. This inspection, incidentally, 


is not one which can be made with 
a gauge or micrometer, but merely 
by touch. 

Mr. Fields lost the use of his eyes 
as the result of an automobile acci- 
dent |2 years ago, 


APPLIANCES, December, 1946 





pwn 


— on ae -e 


ne 


re ae 


— , apie 
sy 8 ae wis ast Pan 


ig vet er r 


re" 
a 


“<a ; st» 


= ~~ 





NOMDA AT MACFADDEN-DEAUVILLE HOTEL, MIAMI BEACH, FLORIDA 


(Background—MacFadden-Deauville Hotel. 


1. I. R. Ritchie, Addressing Machine & Equipment Co., New 
York, N. Y.; C. R. Chappell, Peter Paul Mechanical Serv- 
ice, Pittsburgh, Pa. 

2. W. G. Turquand, Underwood Corp., and Al Connolly, Re- 
liable Office Equipment Co., Evansville, Ind. 

3. Jim Ward, Shipman-Ward Manufacturing Co., and W. J. 
Rumley, Rumley Business Machines, Leesburg, Fla. 

4. Hazen Ames, Ames Supply Co., and the model home pur- 
chased for him as a suggestion that he invest in a Florida 


% 


Photo by Carl Walden.) 


villa. The home was presented during the banquet Satur- 
day evening. 

5. NOMDA President Bob Randazzo and the speakers of 
Friday morning. Paul Cameron, Federal Trade Commis- 
sion, Washington, D. C.; James L. Kelly, Director of Small 
Business, Department of Commerce, Washington, D. C.; 
Congressman Charles M. LaFollette of the 8th Indiana 
District; Robert Randazzo; Joe H. Hicks, War Assets Ad- 
ministration, Washington, D. C. 


NOMDA Members Hold Big Three-Day 
Meeting in Miami Beach 





ESPONDING to the invitation of the national 

officers and the appeal of soft, southern breezes, 
300 attended the mid-year convention of the National 
Office Machine Dealers Association, held in the Mac- 
Fadden-Deauville Hotel, Miami Beach, November 21, 
22 and 23. Many vacation-minded delegates arrived 
several days early and some stayed until Thanksgiving 
Day. Deep-sea fishing, sightseeing trips, plane rides 
to Cuba, as well as ocean bathing and swimming in 
the Deauvi'le’s million-gallon salt-water pool, the 
largest of its kind in the world, occupied all the time 
of the conventionites not scheduled for business ses- 
sions and special entertainment features. 

All day Friday was devoted to a meeting of the board 
of directors of NOMDA. While that session was in 
progress, other .xegistrants visited the exhibits of 
manufacturers which were positioned around the sides 
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Crowd Overflows Headquarters 
Hotel—Manufacturers Exhibits 
Line Convention Hall—Banquet 


Saturday Has Unusual Features 


of the convention hall. As Thursday evening was us- 
scheduled from the standpoint of the convention, those 
present sought entertainment of their own choice. All 
were on hand Friday morning, however, to participate 
in the opening general session of the convention. 
Proceedings started enthusiastically when Charles 8. 
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Meyers of Miami, general convention chairman, called 
for singing of “The Star-Spangled Banner.” Then he 
introduced Adolph Serth of Miami, who led in group 
singing. 


President Randazzo Looks Into the Future 


The first address of the meeting was by NOMDA 
President Bob Randazzo, who spoke on “Preparing 
Ourselves for the Business Ahead.” Pointing out that 
co-operation made the convention successful, Mr. Ran- 
dazzo went on to say that the same sort of co-operation 
will insure business success. These are crucial times, 
he averred, largely because we seem to be able to stand 
adversity better than prosperity. Now is a time to 
make wise decisions in reference to the merchandising 
program that we will follow. The order-taking era 
will change to the selling era in which better pro- 
motion, better management, and better credit opera- 
tions will be essential. The NOMDA will do its part 
in such matters as gathering data and basic informa- 
tion, but the association can be effective only if all 
its members co-operate. 

Mr. Randazzo concluded his remarks by thanking 
Mr. Meyers for the work he and his committee did in 
bringing the convention into successful being. 
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NOMDA CONVENTION BUSINESS SESSION AT MACFADDEN-DEAUVILLE HOTEL 


) P 4 . 


Following urging by I. R. Ritchie, vice-president of 
NOMDA, that “We Have a Job to Do—Let’s Do It 
Together,” Mr. Randazzo introduced NOMDA Secre- 
tary Richard H. Koch. Mr. Koch spoke briefly, com- 
paring business to an automobile which is “tuned up” 
to meet driving conditions. Business must also be 
“tuned up” to fit current economic situations. 


Cameron Speaks for Federal Trade Commission 


The next speaker was Paul Cameron of the Federal 
Trade Commission, whose subject was, “Fair Trade 
Practices in the Office Machine Industry.” He alluded 
to the fact that about a year has elapsed since the 
industry trade practice meeting was held. He gave 
assurance that the final meeting to determine the 
rules to be issued by FTC would be held soon. The 
rest of his comments were given to the review of 
industry and the procedures by which each industry 
obtains a set of fair trade practice rules. 

James L. Kelly, Director of Small Businesses, U.S. 
Department of Commerce, was introduced and spoke 
on the subject, “Business in the Post-War Period.” 
His comments were confined very largely to the plans 
of the Department of Commerce to aid operators of 
small businesses to find a way to function profitably 





| BANQUET SCENE AT NOMDA MIDYEAR CONVENTION IN MIAMI BEACH, FLA. 
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A CIRCLE OF NOMDA FRIENDS 


Wes Beckwith, Royal 


2. Tom Stack, Stack Typewriter & Supply Co., Chicago, Ill.; Clar- 
ence Bills, Typewriter Sales Service Co., Washington, D. C.; 
I. M. Fifield, —— Typewriter Exchange. Waterloo, Ia. 

3. Harold Walter, Co y-Right Mig. Corp.; G. I. Mills, Mills Labora- 
tory. Springfield, _Me- Clarence Bush, General Typewriter Co., 
Washington, D. 

4. W. AA. daly “Ww. AA. Johnston Sales & Service Co., Knox- 
ville, Tenn.; R. H. Preston, Preston Typewriter Co., Knoxville, 
Tenn.; Charles F. Krause, NOMDA general counsel; J. T. Lafferty. 
Underwood Corp. 

5. Tom Stack, Stack Typewriter & Supply Co.,Chicago; Mrs. Tom 
Stack; Burt Reill - wesee Theresa Scott. guest. 

6. Ted Wenstrom, y-Right Mfg. Corp.; Mrs. Jessie Taylor, o— 
Typewriter & Ade ing Machine Co., New York, N. Y.; 


1. Marcus Harwitz, Regal Typewriter Co.; 


Typewriter Co. 


in the current economy. He indicated that the problem 
is extensive for many reasons, including the fact that 
more new businesses are being established than the 
number being discontinued. Normally the total number 
of business enterprises in the country remains steady 
because about 1,000 are started and 1,000 liquidated 
every day. Asserting that small businesses are the 
backbone of the free enterprise system, Mr. Kelly as- 
sured his listeners that the Office of Small Business 
would do its best to maintain the small operators as 
active units in the national economy. 
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Frazee, Fort Pitt Typewriter Co., Pittsburgh. Pa.; Harold Walter. 
Copy- Right Mig. Corp.; Jim Ward, Shipman-Ward Manufacturing 
Co.: S. S. Weiner. Fort Pitt Typewriter Co., Pittsburgh. Pa. 

a Mrs. and Mr. Jack Macon, Macon Office Machines Co., Chicago. 
L. N. Mauck, American Typewriter Exchange. Richmond, Va.; 

Mrs. Mauck; Edson. L. Morgan, Edson L. Morgan Agency, Gaines- 

ville, Fla.; Lawrence Krepper, Krepper Office Equipment Co., 

Savannah, Ga. 

9. Vito Randazzo, General Typewriter Co., Kansas City, Mo.; Mrs. 

Vito Randazzo, Kansas City. Mo.; George Button, Wholesale Type- 
writer Co.; Mrs. Robert Randazzo; Robert Randazzo, General Type- 
writer Co., Kansos City, Mo., NOMDA president. 

10. Earl DeGroot, DeGroot Typewriter Co., Kalamazoo, Mich.; Marian 
M. Farrell, National Typewriter Co., Hartiord, Conn.; George 
Headley. Royal Typewriter Co. 

ll. S. Graff, Speed-O-Print Corp.; 
writer Co., Pittsburgh, Pa. 


on 


Stanley Weiner, Fort Pitt Type- 


Under the title, “The NOMDA and You,” Maurice 
Newmark, president of the Greater St. Louis Office 
Machine Dealers Association, enthusiastically outlined 
the values of associated endeavor. At conventions old 
friends are met and new ones made. Knowledge is 
increased and suggestions are received from contacts 
with fellow dealers and from convention addresses. 
Between conventions many members quietly give their 
time and energy to preparing plans and representing 
other dealers in activities that contribute to the ad- 
vance of the industry. By building national and local 
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. Mrs. M. F. Hicks. 


. Part of the great salt water pool enjoyed by NOMDA guests at the 
MacFadden Deauville Hotel. The ocean in the background also 
attracted many of the delegates. 
. A delegation She Texas. First row: Mrs. Constance Ellison, Elli- 
son Adding Machine & Typewriter Co., Houston; Mrs. R. D. Brew- 
ington, Brewington Typewriter Co., Houston; Mrs. Gus Rutherford. 
Houston; Mrs. D. L. Keeney, Jr., Dallas; Mrs. Ed Cron, Greenville. 
Second row: Liston Jackson, Typewriter Supply Co., Fort Worth: 
Gus Rutherford, Rutherford Duplicating Co., Houston; L. L. Lewis. 
Specialties Serivce, Fort Worth: Tom Boyce. S. L. Ewing Co., Dal- 
las; R. D. Brewington., Brewington Typewriter Co., Houston. Back 
row: P. F. Southern, Southern Sales & Service, San Antonio; R. E. 
Kuykendall, Kuykendall Typewriter Co., Abilene: D. L. Keeney. 
Jr.. Keeney Office Equipment Co., Dallas; Eddie Cron, Cron Type- 
writer Service, Greenville; Tony Kartous, Ames Supply Co. 
. Hank Bowbeer, Wells Office Furniture Co., busily writing out an 
order as Ed Mulvaney. Milwaukee Chair Co., looks on. Standing: 
Jordan Saunders, San Gabriel, Calif.; Harry Saunders, San Gabriel, 
Calif.; Joe Pritchard, Wells Office Furniture Co.; Maurice New- 
mark, Marsten Type Co., St. Louis, Mo.; Vito Randazzo, General 
Typewriter Co., Kansas City. Mo. 
. Mrs. J. W. Gordon and Phyllis Gordon, both Miami, Fla.; R. H. 
Koch, NOMDA secretary: Mrs. R. H. Koch; J. W. Gordon. Ditto, 
Inc. 
Chattanooga. Tenn.; Mrs. Ed Toussaint, Cam- 
den, N. J.; M. F. Hicks. Hicks Typewriter Co., Chattanooga, Tenn.; 
Mrs. P. = Cockrill, Indianapolis, Ind.; M. T. Snyder, Allen Calcu- 
lators, Cc. 


40 


. Jack Weiner, 


. Scott Summerville, 


. Charles S. Meyers, 





. The Five Oldest Typewriter Dealers at the Convention.—W. AA. 


Johnston, W. AA. Johnston Sales & Service Co., Knoxville, Tenn., 
1896; Dick Hoyt, Hammond, Ind., 1900; L. N. o_o American 
Typewriter Exchange, Richmond, Va., 1903; J. R. Blethen, Little 
- a9 ro 1906; Jim Sheehan, Liberty Typewriter Co., Providence. 
Belmont Typewriter & Service, Chicago, Ill., Burns 
Marvil, Tony Kartous, Earl White and Ed Staats, all of Ames 
Supply Co. 

Olin Office Equipment Co., Akron, Ohio; Mrs. 
Summerville: C. Whitmer, Typewriter Exchange, Columbus, 
Ohio: Mrs. Al Garrigan and Al Garrigan, Typewriter & Equip- 
ment Co., Springfield, Ohio. 

Miami, general convention chairman, greet- 
ing a couple of delegates; George B. Simpson, Friden Calculat- 
ing Machines Co.; Alton B. Boyd, Boyd’s Printing & Supply Co.., 
Panama City, Fla. 


. Seated: W. E. Woods, Woods Typewriter Co., Providence, R. I.;: 


James Vreeland, Royal Typewriter Co. Standing: T. J. Rourke. 
Woods Typewriter Co., Providence; John H. Wyatt, Wyatt’s Book 
Store, Brockton, Mass. 


Tom Stack, Stack Typewriter & Supply Co., Chicago; Harriet 
Stephenson, secretary to NOMDA Spoanke Koch (winner of an 
Error-No copy holder at the banquet): Edson S. Morgan, Edson S. 
Morgan Agency. Gainesville, Fla., (winner of a Speed-Rite check- 
writer at the banquet). 
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associations and making them strong, each individual 
member of the industry benefits. 

Presiding at the Friday luncheon was Gene Taylor, 
immediate past-president of NOMDA. He presented 
Jim Hackney of Remington Rand, Inc., who functioned 
as master of ceremonies in the giving away of the two 
Remington Rand electric razors. The fortunate recipi- 
ents were Frank Cooper, Codo Manufacturing Corpo- 
ration, and Jordan Saunders, San Gabriel, Calif. 

Because of the personal friendship with Congressman 
Charles M. LaFollette of the 8th Indiana District, 
John Dannenfelser, Petery-Hedden Company, Albany, 
Ind., introduced the congressman as the guest speaker 
of the occasion. Mr. LaFollette spoke on “There Is an 
American Way.” His remarks were received with en- 
thusiastic approval. He summed up his thesis at the 
conclusion of his address as follows: “I give you the 
American way. It is the use of democratic means to 
create, by evolutionary methods, a system of living 
together which produces for all of the people—with- 
out regard to their race, their creed or the color of 
their skin—a full and equal opportunity to participate 
in the production, distribution and the equitable enjoy- 
ment.of the good things of the earth in a society in 
which the standards and basic integrities of the people 
—and therefore of their government—guarantee life 
and liberty in their fullest meaning, as well as the 
pursuit of happiness. The American Way is both the 
attainment of a substantive goal consisting of material 
well-being upon an equitable basis, and also the use 
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-. ADDRESSERVICE, INC. 

AMES SUPPLY CO. 
COPYRIGHT MFG. CORP. 
CRAMER POSTURE CHAIR CO. 


FEDERAL CASH REGISTER CO. 
MARR DUPLICATOR CO. 

MILLS LABORATORY 
REMINGTON RAND, INC. 
Underwood CORP. (Left to right: 
J. T. Lafferty, F. R. Dellitt, G. H. 
Parks, W. G. Turquand) 

11. WELLS OFFICE FURNITURE CO. 















of methods in attaining this substantive goal which 
are marked by standards of intellectual honesty and 
personal integrity, without which life and liberty can- 
not be enjoyed no matter how great the material well- 
being may be, The goal is attainable. The un-American 
will fight against it; the cowardly and the weak will 
sit back and wait to enjoy it; but the morally and 
physically courageous will produce it.” 


Friday Afternoon Session 


Under the chairmanship of James J. Sheehan, Lib- 
erty Typewriter Company, Providence, R. I., the after- 
noon meeting got under way shortly after the luncheon 
was over. The theme of the afternoon was, “As Sup- 
pliers View It.” 

The first speaker was Hazen Ames, Ames Supply Co., 
Chicago, who titled his remarks, “Parts, Platens, and 
Servicemen’s Sales Potentialities.” In his initial com- 
ments Mr. Ames said that certain parts which are not 
being made by the typewriter manufacturers because 
of small general demand are being produced by the 
Ames organization. In reference to platens he pointed 
out that the present type of platen made of synthetic 
rubber is of better quality than the pre-war natural 
rubber platen. He inclined to the belief that the platen 
of the future would be a combination of synthetic and 
natural rubber. 

Mr. Ames quoted some statistics and presented a 
conclusion that office machine mechanics in the United 
States make about 30,000 service calls a day. If each 
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serviceman makes a suggeStion as an expert on some 
accessory or supply item the result would be a large 
number of additional sales. The time involved to make 
the suggestions would be very small compared to the 
total sales results. 

In conclusion Mr. Ames made the suggestion that 
NOMDA publish a booklet giving instructions on how 
to select and use the carbon papers and inked ribbons, 
the booklet to be distributed by dealer members to 
schools which, according to his investigation, do not 
give training in the proper use of carbons and ribbons. 

Wesley Beckwith of the Royal Typewriter Company 
was next on the program. He said that production 
was increasing but, of course, not yet up to demand. 
Consequently, his company is maintaining an alloca- 
tion system for distribution of portables. He expressed 
the hope that some machines would be in the hands 
of dealers throughout the country in time for Christ- 
mas business. We are in an age of specialization, Mr. 
Beckwith indicated, and those that specialize will 
achieve success. The portable typewriter is a mass 
market item which needs specialized promotion. The 
market is extensive, but it can be reached if dealers 
will concentrate their efforts. 

Mr. Beckwith referred to some merchandising tests 
which indicated that less than 10 per cent of back 
orders for portable typewriters were no longer good. 
Less than 66 per cent of the customers who were con- 
tacted took deliveries at the new, higher prices. In 
conclusion, Mr. Beckwith urged dealers to write to all 
back-order placers in order to get their records up to 
date; recommended display of portables, recommended 
persistent advertising, stressed the advantages of gift 
certificates and use of good demonstrations. 


Hackney Talks About Portables 


James Hackney, Remington Rand, Inc., next ad- 
dressed the assembly. He spoke on the question, “Have 
Office Machine Dealers Received a Fair and Equitable 
Share of Remington Rand Portable Typewriters During 
the Past Year?” In answer he pointed out that all 
merchandise has been scarce and awaited by the 
American public for longer than at any other time in 
U. S. history. Production is the only real answer, and 
it has not been able to reach the point of balancing 
with demand. A survey of dealers made in January, 
1944, resulted in a large majority asking for an al- 
location system of distribution based on average pur- 
chases in 1940 and 1941. Allocation must continue until 
production catches up with demand. When that time 
will come is problematical, but improvement will be 
steady. Intelligent merchandising will do the job when 
competition returns. Now is the time to prepare for 
that great selling era of the future. 

W. G. Turquand, Underwood Corporation, spoke on a 
subject normally eschewed at meetings of office ma- 
chine dealers. His discussion related to the sale of 
portable typewriters through mail order houses, de- 
partment stores and other “unorthodox” outlets. In- 
dicating that portables were first sold direct by manu- 
facturers’ salesmen and then through dealers in order 
to increase volume sufficiently to reduce unit cost, Mr. 
Turquand said that the need for additional volume 
led to sales through the “unorthodox” channels. De- 
partment stores were willing to promote portables in 
a big way. This built demand for everyone, including 
office machine dealers. During the shortage period, 
which still exists, dealers have been getting propor- 
tionately more machines than other outlets because 
the big volume organizations are not interested in 
small lots. In the not-too-distant future, competition 
will be strong again, which means that dealers will 
have to be ready with a refreshed knowledge of how 
to demonstrate and sell portables. To get your share 
of the market, says Mr. Turquand, identify yourself 
with the sale of a certain make of portable, create 
confidence in the minds of customers, and use the 
trained help of manufacturers’ experts. 
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The next and last speaker of the day was Jim Ward, 
Shipman-Ward Manufacturing Company. He advo- 
cated the use of more advertising by dealers, especially 
in classified telephone books. Use as many classifica- 
tions as possible, and at present it might be worth 
while to offer to buy typewriters. Mr. Ward also sug- 
gested diversification of lines. By adding other equip- 
ment and supply items, the office machine dealer puts 
himself in position to serve all the needs of a business 
office. The speaker reviewed the history of NOMDA, 
which at first was the National Typewriter Dealers 
Association, then the National Typewriter & Adding 
Machine Dealers Association, whose members sell a 
widely diversified line of office machines, equipment 
and supplies. 

Following adjournment of the afternoon session, the 
crowd dispersed to swim, sun bathe, eat, or just plain 
loaf until time for the football game between Wash- 
ington & Lee University and the University of Miami. 


Saturday Morning Session 


Under the chairmanship of Fred Carpenter, Wash- 
ington, D. C., the Saturday morning meeting was 
started with an address by Joe M. Hicks, deputy di- 
rector, paper, furniture and office machinery division, 
War Assets Administration, Washington, D. C., on the 
subject, “WAA and the Office Machine Industry.” Mr. 
Hicks, well known to the industry because he served 
as NOMDA secretary for a year, outlined the provisions 
of the Government surplus disposal plan. He made 
it clear that WAA can dispose of only that property 
which has been declared surplus by other Government 
agencies. Veterans, having been granted a special 
priority, have applied for 57,000 typewriters. Only 
55,000 have been declared surplus. Even if the vet- 
erans’ demands were not in excess of the supply of 
surplus machines, dealers would not have opportunity 
to buy until five other groups, such as other Govern- 
ment agencies, educational institutions, and so forth, 
had been offered the machines. Although the picture 
may change, at present there does not seem to be 
much hope that many office machines will be available 
to commercial buyers. 

Considerable discussion followed Mr. Hicks’ address, 
but no decision was reached as to any action which 
might be taken that would channel surplus typewriters 
to dealers in the near future. 

Irving Ritchie, vice-president of NOMDA, was in- 
troduced. He spoke on the advantages and values of 
NOMDA membership. He urged dealers to avoid pay- 
ing exorbitant prices for used machines because the 
inflation bubble will break sooner or later. Stocks 
acquired at excessively high prices will then prove to 
be costly, indeed. 

The remainder of the morning was given over to 
discussions “From the Trade Journal Viewpoint,” by 
Walter S. Lennartson, editor of OFFICE APPLIANCES; 
William Schulhof, editor of The Office; and Donald 
McAllister, vice-president of Geyer Publications. 


The Luncheon on Saturday 


At the Saturday luncheon, Earl DeGroot, DeGroot 
Typewriter Exchange, Kalamazoo, Mich., presided. 
After the ceremony of awarding Remington electric 
razors to P. F. Southern, San Antonio, Tex.; J. L. 
McDonough, Royal Typewriter Company, and Burns 
Marvil, Ames Supply Company, Mr. DeGroot intro- 
duced Herbert E. Taylor, sales manager of the Dumont 
Television Corporation, who spoke on the potentialities 
of television from a business standpoint. 

In the afternoon, President Randazzo guided a busi- 
ness session at which several important subjects were 
discussed, including new membership rates and sur- 
plus typewriters. The association’s surplus property 
committee was charged with the responsibility of 
making contact with officials of the War Assets Ad- 
ministration to see what can be done to channel type- 
writers to dealers for rebuilding and movement into 
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commercial use. The meeting adjourned in good time 
for everyone to prepare for the banquet. scheduled 
for eight o’clock. 

A heavy rainstorm (misplaced California dew, ac- 
cording to Floridians) made closing of windows and 





A typical shoreline viewed by the ladies during the sight-seeing 
trip br cena | afternoon. 
te 


- Debarking a 

- Some of the ladies just before the shopping tour on Friday. 

- Mrs. G. E. VanAcker, Miami, chairman of the ladies’ entertain- 
ment committee. 


r the boat trip. 
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doors netessary, but it did not dampen the spirits of 
the conventionites. C. Elmer Anderson, Anderson 
Typewriter Company, Pasadena, Calif., functioned as 
toastmaster. One of his first announcements was that 
Mr. and Mrs. Tom Stack of Chicago were on their 
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. At the ladies’ luncheon Saturday. 

- More ladies at the Saturday luncheon. 

. Fabulous Deering Estate. one of the points of special interest 
during the ladies boat trip Thursday. 

. Beautiful Miami home made lovelier by royal palms in the front 


yard. 
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honeymoon (25th anniversary of the first one). 

The next man to be recognized was Hazen Ames, 
Ames Supply Company, who was called forward to 
receive a model house bought for him by Chicago 
friends when they learned that there was an error in 





1. Seated: Roy Shoup. James Hackney, both Remington-Rand, Inc.; 
L. W. Frazee, Fort Pitt Typewriter Co., Pittsburgh, Pa.; Herman 


Fink, Remington-Rand, Inc. Standing: L. C. Grey, Sam S. Smith 
and J. E. came, all Remington-Rand, Inc. 

2. M. T. Snyder. Allen Calculators, Inc., Gene Taylor, Pantagraph 
Printing Stationery Co., Bloomington, Ill.; President Bob Ran- 
dazzo; Elmer Anderson, Anderson Typewriter Co., Pasadena. Calif.; 
Jim Sheehan, Liberty Typewriter eo. Providence, R. I 

. Tower just north of Deauville swimming pool. 

. Mrs. and Mr. P. E. Cockrill, Indianapolis Typewriter Co., Indian- 
apolis. Ind.; Mrs. T. B. Harley. Savannah, Ga. 

5. L. M. McDonough, an Typewriter Co., and Dick Hoyt. Ham- 
mond, Ind.. with the following ladies: Mrs. T. B. Harley. Savannah. 
Ga.; Mrs. Larry McDonough, Chicago, Ill.; Mrs. Howard Dodge. 
Detroit; Mrs. Bert Swanger, Detroit. 


mo 


at 





the announcement that Mr. and Mrs. Ames-had pur- 
chased a villa in Miami Beach. 

Charles Meyers, local convention chairman, intro- 
duced local dealers who had worked on the convention 
committee. Mrs. George VanAcker, head of the ladies 


6. L. B, Rowley, Rowley Office Equipment, LaCrosse, Wis.; P. F. 
Southern/# Southern Sales & Service, San Antonio, Tex.; Charles 
S. Meyérs, Miami, general chairman of convention committee; 
NOMDA Secretary Richard H. Koch. 

7. M. H. Amann, Betty Amann and G. H. Amann, Amann Type- 
writer Co., New Orleans, La. 

8. W. M. Haynes, Haynes Office Machine Co., Sanford, Fla.; Dick 
Hoyt. Hammond, Ind.; I. M. Fifield, Waterloo Typewriter Exchange, 
Waterloo, Ia.; O. D. Morrill, Ann Arbor, Mich.; _ Palen R. Swanger, 
ne here Typewriter Co., Detroit, Mich.; Frank Cooper, Codo 
Manuiacturing Co. 

9. William A. Long. Jamestown, N. Y.; J. A. Long, Cramer Posture 
Chair Co.; Harry E. Mann, Clearfield, Pa.; R. A. Cramer, Cramer 
Posture Chair Co. 
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committee, responded briefly, thanking her assistants. 

Several special prizes were awarded during the 
evening, as follows: DeLuxe Royal portable to Mrs. 
D. J. Adair, Tulsa, Okla.; Remington noiseless portable 
to S. Stein of New York City; Error-No copyholder to 
Harriet Stephenson, secretary to NOMDA Secretary 
Koch; Speedrite checkwriter to Edson L. Morgan, 
Gainesville, Fla. 

One of the floor show acts involved some fancy 
roller skating. On invitation, Mrs. Constance Ellison 
of Houston, Tex., and Maurice Newmark of St. Louis, 
Mo., participated. After spinning with the professional 
skater they found it a bit difficult to walk straight. 

An interesting feature of the evening was recogni- 
tion of the four oldest typewriter dealers in point of 
continuous operation who were at the banquet. They 
were W. A. A. Johnston, Knoxville, Tenn., who started 
in 1896; Dick Hoyt, Hammond, Ind., 1900; Jim Shee- 
han, Providence, R. I., 1903; and J. R. Blethen, Little 
Rock, Ark., 1906. 

President Randazzo was introduced and used the 
occasion to announce that the annual convention of 
NOMDA in 1947 would be held in San Francisco, Calif., 
early next July. Other officers and directors were 
presented prior to the staging of an excellent floor 
show. Dancing took up the rest of the evening. 


Ladies Entertainment 


Under the guidance of Mrs. VanAcker, the ladies’ 
program started promptly on Thursday afternoon with 
a sight-seeing boat trip. There was so much to see 
that it took nearly three hours. 

In the evening the ladies joined the men to view an 
exceptional exhibition of swimming and diving in the 
hotel’s great salt water pool. A comedy water team 
added to the pleasure of the event. 

Friday morning the ladies visited Coral Gables, Hia- 
leah, Miami, and an Indian village. An afternoon 
shopping tour was preceded by a delectable luncheon 
in the hotel. For entertainment on Friday evening, 
the ladies had a choice of going to the football game 
previously mentioned, or attending the dog races. The 


choice was about even. 
Saturday was unscheduled except for a luncheon and 


the banquet in the evening. 


DESCRIPTIONS OF EXHIBITS 


Addresservice, Inc., New York, N. Y.—Displayed for the first time was 
a comprehensive line of supplies and replacement parts made by Ad- 
dresservice for Addressograph machines. The company, having recently 
established itself as a source of addressing machine parts and supplies 
for the dealer, also showed the Remuv-A-Tab, a device for removing 
automatically common tabs from Addressograph frames. For the purpose 
of getting dealer reaction, a new hand-operated metal plate addressing 
machine was displayed for the first time. H. F. Levee, president, was in 
charge. 

Amcs Supply Company, Chicago, III.—Effectively displayed were True- 
Mark office machines pads and plastic type cleaner in addition to the 
following supply items; key cards, inked ribbons in new packaging, stenog- 
raphers’ cleaning kits, erasers, cushion keys, typewriter cleaners, com- 
pressor attachments of new design, platens, grinding wheels, Keg-Master 
and Keg-Mar soldering gauges, sand paper and emery cloth, and type- 
writer pads. A new line of products—type cleaners, typewriter oil and 
platen renewer—under the name of Blue Bonnet was also shown. In 
charge was C. B. Marvil, sales promotional manager, assisted by EK. W. 
Staats of New York, Earl White of San Francisco, Tony Kartous of 
Dallas, and Bud and Lillian Marron of Atlanta. Mr. and Mrs. Hazen R. 
Ames were also in attendance. 

Copy-Right rig seen te | Corporation, New York, N. Y.—Prominently 
featured were the Copy-Right copyholder and Copy-Right fluorescent lamp, 
and Magni-Line reading glasses. In attendance were T. H. Wenstrom and 
Il. H. Walter. 

Cramer Posture Chair Co., Inc., Kansas City, Mo.—The new Cramer line 
of Alumin-Ease posture chairs was on display in addition to Cramer Air 
Flow posture chairs. The new line was shown in four distinctive executive 
models. In attendance were R. A. Cramer, president, and J. A. Lang, 
sales manager. 

Ditto, Inc., Chicago, 111.—The Ditto line of duplicating machines and 
supplies was displayed and demonstrated. Lew Jones was in charge. 

Federal Cash Register Company, Kansas City, Mo.—On display was 
the new 100 Class Federal cash register in several models. Kyle W. 
Leeds, president, was in charge, assisted by Mrs. Leeds, H: G. Brooks and 
Bill Wyatt. 

Marr Duplicator Co., New York, N.. Y.—The new model Marr stencil 
printing press was featured in this display. Also shown was the company's 
line of stencils, duplicating inks and miscellaneous supplies. In charge 
was Leadlay Ogden of Leadley Ogden Company, Marr distributors, Jack- 
sonville, Fla. Mr. Ogden was assisted in the display and demonstrations 
by his son, Leadlay H. Ogden. 

Mills Laboratory, Springfield, Mo.—A new model typewriter with a 
folding keyboard which can be dropped to a natural typing height when 
the machine is on a desk top, was displayed and demonstrated. G. I. 
Mills was in charge. 
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Royal Typewriter Co., New York, N. Y.—This display consisted of a 
Deluxe Royal portable and an Arrow portable in addition to the a 
line of carbons and ribbons. Those in attendance were Wesley Beck ° 
sales manager, portable division; James Vreeland, sales manager, Roytype ~ 
division; Larry McDonough, Harry Rudnick, Xavier Benziger, and Marcus 
Harwitz, general manager of the Regal Typewriter Co. ss 

Remington Rand, Inc., New York, N. Y.—Featured were the new KMC 
Remington office size typewriter and the Remington Rand DeLuxe Model 
5 and Noiseless Model 7 portables. J. M. Hackney, sales manager of the 
portable division, was in charge, assisted by several others. 

Tiffany Stand Co., St. Louis, Mo.—Standard models of Tiffany office 
machine stands were on display. Lyndon Starr, sales manager, was in 
charge. 

Underwood Corp., New York, N. ¥.—Three current models of Underwood 
portables were on display. In attendance were W. G. Turquand, sales 
manager, portable division; J. T. Lafferty, F. R. Dellitt, and @. H, Parks. 

Wells Office Furniture Co., Chicago, til.—A varied line of office furniture 
was shown, including lounge, posture and side chairs, both wood frame 
and tubular steel. Also ash trays, tools, office machine stands, costumers, 
waste baskets and fluorescent lamps. Joe Pritchard, president, was in 
charge, assisted by Hank Bowbeer and Al Rubin. 
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NYLON OFFER BRINGS IN TYPEWRITERS 

Despite the easing of the hosiery shortage, an offer 
of nylons is still tops for creating feminine interest, 
according to P. E. Cockrill, manager of the Indian- 
apolis Typewriter Company, 25 E. Maryland St., In- 
dianapolis, Ind. 

The large number of students, especially veterans, 
returning to school this fall brought an unprecedented 
demand for typewriters, he said. When Mr. Cockrill’s 
supply of machines began diminishing at a rather 
alarming rate, he decided on a buying campaign to 
reach former stenographers, secretaries, and students 
who had idle or little-used typewriters. 

However, he found there was no feminine interest 
in out-and-out cash transactions. “Okey,” said Mr. 
Cockrill to his advertising representative, “offer the 
girls not only cash, but also nylons.” He reported the 
typewriter situation was eased immediately. 

Mr. Cockrill opened his new firm recently, and has 
the exclusive agency in Marion and adjoining Indiana 
counties for the Woodstock typewriter—AK. 

naneiacieniqualliiiiadaen cane 
ANNOUNCE PITNEY-BOWES NEW VACATION PLAN 

A new employees’ vacation policy, providing up to 
four weeks with pay, was announced recently by 
Pitney-Bowes, Inc., Stamford, Conn., postage meter 
manufacturers. It applies to factory and office workers 
and labor and management alike. 

The plan, based on a sliding scale of seniority, starts 
with two weeks’ vacation with pay for workers em- 
ployed ten months with lesser vacation for lesser 
service. 

After serving ten years, employees get an extra 
day’s vacation with pay for each year service up to 
three weeks with pay for workers employed 15 years. 
On reaching 25 years, workers receive four weeks’ 
vacation with pay. 

The plan covers 2000 workers—1300 at the factory 
and home office and 700 in branch sales and service 
offices in 52 principal cities. Officials estimate that 
when the new plan starts operating next summer more 
than 20 per cent of all employees will be eligible for 
paid vacations in excess of two weeks, with more than 
25 employees eligible to receive a four-week vacation. 

———- ——_—_———. 
AUTOCOPY, INC., BUYS BECK INTERESTS 

Autocopy, Inc., Chicago, recently announced the pur- 
chase of a controlling interest in the Beck Duplicator 
Corporation, New York, N. Y. 

Both corporations heretofore have been manufac- 
turing duplicators and duplicating supplies. The result 
through the purchase will be to merge the manufac- 
turing facilities of the two corporations, with dupli- 
cators being manufactured extensively in New York 
City and all chemical supplies, such as gelatine rolls, 
duplicating fluid, cream and so forth, will be manu- 
factured in Chicago. 

Merchandise will be sold by both corporations under 
their own brands. 

The establishment of many new agencies through- 
out the country will be part of the new sales expan- 
sion program. 

Owen Morris will continue as director and general 
manager of the Beck Duplicator Corporation. 
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HYDRAWLIK OFFERS NEW MOISTENER 
A new post-war Hydrawlik automatic moistener desk 
set, Model 6484, has been made available to the indus- 
try by the Hydrawlik Company, Roselle, N. J. The 





NEW HYDRAWLIK MOISTENER 


manufacturer claims that a larger reservoir, holding 
100 per cent more water, and a flexible plastic valve 
have been provided for the streamlined product. The 
new model, retailing for $.50, comes in an assortment 
of colors for the moistener, placed on a non-breakable 
plastic stand in black. A new type of adhesive is 
claimed to permanently affix the conveniently-shaped 
sponge to the flexible plastic valve. 
ninihsiadaiasiilitinayd 

CRAM GLOBES SHOW WORLD MAP REVISION 

George F. Cram Company, Indianapolis, Ind., recently 
announced the availability of world globes incorpo- 





NEW CRAM WORLD GLOBE 


rating the first major world map revision since 1939. 
This is in line with the company’s tradition to keep 
the public informed and up to the minute on territory 
changes. The new Cram globes, one of which is pic- 
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tured herewith, reveal de facto changes and other 
world changes. These changes are official and the 
result of agreements between all parties concerned. 
They are not dependent upon treaties now under 
discussion. 

A printed card explaining these territory alterations 
is attached to each Cram world globe. 

2 o-etuets 

COPY-RIGHT OFFERS NEW FLUORESCENT LAMP 

The Copy-Right Manufacturing Corporation, 53 Park 
Pl., New York 7, N. Y., recently announced that their 
fluorescent lamp for front-vision, line-by-line copy- 
holders is now being made to fit 25-inch copyholders, 
in addition to the smaller 12, 16, and 20-inch models. 

This special fixture is designed for easy attachment 
directly to all line-by-line copyholders used by sten- 





NEW COPY-RIGHT FLUORESCENT LAMP 


ographers and typists. Copyholder and lamp thus be- 
come a compact unit, leaving all desk surface free and 
clear. It takes a 15-watt T-8 fluorescent tube and 
diffuses soft illumination over the copy work, type- 
writer, and both sides of the desk. 

The price is $16.50 (without tube) for 12, 16, and 
20-inch copyholders and $18.00 for the 25-inch copy- 


holder size. 
9 


DEVELOP NEW DUPLICATING INK 

Ink Specialties Company, Inc., 519 N. Halsted St., 
Chicago, has developed a homogenized duplicating ink. 
It is claimed that ink made under this process becomes 
inseparable without losing any of the other superior 
qualities inherent in it. The Ink Specialties Company, 
under the management of Fred Canode and associates, 
has been making duplicating inks for 45 years. 

Oe @ — 


NEW USE FOR MULTIPOST STAMP AFFIXER 

The new five cent airmail rate which became effec- 
tive October 1 made possible another use for the Multi- 
post Stamp Affixer, a product of Commercial Controls 
Corporation, Rochester 2, N. Y. Regular five cent 
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stamps, which may be used on mail designated to go 
by air, can be bought in coils of 500 stamps and this 
is the prescribed style that fits into the Multipost 
machine. Eight cent stamps, the former airmail rate, 
were not obtainable in coils. 

Figures from the Post Office Department at Wash- 
ington show that at 30 airmail offices there was an 





¢ 
MULTIPOST STAMP AFFIXER 


increase.of more than 26 per cent in the use of airmail 
during the first 15 days the reduced rate was in effect. 
One of the largest gains was 53 per cent. 

Affixing stamps on increased quantities of airmail 
is no burden to the user of a Multipost, claims the 
manufacturer. As many as 150 stamps a minute can 
be applied, securely and neatly. Besides, its automatic 
counter simplifies postage accounting control. 

oro 

MASTER PRODUCTS PAPER PUNCH OFFERED 

The new heavy duty Model AP paper punch is now 
available for.delivery by Master Products Manufactur- 
ing Company, 3480 E. 22nd St., Los Angeles 23, Calif. 
This model is made to accommodate from three to 
six punch heads, providing for all standard hole 
punchings. 

Model AP is declared by the manufacturer to in- 
corporate modern styling. A long curved handle pro- 





MASTER PRODUCTS MODEL AP PUNCH 


vides powerful leverage so that a maximum of three- 
sixteenths inch of material may be cleanly punched. 
A full calibrated scale on the front table allows easy 
positioning of the paper guide and die heads. Punch 
heads may be quickly reset by releasing the knurled 
thumb screws and moving heads to the desired posi- 
tion. The front table is 714 x 1034 inches in size, large 
enough to prevent tilting, and fitted with rubber feet 
to eliminate marring of any surface. Present produc- 
tion is limited to %, 5/16 and %-inch round hole 
punches, but other sizes and shapes are expected to 
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be available soon. Catalogs and other information is 
available to those writing the manufacturer. 

LUCITE OFFERS NEW DESK, DISPLAY ITEMS 

Almac Plastics; Inc., 230 Fifth Ave., New York, 
N. Y., has released for immediate delivery a new crys- 
tal-clear Lucite letter tray which makes a useful 
addition to any desk as well as a practical Christmas 
present. The item is available in both letter and legal 
sizes. 

Another Almac product is a display stand in two- 
tone Lucite with four shelves, designed for window 
and counter displays. The device stands approximate- 
ly 16 inches in height. 

DIE Toe Coe FS 
NEW LASCO-LITE FLUORESCENT LAMP OFFERED 

Lasco-Lite Company, 711 West Lake St., Chicago, 
recently announced the addition of the Lasco-Lite 
executive Circline desk lamp to its line of products, 
orders being accepted at present for immediate de- 
livery. 

This lamp, featuring the 12-inch GE Circline tube, 
has 64-inch base and height is 19 inches. A 15%4-inch 





NEW LASCO-LITE EXECUTIVE LAMP 


steel shade is offered with the lamp and an enamel 

reflector. Instant starting switch is installed in the 

arm. The finish is genuine “Old English” plated. 
wanpainipatibbimediaen 

NEW CARBON PAK FOR CONTINUOUS FORMS 

The long-felt need by users of continuous forms 
for a continuous carbon paper Pak that uses every 
inch has now been met, according to The Economy 
Carbon Pak Company, 5510 W. Harrison St., Chicago. 
This company has just announced the Econco Pak— 
a continuous sheet of carbon paper which is folded 
accordion-style, totally eliminating perforations, scored 
sheets, and stitching. 

Demonstrations have shown it to be an ultra- 
efficient development for continuous forms. The 
Econco Pak is simply threaded into the forms, with 
no waste, due to a unique fold which can be type- 
written through. : 

Econco Paks are available in a practical variety of 
stock sizes, up to 1034 inches wide. The length can 
be varied according to requirements, 150 inches being 
the recommended length. y 

In its search for a completely continuous carbon 
paper, Economy Carbon Pak Company found Patent 
Number 2,363,661 to offer the greatest advantage. 
Further research then showed them how to fold their 
carbon pak without perforations, scoring, or sewing 
marks. The result was the Econco Pak, a continuous 
carbon sheet with a fold that can be typed through, 
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thus making every inch of its length available for 
efficient use. 

Machinery, specially designed to make the practical 
“accordion fold” of the Econco Pak, is now in opera- 
tion at the company’s plant. 

Inquiries should be directed to the sales offices of 
The Economy Carbon Pak Company, 5510 W. Harrison 
Street, Chicago 14, Il. 


OO 

IMPROVEMENT FOR HANG-A-FILE ANNOUNCED 

Louis H. Farber, Chicago manufacturer of the Hang- 
A-File, recently announced that the Hang-A-File cabi- 
nets can now be equipped with Hang-A-File folders, 
with one to 31 inserts or blank inserts. Previously the 
device had been available only with 25 Hang-A-File 
folders with A to Z inserts. 


>= o—__ 
NEW LOW-PRICED INTERCOM UNIT ANNOUNCED 

Century Associated Products Company has been 
named national distributor in the office and stationery 
fields for Dictograph’s new low-priced inter-office 
communicating set. 

Engineered to fill the demand among small and 
medium-sized offices for a practical inter-office com- 
municator, the “Two-Way Talkie” is the outgrowth of 
the set perfected for the Army during the war when 
foolproof ability to operate under any conditions was 
the major factor. The set operates entirely on or- 
dinary flashlight batteries. There is no electrical 





CENTURY TWO-WAY TALKIE 


wiring or other complicated installation, thereby 
eliminating much of the cost and difficulties some- 
times encountered with electrical inter-office com- 
munication. 

The “Two-Way Talkie” is handsomely designed, oc- 
cupies very little desk space and is ideal for home as 
well as office use. It can be installed in five minutes 
by anyone. Replacement batteries are available at any 
dime or hardware store. The set may be equipped for 
four-way communication very easily and economically. 

Descriptive literature and information is available 
from Century Associated Products Co., 213 Greene 
St., New York 12, N. Y. 


nO 

NEW 2-INCH OFFICE CHAIR CASTER ON MARKET 

Rice Brothers, Inc., 2900 Euclid Ave., Cleveland 15, 
Ohio, has recently announced a new two-inch top 
bearing caster for office chairs. Available for both 
metal and wood chairs, the new caster has a heavier 
socket that gives better bearing qualities. The com- 
pany also announces that its No-Dent furniture shoe 


will be again available in the near future. 
ee 


NEW, IMPROVED PRINT-O-MATIC MAKES DEBUT 

The Print-O-Matic Company, Chicago, has recently 
announced that the new and improved Print-O-Matic 
automatic card-size duplicator will soon be ready for 
delivery. 

More than 2,000 clear, legible copies per hour can be 
turned out with the new Print-O-Matic on stock 
ranging from tissue-thin to cardboard %-inch thick. 
New constant-pressure spring bearings assure uniform 
impression and save ink. An adjustable card guide 
facilitates handling of sizes from the regular 3x5-inch 
index or Government postal size up to a 4x6-inch card. 
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Other advantages include the new patented clamp 
for stencil and cloth pads which make stencil chang- 
ing not only quick and easy, but eliminating the com- 
mon complaint about inky fingers. The entire drum 
can be quickly removed and replaced for two-, three- 





NEW PRINT-O-MATIC 


or four-color work. An improved, adjustable-weight 
feed mechanism automatically feeds one card at a 
time while the inclined backstop assures perfect 
register. 

Print-O-Matic retails for $13.50 complete with sup- 
plies. Further information may be obtained by writ- 
ing the Print-O-Matic Company, Merchandise Mart, 
Chicago 54, Ill. 

ee 


SHEPPARD BROADENS THE CESCO LINE 


C. E. Sheppard Company, Long Island City, N. Y., 
has announced broadening of the Cesco line with 
new types, grades and size of binder equipment. Spe- 
cial attention has been paid to strictly competitive 
selling with the introduction of the “Lug” type binder 
rings. Its companion construction, the “Piano” type 
is also included for those who are interested in qual- 
ity alone. Another feature of this group is declared 
to be the use of exposed lacquered metals—a new 
type of construction. The C. E. Sheppard Company 
declares that immediate deliveries can be made ,from 
stock, of standard items from its entire line. 


———6o Po 


OZALID OFFERS NEW STREAMLINER 
Claiming an improved method of reproducing typ- 
ing, drawing and printing, and of turning out pho- 
tographic prints, the Ozalid division of the General 
Aniline and Film Corporation, Johnson City, N. Y., is 
offering a new model “Ozalid Streamliner” machine. 





NEW OZALID STREAMLINER 


The new machine is 62 inches wide, 50 inches high, 
and 31 inches deep, and accommodates material up to 
42 inches wide. Printing speed is ten feet per minute 
and cost of 8% x 1l-inch reproductions is declared 
to be only one cent. 

a 
NEW CLIP FOR SERVICE PRODUCTS CLIPBOARD 

Service Products, Inc., 2035 S. Calumet Ave., Chicago 
26, Ill., is offering to the trade a Service clipboard with 
new 34-inch patented clip. The manufacturers claim 
that the thinness and the “bulldog grip” of the clip 
December, 1946 
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ARLINGTON INTRODUCES NEW DESK PLATES 


Arlington Creative Industries, 240 W. Jefferson Ave.., - 
Detroit 26, Mich., have introduced new models of desk 


make it especially suitable for salesmen; engineers, 
students and all briefcase-carrying people. Four con- 
venient sizes of 64% x 11,6 x 9,9 x 12%, and 9 x 15% 














































n inches~are offered to fill every clipboard need. The name plates, incorporating recent improvements in 
‘i custom-made products. 
Model A is of finest Plexiglas with the name burned 
into the highly-polished surface with 22 karat gold. 
The plate measures 2 x 11 x 4 inches and is supported 
by two attractively-designed rests. Model C is a 
practical and economical desk plate, adaptable for use 
by the larger organizations, because of its removable 
name insert feature. The name is burned upon a 
matching cardboard insert and is furnished with the 
initial order of the plate. Additional names for these 
plates are furnished at $.50 each. The plate is made 
from select walnut lumber and has a highly-lacquered, 
ait 
a 
ct 
p= 
t- ~ 
rt, 
NEW SERVICE CLIP BOARD 
Service fibre board, to which this new clip is attached 
., with strong rivets, has a glass smooth, perfect writing 
th surface. 
e- Se ee 
ve KOL, INC., OFFER NEW LINE OF DESKS 
om Scientifically designed and described as modern as 
a post-war airplane, the new line of desks by Kol, Inc., i 
- are claimed to speed up and simplify work, and to NEW NAME PLATES—Reproduced herewith 
ed d the fatigue of the worker. whether he be are two models of the Arlington desk name 
WwW ecrease © 8 ; plate series, Model A (top picture) resting on 


executive, clerk or receptionist. Ideally suited to lend gn ecial feet or supports and Model C (center) 
nd distinction to the most elaborate of private offices, the utiizing an asst SD (bottom illustration). 
Model C has removable name insert feature. 


hand-rubbed finish. The face of the plate is covered 
with one-eighth inch Plexiglas with polished beveled 
edges which produces a glass effect. 






p- All models are available in shorter lengths such as 
“ 7% or 9 inches, with the prices being unchanged. 
F ————~7= 2 —___ 
IS INTRODUCE NEW GOOSENECK DESK LAMP 
- Progressive Marketers, 1666 Park Pl., Brooklyn 33, 
N. Y., have introduced the “New Era” gooseneck fluor- 
escent desk and bench lamp, a leading feature being 
that it operates on AC-DC, 110 volts, all cycles. Stand- 
ard 14-watt fluorescent bulbs are used. 
The lamp can be set to any desired position, as the 
KOL, INC., NEW TYPE OF DESK 
Kol desk is said to be equally attractive for depart- 
mental use. 
A novel feature is a pedestal which can be uphol- 
stered with padded leather, leatherette or fabric mate- 
rial to match or harmonize with drapes or other office 
appointments. 
List prices on the new Kol desk in the single pedestal 
model range from $69.50 in the 26 x 48 size to $98.50 
in the 34 x 60 size. They are offered by Kol Sales 
gh, Division at 220 S. 10th St., Minneapolis 2, Minn. 
) to —_—_——_o— 9 
ute 
ame BATES ANNOUNCES NEW INDEX ITEM NEW ERA GOOSENECK LAMP 
The November issue of Bates Brevities, publication 
of the Bates Manufacturing Company, 20 Vesey St., “gooseneck” is highly flexible. Construction is all- 
New York 7, N. Y., announces that Bates has developed metal, the heavy base prevents tipping, and the felt 
wD Pressalist as a new product in the indexing field, a pad on base prevents marring of table surface. 
ago companion item to Bates Index, Bates List Finder, and The lamp is equipped with six-foot line cord, pen 
vith Bates Dialist. Orders are not yet being taken for and pencil holders, and clip wells on base. Height is 
aim Bates Pressalist, prices and full description to be an- 15 inches, shade length 15 inches, and base 6% x 5% 
clip nounced later when the items are ready for delivery. inches, Finish is dark brown crackle. 


OFFICE APPLIANCES, December, 1946 





49 








COLE STEEL ANNOUNCES A NEW LINE 


Cole Steel Equipment Company, Inc., 349 Broadway, 
New York, N. Y., recently announced a new line of 


tubular furniture for offices and showrooms. 





"COLE DELUXE TWO-SEATER LOUNGE 


manufacturers are proud of their triple-plated prod- 
uct, the first plating on the tubing being copper for 
rust prevention, the second of nickel as added protec- 
tion, and finally a gleaming chrome finish to provide 


the desired surface hardness. 





—_——_—_—_ o-oo 


NEW COSTUMETTE—This is 
the new model Chrom-Ever 
Costumette, distributed by As- 
quith Associates, 131 State St.. 
Boston, Mass., the specifica- 
tions for which include 1}/- 
inch heavy steel tubing, size 
of which was _ incorrectly 
stated in the October issue. 
Height is 70 inches and there 
are four double hooks. A 
smaller juvenile size for child 
training is also distributed. 





NEW OFFICE CHAIRS—The New Indiana Chair Co., Jasper, 
Ind., is offering new office chairs, such as No. 1451 above, in 
trim Bank of England designs. Improvements in form and 
structure are claimed with the idea of adding strength and 


durability without additional weight. 





D. & R. PRESENTS THE MAGIC PRINTER 


Ideally suited for printing postcards, invitations, an- 
nouncements, notices and forms is the Magic Printer, 
according to its makers, the D. & R. Manufacturing 
Co., Inc., Minneapolis, Minn. Of all-metal construction, 
the new device operates on the fluid duplicator prin- 
ciple and has an accurately machined wooden roller 


that insures as many as 200 clear, easily-read copies, 


in as many as four different colors on one copy. 





MAGIC PRINTER FLUID DUPLICATOR 


Packed with instructions and all supplies necessary to 
do a complete printing job, the Magic Printer retails 


at $2.95. 
pe 


INTRODUCE PRESTO LETTER SCALE 


Metal Specialties Manufacturing Company, 3200 W. 
Carroll, Chicago, has introduced the new handy size 
Presto letter scale tabulated for ounces and charges in 





METAL SPECIALTIES LETTER SCALE 


first-class, air mail, and third-class divisions. This 
scale, in neat black and green finish, has easily read 
indicator. When the indicator rests on a division line, 
the postage in following classification is called for. 


ee 


AIGNER NAMES ASSISTANT SALES MANAGER 


Clarence W. Clemen has been appointed assistant 
sales manager of the G. J. Aigner Company, Chicago. 
He will be in charge of administration of sales and 
orders under the direction of Al Aigner, sales manager. 

“Clem” has been with the Aigner organization in 
various capacities in the plant and office for 15 years 
with the exception of four years spent with the Army. 


a 


OPEN NEW THOMASTON, GA., FIRM 
H. W. Carroll and K. W. Carroll have announced the 
opening of the Thomaston Office Supply Company, 
Thomaston, Ga. The merchandise consists of all kinds 
of stationery supplies, typewriters and other such 
equipment.— WES. 
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George C. Holt of W. A. Sheaffer Pen Company, Fort 
Madison, Iowa, called at our headquarters on Novem- 
ber 9 accompanied by Graham Orr, manager of the 
Chicago office of the same company. The purpose of 
Mr. Holt’s trip to Chicago was to conduct a meeting 
of western members of NSA Manufacturers Division 
of which he, as vice-president of NSA, is the officer 


in charge. A brief account of the meeting appears 
elsewhere in this issue. Mr. Holt has a tremendous 
capacity for work, which gives him the faculty of doing 
many things and all of them well. 


Moises Missrie of Compania Continente S. R. L., 
Mexico City, dropped in at our offices on November 9. 
He had flown to New York from Mexico in time for 
the National Business Show. He stayed more than 
three weeks there, after which he came on to Chicago 
where he spent approximately one week calling upon 
manufacturers. His company recently moved into 
larger quarters. It serves as wholesale representative 
for all of Mexico for a number of American stationery 
manufacturers including Gregory Fount-O-Ink Com- 
pany, Triple E Products Company, Alexander Manu- 
facturing Company, C. L. Barkley Company, Poly- 
chrome Corporation, Richard Best Pencil Company and 
others. He is enthusiastic about air travel because of 
the great saving in time from Mexico to various points 
in the United States. 


John Richards, head of Richards & Company, Brus- 
sels, Belgium, signed the Guest Book on November 12. 
He was in the opening stages of a month’s sojourn 
in the United States, the purpose of which is to estab- 
lish agency relations with United States manufacturers 
of office equipment. Born in England of American 
parents, Mr. Richards is an American citizen, though 
he has spent most of his life in Europe. Since visiting 
this country about a year ago, he has consolidated his 
firm with another and considerably expanded the 
scope of the merged organizations activities. An 
energetic young man, he has negotiated contracts 
with several leading manufacturers in this field. His 
present plan is to cover the entire European market 
from headquarters in Brussels. He is arranging to buy 
an airplane, which will enable him to visit the principle 
market centers in all parts of Europe from his head- 
quarters within a few hours. 


Barney Alderson, manufacturers’ representative, 
whose headquarters for many years have been in Los 
Angeles, stopped at OA headquarters for a brief visit 
November 18. He had phoned nearly two weeks earlier 
when on his way East. Most of his time was spent with 
manufacturers for whom he has been selling in the 
West Coast area. While a large share of his activity is 
in California, he also travels Nevada and Arizona and 
makes an occasional trip to Oregon and Washington. 


Richard Veranes and Henry Valle of G. Veranes & 
Cia, Havana, Cuba, were Guest Book signers on Tues- 
day, November 19. As a large manufacturer of en- 
velopes, the Veranes organization has a corps of sales- 
men calling on stationers throughout Cuba. So that 
these men may have related lines to offer, the Veranes 
business is being expanded to include the wholesaling 
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of office supply items. One of the purposes of the 
visit to the United States was to contact office utility 
manufacturers. After spending a week in New York 
and several days in Chicago. Mr. Veranes and Mr. 
Valle were scheduled to go on to Milwaukee and several 
paper making centers in Wisconsin. Before returning 
to Cuba Mr. Veranes planned to spend some time in 
Miami, Fla. 


Luis Meyer, who is associated in business with his 
father, Rudy Meyer, in Madrid, Spain, dropped in upon 
us for a brief visit on November 25. He is spending a 
year in the United States studying at the plants of 
companies for whom the elder Meyer is Spanish sales 
agent. Included are Remington Rand, Inc., Address- 
ograph-Multigraph Corporation, Friden Calculating 
Machine Company, Varityper Company and Woodstock 
Typewriter Company. 


H. G. Johnsen of Ellsworth Industries, Milwaukee, 
was a visitor at our offices on November 26. He was 
one a sales mission, the results of which, he said, were 
gratifying. He expects to have something interesting 
to announce early in the new year. 


Norman B. Payne, Eau Claire, Wis., central division 
field manager, Friden Calculating Machine Company, 
called on December 2. Mr. Payne, who covers 28 states, 
was on one of his regular swings through the territory. 
He was between trains in Chicago and took the oppor- 
tunity to drop in for a visit and sign the Guest Book. 


——__—_¢—= 9 


NATIONAL STATIONERS ASSOCIATION PLANS 1947 
CONVENTION AT THE STEVENS HOTEL 

Although the 1946 convention has barely become 
history, in keeping with progressive and alert planning 
of the National Stationers Association, General Man- 
ager Paul E. Burbank has already announced plans for 
the forty-first annual convention and eleventh annual 
exhibit. 

The NSA sessions will be held in Chicago at the 
Hotel Stevens, September 28 to October 2, 1947. 

After careful consideration of requirements for addi- 
tional exhibit, banquet and meeting space, the NSA 
executive committee voted to go to the Hotel Stevens 
instead of the Congress Hotel. This decision was made 
because the tremendously expanded facilities in the 
exhibit hall, the ballroom, and the availability of an 
increased number of sleeping rooms for members of 
the Association. With facilities far in excess of any 
other hotel in the nation for handling of large con- 
ventions, the Hotel Stevens is believed ideal for making 
possible the outstanding convention of NSA’s long 
history. 

Allocation of space to manufacturers will be based 
upon a priority system, predicated upon the length 
of membership in NSA, and the number of years in 
which exhibits have been placed by the manufacturer 
in previous shows. The regulations concerning this 
will be submitted to the manufacturers within the 
next three or four weeks, at which time contracts will 
be taken for the Hotel Stevens exhibit hall. 


START OFFICE SUPPLY FIRM, DES MOINES 

A new office equipment firm known as Outfitters, 
Inc., has been established at Des Moines, Iowa, by Joe 
O. Popple, Kyle E. Collins and Ralph N. Stutzman, all 
of whom have been in the business more than 25 
years. Offices and display rooms are located at 318-20 
K. P. Building, Sixth Ave., and Locust St. Remodeling 
has been started and warehouse facilities have been 
obtained. 

The three proprietors have, until recently, been as- 
sociated in the management of Zaisers, Inc., for more 
than 20 years. 

The new firm has been appointed representative of 
several lines of equipment, and will provide service 
on all types of business record forms and stationery. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago. 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





London, November 9, 1946. 

October has been a busy month for the O.A.T.A. 
On October 21, a very successful ladies evening was 
staged at Grosvenor House, Park Lane, nearly 300 
attending the function. This was a grand party and 
gave more than a hint of a return to peacetime 
amenities. The ladies were beautifully gowned, and 
the whole affair reflected the spirit of a return to 
normality. Sir Norman Scorgie, controller, H.M. Sta- 
tionery Office, the guest of the president, proposed a 
toast to the Association in the terms of its contribu- 
tion to the war effort, the president suitably respond- 
ing. The toast of “The Ladies” was proposed by H. V. 
Schofield, responded to by Mrs. H. V. Briscoe in a very 
apt and witty speech. A bouquet of dark red roses 
was presented to the hostess, Mrs. J. A. Cumming, by 
Miss Ellen Elliott and a spray of pink roses and 
violets to Mrs. Brisco by the president’s daughter, Miss 
Ena Cumming. The cabaret presented by Charlie 
Kunz was a bevy of stardom, and in this connection 
thanks are due to the evening’s president, this being 
Mr. Cumming’s personal contribution to the occasion. 
the Ladies’ present was particularly appreciated. The 
presidents of T.A.T.F. (Mr. B. Lowthrop) A.B.B.E.M. 
(Mr. L. E. Brougham) and the Stationers’ Association 
(Mr. A. J. Hamilton-Jones), and their ladies were 
present as the guests of the Association. 

* x * 

On October 28 the twenty-seventh annual meeting 
and election of officers was held at the Connaught 
Rooms, Great Queen Street, Kingsway. The following 
being elected to the Council: 

President—H. V. Briscoe, 
Co., Ltd.) 


(National Cash Register 


Vice-President—E. H. Gardner, (Addressall Machine 
Co., Ltd.) 

Immediate Past President—J. A. Cumming (Gestet- 
ner, Ltd.) 


Members of the council elected were as follows: 

C. H. S. Cox—Percy Jones Twinlock, Ltd. 

W. Desborough—Powers-Samas Accounting Ma- 
chines, Ltd. 

Fred Ellam—Ellams Duplicator Co., Ltd. 

B. G. Hillier—Tan-Sad Chair Co. (1931), Ltd. 

A. R. Jackson—Remington Rand, Ltd. 

W. G. Lansley—Underwood Elliott Fisher, Ltd. 
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Honorary officers for the year are as follows: 

Hon. Secretary, Edgar Smith; Hon. Public Relations 
Director, A. R. Jackson; Hon. Marketing Director, J. A. 
Cumming; Hon. Education Director, W. G. Gledhill; 
Trade Practices and Relationship, J. H. Whitfield. 

N. W. R. Mawle, a past chairman, proposed the 
toast “The Association”. The new president, after pay- 
ing tribute to the retiring president, said: 

“As we emerge from the war, we begin to realize 
how much our industry has grown in size and im- 
portance. I suppose there are many men sitting 
around these tables today who can remember the 
time when the loose leaf book had to be sold as an 
idea against opposition—and others can remember the 
time when the typewriter had to be sold to people who 
said the typewritten letter was not in keeping with 
the dignity of a professional firm. Things have 
changed, and I suppose, if we only knew it, that 
blotting-paper men in their time had a tough job to 
make people give up using sand! We are apt to feel 
that in our business we are waging a continuous 
war against prejudice and old-fashioned methods. I 
suppose that is natural, because we are, or should 
be at least, one jump ahead of current thinking on 
business practice. But as we look around we see that, 
step by step, those things we develop, and which are 
sound, are accepted and bought by industry. It is only 
those things which do not serve a genuine purpose or 
fill a genuine need which meet with refusal. Today 
“mechanisation” is a very popular word. We hear 
about the army being mechanised, the steel industry 
being mechanised, and we have heard a great deal 
about office mechanisation—and by office mechanisa- 

tion I mean the use of all modern office methods, not 
just machinery. It seems apparent to me that the 
use of modern office methods must spread a great deal. 
On the one hand we have what is an unquestioned 
tendency to a shorter working week. I feel convinced 
that we are within measurable distance now of the 
36-hour five-day office week. The 40-hour factory 


week is here already in some industries, we know. On | 
the other hand, as we know to our cost, there is a : 
smaller population, a smaller generation of people to- © 


day reaching the office junior age. We have all met 
in our businesses a shortage of juniors and clerks and 
shorthand-typists, there is an increasing dearth of 
1946 
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GOODFORM ALUMINUM CHAIRS - SUPER-FILER—THE MECHANIZED FILE « G-~F STEEL DESKS 


Steel DESK 
No. 1660F 


This is the fastest selling steel desk 
in the world. More GF 1600 line 
desks have been sold and are being 
sold today than any other line of 
metal office desks ever offered to 
the American public. They are 
strong, durable, and dependable. 
Their rounded corners, Velvoleum 


top, anodized aluminum trim, four- 


legged design and flexible drawer 
arrangement make them smart, 
efficient, and comfortable through- 
out a lifetime of usage. Demand 
continues to exceed the supply but 
GF men, machines, and materials 
are striving twenty-four hours a 
day to increase production so that 
you: may have more 1600 line desks 
ie 


when you want them. 


- 


THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 


eeeeee G-F STEEL SHELVING  PHLING EQUIPMENT, SYSTEMS AND SUPPLIES eeesees 
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junior office staff members. That must inevitably 
force business executives to seek more and more our 
ideas, our products, and use them in their businesses 
to fill that gap which otherwise would not be filled. 

To-day, of course, like a lot of other businesses, we 
are in a seller’s market, but I don’t suppose anybody 
here can genuinely want a seller’s market to continue 
long; it’s bad for all of us. And on the other hand 
I don’t think any of us want to go back to the bad 
old days of dog-fight competition. In large measure 
I think we brought those on ourselves. And I think 
it is also doubtful whether we have really needed them 
or whether they did us any good. Be that as it may, 
as far as any of us can see just now, the need for 
those days to return is a very long way off. We have 
an expanding field and we have a generally recognised 
place in the business world to an extent which we 
never had before the war. I feel that these years 
give us a golden opportunity to raise still further the 
status of our industry in the minds of our buying 
public to enhance and improve still further the 
respect and trust which our representation in the 
field receives, and generally to play in the reconstruc- 
tion as big a part as we in the industry played during 
the war. The O.A.T.A. in the past has served us well. 
I am convinced that today we are on the threshold 
and only on the threshold, of a future for the industry 
as a whole that will be far greater than anything 
we have known in the past. And I am convinced that 
a strong and purposeful O.A.T.A. has a very vital part 
to play in that future.” 

a * 

The shortage of sheet steel is creating difficulties 
for the office appliance industry and both the Asso- 
ciation of British Business Equipment Manufacturers 
and the Office Appliance Trades Association have 
tabled their submissions to the government depart- 
ments concerned. 

ESE eee 


OTTAWA, CANADA, FIRM OPENS NEW QUARTERS 


The Federal Typewriter Company, Ltd., Ottawa, 
Canada, established in 1898 by Lt. Col. E. R. McNeill, 
president, recently celebrated the opening of their 


NEW HOME OF FEDERAL TYPEWRITER 
CoO., LTD., IN CANADA 

A 66-foot-long plate glass front is re- 

cessed several feet from the street line 

for advantageous display of merchan- 

dise. Special lighting effects are pro- 

vided for the attractive store interior. 
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new quarters on Queen St., in the downtown section 
of Canada’s capital. 

Eight months ago, Lt. Col. McNeill purchased the 
Queen St. property and reconstruction of the building 
has just been completed, introducing to Ottawa a 
building modern in design, attractive and providing 
the best possible means of window display. The plate 
glass front, 66 feet long, is recessed several feet from 
the street line—glass on level with floors—in cream 
and black vitrolite. This creates superlative display 
advertising values. Lighting effects—planned with an 
eye to merchandising—reflect from the ceiling and 
play on a surface of colored terazzo, inviting onlook- 
ers to view at greater length goods displayed for that 
purpose. 

Having represented Remington Rand, Inc., for 45 
years, and the A. B. Dick Company for more than 35 
years, Lt. Col. McNeill is also credited with handling 
the first consignment of Underwoods imported into 
Canada. About the same time the first Burroughs 
adding machine to be brought into the country was 
also sold by him. 

Exclusive sales rights for the addressing and listing 
machines of Adrema, Ltd., are held by Lt. Col. Mc- 
Neill, together with rights on Ellama duplicator, both 
of London, England. He is also special Ottawa dis- 
tributor for Speedrite checkwriters and Error-No 
copyholders, representing Hall-Welter Company, Ro- 
chester, N. Y. 

Associated with President McNeill of Federal Type- 
writer Company, Ltd., are A. Crombie McNeill, and 
Capt. E. Warrington McNeill. 

A= jamin Bs, 

UNDERWOOD NAMES WAREHOUSE MANAGER 

H. J. Rathjen has been appointed manager of the 
general service warehouse of Underwood Corporation, 
Hartford, Conn., according to a recent announcement 
made by G. H. Crossan, Underwood’s general service 
manager in New York, N. Y. Mr. Rathjen, who first 
joined Underwood in April, 1929, served in various 
capacities with the general service department prior 
to his present appointment. 
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FACTS Conservative estimates for 
1947 place the portable typewriter market at well over 
75 million dollars! 


Big market? Tremendous! And your share of it 


ROYA L PO RTA R LE should be larger than ever before! 


Now is the time to get ready for it. Set up your dis- 

THE standard typewriter in portable size plays in windows and interiors. Prepare for a mighty 

oh merchandising effort on portables. For portable type- 
writers are in great demand and are real profit items. 


Naturally, it would be smart to concentrate on 
Royal Portables. For Royals are the most popular, the 
fastest-selling portable typewriters in the world! 


tier 
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Office Equipment Dealers Dinner Club 


Holds First Annual 


Convention 





( FFICE FURNITURE dealers and manufacturers 

from many parts of the country attended the 
first annual Office Equipment Dealers Dinner Club 
Convention held on November 11 and 12 at the Wal- 
dorf-Astoria Hotel, New York City. 

Divided into four sessions, the convention was well 
planned and conducted. The first session entitled, 
“What is the Outlook?” began at 10 o’clock Monday 
morning. The second session, dealing with “Selling 
and Economics,’ was held in the afternoon followed 
by a banquet in the evening. The third session, on 
Tuesday morning, was devoted to dealers and wood 
manufacturers only, at which the program of the 
Wood Office Furniture Institute was given. The fourth 
and last session, held in the afternoon, was termed 
the “General Policy Session.” 

Chairman Seymour L. Nathan, Charles S. Nathan, 
Inc., New York City, president of.the Office Equipment 
Dealers Dinner Club, expressed his pleasure at the 
large attendance and extended a hearty welcome to 
all. In outlining the program, he remarked that the 
purpose of the convention was sociability and ex- 
tended knowledge of the industry. It would be a fine 
thing if real facts of the future of the office furniture 
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Large Attendance Registered -— 
Single Price List, Decontrol 
Problems, Direct Selling and 

General Policy Discussed 


industry could be learned at this time, he said, instead 
of probabilities. 

He went on to give his listeners a brief outline of 
the purpose and progress of the Office Equipment 
Dealers Dinner Club, telling of its beginning in 1920, 
when some 15 dealers met, and portraying its growth 
through the years to its present size. He told of their 
aims of promoting better business co-operation among 
dealers and of the friendships and acquaintances 
made among competitors. 

The first speaker was J. S. Sprott, president of The 
Globe-Wernicke Co., who took the optimistic view 
that the next 12 months will afford a great oppor- 
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CONVENTION BANQUET OF NEW YORK OFFICE EQUIPMENT DEALERS DINNER CLUB 
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Here is merchandise you'll want to feature 
during the coming Christmas shopping season... 





















high-profit merchandise that embodies all the 
distinctive, quality features of the Sheaffer line. 

Each of the practical, attractive desk lamps 
shown here is equipped with famous “TRIUMPH” 
pens with 14-K Gold Lifetime* POINT. Sockets 


) | ; 
are always desert-dry, points always moist and 
il primed for instant use. Transparent barrel indi- 
U cates clearly when more fluid is needed. 
Order “The Director” and “The Executive” 
now. Your Christmas season will be more profit- 
d ° ° ‘ , 
able with this new Sheaffer merchandise leading 
m the way to greater sales. 
1 
> W. A. Sheaffer Pen Co., Fort Madison, lowa 
ir 
1g 
eS "The Executive.” Incandescent, 
Statuary, Bronze Finish— 
1€ includes single “TRIUMPH” Pen 
WwW with Lifetime* POINT. $35.00. 


K 
24 


"The Director De Luxe.” Fluorescent, Statuary, Bronze 
Finish—Includes two “TRIUMPH” Pens with Lifetime * 
POINT. $75.00. Specify AC or DC. 


“The Director.” Fivorescent, Statuary, Bronze Finish 
—Includes one “TRIUMPH” Pen with Lifetime * POINT. 
$62.50. Specify AC or DC. 


S F A : *REG. U.S. PAT. OFF. 
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OFFICE EQUIPMENT DINNER CLUB CONVENTIONITES 


1. Paul W. Dancker, Danes-Dancker-Sellew. Inc.. New York City: 
Glenn Elwood, Standard Furniture Co.; Walter F. Place, Danes- 
Dancker-Sellew, Inc., New York City: B. Agronick and Raymond 


E. Long of Bene & Co., Inc., Providence, R. I. 
2. Chas E. Hayworth, Alma Desk Co.; Mrs. W. T. Powell, High 
Point, N. C.; Mrs. M. H. Barthmaier, Alma Desk Co.; W. T. Powell. 


Myrtle Desk Co. 

3. J. S. Sprott. The Globe-Wernicke Co.; Paul E. Burbank, general 
manager, National Stationers Association; John Reinecke. secre- 
tary. Wood Office Furniture Institute; Mrs. John J. Reinecke. 
Washington, D. C. 

4. Convention Committee: Front row—Moe Turman, Metwood Office 
Equipment Corp.. New York City: R. B. Booth, Leopold Co.: Geo. 
B. ray. manufacturers’ representative: Mildred S. Zich, The 
Westcort Co.; Sam Katz, Art Steel Sales Co. Second row: Ben 
Levin. B & L Office Furniture Co., New York City: Harvey Bright. 
Bright Chair Co.; H. A. Clemetsen, Office Furniture Warehouse 
Co.; Guy Rentsler, Remington Rand, Inc. Third row: Seymour 
L. Nathan, Chas. S. Nathan, Inc.. New York City; Roland J. 
Freeman, manufacturers’ representative: Jack Schwander, Desks. 
Inc., New York City: Ben Itkin, Itkin Bros., New York City; Ber- 
nard H. Nemlich, Regan Office Furniture Corp.. New York City. 


tunity for development in the office equipment indus- 
try, although it is somewhat difficult now to forecast 
what will happen in the near future. It is his belief 
that there is plenty of business to be done in replacing 
obsolete equipment. He gave his listeners some of 
the reasons for delays encountered by manufacturers 
in getting merchandise on the market, pointing out 
that during the war period heavy gauge steel was 
needed in huge quantities, necessitating considerable 
delay in changing to the lighter gauges needed for 
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5. Louis Blank, A. Blank, Inc., New York City: Sam Katz, Art Steel 
Sales Co.; Mrs. H. R. Lipschutz, New York City: Jack Werfel, 
Colonial Office Furniture Co., Newark, N. J.; Harry R. Lipschutz, 
Art Steel Sales Co.; Mrs. Sam Katz, New York "eity; Irving M. 
Levy. Art Steel Sales Co. 

6. Alexander Burkhardt, Victor Safe & Equipment Co.; Mrs. Alex 
Burkhardt, North Tonawanda, N. Y.; Mrs. Allen Murray, North 
Tonawanda, N. Y.; Allen Murray. Victor Safe & Equipment Co. 

7. James M. Glen, Manhattan Desk Co., New York City: J. Wolfe 
Golden and Joseph R. Blum, Metalstand Co.; Lee Bierbrier. Allen 
Chair Co. 

8. Abel L. Wallenberg. Joseph Schlossman and Gus Holman, all of 
Sheboygan Desk Co.; Geo. B. Wray. manufacturers’ representa- 
tive: Joe Brenner and David Warner of Brenner Desk Co., New- 
wark, J. 

9. Gilbert H. Bosse, Imperial Desk Co.; Raphael Blessinger, Jas>er 
Desk Co.; H. A. Clemetsen, Office Furniture Warehouse Co.; 
A. F. Kreig. Jasper Seating Co. 

10. Jos. Levin, S. M. Levin, Inc., Boston, Mass.; Hy Natovich. Spak 
& Natovich, Inc., Chicago; Chas. M. Nathan (above), Chas. S. 
Nathan. Inc., New York City: Harvey Bright (below), Bright Chair 
Co.; Mel Levin, Business Equipment Corp., Boston; Wm. Hurvitz, 
Boston Desk Exchange, Boston. 


office equipment. Because of the tremendous demand 
for steel both at home and abroad, the shortage is 
likely to be felt for a while yet. He was much con- 
cerned because of the amount of steel tonnage going 
abroad; which he warned is likely to weaken our own 
position here at home. Because of shortages of ma- 
terials in the past few years, new developments and 
designs have been devised combining both steel and 
wood. 

The problem, as Mr. Sprott sees it, is to get the 
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ye that our new one-piece swivel base rep- 
an outstanding improvement in the appear- 
e and utility of steel office chairs. It is the first 
swivel base to eliminate castings, nuts, screws, and 
bolts. This new design does away with noise and 
rattles—there is nothing to come loose, nothing to 
replace. Stamped from a single sheet of formed 
steel, the one-piece base is arc-welded throughout. 


Harter’s new base is the strongest we have ever 
built. In factory tests it withstood 5 tons pressure 
without breaking! Despite this great strength, the 
one-piece base weighs only 8-1/4 pounds— which 
is 1-7/8 pounds /ighter than our present swivel base. 


Notice the graceful, flowing lines which give 
this new base its distinctive beauty. The design is 
clean, simple, functional. Lower than our present 
base, the one-piece version is designed to match the 
new style low desks. Another outstanding feature 
is the oil-impregnated bronze bearing on top of the 
sleeve. This bearing completely removes the possi- 
bility of squeaks caused by the revolving action. 
The oil is iv the metal—and it’s in to stay! 


The stainless steel scuff-plates on our new base 
have been doubled in thickness to prevent denting. 
The 2” ball bearing casters are now set up into the 
base 5/8” further, an innovation which greatly im- 
proves the appearance of the base. 


Harter’s new one-piece swivel base combines 
greater strength with less weight, greater beauty 
with more simple lines, and greater efficiency with 


This picture of the C-1500 fewer parts. It is silent and smooth and perfectly 
on Harter’s old base points balanced. We think it’s the finest improvement in 
up the striking improvement steel swivel chair design in many years. 


in appearance and design 


which the new, one-piece 


pceiek ties Nivktpsnsinn Hf fu O BT E R 
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best product possible to fit the needs of the cus- 
tomers. He cautioned that quite possibly inferior 
products might be offered and sold, solely on their 
appearance without due regard to quality. 

Mr. Sprott advised dealers that competition can 
be met and defeated if proper service is rendered. 
For the past few years products have been bought, 
not sold, to such a degree that selling in the industry 
has reached a point of stagnation. The fault lies 
within the industry, he declared, and it is now time 
to face facts and do a proper selling and service job. 
Customers look for service to help them; and Mr. 
Sprott says that dealers are best fitted to render the 
necessary service. If that is done, he believes they 
can meet competition successfully and hold their 
customers. 

The program was interrupted promptly at 11:00 
A.M. when the assemblage stood with bowed heads 
for a moment of silence in observance of the twenty- 
eighth anniversary of Armistice Day, paying silent 
tribute to our fallen war heroes of both World War I 
and World War II. 


Jim Wallace Addresses Session 


Jim Wallace, Jasper Office Furniture Company, the 
next speaker, declared there are very few things of 
which a cross section is available today. The outlook, 
however, is bright and, in his opinion, conditions in 
the office furniture industry will be good for some 
time to come. New things can be expected very soon, 
better-looking and better-functioning office furniture 
will make appearance shortly. Manufacturers are just. 
as anxious to supply merchandise as dealers are to 
have it to sell, he said. In telling of some of the diffi- 
culties in production of wood office furniture, he 
pointed out that getting proper thicknesses of wood 
was one of the main difficulties. An easing of the 
lumber market can be expected within the next few 
months although it will not result in an immediate 
upswing in the quantity of furniture available, he 
warned. 

In closing, he warned that the time is approaching 
when dealers will have to render service to their cus- 
tomers in addition to selling office furniture. The time 
is coming when they will have to demonstrate the ad- 
vantages of certain types of furniture, pointing out a 
worthwhile gain in efficiency, or a saving of time or 
space in order to properly merchandise their products. 

The next speaker was Sherwood B. Gay, Blanchard 
Brothers & Lane, who described the outlook for leather 
as reasonably good for the near future. The United 
States is the greatest meat-eating country in the 
world, and since hides are closely tied to meat, we 
are well assured of a potential supply of leather. He 


IN ATTENDANCE AT THE OED CLUB CONVENTION 


1. Joseph Wallace, manufacturers’ representative: Chas. E. Hay- 
wotth, Alma Desk Co.; Don E. Headen, Myrtle Desk Co.; Ben 
Itkin, Itkin Bros., New York City; Irwin Casper, A. B. C. Desk 
Co.. New York City: Abe Itkin, Yoein Bros., New York City. 

2. Walter F. Place, Danes-Dancker-Sellow, Inc.; James A. Wallace, 
Jasper Office Furniture Co.; Chas. J. Brantl and David S. Peterson. 
Danes-Dancker-Sellow, Inc. 

3. J. Edward Conlon, Rockwell-Barnes Co.; Chas. Gunterberg. 
Blanchard Bros. & Lane; Tom Salsman, Rockwell-Barnes Co.; John 
A. Wagner, Lucas Bros., Inc., Baltimore, Md.; K. F. Davis and 
H. G. O'Connor, W. H. Gunlocke Chair Co. 

4. Howard W. Gunlocke, H. W. Gunlocke Chair Co.; Frank B. Bacon, 
The Sikes Co., Inc.; Royal H. Eckert, Royal H. Eckert, Inc., Allen- 
town, Pa.; Fred Bloempot, The Sikes Co., Inc. 

5. J. R. Middleton, Commercial Furniture Co., Chicago; Walter H. 
Vernay, James T. Vernay & Sons Co., Baltimore: Charles J. 
Lane, Chas. J. Lane Co., New York City: Gordon D. Meals, The 
Taylor Chair Co.; R. Lee Randolph, manufacturers’ representative. 

6. Jack Cush, Kalmus & Golden, New York City: Hal G. Tough 
and Ted Gammon, Security Steel Equipment Corp. 

7. Ben Itkin, Itkin Bros., New York City: Bernard H. Nemlich, Regan 
Office Furniture Corp., New York City; Moe Turman, Metwood 
Office Equipment Corp., New York City; Seymour L. Nathan, 
Chas. S. Nathan, Inc., New York City. 

8. Fred M. Deane, Gunn Furniture Co.; L. E. Vanderlip and F. L. 
Vanderlip, F. L. Vanderlip Co., Hartford, Conn. 

9. David Fried and Earl eaten. Murphy Chair Co.; Wm. Silberstein, 

Glassman & Son, New York City: Max Davidman, M. Davidman & 

Bro.. New York City: Harold Berman, Colonial Desk Co., New 

York City. 

. J. Julian, Julian-Lewis, Inc.; Gloria K. Fling, Wood Office 

Furniture Institute; Cal Lewis, Julian-Lewis, Inc. 


OFFICE APPLIANCES, December, 1946 © 


aa 











Sight Saver 
Ruled Forms 


This Little Fellow 
Is Going to Help 


MASTER-CRAFT Dealers 
Maintain Their Future 


Loose-Leaf Sales 
and 


aCuLEY 


Perhaps you've noticed this little chap with the 
big eyes in several of our recent ads. He’s the new 
MASTER-CRAFT trademark character, and hence- 
forth he'll be working for MASTER-CRAFT Dealers 


everywhere. 


We are starting to put this little fellow on our 
packages. He’s going to appear in the new adver- 
tising we produce to help dealers sell. Soon we 
also hope to have him on a colorful “decal” for 


dealers’ show windows. 


This “little bookkeeper” is an emblem of quality 
loose-leaf products. Equally important, he sym- 
bolizes the MASTER-CRAFT policy of factory co- 


operation and protection for all dealers. 


Binders 





Binders 













CRA 


The MASTER-CRAFT Dealer enjoys exclusive 
territory rights with 100% protection on repeat 
business, because we do not make any direct 
quotations or sell directly to buyers in any dealer's 
territory. We do not sell to loose-leaf jobbers. We 
do not sell to national chains or national mail 


order concerns, for resale 


When goods are available for additional dealers, 
perhaps YOU could benefit from the MASTER- 
CRAFT line, the MASTER-CRAFT dealer sales 
policy, and the MASTER-CRAFT trademark. 


MASTER-CRAFT CORPORATION 


KALAMAZOO, MICHIGAN 
DIVISION OF THE SHAW-WALKER CO. 






















Catalog 
Binders 








pointed out that before the war the United States 
had a cattle population of 65 million which has since 
increased to 80 million, the largest cattle population 
the country has ever had, which augurs well for our 
future supply of leather. 

It was his opinion that high prices will prevail for 
the next few months but by spring more reasonable 
prices should be seen. Tanners are doing their best to 
take care of all they can and have great confidence in 
the future of their product. Research has been going 
on continuously and new processes developed to give 
a softer, better looking finish, better colors and other 
improvements. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, New York City, convention chairman, expressed 
the opinion that a dealer’s outlook is good if he will 
continue to be a dependable, reliable, service-giving 
dealer. In pleading for co-operation, he declared that 
dealers in New York area think well of manufacturers 
and enjoy the privilege of working in close harmony 
with them. He asked that manufacturers keep deal- 
ers informed of their plans a little in advance so that 
they would know what to expect. In offering the 
suggestion that manufacturers study the needs of 
dealers and supply them with merchandise accord- 
ingly, he pointed out that a good way to do that 
would be to consult with their representatives in each 
territory. 


Selling and Economics 


Robert S. Fowler, president, Macey-Fowler Company, 
New York City, chairman of the afternoon session, 
spoke briefly expressing his surprise and gratification 
at seeing such a large attendance. The committee has 
done a fine job, he said, and earned the thanks of 
all, both manufacturers and dealers, for the way they 
have arranged and conducted this convention. He 
lauded Bernard H. Nemlich, Regan Office Furniture 
Corporation, New York, N. Y., as one of the founders 
of the Office Equipment Dealers Dinner Club, whose 
purpose has always been one of co-operation between 
dealers and manufacturers as well as between dealers 
themselves. In his opinion there are a number of years 
of very satisfactory business ahead, and he advanced 
the opinion that dealers are prepared to do a real job 
of sales promotion in merchandising their products. 

He then introduced the first speaker of the after- 
noon, K. F. Davis, W. H. Gunlocke Chair Company, 
who spoke on “Tomorrow’s Salesmen.” His remarks 
are reproduced elsewhere in this issue. 

The next speaker was Howard S. Sanders, secretary, 
The Stationers & Publishers Board of Trade, Inc. 
“End Slipshod Management Or It Will End You” was 
the subject of Mr. Sanders’ talk and he asserted, “You 
(owners or managers of business) should strive to 
have, particularly as your sales representatives, men 
of character, men who are honest, men who are neat 
in their appearance, men who have good personalities, 
men who have studied to make themselves efficient 
in their jobs, men who are aggressive, and men who 
have the capacity or ability to do the job assigned 
to them.” 

Regarding the future of the industry, the speaker 
warned, “Soon risks will be greater. The future ex- 
pense of doing business will undoubtedly remain high, 
and may be greater. Taxes are bound to remain high, 
competition will grow more severe, and all business 
hazards will be more difficult to appraise.” 

Chairman Moe Turman explained the purpose of the 
meeting was to get together and discuss their prob- 
lems, and declared the balance of the afternoon an 
open forum for the purpose of questions and dis- 
cussions. 

With an attendance of. over 425, the first annual 
banquet was held in the Jade-Basildon Room on 
Monday evening. Filling the room to capacity, the 
members, their wives and guests sat down to a de- 
licious roast beef dinner. 
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After dinner, Seymour L. Nathan, president Office 
Equipment Dealers Dinner Club, extended a cordial 


welcome to all. For the benefit of the ladies and 
those who had been unable to attend the morning 
and afternoon sessions, he explained the purpose of 
the Office Equipment Dealers Dinner Club, and told 
of their activities to promote good will in the in- 
dustry. This is the first convention of a friendly group, 
and a growing organization, he said, and expressed 
the hope that there would be many more to come. 

He then introduced Moe Turman, banquet chairman, 
who took the opportunity to thank the committees 
and all members who had helped to make the con- 
vention the great success it was. He sounded the key- 
note of their organization as promoting a better un- 
derstanding and closer relationship throughout the 
industry. Remarking that the lively interest shown by 
this great turnout is evidence of a fine understand- 
ing between manufacturers and dealers, he went on 
to express the hope that it was the beginning of a 
nationwide hook-up. In closing, he declared that 
there is a lot of readjusting to do and pledged the 
Office Equipment Dealers Dinner Club to dedicate 
themselves to do all they could for the betterment of 
the industry. 

The guest speaker of the evening was Dr. Norman 
Vincent Peale, Minister of the Marble Collegiate 
Church, New York, whose address was entitled “How 
to Live in Post-War America.” 

Dr. Peale, a dynamic and highly entertaining 
speaker, remarked that it is a great thing for business- 
men to come together at a convention and good to 
come on Armistice Day to rededicate their faith. De- 
claring we need a better world to live in, he advised 
that people must cultivate the ability to think posi- 
tive and not negative. 


“Tension” is a Disease 


In closing, he remarked that the greatest disease 
in the United States today is “tension”; people are 
nervous and high strung, they are upset and emo- 
tional and can hardly talk on any subject without 
getting upset. They don’t think with their minds but 
react to their emotions. His formula for overcoming 
tension is: 1. Relax the body by sitting in an easy 
chair loosely, allow head to fall back and let it roll 
from side to side, push out your toes as far as pos- 
sible and place hands loosely on knees. 2. Relax the 
mind, exercise the imagination, think of quiet, peace- 
ful far-off places, picture a trip to the country or 
across the ocean, send your mind on a veritable vaca- 
tion. 3. Relax the soul, the soul is the deeper part 
of you, where you really live, recite out loud poetry 
or sentences that are beautiful, restful and peaceful. 
“Having peace and rest you will be relaxed—a tech- 
nique for having power.” 

John J. Reinicke, secretary, Wood Office Furniture 
Institute, extended greetings and congratulated the 
Office Equipment Dealers Dinner Club on their co- 
operation and enthusiasm which resulted in a fine 
convention. He expressed the hope that there would 
be many more successful conventions held in the 
future and declared he was looking forward to them. 

Gilbert H. Bosse, president, Wood Office Furniture 
Institute, extended greetings and salutations to the 
Office Equipment Dealers Dinner Club on behalf of the 
Wood Office Furniture Institute. 

Paul E. Burbank, secretary and general manager 
of the National Stationers Association, expressed 
greetings and congratulations from the NSA. An- 
nouncing his strong belief in Association work, he 
remarked it’s a grand thing to get together and meet 
with each other, to thresh out misunderstandings and 
promote harmony throughout a great industry. In 
conclusion he expressed his pleasure in attending 
the convention and promised his co-operation. 


(Turn to page 100, please) 
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WITH THE NEW “46” SERIES 
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Bank of England Chairs 


Here they are—an entirely new line of 
Bank of England Chairs—Gunlocke 46” 
Series—with all of the features that bring 
more business from thoroughly satisfied 
customers. 


mr OD OD ct D 


They’re Modern!—with smooth, clean 
lines that add to the appearance of any 
office. 


They’re Comfortable!—the kind of 
comfort that lets you do your best work— 
all day long. 


LMR ERTS A RSIS EE LINE EOE, SAT SAAN 6 Ne ES ig 


They’re Everlasting!—Built as only 
Gunlocke builds chairs—for years of 
service. 


Available in oak, walnut finish, mahogany 
finish, genuine walnut, green and gray 
finishes. Demand for Gunlocke chairs 


still exceeds production. Plan your orders 
well in advance. 


Chairs For 
Your Working 
Comfort 


No. 1946—also made without arms. 


a a a ab ARE a ROME A oa f 


ETH RRS A ATCT car RES RE RS: 


Right!— Now they go— Smooth!— Takes the Bumps!— 
from the ground up.The around together—the that’s the word forthis _ the inset rubber bumper 
new styling starts with a stretchers follow the seat new idea in streamlin- around the edge of 


se that is sleek, solid line to make the design ing. Note the absenceof swivel chair seats pro- > 
and practical harmonious. offset between the parts. tects both chair and No. 1947—also made without arms. 


desk against damage. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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TERRACE CASINO ROOM PROVIDES ATTRACTIVE SETTING FOR CHICAGO OMDA EVENT 


431 ATTEND DINNER DANCE AND REVUE OF 
CHICAGO OMDA; TALENT SPARKLES 

From their tables arranged on the terraces of the 
famed Terrace Casino Room of the Morrison Hotel, 
431 members and guests of the Chicago Office Machine 
Dealers Association watched a star-studded stage show 
at the second annual dinner dance and revue on Sat- 
urday evening, November 16. 

The increased attendance over 1945, the variety of 
acts in the revue, the array of prizes, and the convivial 
atmosphere of the party brought praise to Chairman 
Burns Marvil, Co-Chairman Jack Weiner, and all who 
assisted the Chicago OMDA in the role of hosts. 

From start to finish, the talent presented through 
Sam Herman Agency was deserving of the rounds of 
applause. It was a program opened by the Four Night 
Hawks and Keith Hall’s orchestra in a spine-tingling 
rendition of the Star Spangled Banner. The enter- 
tainers obliged with many encores as the revue con- 
tinued under the witty direction of Jimmie Costello, 
well-known radio comedian, acting as master of cere- 
monies. The Six Latin Lovelies were just that and De- 
Mar and Denise in an exhibition of ballroom dancing 
revealed fancy stepping. A breath-taking acrobatic 
act by Dault and his partner enlivened the program 
which was further highlighted by the Liboniti Trio in 
“Music as you like it” and impersonations of the 
Andrews Sisters, John Charles Thomas, Bing Crosby 
and others by the talented Three Make Believes. 


Keith Hall and his orchestra furnished the music 
for the revue and also for dancing which concluded 
the evening. The Four Night Hawks provided spark- 
ling and varied instrumental music during serving of 
the elaborate turkey dinner. 

Remarks of welcome were made by E. W. LaTourette 
of Underwood Corporation, who introduced Jack 
Weiner, Belmont Typewriter Sales & Service, president 
of the Chicago OMDA. President Weiner introduced 
past presidents in the audience, namely Harry Kinge- 
rey, Jack Macon, Sam Fogel, Jim Ward, Bill Clausing, 
and Frank Kline. Then came a surprise feature in the 
form of rewards to the hard-working OMDA president, 
Jack Weiner, and secretary, Burns Marvil, Ames Sup- 
ply Company. To Marvil went a fine golf bag, this 
present from the membership being a fit carry-all for 
his golf clubs as he planned departure the next day 
for the NOMDA mid-year meeting at Miami, Fla. 
President Weiner first presented Secretary Marvil with 
an unshapely burlap bag, but the real thing was soon 
forthcoming. 

Hazen Ames, Ames Supply Company, was in charge 
of a presentation of handsome traveling bag to Presi- 
dent Weiner in appreciation of his labors in advanc- 
ing the cause of the Chicago OMDA. 


All of the “spoils of the evening” didn’t go to the 
Association officers. Gracing the stage for presentation 
were four portable typewriters—Remington, Under- 
wood, Corona, and Royal—an R. C. Allen adding ma- 


REWARDED—Hazen Ames 
(left) presents Chicago OMDA 
President Jack Weiner with 
traveling bag. At the right. 
Mr. Weiner is off the receiving 
line, this time presenting Burns 
Marvil with a golf bag. The 
hard-working OMDA officers 
and leaders in the Dinner 
Dance and Revue were thus 
honored by the membership. 
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Here is a case which stand 
glance. Show the VICTOR 
tomers. They will quickly 
features - important feature 
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: ‘ Constructed throughout f h fibre board—not ted. 
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sly Tops and bottoms mooth. Thi will not rock when i 
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Entire case is one piece and copper stitched at the factory. 


No Gummed Tape No mess or fuss to put into use—less chance of coming apart. 


Th ist Flick d it’ flick! it’s locked tight. Th 
Only One Fastener eines te re ‘er ae od of the ce alae cule, ¥ 


It’s part of the case and extends clear across. No confusing 
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sizes that give your customer 
uniformity, no matter what his " 
requirements for inactive re- ce 
cords may be. From the small- 
est to the largest, each case is M 
of the same strong, sturdy, struc- = 
ture with smooth top and lower n 
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surfaces. Every case is metal 
stitched ---no gummed tape. Re 
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Monroe, Michigan 
Bott 
New YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stati ee 
Boston 10: Adams, Cushing & Foster, Incorporated _ 
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AMBERG SALES MEET—A sales meet- 
ing was held by Amberg File & Index 
Co., Kankakee, Ill., at the Kankakee 
factory just prior to the recent NSA 
convention in Chicago. Shown in at- 
tendance at the meeting (le!t to right) 
are: bottom row—A. L. Marschall, W. A. 
McNichols, G. W. Amberg, K. E. Ack- 
land, A. Knox, N. Rosin, C. Ashby: sec- 
ond row—C. Cram, L. Timoney, G. A. 
Grosch, C. Smith, C. W. Draper; third 
row—B. I. Amberg, O. S. Seaver, R. W. 
Butters: rear—P. H. Currier, J. B. Miller. 











chine, a Paymaster check protector, and merchandise 
certificates from Marshall Field’s for the ladies. These 
prizes were distributed with due ceremony by Secre- 
tary Marvil, assisted by Sam Herman. In the excite- 
ment, the names of the winners were mislaid by the 
secretary so they cannot be recorded for posterity, but 
the smiles of the “lucky” guests were something that 
didn’t soon wear off. 

Committees aiding the chairmen in the successful 
evening were: entertainment, Jack Macon and Jack 
Carter; tickets, Loran Parker, Guy Waterbury, Al 
Sousonge, Larry McDonough, Walter Fichtner; pro- 
gram advertising, Chet Creevy, Jack Macon, Jack 
Carter; publicity, Walter Lennartson, Hazen Ames, and 
Jim Ward; meals and hotel, Chet Creevy; greeting, 
Hazen Ames, Jim Ward, and Fred Gamrod. 

Each guest was presented with an elaborate printed 
program replete with information on the Chicago 
OMDA, a list of membership, officers and committees. 

— 

CREEVY NAMED HEAD OF CHICAGO OMDA 

The Chicago Office Machine Dealers Association in 
meeting at the Maryland Hotel on November 12 elected 
Chet Creevy, Creevy Service, as new president to suc- 
ceed Jack Weiner, Belmont Typewriter Sales & Serv- 
ice. Named with Mr. Creevy to head up the affairs of 
the Association are Jack Carter, vice-president; Burns 
Marvil, Ames Supply Company, treasurer; and Charles 
Frederick, Underwood Corporation, secretary. These 
elections were made in unanimous acceptance of the 
nominating committee’s report issued by Chairman 
Hazen Ames, Ames Supply Company. 

The Association received a letter of thanks from 
Robert Goldblatt, Star Typewriter Service, for flowers 
sent him during his illness, and another from Mr. and 
Mrs. Arthur Kach for flowers and congratulations sent 
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Bottom Row—H. J. Johnson, G. I. Charles, I. G. Stump. H. S. 
Trout, P. L. Wise, W. C. Bailey; E. L. McCusker, Sr., R. C. 
Schmutzler, D. F. Deneen, E. H. Dunwoody. 

Second Row—W. D. Reyburn, P. L. Moore, O. Crisman, B. 
Sprowles, J. Campbell, Bill Mullen, C. E. Johnson, G. Southall. 
J. V. Kennedy, T. C. Miller, W. S. Pinkham. 
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REYBURN MANUFACTURING CO. 1946 SALES CONFERENCE NOV. 25-27 AT ABSECON, N. Y. 





after the birth of their child. Burns Marvil personally 
thanked the Chicago OMDA for the gift to the Marvils 
following the recent addition to their family. 

As chairman of the dinner dance and revue, Mr. 
Marvil gave a report indicating that the net profit 
would be three or four hundred dollars greater than 
last year. 

E. W. LaTourette discussed the Underwood Corpora- 
tion policy in regard to rentals, declaring that he did 
not believe in rentals for Underwood machines inas- 
much as the company made typewriters primarily to 
sell. Coming increases in parts and service charges 
were discussed. 

—-e 


REYBURN HOLDS THREE-DAY SALES MEET 


November 25, 26 and 27 were important days for 
the Reyburn Manufacturing Company, Inc., Philadel- 
phia, Pa., manufacturers of tags, labels, paper station- 
ery sundries, paper napkins, crepe papers and display 
materials, when their annual sales conference was 
held at the Seaview Country Club, Absecon, N. J. 

Prominent among the representatives attending 
from the eastern and middle western states were J. M, 
Joly, Sr., Philadelphia, Pa.; G. A. Pomroy, Atlanta, 
Ga., and N. P. Blish, Boston, Mass., who received Tag 
of the Month Club awards. From the preceding ten 
months’ Tag of the Month Club awards, the most 
outstanding was selected and designated The Tag 
of The Year, for which a special award of a handsome 
traveling bag and diamond lapel emblem were pre- 
sented to H. P. Venet of Chicago. 

Singled out for special mention also were E. H. Dun- 
woody of Philadelphia, who this year is celebrating 
his fifty-third year of service in the tag industry, 
and J. V. Kennedy, Cincinnati, Ohio, who is cele- 
brating his fiftieth year of service. 
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Third Row—J. Cameron, W. F. Dineen, F. J. Jancsar, A. Weber, 
M. Mangin, S. Slade, W. Moritz, N. P. Blish, H. Gude, A. Cote, 
J. G. Woodruff. 

Top Row—F. Maule, J. Joly, Jr., U. D. Crowe, H. Venet, Ken 
Miller, G. Pomroy, L. J. Dwiggins, E. L. McCusker, Jr., R. Joly. 
D. W. Sharpe, C. B. Chambers. 
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ALBERT W. VANDERHOOF AGAIN HEADS OEMI 

Albert W. Vanderhoof, vice-president and general 
manager of Standard Duplicating Machines Corpora- 
tion, Everett, Mass., was re-elected president of the 
Office Equipment Manufacturers Institute for 1947, the 
election taking place at the annual meeting held on 
November 7, 8 at Hotel Statler, Washington, D. C. 

This breaks a precedent in the Institute and marks 
the first time anyone has been re-elected for a third 
year. The Institute is a business association whose 








A. W. VANDERHOOF 


members represent over 50 of the leading business 
machine and equipment manufacturers. 

Others nominated and elected at the meeting are: 

Vice-president and chairman of general executive 
committee—Edw. M. Douglas, vice-president, Interna- 
tional Business Machines Corporation. 

Vice-president and chairman of sales executive com- 
mittee—Harry C. Anderson, vice-president, A. B. Dick 
Company. 

Treasurer—W. F. Arnold, vice-president, Underwood 
Corporation. 

Executive secretary—E. D. Taylor. 

Directors—Harry C. Anderson, vice-president, A. B. 
Dick Company; George C. Brainard, president, Ad- 
dressograph-Multigraph Corporation; Edward M. Dou- 
glas, vice-president, International Business Machines 
Corporation; Fortune P. Ryan, assistant to president, 
Royal Typewriter Company; S. M. Knapp, executive 
vice-president, Remington Rand, Inc.; A. J. E. Larson, 
president, Art Metal Construction Company; C. R. 
Ogsbury, president, Commercial Controls Corporation; 
R. S. Oelman, vice-president, National Cash Register 
Company; L. C. Stowell, president, Underwood Cor- 
poration; A. W. Vanderhoof, vice-president, Standard 
Duplicating Machines Corporation; Arthur Walsh, 
executive vice-president, Thomas A. Edison, Inc.; Hugh 
L. Smith, vice-president, Yawman and Erbe Manu- 


facturing Company; and P. M. Zenner, vice-president, 


The McBee Company. 
Speakers at the two-day session included W. F. 


Arnold, vice-president, Underwood Corporation; H. M. 


Nordberg, manager postage meter sales, Pitney-Bowes, 
Inc.; Vaughn Fry, research staff, National Office Man- 
agement Association; W. H. Evans, secretary, National 
Office Management Association; W. R. Cummings, vice- 
president, Monroe Calculating Machine Company, Inc.; 
C. E. Hallenborg, vice-president, Dictaphone Corpora- 
tion; D. E. White, vice-president, Addressograph-Mul- 
tigraph Corporation; W. E. McCormick, Cresap, McCor- 
mick, and Paget; Robert Nathan, Robert. Nathan 
Associates; Fulton Lewis, Jr., radio commentator; 
Milton A. Smith, Trade Association Department, U. S. 
Chamber of Commerce and H. B. Spencer, assistant 
director of industrial relations, United States Rubber 
Company. 
nacisipa igi ses 

MORRIS SANFORD OBSERVES 95-YEAR HISTORY 

Ninety-five years with never a complete break in 
ownership or management—that is the record of the 
Morris Sanford Company, Cedar Rapids, Iowa, and its 
predecessor. And exactly 50 of those years have been 
seen by the man whose name the book and stationery 
business now bears. 

Sixty-four employees and associates of Morris San- 
ford recently attended a dinner commemorating his 
fiftieth year in the firm, the golden anniversary event 
being held at the Roosevelt Hotel in Cedar Rapids 
on the site of the store in which Mr. Sanford first 
worked. 

The business itself was established in 1851 by William 
Lee, who personally bound the first code of the State 
of Iowa. Only three general managers cover the span 
of 95 years—William Lee, who founded the business; 
George A. Mullin, Mr. Lee’s employee and later part- 
ner; and Morris Sanford, employee and later stock- 
holder in the George A. Mullin Company, and since 
1916 the principal owner of Morris Sanford Company. 

At the banquet held on October 26 it was found that 
there are now nine persons who have been connected 
with the business more than 20 years and 15 to 20 
who have given more than ten years of service. 

Mr. Sanford was presented with employees’ gifts of 
a wrist watch and a leather portfolio containing 90 
letters and telegrams from friends. 

Although this store has been a leading book store 


in Iowa for many years, it is also well established in | 


the wallpaper and paint, office supplies and office 
furniture, cameras, fine stationery and greeting cards, 
gifts and toy fields. Gordon D. Barger, vice-president 
of the company, with a 39-year service record in the 
business, is well known among the stationery, office 
supplies and office furniture trade. 





Celebrating his fiftieth year in the book business, 
Morris Sanford, president of Morris Sanford Co., 
Cedar Rapids, iowa, was guest of honor at a recent 
dinner attended by 64 employees and associates. 
In front row, left to right, are Mrs. Kenneth J. Miller, 
Mrs. Gordon D. Barger, Mrs. Morris Sanford, Honored 
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Guest Morris Sanford, and Mrs. Samuel R. Hankins. 
Rear row: Kenneth J. Miller, treasurer; Gordon D. 
Barger, vice-president; Mrs. Hamilton H. Morse; Ham- 
ilton H. Morse, secretary; Miss Esto Heath, repre- 
sentative of employees who presented the gift to 
Mr. Sanford: and Samuel R. Hankins, guest speaker. 
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ARTHUR K. DILLINGSWoRTH 
CARTED PUBLIC ACCOUNTANT 
999 SROAD state? Ew YORK, ». ¥. 


| Jeouary 8, 1947 
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Accountants and top executives consider dignity, conviction, color clarity and uniformity in 
financial reports so desirable, that CPA’s willingly sanctioned the extra typing time required to 
prepare three duplicate originals. NOW, TIME-TAKING RETYPING OF ORIGINALS IS NO 
LONGER NECESSARY TO ACHIEVE THIS “ORIGINAL” PERFECTION! 


Columbia ACCOUNTANT SPECIAL CARBON PAPER 


a specially manufactured, hard surface, smudge proof carbon sheet for accountants provides 
carbon copies so impressive that they can hardly be 
QUICK AND PROFITABLE SALES TIE-UPS 4. 1 from the original. There’s big. all year 
COLUMBIA CLASSIC RIBBON (No. 39 “istinguished from the original. There’s big, all y 
inking) adds extra-profit dollars to volume, and peak sales now through March, in all- 
Accountant Special sale. A; . 
logical companion product, it assares Mportant Accountant Special and the volume of 


oity in ordinals wed carton copig, LAX REPORTS, AUDITS and FINANCIAL STATE- 
' MENTS is rapidly expanding! 


Promote and demonstrate Accountant Special to the 
many accounting departments, auditors, treasurers, 
comptrollers and CPA’s in your territory. Write us for 
. the full story of this unusual product and profit com- 


bination NOW! 










COLUMBIA BACKING SHEET— 
of special, shock-absorbing fibre 
Stock, slips in between the last 
carbon copy and typewriter 
platen; cushions the sharp re- 
bound of typewriter keys; assures 
maximum-clarity impressions on 
original and carbon copies. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office & Factory: Glen Cove, L. I., N. Y. 

New York Sales & Export: 58-64 West 40th St. « Midwest Sales: Kansas City, 

Mo., Dwight Bidg. » Chicago « Detroit « Milwaukee « Minneapolis « Nashville 


Philadelphia « Pittsburgh « Portiand, Oregon « Cincinnati (Harris-Moers Co.) 
Atlanta « Alse: London, England «+ Sydney, Australia «+ Milen, Italy 
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THEY GO 


1. G/W “Safeguard” Filing 
System 

a 2. G/W Precision-Built 
Filing Cabinets 





Aa 


_ THE PERFECT TEAM FOR COMBINATION SELLING 
| Double Sates... Double Profits 


No installation is too small or too large to get maximum benefit from 
G/W filing equipment with “‘Safeguard’’ system. When you sell one 
item, urge the other. ‘‘Safeguard’’ filing for G/W cabinets. G/W cab- 
inets for “Safeguard” filing. The combination means top satisfaction 


. more repeats... easy, consistent, extra profit. 








Pree Selling 4 


... WRITE TODAY 


Globe - Wernicke 


FILING EQUIPMENT AND SYSTEMS 


G/W Precision- 
Built Filing Cabinets 


Considered the leader for 
years by discerning buy- 
ers because of ideal 
feather-touch operation 
plus fine looks and the 
lasting dependable serv- 
ice of quality materials 
precision-built. Sell them 
with “‘Safeguard’”’ Sys- 
tem as a team. 


G/W Packaged 
“Safeguard” Outfits 


Come in four sizes, for 1-, 
2-, 3-, and 4-drawer stand- 
ard letter files; also avail- 
able for larger require- 
ments. Initial dozen order 
includes a supply of fa- 
mous ‘‘Find-i-tis’’ booklet 
and a handsome counter- 
piece for display of an ac- 
tual 1-drawer “‘Safeguard”’ 
outfit. 
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tdd For descriptive literature and selling aids write to ‘Headquarters for 
Modern Office Engineering,’”” The Globe-Wernicke Co., Norwood, 


Cincinnati 12, Ohio. 


Visible Record Systems 


Office Furniture 
stole] @aeh-05 
Stationers’ Supplies 
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100 UNITS... with 
“Safeguard”? System... 
sold by Marshall- Jackson 
Co., Chicago, to large 
tool manufacturer (name 
on request). ‘“‘A’’ grade 
GlobeArt 7000 line coun- 
ter-height cabinets... 
letter, 4x6 and 5x8 card, 
and check files. 
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PHILADELPHIA STATIONERS HOLD BANQUET 

More than 325 members, their wives and guests 
gathered to attend the forty-first annual banquet, 
dance and entertainment held on Thursday evening, 
November 21, in the grand ballroom of the Benjamin 
Franklin Hotel, Philadelphia, Pa. 

The banquet was preceded by a reception at 7 p.m., 
given by the Penn-Mar-Va Travelers, which was, as 
it usually is, a huge success. A half hour of sociability 
and good fellowship prevailed, for which those sterling 
Penn-Mar-Va Travelers are noted. Refreshments were 
served and many old friendships renewed as well as 
new acquaintances made. 

A delicious turkey dinner was served with all the 
trimmings. Between courses, a number of good old 
songs were sung by that popular songster, John A. 
Harte, Yeo & Lukens Company, Philadelphia, with all 
joining in the chorus. 


President Lukens Extends Welcome 


President Charles W. Lukens, Yeo & Lukens Com- 
pany, extended a cordial welcome to all and thanked 
members of the entertainment committee for doing a 
fine job in arranging for the evening festivities. After 
announcing that plans were being made to hold next 
year’s third regional convention at Atlantic City, N. J., 
in June, he then introduced the following guests, some 
of whom were from out of town—Harry Cox, Thomas 
H. Cox & Son, Newark, N. J.; Dan Smith, Jr., The Smith 
Printing Company, Williamsport, Pa.; Ralph Raeder, 
Office Equipment Company, Kingston, Pa.; Edgar 
Brown, Baltimore, Md.; Edward McLaughlin, Balti- 
more, Md.; Samuel S. Rosendorf, Southern Stamp & 
Stationery, Richmond, Va., president of Virginia Sta- 
tioners Association; John F. Emhardt, Columbia Steel 
Equipment Company, president, Penn-Mar-Va Trav- 
elers Club and vice-president of field division, National 
Stationers Association; and James C. Miller, Wosco, 
Inc., Greensburg, Pa. He then introduced the officers 
of the Philadelphia Stationers Association—First Vice- 
President Edward Eisenstein, Shanahan & Company; 
Second Vice-President Russell Ashley, Ashley-McCor- 
mick Company, Bridgeton, N. J.; Third Vice-President 
George Harscheid, National Blank Book Company; 
Treasurer William P. Reinhardt, A. Pomerantz & Com- 
pany; and Secretary Joseph A. Snitzer, Automatic 
Printing Company. 

William H. Patterson, Johnstown Office Supply Com- 
pany, Johnstown, Pa., regional governor of the third 
district NSA, was next to be introduced. 


Paul E. Burbank, secretary and general manager of 
NSA, was accorded a royal welcome. Expressing his 
pleasure at being able to attend, he reminded his 
listeners that the occasion was more than just an 
annual banquet, it was also a celebration of their 
forty-first birthday as an association. Informing his 
audience that the Philadelphia Association is one year 
older than the National Stationers Association, he 
extended congratulations and sincere best wishes. He 
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FORTY-FIRST ANNUAL BANQUET OF PHILADELPHIA STATIONERS ASSOCIATION HELD NOV. 21 


drew attention to the advantages of trade associations 
which afford an opportunity of getting together so 
that all topics of mutual interest may be discussed, 
difficulties ironed out and thus promote a better under- 
standing throughout the industry. In closing he con- 
gratulated all officers of the association, both past and 
present, for the magnificent work they have done for 
the benefit of the industry. 


President Lukens then presented George Wustner, 
William F. Murphy Sons Company, Philadelphia, with 
a handsome wrist watch on behalf of the association, 
in recognition and appreciation of his past services. 
Mr. Wustner has been an active worker, occupying the 
office of secretary for a number of years, and more 
recently that of president. 


Thanks Banquet Committee 


First Vice-President Edward Eisenstein, Shanahan & 
Company, chairman of the banquet committee, thanked 
his committee and all who had helped to make this 
year’s banquet one to be long remembered as one of 
the outstanding events in the history of the associa- 
tion. Remarking that 41 years was a long time to 
“carry on” through good and bad years as the Phila- 
delphia Association has done, he lauded George Wust- 
ner for the fine work he and many others had done. 


Following the introductions, entertainment was pro- 
vided in the form of an excellent show consisting of 
a variety of well-chosen acts that were both enter- 
taining and amusing. There was plenty of good music 
provided for those who cared to dance both between 
dinner courses and for the remainder of the evening. 


Much credit is due to the banquet committee under 
the leadership of Chairman Edward Eisenstein, through 
whose combined efforts this affair was made an out- 
standing success. 


The banquet committee was John F. Emhardt, 
Columbia Steel Equipment Company; George Har- 
scheid, National Blank Cook Company; John Harte, 
Yeo & Lukens Company, Philadelphia, Pa.; George 
Leonard, L. E. Waterman Company; Irving Roth, Roth 
Brothers, Philadelphia, Pa.; Stanley Woodruff, Weis 
Manufacturing Company; Charles Lukens, Yeo & 
Lukens Company, Philadelphia, Pa.; and Joseph Dunn, 
William F. Murphy’s Sons Company, Philadelphia, Pa. 

spacial anti 


ROSS HELWIG ADDRESSES GUILD MEETING 


The regular monthly meeting of the Stationers’ 
Guild Club (Toronto, Canada, division) was held in 
the Oak Room of the Union Station on Wednesday, 
November 13. Harold Norman, Warwick Bros. & Rutter, 
chairman of the executive group, presided. 

The entertainment for the evening was supplied by 
Joe Murphy, whose impersonations of popular radio 
stars was thoroughly enjoyed by all those present. 

The speaker for the evening, Ross Helwig, manager 
of the office furniture department of Grand & Toy, 
Ltd., gave a very interesting and educational talk on 
the “Romance of Mahogany.” He covered the subject 
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from forest to furniture and also showed many ex- 
hibits to illustrate his talk. 

The club feels deeply the loss of two very hard- 
working members, Miss Lillian James of the Guild 
office and George Knox, Brown Brothers, Ltd., but 
wish them success in their new ventures. 

Gordon Lowe, Luckett Loose Leaf, Ltd., outlined the 
plans for a group study class which the executive 
group hopes to be able to put into operation to give 
the members an insight on the merchandise they 
handle. 

The Christmas basket fund, which was very success- 
ful last year, has again been launched and it is the 
hope of the committee that the distribution of baskets 
will cover a wider area and bring more cheer to those 
less fortunate. 

The directors of The Stationers’ Guild of Canada, 
Inc., seen at the meeting included L. F. Beattle, St. 
Catharines; James P. Cook, Toronto; C. G. Easton, 
Toronto; Virgil James, Belleville; L. W. Jones, Hamil- 
ton; J. S. Luckett, Toronto; Art Morice, Toronto; and 


W. J. O’Reilly, Toronto. : 
Oo 


PAUL E. BURBANK ATTENDS NEW YORK MEETING 


More than 90 members and guests turned out to at- 
tend the regular monthly meeting of the Stationers 
12:30 Club of New York, held on Monday evening, 
November 25, at the Frontinac Grill, New York City. 

President James T. Hurley, Oxford Filing Supply 
Company, reminded his listeners that the purpose of 
the club was to promote a better spirit of co-operation 
and to work for the up-building of the industry. De- 











a 


PAUL BURBANK 





claring that in his opinion this has been accomplished 
to a great degree, he pointed out that the ever-in- 
creasing membership was evidence of that fact. 

He then introduced R. A. Jonas, Jr., president of 
Oxford Filing Supply Company, who spoke briefly of 
the merits of the National Stationers Association. De- 
claring that the NSA is a very substantial organiza- 
tion from both a membership and financial standpoint, 
he remarked that an organization that can draw a 
registered attendance of more than 2,000 at its con- 
vention is not in a minor league by any means. When 
it became necessary to fill the vacancy caused by the 
death of Charles P. Garvin, the association had a job 
on its hands to replace him. In his opinion the choice 
of Paul E. Burbank as general manager was a for- 
tunate one and he, for one, has faith in his executive 
ability and leadership to do a fine job for the NSA. 


Paul Burbank Addresses Group 


He then introduced Paul E. Burbank, general man- 
ager of the National Stationers Association, who ex- 
pressed his pleasure at being privileged to meet with 
the group. He began his talk by telling of his many 
years of experience in the industry and entertaining 
his audience with some of his experiences during the 
few years he spent in aviation and of his firm resolve 
upon returning to leave no stone unturned to do his 
best for the benefit of the industry. Declaring the 
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NSA ranks as one of the larger trade organizations and 
regarded as one of the first ten in size, he informed 
his audience of some of its background, telling of its 
purpose and aims. 

Taking his listeners back to the early 1920’s when a 
state of secrecy existed, he brought them up to date 
through the 1930’s when the industry learned the ad- 
vantages of group association and how to work co- 
operatively and finally of how each group shares their 
problems and experiences with the NSA. 

He told of the problems before the organization, and 
of their plans for solving them, of plans now under 
way for the 1947 convention, which is to be held in 
the Stevens Hotel in Chicago because of more spacious 
accommodations. Constant study is being made of 
what is going on in the industry, he said; surveys are 
being made, one of which recently released deals with 
costs of doing business. It is of particular interest to 
dealers who must look over costs to make comparisons 


for the future. Others will follow as they are com- 


pleted. 
Working on Sales Program 


Realizing a period is fast approaching when the in- 
dustry will have to do a constructive selling job, the 
Association is working on a sales training program, 
well aware that the problem is one for both the in- 
dividual and Association alike. There are many other 
problems before the NSA, but they cannot do it alone, 
individuals must supply information so that the Asso- 
ciation can assemble the facts and give the necessary 
assistance. 

Store modernization with proper display of wares, 
he believes, will help dealers to regain customers, meet 
competition and build toward a larger and better 
business. Customers must be attracted and encour- 
aged to go to stationery stores for stationery articles 
first, he declared, and not after they have shopped 
around. In conclusion, he asked for an exchange of 
new ideas and constructive criticisms so that a better 
service can be rendered to the industry. 

Mortimer H. Chute, Jr., president of Bainbridge, 
Kimpton & Haupt, new NSA 13th Regional Governor, 
spoke briefly urging members of the Stationers 12:30 
Club to join the NSA and get as many of their retailer 
customers as possible to join. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
announced the addition of five new members: Mortimer 
H. Chute, Jr., Bainbridge, Kimpton & Haupt, New 
York City; Donald L. Messina and Gregory Messina, 
both of Professional Printing Company, New York 
City; Archie P. Danos, Eberhard Faber Pencil Com- 
pany; and Herbert Polow, Herbert Stationery Com- 





pany, New York, N. Y., making a total of 192 members ~ 


to date. 


Secretary Mortimer Libien, Libien Press, Inc., New 
York, N. Y., proposed that the club’s membership be ~ 


limited because of the difficulty of arranging for din- 
ner accommodations. After some discussion it was 
decided that the board of governors give their recom- 
mendations at the next meeting. Mr. Libien also pro- 
posed that a Christmas party be held. After consider- 
able discussion from the floor, a motion was made to 
hold the party on an evening during the week between 
Christmas and New Year’s. It was unanimously passed. 
Louis Caracci, Nor-Wood Company, New York, N. Y., 
was appointed chairman of the Christmas party com- 
mittee, date and place to be announced later. 


Editor Gerard D. White, Acco Products Inc., received 


numerous compliments for the fine job he had done | 
in publishing the November issue of the Club’s bulle- = 


tin. He took occasion to thank contributing members 
and urge others to send in their contributions prompt- 


ly, remarking that there was another good issue in the 


making. 


Phil Tagley, Consolidated Loose Leaf, Inc., volun- 


teered to compile a roster of the membership of the 
club and urged all to fill out the forms they would 
receive and send them in at once. 
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L. 8S. CROWL GUEST OF GREAT LAKES TRAVELERS 

L. S. Crowl, president of NSA and of the Blade Print- 
ing & Paper Company, Toledo, dropped in unan- 
nounced at the November 29 meeting of the Great 
Lakes Travelers Club. The meeting was an overflow. 
Mr. Crowl told briefly of the plans for the convention 
to be held at the Stevens Hotel starting next Septem- 
ber 28. The convention, he said, had outgrown the 
facilities at the Palmer House, and that the exhibit 





L. S. (Less) CROWL 


hall at the Stevens with 160 exhibit spaces provides 
capacity on one floor equal to the total capacity at 
this year’s exhibits on two floors. He also told of 
increased room allotments, the Palmer House and 
the Stevens both co-operating. Mr. Crowl announced 
that he would be present at the Christmas party of 
the club to be held December 20. President Gordon 
Kickels added that General Manager Paul Burbank 
expected to attend. 

The principal item of business brought up for dis- 
cussion was a proposed birthday party to be held in 
February. With a choice of the Edgewater Beach on 
the twentieth and the Congress on the twenty-second, 
the latter was accepted and Tom Gillice of Rockwell- 
Barnes Company and Ralph Maneval of A. W. Faber, 
Inc., were named co-chairmen, with instructions to 
seleet other members of their committee. 
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MANUFACTURERS’ DIVISION, NSA, HOLDS 

NOVEMBER LUNCHEON MEETING IN CHICAGO 

Twenty-seven members responded to the call of 
George Holt, vice-president, manufacturers’ division, 
NSA, to attend a special luncheon meeting of that 
group at the Palmer House on Friday, November 8. 

Following self-introductions by those present, Mr. 
Holt announced that tentative arrangements had been 
made to hold the 1947 NSA convention at the Stevens 
Hotel, where a larger number of rooms, greater banquet 
seating capacity and more exhibit space were available. 
Among those speaking in favor of the change were 
Ed Conlon, Rockwell-Barnes Company, and Ed Man- 
ning, Stein Bros. Mfg. Company, who pointed out that 
not only would such a move make possible the staging 
of the entire exhibit in one hall, but that parking 
and transportation facilities were better. 

Among other subjects discussed were the problems 
of space allocation at the exhibit and the securing of 
qualified speakers for the spring regional meetings 
of the National Stationers Association. 

Present at the luncheon were the following manu- 
facturer members and representatives of the trade 
press: 

Al Aigner, G. J. Aigner Co.; C. L. Barkley, C. L. 
Barkley Co.; J. J. Bennison, Minnesota Mining & Mfg. 
Co.; W. W. Borders, Wilson Jones Co.; Karl Castle, 
Louis Melind Co.; J. Ed Conlon, Rockwell-Barnes Co.; 
C. Lee Downey, C. L. Downey Co.; R. W. Ebeling, La 
Salle Products Co.; Ray J. Eichenlaub, Service Steel 
Products Co.; Folger Fellowes, Bankers Box Co.; John 
E. Fellowes, Bankers Box Co.; John A. Gilbert, OFFICE 
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APPLIANCES; R. W. Heck, Frank Mashek & Co.; H. E. 
Hedges, Hedges Mfg. Co.; John Henn, Stanley Wessell 
& Co.; G. C. Holt, W. A. Sheaffer Pen Co.; Ed Manning, 
Stein Bros. Mfg. Co.; M. M. Morrissey, Parker Pen Co.; 
Walter J. Nickel, Bankers Box Co.: J. Graham Orr, 
W. A. Sheaffer Pen Co.; E. R. Rodriguez, La Salle Prod- 
ucts Co.; W. M. Small, Johnson Chair Co., Clemco 
Desk Mfg. Co.; C. C. Smith, Minnesota Mining & Mfg. 
Co.; O. R. Snapp, Orrice AppPLIANcEs; Dave Sterrett, 
Louis Melind Co.; T. H. Van Buren, Sturgis Posture 
Chair Co.; W. W. Welch, W. W. Welch Co. 

In closing the meeting Mr. Holt announced that a 
similar luncheon would be held in New York the fol- 
lowing week to obtain manufacturer reactions in that 
area to the proposed changes discussed. 


a Se 


EASTERN MANUFACTURERS HOLD NSA MEET 

Eastern manufacturer members of the National Sta- 
tioners Association resumed their monthly luncheon 
meetings at the Hotel Biltmore, New York City, No- 
vember 14, under the direction of R. A. Jonas, Jr., 
Oxford Filing Supply Company, vice-chairman of 
manufacturers’ division. 

Mr. Jonas said it was both a privilege, as well as a 
pleasure, to serve the group as the chairman. He paid 
tribute to Horace VanDorn, Joseph Dixon Crucible 
Company, the former chairman of the manufacturers’ 
division, and declared that he hoped they would be 
able to crowd into the meetings just as much real 
pertinent discussion of the pressing problems possible. 

These meetings, it may be explained, are informal, 
round-table discussions in which the various members 
express themselves for their mutual edification. 

The question of “What effect decontrol would have 
on the operation of the companies” was introduced 
by the chairman. He and several other members of 
the group discussed this particular problem. Out of 
the discussion, your reporter gathered the inference 
that while raw materials would in all probability 
increase in price, it was the hope of the manufacturers 
that they could find means of reducing production 
and distribution costs so prices could remain relatively 
the same. Various ways for effecting reductions in 
costs were suggested, giving evidence of the sincerity 
of the manufacturers in their endeavor to try to hold 
the line. 

A discussion then followed about some phases of 
the operation of the exhibits at the national conven- 
tion. The suggestions made were to be passed on to 
the Association headquarters. 

Mr. VanDorn brought up the very important subject 
of reduction of import duties under the authority of 
reciprocal trade agreements. He reminded the group 
that the State Department has been empowered by 
Congress to raise or lower: tariff rates to effect these 
agreements. He also reminded that when an agree- 
ment was made with one nation, it automatically ap- 
plied to all favored nations. The articles which the 
State Department proposed to use as base of negotia- 
tion cover practically everything in our field on the 
dutiable list. The State Department is now open for 
briefs of protest which were to be filed with the com- 
mittee before December 1. Public hearings begin Jan- 
uary 13. 

It is Mr. VanDorn’s belief that agreements which 
reduce the tariff appreciably may have very dangerous 
possibilities for manufacturers of small items particu- 
larly. If such manufacturers do not state their case 
and protest, they may be up against tariff reductions 
up to 50 per cent, which in Mr. VanDorn’s opinion 
might produce competition yet undreamed of. He of- 
fered the suggestion that manufacturers look up the 
list of products for negotiation and act accordingly. 

Because of the lateness of the hour, the meeting was 


adjourned after suitable thanks had been paid to 


Chairman Jonas for his enlightening leadership. 
(Turn to page 111, please) 
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NO BOOKKEEPING EXPERIENCE REQUIRED 


Users of All-Facts Bookkeeping System have acclaimed it the most 
simple and efficient of its type. It provides for a record of daily transac- 
tions and summaries for income tax returns on a cash or accrual basis. 
Detailed directions with specimen entries show where figures are to 
be entered. All-Facts requires no bookkeeping experience. 
Ask for Circular D- 1207 
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ROCKWELL ACQUIRES OHMER CORPORATION 

Purchase of the Ohmer Corporation, Dayton, Ohio, 
manufacturers of cash registers, fare registers and 
taximeters for nearly half a century, was recently 
announced by the Rockwell Manufacturing Company, 
Pittsburgh, Pa., through its president and board chair- 
man, Col. W. F. Rockwell. 

The Dayton company will continue to produce its 
present line of products, according to Col. Rockwell, 
and will seek to expand and improve its output under 
the new ownership. The Ohmer Corporation now has 
two lines of cash registers, the Class 300 and 800, in 
production. 

Rockwell Manufacturing Company is headed by Col. 
Rockwell, prominent Pittsburgh industrialist who is 
also chairman of the board of Timken-Detroit Axle 
Company and Standard Steel Spring Company. The 
addition of the Ohmer Corporation now gives Rockwell 
Manufacturing Company 12 wholly owned subsidiaries 
and divisions. The combined Rockwell facilities give 
this organization added capacities for the manufacture 
of gas, water and oil meters, and cash and fare regis- 
tering equipment. 

N. J. Kenney, Pittsburgh, Pa., has been elected presi- 
dent of the newly reorganized board of directors. Col. 














COL. W. F. ROCKWELL 


Rockwell has been named chairman of the board and 
J. Allan Harlan, former president of Ohmer, becomes 
vice-president. W. F. Rockwell, Jr., has also been 
named vice-president of the new company with E. W. 
Meyers as secretary-treasurer. These officers are all 
directors of Ohmer. Other directors are F. D. Schnacke 
and M. J. Carl. 


ee ee 


GROFF JOINS SHALLCROSS SALES STAFF 

Joseph H. Groff, who joined the Shallcross Company 
of Philadelphia, Pa., manufacturers of typewriter rib- 
bons, carbon paper and stencils, following his dis- 
charge from the armed forces about a year ago, has 
been appointed a sales representative by the company. 
He has been assigned to the metropolitan New York- 
Philadelphia area, which he will cover jointly with 
Herbert L. Shallcross. 
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OLD TOWN MAKES SEVERAL APPOINTMENTS 

The appointment of several additions to the staff 
of field representatives was recently announced by 
Old Town Ribbon & Carbon Company, Inc., Brooklyn, 
N. Y. William K. Boyd, Jr., Schenectady, N. Y.; Robert 











V. Barlow, Buffalo, N. Y.; and Richard W. Goode, Bos- 

















ROBERT V. BARLOW 


ton, Mass., have been named to work with Old Town 7 


distributors in various sections of the country. These 
men are trained ribbon and carbon specialists, who'll 
assist the dealers in development of an added volume | 
of spirit duplicating supply business. 

The sta‘? is now almost filled, although the com- 








pany states that there are several territories east of 
the Rocky Mountains available for new men. Inter- 
views are being held with candidates in order that | 
the vacant spots in the field staff may be filled within 
the next few months. 

Mr. Barlow and Mr. Goode are both World War II 
veterans, having recently returned to take up their 
specialty and technical sales work, and they received 
refresher courses in all of the new products and new 
merchandising methods at the Old Town factory. 

: ‘valine 
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FRIDEN OPENS NEW AREA AGENCY i 

A local agency for the Friden Calculating Machine | 
Company has been established in the Harrison Build- / 
ing, Muskegon Heights, Mich., to provide service for | 
customers in the Muskegon, Grand Haven and Luding- | 
ton areas. These areas were formerly serviced from | 
Grand Rapids, Mich. 
Sales and service will be handled at Muskegon | 
Heights by Clarence B. Kuiper, formerly of Grand’ 
Rapids. Mr. Kuiper was a member of the U.S. Army 
Air Forces prior to becoming associated with Friden | 


March 1. 


ee 


KOHLHAAS COMPANY TAKES NEW LOCATION 

The Kohijhaas Company, manufacturers of sorters 
and card systems, recently announced their removal 
to larger quarters in building which they purchased) 
at 8012 S. Chicago Ave., Chicago 17, Ill. The new tele 
phone number is Bayport 8558. 
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Executive Desk 


3560 


They'll be sold on S/eeZ2* 


office furniture for the 
entire organization 


Every unit in Corry-Jamestown’s Steel-Age 
3000 Line is styled from both functional 
and beauty standpoints to serve and please 
modern executive tastes. 


Sell “top office” installation and you pave 
the way for Steel-Age sales right down 
the line. 


Executive Secretarial Desk 
3860 L 


CORRY-JAMESTOWN 


Corry, Penna. stb Ag d 
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Executive Telephone Stand 
and Storage Cupboard 
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ZIVAX\3000 LINE. 
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STORY-WRIGHT NEW JACKSONVILLE, TEX., 


OPEN NEW STORY-WRIGHT STORE IN TEXAS 


The steady growth of the Story-Wright stationery 
organization formed in 1935 at Tyler, Tex., under the 
capable direction of Earl Story and John Wright has 
culminated in the long-planned expansion for East 
Texas retail markets with the opening at Jacksonville, 
Tex., of a new Story-Wright printing and office sup- 
plies store. 

The new store, which is in the center of town and 
in the heart of the shopping district, has a large raised 
display window well designed to give office furniture 
and accessories prominent display from the street. 

The 1700 square feet of floor space has been utilized 
to the utmost for attractive office supply display and 
merchandising of all stationery store lines. The floor 
is of concrete in Spanish red and waxed, reflecting the 
abundant use of slimline fluorescent lighting fixtures 
which highlight the entire depth of the store. 

Sparkling glass cases house the pen and pencil dis- 
play, leather goods and small gift items. Back of these 
cases, extensive wall shelving runs the entire depth 
of the store and across the rear wall allowing for the 
orderly arrangement of tie-in merchandise from sec- 
tion to section. Tables are used in the center aisle for 
display of small items and gifts. 

Complete groupings of office furniture with attrac- 
tive accessories are displayed, also business machines. 

Buying for both the Jacksonville and Tyler stores 
will be done in Tyler by Wiley Wood for the office 
supplies and equipment while Mrs. Inez Holder is 
buyer for social stationery and greeting cards. All 
printing for the Jacksonville store will be done in the 
Tyler Story-Wright plant. 

Herman Sanders is manager for the new Jackson- 
ville store and is assisted by William Trotter and W. R. 
Sanders, both former GI’s with overseas service. 


————————— ae —__ 


FOX COMPANY MOVES TO NEW HOME 


Geo. E. Fox & Company, Chicago, well known manu- 
facturers of office specialties, have moved their offices 
and factory to 320 N. LaSalle-317 N. Wells Sts. The 317 
N. Wells St. entrance is one-half block from the Mer- 
chandise Mart and the 320 N. LaSalle St., entrance is 
just two blocks from the loop. 

The plant occupies 35,000 square feet of space and 
the beautiful offices overlook the LaSalle St. bridge 
and the Chicago River. 

George E. Fox has personally issued an invitation 
to all office specialty dealers to call on the company 
in their new home, where a well-ordered display room 
is to be maintained. Mr. Fox also says that he will 
be happy to pay the taxicab fare to and from his 
factory from any place in the loop for dealers who 
are interested in paying him a visit. 
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PRINTING AND OFFICE SUPPLIES STORE 


DITTO BUYS NEW PLANT AT CHICAGO 


K. M. Henderson, president of Ditto, Inc., Chicago- 
New York business systems manufacturers, recently 
announced the purchase of a new manufacturing 
plant at 4600 W. Parker Ave., Chicago. This will be 
known as Plant No. 5. ‘ 

“The purchase of the new plant does not mean that 
the building project in Lincolnwood, IIl., previously 
planned, has been shelved,” says Mr. Henderson. “The 
new building program will go forward just as soon as 
building conditions are favorable. Purchase of the new 
plant is an interim move to augment our present 
manufacturing facilities.” 

Details of the purchase of the new plant have been 
completed, and transfer of machine manufacturing 
operations from Plant No. 1 at Harrison and Oakley 
began November 29. The vacated space in Plant No. 1 
will be reallocated to other departments to relieve 
acute congestion. 


——-—-- 9P- 


INDUSTRIAL TAPE NAMES NEW EXECUTIVE 


James L. Spencer, formerly vice-president of the 
Campbell-Ewald Company, Inc., advertising agency, 
has been appointed assistant to the president of the 
Industrial Tape Corporation, New Brunswick, N. J., 
subsidiary of Johnson & Johnson, it was announced 
recently. 








eRi VCE OS; FLEAS 


Saul Hurtig, who recently opened his new Acme 
Stationery Company store at 4212 West Madison St., 
Chicago, is fully entitled to borrow the immortal words 
of Mark Twain, “The reports of my death are greatly 
exaggerated.” As a matter of fact, Mr. Hurtig, reported 
deceased in the November issue of OFFICE APPLIANCES, 
is very much alive. The flowers sent by the Great Lakes 
Travelers Club to Mrs. Hurtig were occasioned by her 
being confined to a hospital for a successful operation. 
We are happy to report that she is once again on the 
active list. The Hurtigs have our apologies for this 
editorial faux pas. 





* * * 


In the October issue, Walter Fitchner was inad- 
vertently listed as being with Allen-Wales Adding 
Machine Agency. Instead, Walter is busy representing 
Allen Calculators, Inc. This error is regretted. 


a ae 


In the NSA convention registration, Bert Bassett 
was incorrectly listed as a representative of Acme Visi- 
ble Records, Inc., istead of Bert M. Morris Company. 
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DO YOU SEE THE HANDWRITING ON THE WALL? 

















PUT YOURSELF IN POSITION TO EARN 
CONTINUING PROFITS WITH THESE 


IMPERIAL 


MONEY MAKERS! 
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A. PEERLESS-IMPERIAL 2. IMPERIAL SPIRITCARB 
RIBBONS and CARBONS 


A dependable ‘‘repeater’’ 
—inked ribbons and car- 
bons for every use—type- 
writer and pencil carbon. 
; Also treated back carbon 
and waxed back no-curl 4 
carbon. Carbonized rolls 
for all uses, Tailor rolls, etc. 
Whatever the need — we 
supply it. 


Ss imperial For spirit or gelatin duplicat- 

‘o ; ing .. . a LEADER in quality 

of reproduction and quantity 
of output. Sell it with con- 
fidence to your biggest and 
most exacting users. 
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3. RUBBER TYPEWRITER KEYS 


The demand is so great that the simple 
truth sounds like an exaggeration. Prac- 
tically every Stenographer, Secretary 
and Typist in America wants a new set 
of PEERLESS Rubber Typewriter Keys .. . 
because they increase speed and effi- 
ciency, cushion the shock of typing and 
PREVENT BROKEN FINGERNAILS! 


P = 4. RUBBER TYPEWRITER PAD 


~ Eliminates ‘‘dancing"’ while typewriter is in use. Prevents mar- 
ring surfaces and danger of machine crashing to the floor when 
accidentally bumped. Anchors machine solidly — even when: 
table is tilted to a 60 degree angle. Deadens noise, lessens 
vibration, does not collect dust. NOTE: One Dealer sold 2000 
™ pads for typewriters and adding machines in 30 days! 


MAN TO MAN — MANU- 
FACTURER TO DEALER — 
ARE YOU INTERESTED IN 
MAKING MONEY? 

See the 4 answers herewith! 
















PEERLESS - IMPERIAL CO., INC. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingoin S?., 
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LOUIS MELIND APPOINTS KARL CASTLE 
The Louis Melind Company, 362 W. Chicago Ave., 
Chicago, has announced the appointment of Karl 
Castle as general sales manager. Mr. Castle has been 
in Washington, D. C., for the last several years han- 
dling Government contracts, and his friends in the 
trade will welcome his return to the manufacturing 








KARL CASTLE 


field, with which he has been prominently identified 
for many years. 

The Louis Melind Company has introduced a num- 
ber of new items, and Mr. Castle will supervise the 
presentation of these, as well as the distribution of 
their complete line of drawing ink, marking devices, 
and stationery and school items. He will also spend 
some time in the company’s branches in New York, 
Detroit, Los Angeles and San Francisco arranging 
1947 sales programs. 

9 

POUGHKEEPSIE COMPANY APPOINTS NILES 

Charles R. D’Olive, president of Frederick Hart and 
Company, Poughkeepsie, N. Y., has announced the ap- 
pointment of Walter J. Niles as vice-president of that 
company. 

Mr. Niles until recently was general manager of 
International Business Machines Corporation, Plant 














WALTER J. NILES 


No. 2, Poughkeepsie, N. Y. He served as sales manager 
for the Electromatic typewriter from the time of its 
development until the start of the war. During the 
war and prior to his Poughkeepsie assignment, he was 
works manager of IBM’s plant in Rochester, New 
York. 

Frederick Hart and Company plan to enter the office 
equipment field and Mr. Niles will head the sales 
organization to market a line of wire recording ma- 
chines for dictation and transcription work for general 
office use. 


86 





EVERSHARP, INC., NAMES NEW VICE-PRESIDENT 


In a move bringing labor relations to the highest 
management level, Martin L. Straus II, president of 
Eversharp, Inc., recently announced the appointment 
of Harry D. Beutlich as vice-president in charge of in- 
dustrial relations and personnel. Mr. Beutlich joined 
Eversharp in March, 1945, as director of industrial 
relations, after achieving a distinguished career as an 
expert in employee problems for large corporations 
over the past 25 years. 

“We have always been especially aware of the im- 
portance of successful labor relations,’ Mr. Straus 
said. “This is particularly vital for such consumer 
goods manufacturers as ourselves since the friendliest 
possible consumer relations should be maintained in 
our industries. 

“With a proud record of labor relations behind us 
we believe it helps in future negotiations and employee 
relations to give the executive in charge of these 
activities the highest possible management status.” 

Eversharp now has between 4,000 and 5,000 em- 
ployees working in plants in Chicago, Denver, Long 
Island City, N. Y., and Toronto, Canada. 

Mr. Beutlich was born in Newark, Ohio. He attended 
high school there and Cleveland College, Cleveland. 
He resides, with his wife, in Evanston, Ill. They have 
one daughter, Mrs. F. W. Bonar of Denver, Colo. 


SS ee 


BROWN BROTHERS, LTD., NOW 100 YEARS OLD 

A century of service to Canadian business was re- 
cently observed by The Brown Brothers, Ltd., a firm 
established in 1846 and having head office at 100 
Simcoe St., Toronto, and sales offices in Montreal and 
Winnipeg. 

The company moved to its present large building 
on Simcoe St. in 1913. J. H. Chipman is president and 





J. H. CHIPMAN 


general manager, and Alfred W. Daley is vice-presi- 
dent and assistant general manager. 

The high esteem in which this firm is held was re- 
cently exhibited when competitors presented a beauti- 
ful oil painting which is now displayed in Mr. Chip- 
man’s office. It bears the following inscription: 

“Presented to The Brown Brothers, Ltd., on the 
occasion of the 100th anniversary of the founding of 
their company, by: Buntil Gillies & Company, Ltd., 
Canadian Pad and Paper Company, Ltd.; The Copp 
Clark Company, Ltd., W. J. Gage & Company, Ltd., 
Warwick Brothers & Rutter, Ltd.” 


—_——_0—=>-0_____ 


INCORPORATE NEW KANSAS CITY FIRM 
Bookkeepers, Inc., 3315 Main St., Kansas City, Mo., 
has been incorporated by Donald and George Klein 
with Celeste M. Walters, with $25,000 authorized capi- 
talization, to retail office furniture, equipment and 
conduct a general bookkeeping and record keeping 
business.—EWF. 
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4 ADJUSTABLE LEGS TILT $9Q50 
SCOPE IN EVERY POSITION 


Topnotch designing and engineering combine to make the DeLuxe Scope 
an unparalleled value. Molded one piece bakelite chassis prevents warping 
“fi ae... tee eae tracing in or misalignment. Special attention has been given to light reflection: 

ee aes ¥ Ceramic finish glass writing bed. ¥ Parabolic shaped metal reflector 
coated with white enamel distributes a soft, penetrating white light over 
the entire writing bed. ¥ 60 watt lumiline light extends the full length of 
the glass and gives an instantaneous, cool, white light. Other features: 
¢ Typewriter and inch scale at sides. ¥ Typewriter scale at top. ¥ Stencil 


FLAT... all four legs snap into chassis button bar for use with all stencils with standard punching. 
by simply pressing lever. 








Complete with extra long T-Square, Triangle, Writing Plate, 
4 Spring Steel Stencil Clamps, Stylus and Service Manual 
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Prices Slightly Higher West Of The Rockies 


SPEED-O-PRINT CORPORATION 


UPRIGHT... all four legs are § used 161 EAST GRAND AVENUE CHICAGO II, ILLINOIS 


for this convenient position. 

















Vhere is an Unconditionally 
Guaranteed SPEED-O-PRINT 


product for every duplicating need 


Beautifully packaged Quality products fo give the utmost satisfaction 


SPEED-O-PRINT CORPORATION 


161 E. GRAND AVE., CHICAGO 11, ILLINOIS 


MANUFACTURERS OF ROTARY STENCIL DUPLICATORS AND DUPLICATING SUPPLIES 
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IBM APPOINTS CHARLES H. WOOLF 


International Business Machines Corporation recently 
announced the appointment of Charles H. Woolf as 
manager of all IBM sales and services for the Pacific 
Coast area, and of Edward Perkins as his special as- 
sistant. They will make their headquarters at San 
Jose, Calif.. where the company has a plant. 

Mr. Woolf, who is a graduate of Stanford University 
and the Harvard School of Business Administration, 
joined IBM in 1930 at Los Angeles, Calif., and was 





EDWARD PERKINS CHARLES H. WOOLF 





asssitant IBM manager in Chicago prior to his present 
promotion. 

Mr. Perkins, who was manager of the company’s 
electric accounting machine division in San Francisco, 
Calif., prior to his present promotion, joined IBM in 
1925 in New York City as a systems serviceman, later 
transferred to sales work and held various sales and 
executive positions there and in Philadelphia, Pa., 
before becoming manager of the IBM Gallery of Sci- 
ence and Industry at the New York World’s Fair dur- 
ing 1939. His sales record includes nine memberships 
in the company’s annual sales honor organization, the 
Hundred Percent Club. 


—_——— 






REMINGTON RAND APPOINTS R. C. SMITH 


L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., 
has announced the appointment of R. C. Smith as 
director of the agency department, typewriter division. 

Mr. Smith joined the wholesale portable typewriter 
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R. C. SMITH 


division of Remington Rand, Inc., in 1937. The follow- 
ing year he was transferred to the New York office of 
the commercial typewriter division. 

A war-time position with the office management 
division of the Wright Aeronautical Corporation was 
followed by his return to Remington Rand, Inc., in 
1945 as assistant director of the agency department, 
a post he held until his recent promotion. 
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NEW COLLINS PEN SHOP—The new Collins Pen Shop at 

115 E. Fifth St., Cincinnati, Ohio, pictured above, held a 

grand opening recently under the direction of A. F. Collins, 

owner, and attracted nearly 8,000 persons in a seven-hour 

day. “Personalizing” of practically every kind of merchan- 
dise is a feature of the service at the store. 


Top—Pen repair service department. 


Center—Pen sales department at left, greeting card racks 
at right. 


Bottom—Close-up view of pen department showing shelf, 
counter and recessed counter display facilities. 
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UNDERWOOD APPOINTS JESSE A. HOLTON 

Jesse A. Holton has been named manager of the 
patent department of Underwood Corporation accord- 
ing to an announcement made by Philip D. Wagoner, 
chairman of the board. 

Mr. Holton succeeds Louis G. Julihn, who is retiring 
from this position after 46 years of service. Mr. Julihn 
has been appointed an honorary vice-president, and 
will continue to serve as a member of Underwood’s 
board of directors. 

Mr. Holton, who joined Underwood in 1935, is a 





JESSE A. HOLTON 


graduate of the Northeastern Law School. He was ad- 
mitted to practice as an attorney in the United States 
Patent Office in 1910, and as an attorney and coun- 
selor-at-law in Massachusetts in 1912. He has engaged 
in private practice as a patent lawyer before the Fed- 
eral District and Appellate Court in various eastern, 
southern and midwestern circuits, and also before the 
Courts of the State of New York, the United States 
Court of Customs and Patent Appeals, and the United 
States Supreme Court. He is a member of the Hart- 
ford Patent Law Association, the Connecticut Patent 
Law Association and Advisory Associate of the Na- 


tional Patent Council. 
———— 


ALL-STEEL EQUIPMENT MAKES APPOINTMENT 

All-Steel Equipment, Inc., Aurora, Ill., recently an- 
nounced the appointment of Charles Stordeur as dis- 
trict sales manager for the states of Colorado and 
New Mexico. Under Mr. Stordeur’s jurisdiction will 








CHARLES STORDEUR 


be sales of steel office furniture, clothing lockers for 
schools and factories, and shop equipment. 

Mr. Stordeur has had almost 10 years’ experience 
with Remington Rand, Inc. Unable to locate office 
space at present, he is operating from his home, which 
is Bridle Bit Ranch, Rural Route 3, Colorado Springs, 


Calif. 
ne ee ee 
KALAMAZOO FIRM OFFERS RADIO PROGRAM 
A new radio program used to advertise the firm’s 
services throughout southwestern Michigan has been 
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announced by Doubleday Brothers Company, printers, 
stationers, and office outfitters of Kalamazoo, Mich. 

The firm is sponsoring Dr. Willis Dunbar and his 
evening commentary on the news at 7 p.m. each Mon- 
day, Wednesday and Friday evening over radio station 
WKZO. 


Se tne 
MICHIGAN COMPANY OPENS NEW STORE 
Formal opening of their new store at 221 E. Michi- 
gan Ave., was held November 11 by Kalamazoo Office 
Equipment Company, Kalamazoo, Mich., the occasion 

attracting hundreds of visitors. 

The front of the new store is completely new and is 
entirely covered with stainless steel. A large plate 
glass window extends all the way across the front, 
affording a view from the sidewalk directly into the 
store, the new style of store effect discarding a back- 
ground in the window. 

The Kalamazoo Office Equipment Company is ex- 
clusive distributor for Shaw-Walker and Acme Visible 
products, Harter chairs, Master-Craft dealer products, 
Jasper desks and many other items in the industry. 

This store is owned by Max LaVene and George 
Bode, the latter a son-in-law of Mr. LaVene who has 





INTERIOR KALAMAZOO OFFICE EQUIP. CO. 


just returned from five years’ service in the United 
States Army. Mr. LaVene is a veteran in the office 
equipment business, having spent a number of years 
as Manager and salesman for Remington Rand and 
Master-Craft lines in Kalamazoo. 

9 2 —— 


CLOSE RACE IN CHICAGO STATIONERS BOWLING 

As the 12 teams entered in the Stationers Bowling 
League of Chicago reached the close of November, 
the competition for standings continued fierce. Headed 
by the Dodgers with a record of 25 won and 14 lost, 
with the Senators only a game behind, the span be- 
tween first and last place was but ten games. 

The White Sox, though holding cellar spot, led for 
series and single game honors, with scores of 3099 and 
1127 respectively. Second place team series honors 
were shared by the Yanks and Tigers with identical 
tallies of 3007, while the Reds were ensconced in second 
place for single game with an 1106 count. Tony Peters, 
Associated Stationers Supply Company, continued to 
hold top spot in the average column with a 179, sec- 
ond-place honors being shared by Bill Simpson, Chi- 
cago Stationers, and Roy Hanson, Wilson Jones Co., 
with 170’s. Eddie Jacobs, Graver-Dearborn Corpora- 
tion, was enthroned at the top of the individual series 
heap with a 708, crowded by the league-leading Peters 
with a 695. Individual single game honors were held 
by Simpson with a 272 total, eight pins better than his 
nearest rival, Gordon Kickels, C. L. Barkley & Co. 

The league bowls regularly on Tuesday evenings at 
6 p.m. at the Chicago Arena alleys, but -will take a 
two-week layoff during the Christmas-New Year 
holidays. 
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An All-Inclusive Line 
EXCLUSIVELY YOURS 
WITH AN OLD TOWN FRANCHISE 


Sign up for an OLD TOWN FRANCHISE and you 


add a crack promotion and technical department 





INKED 
RIBBONS 





to your organization. At your side trained field men swing 


into action with sales-building display and merchandising 





















MASTER UNITS ideas. Does a customer come up with a ticklish 
(Dupliforms) 


ribbon, carbon, or duplicating problem? Put it up to 


our expert engineers, who have a long string 





of new developments to their credit. 
CARBON 
VOLUME UP ... STOCK CONTROL HEADACHES DOWN 


Yes, things begin to happen when your sales staff bears ua 
down on one nationally advertised all-inclusive line. 

Inventory is simplified, while every customer call is readily 
answered. And the competition factor fades because 


OLD TOWN is yours alone in the entire trading area. 


Is your territory still open for an OLD TOWN 













d 

. EXCLUSIVE FRANCHISE — find out today. 

d 

, An OLD TOWN EXCLUSIVE FRANCHISE Means: 

8 PROTECTION: all orders in your territory go through you only. 
4 PRODUCTS: a more complete line, simplified, grade-marked 
+t. and trade-marked. PROMOTION: consistent national advertising, 
>= | strong dealer helps. PROFITS: faster turnover, streamlined 
+ a stock-keeping, more complete line. 
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"7 RIBBON & CARBON CO., INC, 

at 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 


SALES AND SERVICE EVERYWHERE 


We do not own or operate any branch offices. Old Town products are distrib- 
uted only through the best stationers and office supply dealers in every locality. 











DUPLICATING SUPPLIES 





ESCO NOW UNDER NEW MANAGEMENT 


The Engineering Manufacturing Company of She- 
boygan, Wis., more familiarly known under its trade 
name Esco, has been established as a corporation in 
the state of Wisconsin. Officers of the new company 
are E. H. May, president, and Peter McCoy, secretary 
and treasurer. Mr. McCoy is the brother of Miss Mary 
McCoy, named as an heir to the Engineering Sales 
Company by the late Harry L. De Lisle. The former 
trustee, William H. Murphy, is not associated with the 
new company in any capacity. 

The company announces that both the Chicago 
office at 11 S. La Salle St., and the Product Exhibit 
at 426 N. Michigan Ave., have been discontinued. Any 
correspondence should be directed to the factory at 
Sheboygan. 

The new organization has as its cardinal aim— 
greater service to its dealers. It hopes soon to make 
better and more uniform delivery on its plastic 
T-squares and Straightedges, especially. Everything is 
being done to catch up with the demand for its line 
of professional drawing kits and tables. In connection 
with these, new processes of manufacture have been 
developed. 

The entire office staff together with the key per- 
sonnel has associated itself with the new company. In 
the Chicago area George Weygant will continue to 
represent Esco. It is announced with regret that 
Elmer Taylor has left the firm’s employ. For the pres- 
ent, all Chicago dealers should direct their telephone 
inquiries, telegrams, and letters to the factory at 
Sheboygan. 

At a get-together party held Thursday evening, 
November 21, Mr. May and Mr. McCoy were introduced 
to the 75 employees present. 

In addressing the assembled group, President May 
said, “I am happy to be here and to be associated 
with Esco. Mr. McCoy and I intend to be with you 
full time. It is our hope that together we can make 
this company grow.” 

Mr. McCoy, secretary and treasurer, discussed in 
greater detail the plans and intentions of the com- 
pany. He said, “We intend to further develop this 
company because we know we have quality products. 
In this development you have a hand. It will be to 
the benefit of all of us to give the dealer a product 
which he can be proud to display and sell.” 

REE Se 


S. GUY NORMAN RESIGNS DESK FIRM POST 


S. Guy Norman, regarded as dean of Jasper, Ind., 
furniture plant managers, on December 5 resigned his 
post as manager of the Hoosier Desk Company. 

The resignation, because of physical condition, came 
after Mr. Norman had completed 29 years with the 
Hoosier firm, 28 year of which were spent as general 
manager. 

At the same time that he resigned as general man- 
ager, Mr. Norman also resigned as secretary-treasurer 
and director. However, he will maintain an office in 
the plant to serve in an advisory capacity during 1947. 

Mr. Norman accepted a position with the Hoosier 
Desk Company on February 1, 1918, after having 
taught school for seven years. He started with the 
plant as office manager and assistant plant manager, 
and, in the fall of the following year, was named gen- 
eral manager by the board of directors. 

At the time he became associated with the factory, 
it had 40,000 square feet of floor space. In 1920, under 
Mr. Norman’s direction, the company began a building 
program which was concluded in 1928. The plant’s 
floor space had by that time been increased to 175,000 
square feet. 

ee a 
ODESSA, TEX., FIRM INCORPORATED 


Barney Hubbs, R. Henderson Shuffler and Jack Roz- 
man have incorporated the Odessa Printing and Office 
Supply Company at Odessa, Tex., with $26,000 au- 
thorized capital stock —EWF. 
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THE BIRTH OF A PROFITABLE IDEA 


All of us at some time have wondered how a certain 
unusually successful merchandising idea happened to 
be used and “who in the world” thought up such a 
“stunt.” The office supply and stationery business, 
both commercial and social, and the greeting card 
businesses by their selling many items that appea’ to 
the literary-minded public, lean to the dramatic in 
merchandising. Many very novel and productive ideas 
have been used. 

Here is a humorous little story, related as it actually 
happened from the embryo idea to the finished promo- 
tion, that perhaps has many parallels and is the result 
of the imagination and thinking of an alert dealer, 
his wife and a salesman. It may be interesting to 
dealers and salesmen in the greeting card business. 

Larry and Sandra Severo, operating the University 
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A WINDOW IDEA THAT PAID OFF 


Camera Shop on Woodward Ave., in Detroit, Mich.,. 


had only been in business a few months. They stocked 
a complete line of the finest in greeting cards and 
papeteries in addition to their cameras and camera 
supplies and were making every effort to let John Q. 
Public know about it. Walt DeGroft of Sanford Ink 
Company had heard about them via the grape vine 
and one sunny afternoon flurried in with his usual 
enthusiasm and after writing his order, decided to stay 
a few moments and get acquainted with these two 
very ambitious people. All current problems were 
thoroughly discussed but always that problem of mer- 
chandising that big inventory of cards kept cutting in 
for more constructive action. 


The Start of Round Two 


Here is where the bell rings for the second round 
and John Q. Public gets the one two, right on the 
kisser that made him “buy his head off.” 

Walt opens with a blind stab and says, “Why not 
take one of those card cabinets, rack and all and put 
the whole thing in the window filled with cards? Let 
John Q. know that you have a modern card display 
like the one he is in the habit of buying from. How 
is he to know from the sidewalk out there that you 
have modern display racks in here filled full with a 
wide assortment of wonderful cards? Perhaps this 
familiar rack will look so natural that he will start 
selecting cards from right out there on the sidewalk.” 
Walt goes into a clinch thinking his imagination has 
fouled him and wonders if it were really he who said 
that. 

“Not bad!—Not bad at all,” Larry jabs with a left. 
“And ... we will make some large cut-outs of Mr. 
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HELP! 


Thousands of office equipment 


prospects will see this advertise- 
ment in Business Week and Ameri- 
can Business. And notice how you're 
featured in it—as Doctor of Offices 
— the man who can help with office 
problems. We're putting your best 
foot forward, thus, every month! 
This advertisement appears in 


Business Week, November 9 and 
American Business, December. 


* ART METAL STEEL OFFICE EQUIPMENT 


* WABASH FILING SUPPLIES 
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and Mrs. John Q. and two or three little John Q’s— 
yeah, the whole family, and we will have them all 
picking cards from our rack. Mrs. John Q. will be a 
bow legged comic strip character leaning way over 
searching for a card for Mr. —————and—and Oh! 
Yes!—they have a bobby soxer just 16, funny as heck, 
and all dressed in appropriate garb. I can just see 
them there in the window now and lots of people 
pressing against the glass and now they are all com- 
ing in and... .” 

“Just a minute Larry, not so fast,” Sandra counters 
with a very feminine flurry of fury. “You can’t make 
a fool of Mrs. John Q. that way by making her look 
like a ridiculous comic. That isn’t at all flattering 
you know, and that isn’t the way she likes to think 
of herself when she buys articles for the home or 
even when she is doing the family wash. No!—she 
must be beautiful.” 

Sandra Gains a Point 

“Well, Dear I—ah—ah. The idea is just an infant 
yet—we are trying to get hold of something here. You 
know we have a lot of cards to—ah—ah,” feints Larry 
as Walt goes to a neutral corner, clipping his nails 
via the ivories and wondering whose imagination was 
fouling who and just what minute he will get tossed 
out of the ring for starting a family fight. 

“No! She has to be beautiful,” insists Sandra. “Or 
it will have to be some other person. You can’t label 
her Mrs. John Q. No making fun of Mrs. or Mr. John 
Q. in our. window. You know they pay your rent.” 
(Sandra is a ballet teacher of considerable talent and 
knows what beauty is and how much it means to the 
fair sex). Larry and Walt grope around the ring 
knowing they have John Q. on the ropes but they 
can’t find the opening they know is there. Walt looks 
a bit punch drunk just from watching the gloves go by. 

Then Sandra and Larry give old John the lethal 
punch. They both swing in synchronized harmony. 
“Let’s use the characters illustrated on our cards.” 
Everyone knew instantly that this was it. It would 
offend no one—it had humor—and the characters were 
nationally advertised. 


Card Characters Come to Life 


So Lanky Lill, Butch, Suzie-Q (no relation to John 
Q.) and the little Angel-ettes all came to life and 
went into the window with the whole card rack filled 
with cards. The characters were almost life size and 
were placed in the act of selecting the card they each 
symbolized. (See accompanying photograph). All were 
done in perfect character resemblance by a young and 
talented artist, William Chotkowski, just out of the 
service and a customer attracted to the store by other 
novel ideas of the Severo’s. 

And what happened to John Q.? He came to the 
window and into the store in droves. The first day the 
card business doubled—the second day it tripled, and 
from there on—home runs every day. The card busi- 
ness alone was paying the rent. 

A spark from Walt lit the fire for Larry and Sandra, 
and artist William Chotkowski stroked the flames with 
his talented brush. There you have it. The birth of 
an idea and a greeting card business built almost over 
night. It doesn’t hurt anyone to dream a little once 
in a while. 

As a final touch, Marcel Bartman, a young photog- 
rapher and customer attracted by the window, wanted 
to photograph it. The picture used herewith is his. 


Sekt tet aii 
NAME MANAGER OF WILSON COMPANY 

Robert M. Ives, well-known Houstonian and a 
colonel in the infantry during the war, has been 
named general manager of the Wilson Stationery and 
Printing Company, Houston, Tex., E. C. Wilson, pres- 
ident, announced October 18. Mr. Ives was previously 
with Remington Rand, Inc., for 28 years.as sales man- 
ager and field executive for Texas with headquarters 
at Houston.—PJP. 
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WAREHOUSE FIRM HOLDS POST-WAR PREVIEW 

The Office Furniture Warehouse Company held a 
preview of the Jasper Desk Company’s complete new 
post-war line of office equipment consisting of desks, 
tables and accessories on November 14 at their show- 
rooms, 573 Broadway, New York City. 

Jasper Desk Company’s officials, Allen Joseph, man- 
ager and Raphael Blessinger, sales manager, origina- 
tors of the new line, were on hand, together with H. A. 
Clemetsen, to greet dealers and discuss the outstand- 
ing features of the new line. 

The showing was by invitation to dealers throughout 











JASPER DESKS AT POST-WAR REVIEW 


the East and refreshments were served. The response 
was gratifying, a steady flow of dealers filling the 
showrooms from noon until 6 P.m., many placing sub- 
stantial orders for future delivery. 

The New York area was well represented as were 
many other parts of the eastern territory from Maine 
to Washington, D. C., from Pittsburgh, Pa., and Buf- 
falo, N. Y., and from Cleveland, Ohio, and Oklahoma 
City, Okla. 

The Office Furniture Warehouse Company has rep- 
resented the Jasper Desk Company in the eastern ter- 
ritory since 1928. 

“After all,” Mr. Clemetsen remarked when inter- 
viewed, “what is an office desk but the business man’s 
work bench?,” as he stressed the fact that the new 
Jasper desk line embodies many new refinements, with 
considerable thought given to functional use. 

‘palit at 


JOHN ROY JOINS WHEELING COMPANY 


John Roy, who just recently returned from service 
in the Marine Corps, has joined the Wheeling Office 
Supply Company, Wheeling, W. Va. He formerly 
worked for 15 years in the office supply business of 
McGhee and Company, also of Wheeling, W. Va. 

This affiliation will renew a long friendship with 
Ed Haller, owner of the Wheeling Office Supply Com- 
pany. Mr. Haller and Mr. Roy both started in the 
office supply business as stock boys for the same 
concern back in 1929. Mr. Haller left in 1932 when he 
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Designed for 
ALL-DAY WORKING COMFORT 


X77-3 

Sikes Patented ‘Fixed-Floating” 
Seat assures this chair will be 
comfortable and will give per- 
fectly-fitted support . . . when 
working at the desk or leaning 
back. Seat height, back height, 
pitch of back and spring tension 
all adjustable. Leather back and 
arms with seat of Bedford Cloth 
Genuine Walnut base with har- 
monizing plastic scuff plates. 


1314/2-3 


All the comfort and simple con- 
trols of X77-3 adapted to a su- 
perb clerical posture chair. The 
specially wide tilting backrest 
gives full support to the back. 
This is one of a family of three 
“Kradl-tilt’’ chairs, all made with 
the famous Sikes patented ‘‘Fixed- 
Floating” Seat. In genuine leather, 
synthetic fabrics or Bedford Cloth. 
Furnished in genuine Oak, Wal- 
nut finish on Birch or finishes to 
match any metal furniture. 
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Built with the PATENTED FIXED-FLOATING SEAT 
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KOOLCUSHION 
SEATING 
75Y 
Ventilation that goes through seat 


cushion and wood foundation 
gives this chair extra comfort and 
coolness. Seat cushion is made of 
synthetic foam rubber upholstered 
in luxurious, long-wearing Bedford 
Cloth. Genuine Walnut, full dowel 
construction. Finishes for 75Y and 
companion chairs: Walnut or to 
match any metal furniture 











ALWAYS POPULAR 
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BUSINESS CHAIR MANUFACTURERS FOR OVER 85 YEARS 
20 CHURCHILL ST. BUFFALO 7, N.Y. 


went with F. S. Webster Company, spending 13 years 
in the wholesale end of the stationery business. Mr. 
Haller returned to the retail end of the industry in 
1944 when he opened the Wheeling Office Supply 
Company. 

E. E. Miller, who recently joined the Wheeling Office 
Supply Company, is in charge of the Ditto division. 
He was formerly connected with Ditto, Inc., for 13 
years. Don Slagle and Lorem Merritt, both war vet- 
erans, comprise the Wheeling Office Supply Company 
sales force. Mrs. Joan Knowles is office manager, as- 
sisted by Miss Helen Klug, store manager. 


ac a armen 

TREGO HEADS MONROE HIGH POINT CLUB 

Ralph Trego, branch manager of the New York 
downtown sales and service offices of the Monroe 
Calculating Machine Company, Inc., is the new pres- 
ident of the Monroe High Point Club, the company’s 
honor sales organization. 

He was elected from a field of ten candidates for 
four offices in the club by balloting participated in 
by Monroe sales representatives in the company’s 170 











RALPH TREGO 


offices throughout the country. A veteran of nearly 
25 years’ service with Monroe, Mr. Trego has won High 
Point Club membership on 15 occasions and served the 
club as secretary-treasurer in 1938. 

Other officers elected were E. S. Cabaniss, Greens- 
boro, N. C., first vice-president; W. H. Macauley, Salt 
Lake City, Utah, second vice-president; and Robert 
Templeton, Denver, Colo., secretary-treasurer. Elected 
to the board of governors in addition to the four of- 
ficers are T. R. Yoos, Philadelphia, Pa.; A. L. Jones, 
Huntington, W. Va.; H. S. Micheneur, Columbus, Ohio; 
D. J. Duvall, Binghamton, N. Y.; V. R. Walsh, Des 
Moines, Iowa; and J. E. Yurecko, Oshkosh, Wis. 


VICTOR VISIBLE WINDOW AT WARD'S, BOSTON—This 
17-foot window display emphasized the time-saving features 
of Victor Visible records with pie charts and show card 
copy. Cabinet, sectional, book and frame card devices were 
well represented with tube and listing index reference equip- 
ment as well. The window was installed at Ward's Station- 
ers, Boston, Mass., under the supervision of D. J. Murphy, 
Visible specialist at Ward's, of which Arthur L. King, recent 
NSA speaker, is vice-president and retail store manager. 
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PREPARES BRADLEY & SCOVILLE HISTORY 


The OFrrice APPLIANCES has received an informative = 
and interesting history of Bradley & Scoville, Inc., © 
New Haven, Conn., written by D. D. Macdonald, vice- 
president and secretary who has been with the com- 
pany since 1904. 

The New Haven firm was organized more than 100 
years ago, in 1938, and serves the industry in book- 
binding, printing, lithographing, and office outfitting. 

Mr. Macdonald points out that the business was 
organized in 1838 by George E. Bassett, a cousin of 
John E. Bassett, who was the father of George J. 
Bassett, the present owner of the hardware company | 
bearing that name. Of the first sales it is written, © 
“Commercial stationery as such in those days was a 
very small line compared with what the stationer and 
office equipment dealer carries today. To be sure he 
carried inks and pens, pencils, foolscap paper and © 
journal paper, cash books and ledgers, letter copying 
books and letter presses. In the early days a very 
large item sold was the slate pencil, almost unheard of — 
today. ... A small bindery was added to the business. 
... About 1865 a ruling machine was purchased to do 
the ruling on all kinds of paper and one or two small — 
printing presses were bought, as well as some fonts of | 
type for commercial printing.” 

Of interest is this recollection by Mr. Macdonald: 

“All deliveries in those days (around 1900) were 
made with a two-wheel cart. We did not have the 
filing cabinets and safes and other heavy equipment ~ 
to deliver as we do today. 

“To give an idea of our store organization, the entire 
force consisted around 1900 of Mr. Curtiss (Myron W.), | 
a bookkeeper and an errand boy. The writer having 
been errand boy and having to do the dusting and 
sweeping, as well as wait on customers and make all 
deliveries, can see many changes in business as we 
do it today. In those early days, every shelf and © 
every article on every shelf had to be dusted every 
morning. When the writer came to work, he left home ~ 
shortly after six o’clock in the morning, worked until 
six at night for the vast sum of $4.00 per week, out 
of which $1.20 was paid in carfare.” 

The history points out that in 1907 the firm pur- | 
chased their first filing cabinets mace of wood from 
Shaw-Walker Company. They have been exclusive 
agents for Shaw-Walker ever since. 

The corporation of Bradley & Scoville, Inc., was ~ 
organized on July 1, 1909. Arthur S. Bradley was presi- 
dent and treasurer; John Scoville, assistant treasurer; 
and Donald D. Macdonald, secretary. 

Present officers are Mrs. Mary M. Scoville, president; 
Joseph E. Merrels, treasurer and general manager; © 
Donald D. Macdonald, vice-president and secretary; © 
Samuel F. Chidsey, assistant secretary and assistant 
treasurer; and James E. Wheeler, director and attorney 
of the corporation. 

ee eee 


OPEN TYPEWRITER FIRM AT MANHATTAN 


The City Typewriter Company recently opened in 
its new location at 1210 Moro St., Manhattan, Kans.,” 
in the building formerly occupied by a dress shop.) 
The building has been extensively remodeled and re- 
decorated to serve persons who want to buy new 
machines, have repair work done or rent typewriters.” 
The City Typewriter Company opened a year ago at 
1206 Moro St., under the management of George 
Hampton, war veteran—GMH. 

seca ial tata 
SCRIPTO PLANS NEW PLANT IN GEORGIA 


Scripto, Inc., is planning a new plant at Carrollton, 
Ga. The plant will be a fountain pen assembly plant 
and is part of the Scripto, Inc., expansion program. 
The plant will be housed temporarily in a new building 
that was built for an automobile agency and the 
tentative date set for starting operations was Decem- 
ber 1. Later, a new building will be erected for the 
plant.—PJP. 
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R.C.Allen 


Business Machines jj 


ADDING MACHINES ° CASH REGISTERS 
BOOKKEEPING MACHINES © CALCULATORS 


Made by R. C. Allen Business Machines, Ine.. 
678 Front Avenue, N. W., Grand Rapids 4, Michigan 


54.90 / 5 FU 
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OFFICE EQUIPMENT DINNER CLUB CONVENTION 
(Continued from page 64) 

Bernard H. Nemlich, Regan Office Furniture Corpo- 
ration, New York, N. Y., financial secretary of the 
Office Equipment Dealers Dinner Club, was chairman 
of the morning session for dealers and wood office 
furniture manufacturers only. He took the opportu- 
nity to add a word of praise for the convention com- 
mittee and all who helped to make the affair a suc- 
cess. 

The first speaker of the morning session was Gilbert 
H. Bosse, president, Imperial Desk Company and Wood 
Office Furniture Institute. 

“Production, distribution and consumer demand are 
all firmly weided together,” declared Mr. Bosse in 
discussing the wood office furniture industry. He 


| asserted that failure of production to meet expanded 


needs during the first post-war year cannot be ascribed 
to any one single cause and is more than simply a 
question of obtaining ample supplies of materials. 


Discussing the lifting of OPA controls he forecast 
increasing volume of output, and the speeding up of 
introduction of new models of desk. He warned, how- 
ever, “The new freedom following removal of OPA 
controls carries with it new responsibilities .. . it 
would be unwise and shortsighted to attempt to 
make a quick profit at the sacrifice of future consumer 


| good will.” 


Hear John J. Reinecke 
John J. Reinecke, secretary, Wood Office Furniture 


| Institute, was the next speaker. He predicted a large 
| volume of business for the near future based on a 


large backlog of orders in the hands of manufac- 
turers, replacement of obsolete equipment now in use, 
improved production and increasing supplies of both 
wood and steel. The Wood Office Furniture Institute, 
he declared, is both ambitious and enthusiastic, think- 
ing in terms of all phases of activity from logs up 
to the finished article of furniture. 


No effort is being made to standardize equipment, 


| said Mr. Reinecke, but rather to encourage indi- 





viduality, and he earnestly urged dealers to concen- 
trate in the future on personalized equipment such 
as desks, which are adjustable to different heights 
and equipment designed for a given purpose. Draw- 
ing attention to the desk on display at one end of the 


| room, he remarked the desk of the future will be 


more individualized and suitable to the person using 
it, many will be impervious to cigarette burns, includ- 
ing many other improvements that will be acceptable 
and at a cost that will not be prohibitive. There 
will be some change in overall size of desks to effect 
a saving in floor space. Drawer sizes will be standard- 
ized to accommodate card trays and other standard 
size accessories. Secretarial desks will be greatly im- 
proved to permit easy operation and the elimination 
of vibration. Improvements have been made on fin- 
ishes, he said. New, petter, and more attractive fin- 
ishes will be seen. Chairs, too, have been given atten- 
tion. Improvements have been made in posture chairs 
and swivel chairs by improved casters and improved 
swivels. The chairs have been dressed up and stream- 
lined. 
Exhibits $7,000 Desk 


The next speaker was Fred M. Deane, president, 
Gunn Furniture Company, who exhibited to conven- 
tion guests a new desk priced at $7,000 retail. Mr. 
Deane explained that the idea for the desk on dis- 
play started some six years ago. Plans were made to 
bring it out after the war but that could not be done 
because of scarcity of materials and shortages of 
labor. The unique desk, completely electrified, con- 
tains a safe, Dictaphone, telephone, radio, intercom- 
munication phone, refrigerator, bar, electric shaver, 
two electric clocks, cigar lighter, and other appli- 
ances for executive convenience. They were all built 
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How to step up 
Sales and Profits! 


Today the Ace Clipper Stapling Plier is a MUST in every modern, eff- 
ciently operated floral shop and dry cleaning plant. The Clipper was de- 
signed to meet all the requirements of these industries. Those who have 
used the Ace method of fastening fully appreciate the Clipper’s efficiency 
and economy. 

Florists and Dry Cleaners are two of your best prospective customers 
for Ace Stapling Equipment. You will find the Ace Clipper on practically 
every shipping table. And, they use millions of Ace Staples! During all of 
1946 Ace has used full page copy in the leading floral and dry cleaning 
publications. This advertising has produced remarkable results. You can 
get your share of this lucrative business by contacting the floral and dry 
cleaning establishments in your vicinity. 


SOLD BY DEALERS EXCLUSIVELY 
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CAN YOU USE 
EXTRA PROFITS? 
















Complete with | 
Duracrome 
Points, Dip- 
Less Sets sell 
from $2.50 up 


F course you can! And here’s just 





the item to help you earn them 


— extra profits today, repeat profits 


tomorrow. Especially designed for 
the office trade, “Dip-Less” Sets by 


Esterbrook offer your customers 


these advantages: 





WY Wide choice of Esterbrook 


ba Renew-Points | 
wy 
Y Visible ink supply that lasts for 


6 months 
‘a ¥ Economical price 


¥ Nationally advertised 


A pen that writes more than 300 


words without dipping 












id THE ESTERBROOK PEN COMPANY 


Cooper Street, Camden, N. J. 


Canadian Representatives: 
The Brown Bros., Ltd., Toronto 


Dip-Less Writing Sets by 





Gsterbrook 


AMERICA’S FIRST PEN MAKER 
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into a compact, modern design of light oak with fire 
and stain-proof finish. Furnished with two leather 
covered arm chairs and with swivel chair to match, 


' made by the High Point Bending & Chair Company, — 


the modern executive ensemble was complete. 

The next speaker was M. J. Julian, president, Julian- 
Lewis, Inc., New York, N. Y., who told of the plans 
of the Wood Office Furniture Institute for advertising 
and promotion of wood office furniture, setting forth 
its many advantages and beauty appeal. Declaring 
that a progressive market research is planned in an 
effort to give a better product, he informed his audi- 
ence that soon the Wood Office Furniture Institute 
will place in the hands of the industry a manual of 
facts to use as a guide. In time a complete merchan- 
dising program will be developed and dealers will 
be provided with promotional material including liter- 


| ature to send to their customers. 


Afternoon Session, November 12 


The fourth and last session was devoted to dis- 
cussion of surplus office equipment, single price list, 
decontrol problems, direct selling, general policy dis- 
cussion, 1947 convention plans and resolutions under 
the leadership of Guy Rentsler, Remington Rand, Inc.; 
and Jack Schwander, Desks, Inc., New York, N. Y., 
who acted as chairmen. 

Chairman Guy Rentsler proposed the single price 
list as the first topic for discussion. After considerable 
discussion, a resolution advocating adoption of single © 
price lists by office equipment manufacturers was — 
presented for adoption and tabled until future dis- | 
cussion has been held. 

Benjamin F. Williams, Chief of Furniture Branch, 
War Assets Administration, New York, N. Y., in a 
brief talk on surplus war assets administration furni- — 
ture, told dealers that there was very little surplus 
office furniture available and not likely to be for some © 
time. He explained that vast quantities of surplus © 
property were going to government agencies and only 
after priorities were satisfied would it be offered | 
to the trade. 

Chairman Jack Schwander conducted the discussion 7 


on decontrol problems, direct selling, next year’s con- 


vention plans. The following resolutions were of- 
fered and adopted: 


Decontrol Problems General Policy: 
Be it resolved that our guiding principle be to 


| extend the standing of our industry in the business 


world by conducting our affairs in a forthright man- 
ner and on a fair and reasonable profit basis and to 
further good will and understanding among dealers, 
suppliers and the general public. 


Direct Selling: 

Be it resolved that this convention strongly favors 
the principle of manufacturers confining the sale of 
their products to legitimate office furniture and equip- 
ment dealers and to refrain from direct selling to 
consumers, co-operative groups and to individuals 
who in the true sense of the word cannot be con- 
sidered as legitimate dealers. 


Next Year’s Convention: 

Be it resolved that a committe be appointed to 
formulate plans for a second annual convention to 
be held in the year 1947 and that the scope of the 


' convention be broadened to include dealers and man- 


ufacturers from a wider geographical area than rep- 
resented at this convention. 


| Final Resolutions: 


Be it resolved that the convention chairman for- 


| mally express our deep appreciation and thanks to the 
' individual speakers, the several groups and the com- | 


mittee members who have given so generously of 
their time and efforts in making this convention both 
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ANOTHER REMINGTON RAND FIRS 
“Flick the Key...Set the Margin{”’ 


Keyboard Margin Control has taken the typing world by storm . . . as evidenced by 
the spontaneous acceptance of and demand for the New KMIC* Remington typewriter cs 
since its announcement less than six months ago! It is easy to see why typists—and 
executives—appreciate the new simplicity, the new ease of margin setting—on the key- 
board! With KM it is only necessary to position the carriage, flick the KMC keys 
map He bene Peed to the right and left of the keyboard and margins are set instantly . . . exactly where 
they are wanted. Combined with such other Remington Rand triumphs as a Personal 
Souths Regn poege Bo Touch, a Smooth, Easy Action, Key Trip and many other exclusive features, Keyboard 
en ee ere oe Margin Conirol makes the New Remington a superb typewriter . . . one typists will use : 
All Plastic Keys, ring-free and with pleasure . . . to turn out letters any executive will be proud to sign. See this new 


finger-fitted for your comfort. 
KMC Remington, call your nearby Remington Rand office or representative today. 


that Appeared First 
On remericas 


Key Trip, a flick of the finger 
instantly releases keys that are 
jammed through a mis-stroke. 


Longer Writing Line gives up 
to a full extra inch of typing 
width on all carriage sizes. 


Unit Construction makes clean- 
ing easier, assures longer life. 


Silent, Lighter Carriage Re- 
turn, roller-bearing mounted, 


makes typing easier, faster. 
*KMC AND KEYBOARD MARGIN CONTROL TRADEMARK 
COPYRIGHT 1946 BY REMINGTON RAND INC Makers also of world-renowned Remington Rand 
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America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 





104 


interesting and successful. To the committee through 
whose untiring efforts the success of this first annual 
convention was made possible goes the credit and 
thanks of the entire industry. They are as follows: 


Convention Committee: 

Chairman, Moe Turman, Metwood Office Equipment 
Corporation, New York, N. Y.; treasurer, Seymour L. 
Nathan, Charles S. Nathan, Inc., New York, N. Y.; 
members—Mildred S. Zich, The Westcort Company; 
R. B. Booth, The Leopold Company; Harvey Bright, 
Bright Chair Company; H: A. Clemetsen, Office Furni- 
ture Warehouse Company; Robert S. Fowler, Macey- 
Fowler, Inc., New York, N. Y.; Roland J. Freeman, 
manufacturers’ representative; Ben Itkin, Itkin Bros., 
New York, N. Y.; Sam Katz, Art Steel Company, Inc., 
New York, N. Y.; Ben Levin, B & L Office Furniture 
Company, New York, N. Y.; Irving M. Levy, Art Steel 
Company, Inc.; Bernard H. Nemlich, Regan Office Fur- 
niture Corporation, New York, N. Y.; Guy Rentsler, 
Remington Rand, Inc.; Jack Schwander, Desks, Inc., 
New York, N. Y.; W. Silberstein, H. Glassman & Sons, 
New York, N. Y.; Joseph Wallace, manufacturers’ rep- 
resentative; and George B. Wray, manufacturers’ 
representative. 


Reception Committee: 


R. B. Booth, The Leopold Company; H. A. Clemetsen, 
Office Furniture Warehouse Company; Roland J. 
Freeman, manufacturers’ representative; Sam Katz. 
Art Steel Company, Inc.; Harry Lakow, Samuel Lakow 
& Sons, New York, N. Y.; Max Sandler, Charles S. 
Nathan, Inc., New York, N. Y.; Joseph Wallace, manu- 
facturers’ representative; Harold Berman, Colonial 
Desk Company, New York, N. Y.; Joseph Brenner, 
Brenner Desk Company, Newark, N. J.; George Clark, 
Clark & Gibby, New York, N. Y.; George Driver, Driver 
Desk Co., New York, N. Y.; Phil. Heitband, Samuel 
Lakow & Sons, New York, N. Y.; Harry Hoth, Macey- 
Fowler, Inc., New York, N. Y.; Ben Levin, B & L 
Office Furniture Co., New York, N. Y.; Charles M. 
Nathan, Charles S. Nathan Inc., New York, N. Y-.; 
Semon Nemlich, Regan Office Furniture Corporation, 
New York, N. Y.; Dan Nigro, Victor Safe & Equipment 
Company; Jack Turman, Metwood Office Equipment 
Corp., New York, N. Y.; and Robert Gibby, Desks, Inc., 
New York, N. Y. 


~<a -9——_— 


PUBLISH MONOGRAPH ON GREETING CARDS 

A Monograph, “The Greeting Card Industry”, No. 7 
in the series of American Industries, has been pub- 
lished by Bellman Publishing Company, Inc., 83 New- 
bury St., Boston 16, Mass. Author of the well-illustrated 
32-page booklet is Ernest Dudley Chase, vice-president 
of Rust Craft Publishers, Inc., Boston, Mass. A pioneer 
in his field, Mr. Chase is considered today as an au- 
thority on the subject, and one of the founders of 
the modern greeting card. 

This monograph is one of a series of twenty-five 
occupational booklets, designed to supply factual in- 
formation on the greeting card industry regarding 
personal qualifications required for engaging in the 
work, scholastic training needed, complete analysis of 
employment opportunities, remunerations received, 
chances for advancement, and possibilities for both 
men and women in the industry. An analytical index 
of occupations in the industry is a special feature of 
the booklet. 


o—— ee 


DALLAS FIRM PURCHASED BY ROGERS 

The entire stock and business of the Searcy Office 
& Supply Company, 2025 Jackson St., Dallas, Tex., has 
been purchased by Will Rogers, president of the Rogers 
Company, Dallas. James U. Searcy, owner of the for- 
mer company, has joined the sales staff of the Rogers 
Company in the office supply and stationery division. 
—EFF. 
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After the reception you gave the Copy Chief at the Nafional 
Business Show in October our faces still reflect the warmth 
generated in us by your words of praise and encouragement, 
and your orders — orders that are still pouring in from literally 
all over the world. 

We thank you for those kind words. In return we'll fill your 
orders just as fast as we can. And—lest we forget — thanks to 
our many fine dealers for their cooperation and patience during 
our transition period. 


Merry Christmas —and a happy Red Feather New Year! 


Sealy 


H. M. Carscallen, president 
Red Feather Products, Ltd. 
Redwood City, California 

















RED FEATHER 
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The A B C of the quality 
conscious merchant... 
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for a complete line of fast selling, profitable 
drawing, ruling, and computing devices. Top 
value and exclusive C-Thru developments have 
“im created consistent consumer demand... . 
Take advantage of C-Thru’s unexcelled 
(3 delivery schedule. 

TRIARGLES - 


Write for Free C-Thru Catalog 
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NEW SERVICE HELPS SMALL MERCHANTS 

To help the small merchant solve his show window 
| background problem and still present attractive eye- 
catching windows at a minimum of expense, the 
Bureau Stationery Company, Bloomington, IIl., is of- 


| fering a new service, “Picture of the Month” back- 
. | grounds. Subscribers are furnished a smooth, natural 


| wood finish frame in which a carefully selected full 
,| color reproduction of a beautiful kodochrome is placed, 
| a new one for every month. 

Each dramatic picture, 30 x 40 inches, is selected for 


aio. 





i 


PICTURE BACKGROUND—A black and white 
print of the full color reproduction of “The 
Picture of the Month” background for Decem- 
ber, as offered by Bureau Stationery Co.., 
Bloomington, Ill., in service to subscribers. 


SA ee 





|its timeliness, eye-catching value and seasonal sig- 
| nificance. Only the finest kodochromes of Fred Bond 
and other famous experts are selected for reproduc- 
tion, thus assuring definite traffic stoppers. With this 
new service the small merchant obtains the highly 
| desired photo-mural effect for his window, yet due to 
the size of the “Picture of the Month,” does not over- 
| shadow his merchandise. 

The frame costs $8.00 and each monthly picture 
$4.50. As these pictures are readily saleable for use in 
|}game rooms and dens after using, the merchant is 
| often able to obtain this service at little or no ultimate 
| cost. Full details are available from Bureau Stationery 
| Company, 415 N. Main St., Bloomington, Il. 


——___—_ 9 


SHEAFFER FEATURES “ADVENTURERS’ CLUB” 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, will sponsor a new network program starting 
January 11, 1947, over the full Columbia network. 

The program will be heard at 11:30 to 12:00 A.M. 
(EST) and will be entitled “The Adventurers’ Club.” 
It will dramatize the absolute true and authentic ex- 
ploits of members of the Adventurers’ Club of Chicago, ~ 
which was formed in 1910 and has steadily grown in 
prestige ever since. 

The membership is composed of such men as Ad- 
miral Byrd, Sir Ernest Shakleton, Clyde Beatty, Jerry 
Jostwick (official photographer at Bikini), Dr. Fay- 








_Cooper-Cole (anthropologist, University of Chicago), 
'and several hundred others of equal stature. 

The program will be in addition to the present 
Sheaffer Parade starring Carmen Cavallaro and fea- 
‘turing Clifton Utley on Sundays, 3:00 P.M. (EST), 
over NBC. 
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STEEL EQUIRRemw!t COMPANY 


No. C180 — A handy bond and security box for 
your valuables. Made of finest grade extra heavy 


steel, electrically welded thruout. Finished in rich 
crinkle green or Cole gray. Packed in individual 
cartons. $5.50 
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HEAVY STEEL SECURITY BOXES 


sig- 
ond 
uc- 
shis 
» to 
rey - No. C1303 — Well made of finest grade extra heavy 
steel, electrically welded throughout. Finished in rich 


ure green crinkle. Sturdy piano hinge. 


> in Disc tumbler lock, two corrugated keys, heavy brass 
- is lacquered handle on cover. Packed in individual 
ate cartons. $11.00 


ery 





No. C1303 
Size 13'/.” x 10!” x 5'/.” 
Equipped with disc tumbler lock 
Green Crinkle finish 







No. C1505 — You couldn't want a more secure pro- 
tection for bonds, cash and other valuables! It's a 
regular bank vauli — right in your own home. Made 
of the finest grade extra-heavy furniture steel, elec 
trically welded throughout. 








Equipped with piano hinge and sturdy brass handle. 
Packed in individual cartons. $13.50 
















No. C1505 
Size 16” x 12” x 7%” 

Equipped with combination lock. 
Cole Gray Crinkle finish. 





COLE STEEL EQUIPMENT CO., INC. ° 349 BROADWAY, NEW YORK 13, N. Y. 
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2011 Cole-Chrome 
MASTERCRAFT ARM CHAIR 
ight 33°'~Width 21"'—Depth 25" 
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TUBULAR FURNITURE 


Beautifully designed to grace any setting. The high quality 
chrome finish gives: smart accent to the richly-grained 
vinyl-coated simulated leather upholstery. Won't scuff or 
scratch — resists stain — repels water. Washable, wipes 
clean easily. 


Perfect for office, showroom, and reception rooms. Can 
also be used on porch or lawn. 


Equipped with the popular ‘'No-Sag"' spring seat for added 
comfort. 


Color choice of blue, red, brown, or green. Some two-tones 
in red-and-ivory or green-and- Be All with contrasting or 
self-welts. 


x TRIPLE-PLATED 


Ist plating COPPER for rust prevention 
2nd plating NICKEL for greater protection 
3rd plating CHROME for surface hardness 
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COMPLETE 


(Base Included) 






No. Card Size Height Length Price 


6335 3x5 30” 16” $24.50 
6346 4x6 33” 16” 26.90 
6358 5x8 36” 16” 33.40 
6369 6x9 39” 16” 39.90 


8 DRAWER UNITS 


30" 


COMPLETE 


Bose Included 






No. Card Size Height Length Price 
8335 3x5 35” 16” $30.00 
8346 4x6 39” 16” 33.40 
8358 5x8 rh a 16” 42.00 
8369 6x9 47” 16” 50.50 


COLE STEEL EQUIPMENT CO., INC. « 


COLE 


Deluxe Cabinet Units 


These cabinets are designed for card record systems. Ideal 
tor offices or libraries. 

Constructed of best grade extra heavy cold rolled furniture 
steel, electrically welded throughout. Stacking feature permits 
easy stacking. 

Drawers are equipped with bail suspension, to prevent acci- 


dental withdrawal from cabinet. Also, newly improved positive 
lock compressor to keep cards in place, brass cardholder and 


pull. 


Finish — Rich olive green or Cole gray. 


LOCKS 


Cabinets equipped with locks can be furnished at $1.75 per 
drawer additional. 
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COMPLETE 





Base Included 
No. Card Size Height Length Price 
10335 3x5 40” 16” $35.85 
10346 4x6 45” 16” 39.90 
10358 5x8 50” 16” 50.70 
10369 6x9 55” 16” 61.50 





349 BROADWAY, NEW YORK 13, N. Y. 
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MEETINGS, CONVENTIONS, DINNERS 
(Continued from page 80) 


CLUB HOLDS PRE-CONVENTION MEETING 

Attended by more than 75 members, the New York 
Office Equipment Dinner Club held a pre-convention 
meeting on Monday evening, November 4, at the Hotel 
Sheraton, New York City, with President Seymour L. 
Nathan, Charles S. Nathan, Inc., New York, N. Y., 
presiding. 

President Nathan declared that the club was fast 
approaching a turning point in its history, more than 
just a dinner club, and a good efficient working or- 
ganization. He expressed the hope that everyone 
realized as he did, that the effortless selling of the 
past few years may soon come to an end. He believes 
the fine spirit of progress and co-operation the mem- 
bers have shown in the past four or five years, if con- 
tinued, will carry them through whatever the future 
has in store for them. 

Guy Rentsler, Remington Rand, Inc., chairman of 
the membership committee, announced that the Gar- 
field Company and the Brouse Desk Company, both of 
New York, N. Y., had joined the club, making a total 
of 109 members to-date. 

The following guests were accorded a hearty wel- 
come: Howard Sanders, Stationers & Publishers Board 
of Trade, Inc., C. J. Shubert, B. L. Marble Chair Com- 
pany, Bedford, Ohio; E. H. Finnigan, sales manager, 
Commercial Furniture Company, Chicago, IIl.; Al. 
Rubenstein, Adding Machine & Equipment Company, 
New York, N. Y.; Dan Nigro, Victor Safe & Equipment 
Company; E. Schwartz, American Commercial Equip- 
ment Company, East Orange, N. J.; S. Lambert, Itkin 
Brothers, New York, N. Y.; John F. Emhardt, Colum- 


bia Steel Equipment Company; J. Wiener and W. | 


Spiegelman, both of the New Jersey Office Supply 


Company, Newark, N. J.; and Phil Heitband, Samuel | 


Lakow & Sons, New York, N. Y. 

President Nathan then told his listeners of the in- 
tense interest in the coming two-day convention 
shown by both office furniture dealers and manufac- 
turers. The chair then recognized Moe Turman, Met- 


wood Office Equipment Corporation, New York, N. Y., | 
chairman of the convention committee, who invited | 


and urged each member to join in the work to promote 


the interests of the club. In so doing, he declared, they | 


would be furthering the interests of the industry as 
a whole. He promised his audience an unusually inter- 
esting convention, saying that dealers and manufac- 
turers from far and near had sent in their reserva- 
tions, and reminded his listeners that they were to 
be their hosts at the convention. 

He then went on to outline the program his com- 
mittee had prepared, asking for constructive criticisms 
and suggestions from the floor. In closing, he invited 
and strongly urged all to join in and take part in the 
humerous discussions planned for the convention. 

— 9 


NEW YORK OMDA NOMINATES OFFICERS 
With an attendance of about 75 members and guests 
the Office Machine Dealers Association of New York, 
Inc., met on Wednesday, November 13, at the Hotel 
New Yorker, New York City. Charles F. Krause, coun- 
sel, pinch-hitting for Secretary Jessie I. Taylor, Globe 
Typewriter & Adding Machine Company, Inc., New 
York, N. Y., who was unable to attend, read the min- 
utes of the previous meeting. 

President Irving R. Ritchie, Addressing Machine & 
Equipment Company, New York, N. Y., announced that 
Paul Gross, Mailers Service & Equipment Company, 
was ill and confined to the hospital. He instructed 
the secretary to send a letter of good cheer expressing 
the good wishes of the association for a speedy re- 
covery. He further announced that, in accordance 
With the wishes of members, future meetings will be 
held on the second Tuesday of each month. 

George Purvin, Superior Typewriter Company, New 
York, N. Y., chairman of the entertainment committee, 
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May the joyous 


chimes of the 
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holiday convey 
to you our 
Greetings of 
the Season 
and sincere 
hope for a 


Happy 


New Year 


DESK COMPANY 


HIGH POINT, N. C. 











Model 61 


KOL BRINGS YOUR FIRST AIR- 
AGE OFFICE MACHINE STAND 


Streamlined and modern the new KOL Office Machine Stand 
is the first to bring the functionalism and clean design of avie 
engineering to your office . . . and look at these exclusive 
features! No Bolts! No Braces! Heavy gauge steel top! 1000 
pound capacity! Two-inch, ball-bearing swivel casters! Shipped 
Assembled, four stands to a carton in the smallest size, two to a 


carton in the other models! Rust-proofed baked enamel finishes. 





Dealers! Get on the KOL band- 
wagon now with this popular new 
stand and write us for particulars 
on our KOL Junior Executive Chair. 
Splendid opportunities still avail- 
able in many territoreis. 











SALES DIVISION 
220 SOUTH 10TH STREET 
MINNEAPOLIS 2-AT.2728 





reported that the tenth annual dinner, dance and? 
revue, held on October 26, was a great success both ™ 
from a social and financial standpoint. 

Nicholas H. Fucci, Business Machines Service Com- ™ 
pany, chairman of the nominating committee, placed 
in nomination the following candidates for office for” 
1947: 

President—Reuben Jaskow, Batlin-Horowitz, Bronx, 7 
ae 

Vice-President—Manhattan—Dave Silvers, American 
Business Machines, New York, N. Y. E 

Vice-President — Brooklyn — Frank Nemzer, Nemzer 
Typewriter Company, Brooklyn, N. Y. 3 

Vice-President — Long Island— George Carr, Carr ™ 
Typewriter Exchange, Long Island City, N. Y. 

Vice-President—Connecticut—Ralph Neumeyer, Na- 7 


| tional Typewriter, Hartford, Conn. 


Vice-President — New Jersey — Edward Stoll, Dobke © 

Typewriter Exchange, Jersey City, N. J. 

Secretary-Treasurer—George Purvin, Superior Type- | 

writer Company, New York, N. Y. q 

Voting for these men will be done at the next meet- 7 

ing. 
Dues Raised to $25 Yearly 

Proposal was made that dues be raised from $15.007 
to $25.00 yearly. After considerable discussion, it was 
put to a motion and passed. 

Charles F. Krause, in his capacity as counsel, an- 7 
swered questions and gave the members good advice 
on decontrol of OPA Regulation MPR 162 and other 
subjects appertaining to the trade. 

The balance of the meeting was devoted to dis- | 
cussion of rental rates and other important problems 
of the industry. ° 

a ee 


WOODS HONORED 


William C. Woods was guest of honor at an anni- 
versary dinner given in the North Garden of the Hotel 
Astor commemorating his fiftieth anniversary of serv- 
ice to TelAutograph Corporation, New York, N. Y. 


GOLDEN ANNIVERSARY—William C. Woods (left), 
upon the fiftieth anniversary of service to TelAuto- 
graph Corp., receives congratulations from Walter F. 
Vieh, president, and Alice Honore Drew, advertising 
manager of the veteran firm in the industry. 


Mr. Woods was presented with a wallet and bond by 
President Walter F. Vieh as a token of his loyal 
service to the firm during the last half century. 
Among the executives and old timers present at the 
celebration were William Schrengauer and Normal 
J. Wixon, each with 41 years of service to their credit 
When Mr. Woods, who is now installation engineer 
ing supervisor, joined TelAutograph back in 1896, t 
company was only eight years old. He was privileged 
to be personally acquainted with Elisha Gray, wi 
invented TelAutograph equipment which instant 
transmits facsimile handwriting. : 
Reminiscently, Mr. Woods recalled that the Hoté 
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FOR DESK PRIVACY 


put at your finger tip. No scattered papers by force 


of air or fan breeze. No valuable correspondence | 


revealed to outsiders. 

Constructed of heavy gauge steel, finished in 
Olive Green or Brown; six partitions. More parti- 
tions may be added as needed. Adjustable to any 
desired space between partitions from % inch. Each 
Adjust-o-file is equipped with a label holder so that 
each compartment’s contents may be readily in- 
dexed. Size: 9° wide, 11” deep, 7%" high. 

Shipped knocked down; weight 7 lbs. Can be 
assembled in a few minutes. Comes individually 
packed in a heavy corrugated box suitable for 
reshipping. 

ORDER TO-DAY 
FOR IMMEDIATE DELIVERY 


NU-MARK 


PRODUCTS COMPANY 
625 Chestnut St. St. Louis, Mo. 
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Astor, where the anniversary dinner was held, repre- 
sents the first installation of TelAutograph in any 
United States hotel. The system still continues in use 
there after 37 years. 

Alice Honore Drew, advertising manager of Tel- 
Autograph, served as chairman of the anniversary 
dinner committee. 


ae 
DISTRICT NO. 5 NSA PLANS SESSION 


Announcement has been made through Regional 
Governor Merritt L. Ober, Stationers, Inc., Indianapo- 
lis, Ind., that District No. 5, National Stationers Asso- 
ciation, 1947 convention will be held in the Netherland 
Plaza Hotel, Cincinnati, Ohio, on May 9 and 10 of 
1947. Convention Chairman Harry C. Dick, Redecker 
& Dick, Cincinnati, is declared to have been largely re- 
sponsible for securing the convention hotel. 

Those intending to attend the convention have been 
advised to make their reservations early. 

Another NSA convention announcement is for Re- 
gional District No. 8, which will meet March 28 and 


29, 1947, at Muehlebach Hotel, Kansas City, Mo. 


| table, J. W. Cox, Jr., 
| L. Myers, James A. Croke Co., 





VICTOR TRAINING SCHOOL—Attending Victor Visible 
Training School at Buffalo, N. Y., (left to right) are: front 
Bill Shaw Co., Charlotte, N. C.; James 
Harrisburg, Pa.; Norman D. 


| Davis, Estil’s, Inc., Plainfield, N. J.; Harvey Edwards, Hamp- 


| Metwood Office Equipment Co., 
Every paper, folder, or magazine is systematically | 


ton Roads Paper Company, Norfolk, Va.; second table— 
A. J. Jaxel, George H. Alexander Co., Pittsburgh, Pa.; J. D. 
Meiselman, J. T. Hill Co., Brooklyn, N. Y.: Jack Turman, 
New York, N. Y.; Earl E. 
Candy, Cramer Safe & Office Equipment Co., Kansas City, 
Mo.; third table—Richard F. Freeman and Raymond F. 
McGrane, E. L. Freeman Co., Pawtucket and Providence, R. I: 
Robert M. Stockett and Harold L. Tallman, Stockett-Fiske 
Co., Washington, D. C.; fourth table—James A. Rane, Blied, 
Inc., Madison, Wis.; Robert Harrington, Central Typewriter 
Co., Salinas, Kans.; Ross McElroy, Office Equipment Co. 
Canton, Ohio; Fred Felix, Jr., Pounsford Stationery Co., 
Cincinnati Ohio; standing—H. W. Barnes, Victor Safe & 
Equipment Co., Inc., N. Tonawanda, N. Y., instructor. 


ee 


WHOLESALE STATIONERS PLAN CONVENTION 

The Wholesale Stationers Association of the United 
States and Canada, 250 Fifth Ave., New York 1, N. Y., 
recently announced that the thirty-first annual con- 
vention will be held at the Hotel New Yorker, New 
York City, on March 9, 10, 11 and 12, 1947. 

The convention will include The Customers Club, 
a 1947 preview of new merchandise. 

Two full floors of exhibits are planned. In addition 
there will be an annual meeting with special program 
for the Toy Wholesalers Division, a breakfast meeting 
for the Sales Representatives National Society, and 4 
special session of the Wholesaler Salesmen’s League. 


te ee 


J. S. SIMPSON TAKES NEW POSITION 


James S. Simpson, typewriter salesman at Pine Bluff, 
Ark., has accepted a position as sales manager with 
the Capital Typewriter Agency in that city, according 
to Norman A. Anderson, owner of the agency—PJP. 
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y PRESENTS RADIO’S GREATEST QUIZ SHOW... 
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EVERY WEDNESDAY NIGHT . . . 10:30 EST OVER FULL CBS NETWORK OF 152 STATIONS 
ole 
ont 
les 

D. Clifton Fadiman, John Kieran, Franklin P. push Parker Quink and all Parker products. 
ea That way you let the world know it’s your 
D. Adams, and famous guest “experts”! It’s an store and your stock which is being advertised 
a, i : ae each week on “Information, Please.” That way 
k.. added million dollars in advertising to help you you're pointed for bigger volume and finer profits! 
Er ' The Parker Pen Company, Janesville, Wi 
F. , 1e Parker Pen Company, Janesville, Wis- 
t sell more Parker Quink and all Parker products. condi: sini Deeatith: Canad 
ske 
ed, ys — IN YOUR WINDOW this special display card will help 
iter IG Hl fears 5 Marg the air. A U P to 10,000,000 to make the show your glee Use it on your counter, 
, , listeners each week. 31 times winner of the too, with a good stock of Parker Quink. 
0. title “best quiz program on the air.” 

é& 


That’s the show Parker is putting on the air 
for you each week. 

Witty and wise—“‘Information, Please” knows 
how to blend culture and comedy in a way that 
makes for steady listening. It’s fun to try to 


~ PARKER 
a WAY, 


nd te ere she emma 


s “stump the experts.” And it’s fun to meet new 
n- guests each week—people in the news: actors, 
ew authors, statesmen, business leaders. 
“Information, Please” appeals to customers 
ub, and prospects like yours—the kind who want 
quality merchandise. 
ion Be sure to listen in each Wednesday night, 
am 10:30 EST, over your CBS station. Tell all your 
+ friends and customers. Write to Parker now for 
me, the special radio announcement card. Put it in 


your window—on your counter. Display and 
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but not for 


CARBON PAPER 


that's why good typists 





choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced | 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 


made by a special process | 








to prevent curling and smudging. Every typist can now | 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 


PRINTED IDEAS AT WORK 


By ERNEST W. FAIR 





ARTIME DAYS have gone, reconversion is under- 
way, the post-wartime period of unrest is going 


| and all of us are getting set for a period of continued 
| good business. The office supply dealers of the country 
| are no exception. Today, not tomorrow, is therefore 


the time to go after business and go after it again 
with everything we have. 

In the paragraphs to follow are a number of out- 
standing ideas, each and every one proven successful 
in years past; ideas that can be produced by any 
dealer’s printer, ideas that have sold office supplies in 
the past and can sell them for us again in the days 
of good competition just ahead. 

Each idea, presented below, can be worked out to 
fit the dealers’ individual business methods and his 
institution, with the aid of his printer. They can be 
as profitable for all of us tomorrow as they were for 
the dealers who used them yesterday. 

FILE-FOLDER CATALOG is a folder of four, six or 
eight pages, folding to the standard file size with a file 
tab projecting and bearing the name of the store. 
Therein, are printed the lines sold by the store, all 
with appropriate advertising. This price-list catalog 
will be retained more readily than an ordinary Selling 
piece because it in itself suggests immediate filing and 
retention. 

CATALOG-LETTERHEAD is an accordion-fold style 
providing area for illustrations and text plus space on 
the first fold for the sales letter of introduction. This 
makes an attractive mailing piece. 

LICENSE BLOTTER OR PLATE has been effectively 
used by many institutions. It: should be printed on 
enameled stock if a blotter and on heavy cardboard 
otherwise, preferably in the colors of the current state 
auto license plates. Copy should feature a large num- 
ber, telephone number, store name and address and a 
top selling line such as, “For the finest in office sup- 
pies tan...” 

“YOU’RE INVITED TO... .” printed folder carries 
this challenge on the outside, can be prepared as a 
one-cent mailing piece. When opened, it can continue 
the thought with ... “enjoy the use of the best in 
office supplies by buying from Soandso’s,” then offering 
specific suggestions. 

NOVELTY NOTE BOOKS are legion and sometimes 
costly, but this old idea is ever popular. It originated 
with “What I know About Women,” with the by-line 
of the business man giving it away on the cover. In- 
Side were nothing but blank pages for note taking. 


| “What I Know About Running the U. S. Government,” 


is another good title. The back cover can feature ad- 


| vertising. The idea can easily be adapted to a current 


local political question, governmental topic, and so 
forth, and have that much more immediate pulling 
power. This has an advantage in that these books can 
be produced very inexpensively, since they have noth- 
ing but blank paper inside. Another advantage in this 


| type of novelty is usually retained by the person re- 


handling. 
" 4 ue v v | 
The famous patented "Carbon Gripper LUC 
in tte he . oe. aa S= 
een Rite. S$ 
Super Kote an e = 


E ail, MFG. CORP. 


270 Lafayette St., 
New York 


529 South Franklin St., 


Chicago 


Factory. Coraopolis, Pa. 
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ceiving it. 

“COURTESY CARD” idea of a printed card of this 
nature, attached to a sales letter of a folder contain- 
ing a special offer, is a good way to welcome new firms. 
The offer may be a specific one good only with the 
card or it may extoll the “exceptional courtesy” offered. 

BLOTTERS are always good business getters, par- 


| ticularly in our field, but if we are to make sure that 


they will be retained, the copy should have something 
that makes them stand out from the ordinary blotter, 
or something useful such as a ruler, business tables. 
or a calendar. 

“HANDWRITTEN LETTERS” stand out from any 
printed letters or direct mail pieces one may receive. 
Even though we know they are advertising we will 
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“an AMAZING Prorit OPPORTUNITY 
CREATED Jy FEDERAL LAW 











INCOME TAX RECORDS 


NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE Tax Record that offers your customers every essential feature. Original, genuine 
LIBERTY TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED .. . and covers ALL 


essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 


—_- PLACE SAMPLES OF ALL INCOME TAX RECORDS SIDE BY SIDE AND 9 OUT OF 
10 OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 


Merchants and professional men of all kinds buy LIBERTY TAX RECORDS to have a simple, easily kept 
record of business income and expense, and to avoid tax penalties and overpayments. The LIBERTY is a sure 


REPEATER. Once used, always used. 





FREE SELF DEMONSTRATORS 30 year established retail price 


FOR WINDOW AND COUNTER USE $500 


Penden Meuetente Improved 1947 Edition 


for Nigh: Merkiup Strictly up-to-date 











ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., CHICAGO 5, ILLINOIS 


fax Record Specialists for over 30 years 
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“NO CHANGE IN PRICES OR QUALITY for December o: January ont 
Top Grain COWHIDE and Imported Pigskin Cases 


A GREAT SAVINGS PASSED ON TO YOU 


4 





on raw materials purchased below present price levels 





GB-41 Brief Bag 
17% x 12%x7 


Imported Pigskin $36.90 









GB-35 Club Bag 
Wx 12x 9% 


Imported Pigskin $35.00 












GB-18 Handle Case 
ix 1223 
Imported Pigskin $36.00 


Top Grain Cowhide $39.00 


GB-2 Underarm Case 
4x9xly 

Imported Pigskin $15.00, $17.00 
Top Grain Cowhide $17.00 





GB-10 Handle Case 


16x 12«3 


GB-4Z Ringbinder 


4x12x1% 


Imported Pigskin $21.00; $24.00 


Top Grain Cowhide $21.50 


Case and Interior of 


Importe d Pigskin $55.00 





GB-5 Handle Case 
lox llx3 

Imported Pigskin $23.00, $27.50 
Top Grain Cowhide $23.00 


GB-7 Handle Case 
16x 12x 3 

Imported Pigskin $28.50; $35.00 
Top Grain Cowhide $31.00 





GB-6 Underarm Case GB-I Underarm Case 


l6x ll x 1% 
Imported Pigskin $20.00; $24.00 
Top Grain Cowhide $23.50 Top Grain Cowhide $19.00 


loxllxl% 


Imported Pigskin $17.50; $21.00 





ALL PRICES LIST SUBJECT TO TRADE DISCOUNT. F.O.B. CHICAGO 


All Pigskin pieces can be supplied in Black or Brown Boar and Walrus 
Grain at lower prices; in Multitone Tan Boar Grain or Smooth Light 
Tan, Light Tan and Dark Brown Buffalo Grain at higher prices. 


Top Grain Cowhides are in smooth British Brown, Suntan or Oxblood. 


THOMAS il. GIBBONS & CO. 
Vanufacturers of 6; "Iino Leather Foods 


509 S. FRANKLIN STREET CHICAGO - 7 = ILLINOIS 
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give them attention because they are the unusual. 
This can be economically handled by the printer 
through the use of an engraving of an actual letter 
written by the dealer. The cost of the zinc line en- 
graving is not high, as this is the least expensive type 
9f cut. The letter may also be produced by photo- 
offset. Simulating a fountain-pen ink is advisable 
rather than using regular printers’ black ink. This 
will be particularly effective when the envelopes are 
actually hand addressed rather than typed. 

CITY MAPS are always retained by people who re- 
ceive them. They can be made inexpensively and 
ample listings can be carried around the four sides of 
the map. 

ENTERTAINMENT SCHEDULES are retained by 
most people. These may be lists of club and social af- 
fairs, or athletic events appealing to men. Baseball 
league schedules offer good advertising cards for use 
in this field. 

NOVELTY LETTERS have always been good atten- 
tion getters. One, with charred edges made by burning 
the edges of the printed letters after stacking, can say, 
“Hot News,” or “Hot Bargains.” 

——— 2 


GI STUDENTS MEAN BUSINESS IN TYPEWRITER 
MECHANICAL SCHOOL AT SPRINGFIELD, MO. 


Perserverence is a wonderful asset, especially when 
accompanied by ambition. Notwithstanding the present 
inflationary opportunity to temporarily earn big money 
without thought of the future, thousands of former 


GI TRAINING (PEACETIME VARIETY)—Bottom picture shows 
tables and equipment in classroom of Office Appliance 
Mechanical Institute school of typewriter mechanics at 
Springfield, Mo., where former GI's learn by doing. Top— 
close-up view of students at work on typewriters. 


GI’s have seriously entered training in schools, colleges 
and universities to prepare themselves with the “know 
how” for the long stretch of the future. Many of these 
boys have decided to become expert typewriter and 
Office machine repair technicians, evidenced by their 
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just a few of the many Dennison 
products for which we have a daily 
yjneed. I don’t see how any modern 
ft’ office can afford to be without these 
v Dennison handy helpers.” 






Business men and women are only one of the many 
groups of people who are regular customers for 
Dennison Goods. Everyday, in home, school, and 
office, there are hundreds of instances where Denni- 
son products can be of help. Acquaint your custom- 
ers with Dennison quality, and always remember 
to stock and display the full line of Dennison 
Goods. It is a sure way to build customer satisfac- 
f tion, and real profits for yourself. Don’t forget 
the profitable office market. 








Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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No. 1425-BR 


FOUNT-O-INK 
Writing Sets 


ARE BUSINESS 
BUILDERS 


efficiency 
- economy 


beauty 
style 


Mahogany, 
walnut, jet 

and a full line of 
bright new colors. 


A full-color catalog free to dealers. 
GREGORY FOUNT-O-INK CO. 


Los Angeles 41, California 
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| enrollment in the Office Appliance Mechanical In- 
| stitute at Springfield, Mo. 

GI enrollment in this school is not without. serious 
forethought and a forehand knowledge that they will 
suffer some deprivations during the term of schooling, 
They are required to pass Veterans Administration 
mechanical aptitude and mental ability tests before 
they can be enrolled. 

Evidence of the sincerity of these GI’s in education 
is the fact that up to this date the school has the 
enviable record of never having had an absentee or 
tardy student. It is with reluctance that the students 
leave the school premises at the end of the day. While 
attendance is required 5% hours per day, 5 days per 
week, students may be seen on the premises on Satur- 
days and even Sundays, eager to resume this place 
at the bench and their studies. 

The Institute has planned and equipped their facili- 
ties and arranged their course of study with the aim 
that the student will derive the utmost benefit from 
every moment spent on the course. Each student is 
provided with a complete set of typewriter tools and 
tool kit. As the course progresses, each student is 
provided with a typewriter of each make to study the 
theory and principle of mechanisms involved and to 
perform the mechanical projects of the course. Each 
student’s bench space is equipped with turntable, ad- 
justable bench lamp and adjustable swivel shop chair. 
Text books include “The Typewriter Mechanical Course 
—Instruction Guide” and “The Typewriter Mechanical 
Training Manual,” both being publications of the Office 
Appliance Mechanical Institute. 


Provides a Complete Shop 


A modern and complete shop, providing every facility 
for the cleaning, reconditioning, refinishing, paint 
spraying and baking of office machines, is provided for 
use of the students, who receive a thorough training 
in the mechanisms of each make of standard, noise- 
less and portable typewriter. Use of parts catalogs, 
| shop practices, service salesmanship and shop record 

keeping are included in the course. 

The Office Appliance Mechanical Institute is the 
' result of the vision, foresight and years of planning of 
| C. LeRoy Jones, its managing director, who has had 
| 30 years of experience in the office appliance industry. 
| During the war, Mr. Jones served as office appliance 
| repair specialist to the War Department, activating 
| the Army 5th echelon office appliance repair shops; 
| preparing technical manuals for the maintenance and 
repair of typewriters and office machines; and, in 
general, was charged with the responsibility for the 
| maintenance and repair of all typewriters and office 
| appliances owned by the Army. The years of research 
| spent by Mr. Jones are now bearing fruit in the dis- 
semination of technical details to students attending 
the school. Mr. Jones states, “We pledge ourselves that 
| students graduating from our 65-week typewriter 
| mechanical course will be the best and most thoroughly 
| trained mechanics in the industry.” 


I 


J. J. MILLS ELECTED HEAD OF COUNTRY CLUB 
Joseph J. Mills, manager of the L. C. Smith & Corona 
Typewriters, Inc., 1108 Locust St., St. Louis, Mo., was 
unanimously elected president of Greenbriar Hills 
Country Club at a recent meeting of the board of 
| governors.—CG. 





——e = —— 


DEPARTMENT OF COMMERCE ISSUES BOOKLET 


“Establishing and Operating a Stationery and Office 
Supply Store” is the title of a booklet in the Industrial 


(Small Business) Series No. 44, written under the | 
supervision of General Products Section, Industry} 
Division, Office of Domestic Commerce, United States 
Department of Commerce. This booklet is for sale by = 
| the Superintendent of Documents, U. S. Government ~ 
| Printing Office, Washington 25, D. C. Price is 10 cents. 
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Pets 


7 x ec : ; 
¥ ie Sk “. re 7 
F os e yy 2So.5 ki POL: ‘3 Bz . ‘ Si : 
J é oa ms ReMi Reta et 3 
| fe 
tae ms a . . map ig Ss “9% Ae Sete: ; : ; 
| : i: $ Se - res he . re 28 Bas 
Roses Sooke Boies SY FOAM RUBBE 


CHAIR 
CUSHIONS 


Faitfoam 


a contribution of science to 
luxurious comfort 


® Prevents fatigue 


@ Prevents wear (and shine) 
on clothing 


“ett breathes; it cools 
® Dust-proof; lint-proof 






® Moth-proof; vermin-proof 
® Sag-proof - 
® Lasts a lifetime 














1” CUSHIONS 1%” CUSHIONS : 2” CUSHIONS 
Fairfoam line Fairfoam line Fairfoam line 
(slab, latex foam rubber) (slab, latex foam rubber) (slab, latex foam rubber) 
No. 10 S, Steno size No. 20 S, Steno size 
‘ Y No. 15 §, Steno size, ’ , 
lpg ea eS Stich $4.70 hil back $5.80 ise te a ee $6.50 
Neneh cu sce ine RO No, 15 Exocvies size, ss each eee, isn TO 
° ABEMOOU is Sindy chide ysegpsjere pss . : eet 
De luxe line De luxe line ie 
(50% flaked, latex foam rubber All cushions are covered with (50% flaked, latex foam rubber 
No sarees Na ah are ‘enieaticng JON. ae wale! ONG ce tealis ae ia ) 
list ach acre vo ee $2.70 gabardine (on the other) and are list eciehs pe ce ae a $4.50. 
No. 64, Executive size, available in brown, green and No. 46, Executive size, ps 
list each ........:.. fipepet sia . 3.20 © maroon. list each 5 Liisi s+ Oe ae 


Above list prices subject to liberal trade discounts. 





FA/ FURNITURE COMPANY 


1197 McCarter Highway * Newark 2, N. J. 
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That’s because Ticonderoga is known by everyone—and liked by 
everyone who uses it! 

There’s plenty to say about this famous pencil! That’s why we 
advertise it so extensively. And here’s where we advertise: All 
year ’round in the big-circulation books—Life, Time, Liberty, 
The Saturday Evening Post! Day by day over the air with the 
fast-paced radio program “Ticonderoga Minutes.” 


Non-stop, all-out, big-time advertising! And we intend to 





keep it up! oe 
THE ERASER 
IS LOCKED- 
IN-PLASTIC! 

, a 

* 

TICONDEROGA 7 
' SS 
The famous pencil with locked-in-plastic tip. KS 
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WHAT KIND OF BOSS ARE YOU? 


By LESLIE LINCOLN 


RE YOU A GOOD boss, Mr. Office Appliance Dealer? 
No matter what you think, take a look at your- 
self in your managerial mirror; see yourself as your 


employees see you. Proper techniques of directing em- | 


ployees and subordinates often pretty much determine 


one’s success in the business world. Consequently, the | 


modern day manager can’t be too careful to make sure 


his methods of handling those who work for him are | 


up to standard. 


As you look into that mirror ask yourself the follow- | 


ing questions, and ponder the answers. 


1. Do you continue to manage in about the same 
way, regardless of frame of mind or mood? Top-notch | 
managers do—they never let those around them take | 
the brunt of ill-temper, wrong-side-of-the-bed dispo- | 


sition, etc. They avoid letting their own “blue” feeling 


carry over to the men under them. Thus don’t catch | 


yourself bawling out the office boy merely because 
earlier in the day you barked your shin on a chair, 
missed your street car, or some such thing. 


Greetings Are Important 


2. Do you remember to say good morning and good | 
night each day to all associates in ready earshot? | 


When passing an employee outside, do you speak pleas- 
antly? Little things like these often make the differ- 


ence between a good boss, and a mediocre or a poor 


one. Into which category do you fall? 
3. Do you know the names of all employees who 


work in immediate contact with you? More important | 


still, do you use these names when speaking to indi- 


viduals? Such phrase as “Hey, you!” and “Boy!” and | 


“Young Lady!” when directed at employees may ef- 
fectively attract attention to your wants, but use of a 
name now and then will do much toward making 


others willingly follow your lead. Every person likes | 


to hear his name. When directing employees, give 
them this privilege. 


4. Do you avoid policies of “make-work” in your | 


establishment? In other words, when there is really 
nothing important to be done, do you go out of your 
way to find some useless and unimportant work for 
employees to do, merely to keep them busy? Expert 
managers keep their subordinates busy with impor- 
tant work—but avoid forcing them to do labor from 
which there is little or no economic gain. 

5. Do you play favorites? Good managers don’t. 
Every worker likes to feel he will always get a square 
deal from his boss. As a result, rewards and discip- 
linary measures must be handed out in about the same 
fashion to all, letting the individual situation dictate 
the degree, of course. 


Can Employees Meet You? 


6. Is your door open at all times so that employees 
may bring you their grievances? And if the door is 


open, do subordinates really use it? Many managers | 


boast they are always ready to hear the problems and 
complaints of those who work for them. Yet, how 
Many are well enough thought of by workers that the 
latter will really confide in them? 

7. Are your policies in handling employees reason- 
ably consistent? In other words, do your employees 
always know where they stand with you from day to 
day? There is nothing more maddening to a worker 
than a boss who is strict one day and overly-lenient 
the next. Keep your employees happy by always kKeep- 
ing management policies consistent. Avoid unneces- 
sary changes and fluctuations. 

8. Are employees told always why they must per- 
form their jobs in a certain way? Workers tend to 
think best of the boss who lets subordinates in on the 
Secret of what is being done. Moreover, psychologists 
tell us that men work hardest when they know exactly 
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(COLUMBIA, 








Columbia for almost thirty years has served the Office 


Equipment and Stationery trade with a wide 
variety of carefully designed and well con- 
structed Steel Office Equipment. 


Columbia during the war directed its production 





exclusively to our armed forces. It was a 
wartime necessity and privilege. 


Columbia today is again devoting all 





its efforts exclusively to supplying 
the trade with the well-known and 
much-needed Columbia products. 


Columbia makes in its own 





factory most of the compo- 
nent parts used in its equip- 
ment. We still face, however, 
the problem of material 
shortages, over which we 
have no control. 


Columbia is doing 





everything in its power to 
overcome these handi- 
caps, so that it can again 
give to its dealers the 
excellent service which 
has long been customary 
with Columbia. 


COLUMBIA 
STEEL EQUIPMENT COMPANY 


Manufacturers of Office Equipment 


LINCOLN-LIBERTY BUILDING 


PHILADELPHIA 7 PENNSYLVANIA 
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Simple 


Formula 


FOR LOW COST 
CASH CONTROL 


WANA 
Yeairgrgphic 


CASH REGISTE 





Most modern, efficient Cash Control for 
small business—entries made as transac- 
tion occurs—simplified forms for easy 


bookkeeping—records always under lock 


and key. 


Sell Indiana for Profits and Good Will 








SHELBYVILLE, INDIANA 
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what they are doing, and are working toward a speci- 
fic goal. 

9. Are you always careful to give praise when praise 
is in order? Do you make sure that credit for a job 
well done is always directed to the proper individual? 
Among the most hated individuals in the business 
world are those who snag credit for themselves for 
work done by subordinates. No well-liked boss is ever 
guilty of this offense. 

10. When disciplining the employee, do you make 


| sure always to do so in private? Public hell-giving is 


a sin of poor management which few recipients ever 
forgive. The tactful, top-notch management man al- 


| ways disciplines where only the individual concerned 


can hear. Moreover, in this situation, he always keeps 


| his temper, explains the discrepancy carefully, and 
never—never—resorts to profanity! 


11. Are you willing to “go to bat” for employees with 


| higher-ups, when necessary and desirable? Employees 


like to have a boss who will get in there and fight for 
them in the event of violation of rights. They like a 


| man who will stand up in meeting, and speak out when 


a desirable concession is to be gained. Understand, the 
management need not fall sucker for exorbitant em- 
ployee demands. On the other hand, the good boss is 
ever-ready to stand up for those he manages, when 
necessary. 

12. Do you see that raises, transfers, and promo- 
tions are given out to those most deserving? The of- 
fice appliance dealer who tosses plums to his friends, 
is generally popular only with the few friends he has. 
Good managers handle matters of salary increases, 
upgrading, etc., in as impersonal a manner as possible, 
using every means at their command to make sure 
those most deserving are first rewarded.—Bart. 
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The C.E.SHEPPARD CO., 
44-0! 2157 STREET. LONG ISLANO CITY! 
NEW YORK 



















NEW CATALOG—Illustrating the new catalog “B” of the 
full Cesco line manufactured by C. E. Sheppard Co., Long 
Island City, N. Y. Story appears on page 11 of this issue. 
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NEW STORE OPENED AT KIRKSVILLE, MO. 

Mrs. Edna Campbell of Kirkville, Mo., opened her 
new book, gift and stationery store on October 9. The 
new store, to be known as Edna Campbell’s, is lo- 
cated in a building which has been remodeled and 
redecorated and will handle the same lines, with the 
exception of text books, which she handled while 
operating the Book Store in Kirk Auditorium the past 
12 years.—PJP. 


nO 


NEW ADDRESS FOR WILSON JONES IN N. Y. 


E. F. Dooley, New York City manager of Wilson Jones 
Company, announces that the new address is 122 B 
23rd St., New York 10, N. Y. 
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NILMERG: You yearn to be a cutup? 


BREWSTER: No—I just envy surgeons the quick action they get 
when they yell “Scalpel—suture—bandage!” 


NILMERG: I don’t get it. 


BREWSTER: In my dream I, too, was surrounded by nurses. I 
merely yelled “COLUMBUS vermilion!”—or—‘*COLUMBUS 
purple!” Instantly it was handed to me—without my having to 
plow through a pile of junk every time I wanted a special color. 


NILMERG: Here, friend, is your dream come true. A. W. 
Faber’s wonderful assortment of COLUMBUS thick colored 


crayons are now offered in this handy easel box with F.T.C. 


BREWSTER: F.T.C.? Does that mean Federal Trade Com- 
mission ? 

NILMERG: It means Finger Tip Convenience. Swing open 
the box—there they are—all the swell COLUMBUS colors 
at your fingertips. 

BREWSTER: Does this box carry the full range? 
NILMERG: Indeed it does—red, blue, black, brown, 


orange, white, yellow, vermilion, carmine, purple, green 
and light green. 


BREWSTER: Thanks loads—no pencil gives me more 
colorful effects on sketches, layouts, renderings, maps, 
clevations, etcetera. I’m going to call my dealer and 
order an assortment right 
away. 





59 in THE NEW 
HANDY EASEL BOX 


COLORED Crayon Poncil ga tie ee 
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OFFERS WAY TO KEEP RECORD OF ORDERS 


Miss Ellen A. Fisher of Fisher-Harrison Printing 
Company, Greensboro, N. C., has written OFrrice AP- 
PLIANCES, telling of an efficient way to keep a record 
of merchandise orders during the abnormal conditions 
of today. 

Says Miss Fisher: 

“During the past few critical years, we, like hun- 
dreds of office supply dealers all over the country, 
have been having a great deal of trouble locating 
merchandise for our store; and, in trying to maintain 
an adequate stock, have been buying from many 
manufacturers and jobbers. 

“For example, we notice that our supply of stenog- 
rapher notebooks is getting low and place an order 
with a regular supplier. Several months pass, our 
stock becomes nearly depleted, and as we have not 
received the notebooks on order, or any hope of early 
delivery, we order from another supplier who promises 
a fairly early delivery. In desperation, we might even 
place an order with a third supplier; with hopes of 
better delivery. This does not happen with stenog- 
rapher note books alone. Desks, chairs, files, columnar 
forms, blank books, file folders .. . any number of 
items have been ordered from several different sup- 
pliers. We, like the other dealers, have orders in our 
files a year old, or older, some of them forgotten and 
duplicated, some duplicated in urgent need for mer- 
chandise. 

“We have felt that there was needed some way to 
control our purchasing, and in an effort to establish 
this control, we have set up a file that we find to be 
very useful. 

“We use a simple card index tray, ruled cards, and 
fifth-cut blank card guides, indexing by item the 
merchandise we have on order. The cards show quan- 
tity, manufacturers’ stock number, description, from 
whom ordered, our order number, date ordered, and 


expected delivery. The same item may be ordered | 


from any number of manufacturers, but we have all 
of this information on one or more cards in condensed 
form, and can tell at a glance how our orders stand. 
As new orders are placed or merchandise is received, 
these additional postings are made or stricken from 
the cards, giving us at all times an up-to-date picture 
of merchandise on order. 

“This system helps us very much in purchasing when 
salesmen call, as we can tell immediately what and 
how much is on order; when and from whom it was 
bought.” 


oie = 


NIAGARA ANNOUNCES NEW DEALER POLICY 


Niagara Duplicator Company, San Francisco, Calif., 
in a recent communication to division managers an- 
nounced a policy of relationship with dealers and 
dealer personnel, the company wishing to demonstrate 
to its dealers that they are sole representatives and 
source of business. 

The communication declares that “Niagara sells all 
its products solely and exclusively through dealers— 
never through branches or agents. This policy is now 
adhered to without exception, whether at the national 
capital, in the largest cities, or the smallest towns.” 

One single general agreement is made with all deal- 
ers. Each has assurance that he has the same terms, 
the same price schedule, and the identical discounts 
as all other dealers. 


— ><? 


NOMDA MEN TO SERVE ON NEW TRADE GROUP 


The new Secretary of Commerce, the Hon. W. A. 
Harriman, has asked the National Office Machine 
Dealers Association to have two representatives serve 
on the National Retail Advisory Committee now being 
formed from leading trade associations. 

Present Robert Randazzo has authorized the 
NOMDA secretary, Richard K. Koch, to accept the in- 
vitation and with Gene Taylor, who has consented to 
Serve, to form NOMDA’s representation. 
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DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13. NY 
36 N. CLINTON CHICAGO 6. ILL 
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YOU 


"HOO" CASH VOL 


AR D QUESTION 


WE WANT YOUR Grawer 


For ARD's astonishing growth, for the 
universal customer acceptance that has 
skyrocketed the youngest name in re- 
liable Chrome to the enviable position 
of the fastest growing in the field. 


IT MAY BE ONE OF THESE — 
OUR FINE W-599 SPRING SEAT WOOD CHAIR | 


With back and seat tailored — 
rr 

















in Duran is another good rea- 
son at $20.84. . . . Soon this 
will be supplemented with a 
companion arm chair. 


\ 





) | ITMAY BEAHONEY OFA 4-LEGGED CHAIRNo. AH 


This unusual chair with its grace- 
\ ful streamlined chrome back, 
; } curved in at top, curved , [] 
| | leatherette back panel and \ \\j/) 

| large, comfortable padded I. 










| | | seat is another good rea- 
i " son at $14.90. 






PEDESTAL COSTUMER No. 12CB 


Style, quality and beauty combine in 
this 74" Costumer of Triple chrome on a 
shaft of 15%", with 4 double hooks, 
gracefully bent and chrome plated, sup- 
ported by a heavy step-up type cast 
black crackled base, No. 12CB at $17.90. 
Or the 42" booth costumer with triple 
chrome hooks No. 128C at $7.90, or New 
Style 4SL set of 4 Chrome legs at $11.90, i] 
or any one of a number of other popular i 
Chrome items. Then our Counter Stool 
Seat No. 222 with its curved well padded 
back, glistening Chrome frame, support- 
ing the large comfortable seat is another 
good reason at the low list price of 


$10.90. 
QUICKEST DELIVERY—POSITIVE;MONEY-BACK WARRANTY 


Also play their part in ARD's growth and popularity, but 
you... the user possess the answer to our $100 Question. 

































if you are an ARD Product user, or become one now, simply by 
completing this statement best, in the opinion of our judges, in 50 
words or less by March |, 1947, “I am a user of ARD products 


because 





mailing your answer to us or thru our nationwide authorized dealers, 
writing us on your business letterhead. Write for illustrated Brochure 
and name of your nearest Ard-Chrome dealer. 

IMMEDIATE SHIPMENT ON MOST ARD PRODUCTS. 
? “Watch for New Ard-Chrome being developed.”’ 







ARD MANUFACTURING COMPANY 


13 Vine St., Evansville 8, Indiana P. O. Box 442 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William J. McNulty, Correspondent 





The New Glasgow Printery, New Glasgow, N. S., is 
not opening up a new groove in the maritime provinces 
in selling office appliances and general supplies, in 
conjunction with commercial printing. J. & A. Mc- 
Millan, St. John, N. B., have been active in both lines 
for about a century, and Barnes-Hopkins, and pre- 
decessor, Barnes & Company, St. John, for about 60 
years. Nova Print, Halifax, N. S., have been active 
for about a dozen years; F. M. O’Neill & Company, 
Halifax, for about 25 years; Ross Print, Halifax, for 
about five years; McMurray Company, Fredericton, 
N. B., for about 25 years; and R. H. Davis & Company, 
Yarmouth, N. S., for’about 35 years. 

* * * 


Soulis Typewriter Company, Halifax, N. S., has been 
devoting special attention to A. B. Dick Mimeograph 
duplicators and check protectors. For its newspaper 
advertising, the Soulis firm has been using a black 
box about a half inch wide, and with white letters 
contrasting against the black. The letters form a 
sentence on each of the four sides—A Complete Serv- 
ice—Office Equipment—Office Supplies—Office Furni- 
ture. The typed matter in the body is changed fre- 
quently, and usually each advertisement concentrates 
on one item. 

* * * 

Nova Print, Halifax, N. S., distributes a list of office 
and warehouse supplies and asks office and warehouse 
managers to check off what they need and notify the 
Nova base immediately. There is a wide coverage of 
items in the list. 

* * * 

William T. Musgrave, Sydney, N. S., is campaigning 
for portable typewriter sales to all high school, busi- 
ness college, and junior high school pupils on Cape 
Breton Island. He has been pointing out the value of 
the portables for school students in connection with 
their home work, and sending out invitations to the 
children to bring their parents to the Musgrave show- 
room for demonstrations. Pay-as-you-use terms are 
available on such sales. 

* * * 

Archibald C. L. Tapley, for many years manager of 
the St. John, N. B., branch of the Burroughs Adding 
Machine Company, was taken to his home at Lancaster 
Heights, a St. John suburb, after being in a St. John 
hospital for more than two months. His condition 
was reported as improved. He is a veteran of the 
office appliance field in the maritime provinces and 
many sales tours of the provinces of New Brunswick, 
Nova Scotia and Prince Edward Island. 

* * 

Emerson-Wheaton Company, St. John, N. B., formed 
about six months ago, has been specializing in office 
furniture, including desks, typewriter tables, swivel 
and other chairs, and files. 

* * * 

The Mimeograph Service, Halifax, N. S., is making 
a special drive to interest teachers, in behalf of 
Mimeographing examination papers, instructions and 
notices. The campaign is aimed also at business firms, 
merchants and manufacturers for circular letters, and 
at clubs and other organizations for notices to mem- 
bers, copies of regulations, and song sheets. 

* * * 

Garfield Stevens, Jr., manager of the St. John, N. B., 
branch of Gestetner, Ltd., had the unusual experience 
recently of being nominated on a full ticket for civic 
elections at St. John, and then having his name taken 
off the list of candidates by city tax collection officials, 
on the grounds that some back taxes were not paid 
within the time limit. Mr. Stevens had been in the 
Canadian armed forces for several years. 


* * * 


Deliveries were started during November on new 
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ever quickly seek their kind, 
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Makers of quality Brief Bags, Brief Cases, Zipper Envelopes, Ring Binders, Portfolios 


e Wavous e Give lows 


1049 South Kildare Avenue «+ Chicago 24, Illinois 


1270 Broadway, New York « 902 Brack Shops 527 W. 7th St., Los Angeles 
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... with the Patented 


Here's an inside tip on a profit-build- 
ing filing cabinet that's really different! 
It has a Patented Concealed Safe Unit 
built right into it. Executives want it because 
it provides handy, hidden security for con- 
fidential papers, receipts, documents and 


other valuables. 


It's a great filing cabinet for home use, too. In 








Concealed Safe Unit 


records of all kinds, in one convenient place. 


This Invincible Filing Cabinet with the Con- 
cealed Safe Unit opens a brand new market 
for you — leads to continuous sales of other 


units. Complete information sent upon request. 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 
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valuables, there is ample drawer space 


for the orderly filing of receipts, letters, 
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Smith Corona, Royal, 
portable typewriters, by E. A. Raphael Company, Bos- 
ton, Mass. The distribution was made through New 
England. Although new and used typewriter selling and 
puying, repairing and overhauling are given top at- 


Remington and Underwood | 


tention by this firm, adding and calculating machines | 


are also handled. Rental service is provided. In ad- 
dition to the machines, ribbons are offered. 

“New England’s Largest Typewriter House’, is the 
secondary title of this business, with base in the heart 
of the Boston retail business district. The repairing 
and overhauling service is being promoted from the 
“reasonable charge” angle. Advance orders on the new 
portables were campaigned for during September and 
October, and with promise of a start on deliveries 
before the first of December. 

————— — 
FLAGSHIP CARBON IS BUSINESS SHOW FEATURE 


Flagship, new metallic back non-curl processed car- 
bon paper, manufactured by Allied Carbon & Ribbon 
Manufacturing Corporation, 165 Duane St., New York 
13, N. Y., attracted attention at the recent New York 
National Business Show. Flagship was featured in the 
exhibit of Copy-Craft, Inc., exclusive New York dis- 
tributors of this new carbon paper. 

The manufacturers of Flagship claim many ad- 
vanced features for the carbon. By a new process, it 
is asserted that the back of the sheet is completely 
coated with an actual metallic plating and reinforced 
with cellulose acetate for strength and pliability. This 





FLAGSHIP BOX COVER 


special treatment in combination with imported tis- 
sues and fine pigments produces a carbon which is 
claimed by the manufacturers to have many advan- 
tages. Not only is the paper non-curl and unaffected 
by heat, cold, moisture or dryness, but it is longer 
wearing, cleaner and easier to handle, is the claim 
advanced. The metallic back is declared to resist 
stenciling through under the impact of the type- 
writer keys. 

Copy-Craft, Inc., at the Business Show, employed 
a novel method of demonstrating the non-curl fea- 
ture of Flagship. It was subjected, first to the extreme 
heat in a hot chamber, and then to the extreme of a 
cold chamber. In addition, a typist using one sheet 
of carbon for the entire six days of the show, typed a 
full page, single spaced, every thirty minutes, making 


one carbon copy. The one sheet of Flagship not only | 


withstood this wear test for the entire time, it is 
declared, but produced 94 full pages of clear, distinct 
typing for a total of 348,524 characters. 


tributed nationally through exclusive dealer fran- 


chises. 
a SS ae 


BATON ROUGE MAN ON HONOR SALES GROUP 


Branch Manager D. C. Humphreys of the Monroe | 


Calculating Machine Company offices, Raton Rouge, 
La., was recently informed of his election to the 1947 
Monroe High Point club, the honor sales organization 
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SEASON’S 
GREETINGS 


AND A PROSPEROUS 


NEW YEAR 


TO 


OUR GOOD FRIENDS IN 


THE STATIONERY TRADE 


WM. 


Flagship carbon was recently introduced. It is dis- | 


May we take this occasion to 
thank you for your understanding 
and cooperation with us during 
the difficult re-conversion period. 
With production stepped up to 
highest levels ever, we now expect 
to serve you promptly during 
1947. Under any conditions, we 
shall maintain the traditional 
“BERNARD Quality,’”’ because we 
know that’s the way you want it. 


SCHOLLHORN COMPANY 
Quality Tools Since 1870” 


|35012 CHAPEL STREET - NEW HAVEN 9, CONN. 


BERNARD 
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fl oifunion of colors is impossible with 
Sanford’s PENIT. Sales people or con- 
sumers can now make immediate selection 
of ten brilliant, harmonized colors. 

From the two-ounce bottle to the gallon 
the color of the carton, label and cap in- 
dicates the color of the ink. These color- 
ful cartons bring brightness and life to 
your ink display. 

PENIT works perfectly in any make of 
fountain pen. Fine quality chamois pen 
wipers are packed with all four-ounce 
bottles and quarts. 

Standardize on PENIT for at least 70% 
of your ink business. Make it the ink your 


salesmen sell. In turn you avoid com- & 








plaints; you obtain automatic repeats, you 
give the consumer the finest ink that 
money can buy. Best of all you increase 
your profits. 

Remember list prices on Sanford’s 
PENIT are retail prices. They are not 
deceptive. 

Write for catalog and prices on the 
cleanest fountain pen ink made. 





SANFORD 


INK COMPANY 





Chicago 7 
New York 12 
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CANADIAN NEWS NOTES . 





S. J. Luddington, Correspondent 





James A. Moir, for the past 41 years associated with 
the office stationery firm of Grand & Toy, Toronto, 
Ont., and manager of the branch of that firm on 
Wellington St., died recently. He was also a director 
of the company. Born in Princeton, near Woodstock, 
Ont., he resided in Brantford, Ont., for a time, and 
later in London, Ont., where he was in the stationery 
business. He is survived by his widow and one 
daughter. 

* a * 

John V. Michener, Vancouver, B. C., former manager 
of the Barber Ellis Company branch in that city, died 
recently. He was the son of Senator and Mrs. Edward 
Michener of Ontario and brother of Hon. D. Roland 
Michener, provincial secretary of the Province of On- 
tario and a widely-known Toronto lawyer. Survivors 
are his widow and two children. 


* * * 


Henry Doyle Elder, for many years a valued employee 
of Grand & Toy, Toronto, Ont., stationers, died re- 
cently in that city. He had been a resident of the 
city for 35 years. Surviving are his widow, three daugh- 
ters and two sons. 

* ca cS 

Harold Jarvis, 79, inventor and member of one of 
the oldest families in Toronto, Ont., died recently at 
his residence, 181 St. Clements Ave., that city. 

Mr. Jarvis was noted as an inventor; his most out- 
standing achievements being in the development of 
adding machines, typewriters, filtering and drinking 
fountain systems. 

Born at Glenhurst, Ont., the family homestead, the 
son of the late Edgar John and Charlotte Beaumont 
Jarvis, he received his education at Upper Canada 
College, Toronto. He was a member of the Argonaut 
Rowing Club, the Queen’s Own Rifles and of the An- 
glican Church. 

His wife, Mrs. Kathaleen Keer Jarvis, an organist 
and pianist, died in 1941. His daughter, Mrs. Ralph 
Himsworth Jarvis, survives; also his granddaughter, 
Kathleen Claire Jarvis; three sisters and six brothers. 


* * * 


John A. Stiff, associated in the operation of a sta- 
tionery .business in Toronto, Ont., was found dead in 
a Toronto cemetery recently, being stricken suddenly. 
The late Mr. Stiff had served during the war in the 
Royal Canadian Air Force and was an Officer at the 
time of his discharge. He was a son of the late Mr. 
and Mrs. Frederick James Stiff, brother of George F. 
Stiff, and Mrs. J. R. Gray of Trenton, Ont. 


* * * 


Destruction of the St. George Pulp & Paper Com- 
pany plant at St. George, N. B., recently with a loss of 
more than $250,000, was caused by fire of unknown 
origin. The fire spread so rapidly that only the black- 
smith shop and the wood mill of the plant was saved. 
About 124 men were employed in the plant and about 
300 others were engaged in cutting pulpwood to supply 
the industry. In addition to the loss suffered by the 
plant, on which it is reported that little insurance was 
carried, the generator room, on the main floor, was 
also destroyed. This department of the plant had sup- 
plied power to the two granite manufacturing plants 
in the town which will be obliged to suspend opera- 
tions. 

The wood mill located about 300 feet from the main 
building escaped damage as the wind was blowing 
in the opposite direction. Extensive repairs had been 
made during the past few weeks. Antoine Lacroix of 
Westfield is the general manager of the St. George 
Pulp & Paper Company. 

* a * 

Robert G. Fitzpatrick, manager Portable Typewriter 

Merchandising Division, Underwood Ltd., Toronto, ad- 
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SLICK 
GLEAMING 
ACETATE 
mounts! 


BLACK 
SHEETS! 


WHITE 
SHEETS! 


COVER LOOKS — — etapa eg MN with a 
rake, and wi white an ack sheet in each of 
LIE LEA THER the six acetate mounts. (12 display pages). Page size, 


—and it’s specially treat- 9x 11". Nationally advertised at $7 95 


ed for extra strength. The 
tough pyroxylin coating 
makes it moisture-resis- 


tant, too! W. 4 Lace vo 
' 
. NE . UR ORDER TODAY! 


THE RAKE-—Aclever little gadget which 
makes the ring binder as easy to use as a 
loose-leaf binder. Simply push in additional 
pages. It’s quick! It’s easy! 

EXTRA RAKES (1 doz. to package) 5¢ each 
EXTRA ACETATE MOUNTS 30¢ each 
1 white and 1 black sheet inserted in each 
mount. Packed 24 to a box. 


Packed 3 to a box. 
Minimum order, 1 box. 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal d 
supply of PRONTO Fibre Board Files in the near f 
future. . 

B 


However, fibre board still remains available in 


limited amounts only. Under this circumstance, we 











W 
continue our practice of trying to supply all our cl 
dealers with enough PRONTO FILES to cover basic 
requirements. = 
We know your demands are real and we are deeply | 
appreciative of your continued patience and under- = 

. tol 
standing. 
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dressing a meeting recently of the Mimico-New 
Toronto Rotary Club at the Old Mill, Toronto, declared, 
“There is a common misconception that most veterans 
feel that the community owes them a living—they 
are definitely wrong.” 

The guest speaker chose as his topic, “From Brass 
Knuckles to Powder Puffs.” He said, “the young men 
of Canada laid down their sales books for a gun and 
closed their car doors to be taught how to batten down 
the hatches of Sherman tanks.” 

* Oo” a 

The Lotbiniere Pulp Company, Ltd., Nicolet Falls, 
Que., is having a complete new penstock with founda- 
tion erected at its paper-making plant at Nicolet Falls. 
The work is being done by a general contractor 

+ * * 


Well over 140 members and guests attended the 
opening meeting of the season held recently at the 
Oak Room, Union Station, Toronto, by the Stationers’ 
Guild Club of Toronto. Chairman of the executive, 
Harold Norman, presided. The feature of the highly 
successful event was a splendid sound picture in tech- 
nicolor. 

With the retirement df S. F. Duncan, president and 
general manager of Provincial Paper, Toronto, a num- 
ber of changes have been announced by D. W. Am- 
bridge, the new president. Mr. Duncan was one of the 
founders of the firm, which was formed 37 years ago. 

W. S. Barber is now secretary-treasurer, A. P. Jewett 
director of sales, and A. G. Pounsford director of man- 
ufacturing. Mr. Barber has been with the company 
for 34 years and Mr. Jewett joined it 30 years ago. 
During the war, the latter was administrator of book 
and writing papers for the Wartime Prices and Trade 
Board of Canada. 

> 
NEW ENGLAND TRAVELERS CLUB NOTES 

Dave Silverman, proprietor of Mayfair Stationer, 
Worcester, Mass., recently joined the hole-in-one ex- 
clusive ranks, turning the trick on a 165-yard hole. 

ok + * 

Michael Russo, for 24 years with Thorp and Martin 
Company, has opened up his own business as a com- 
mercial stationer at 59 Hobson St., Brighton, Mass. 

* * * 

Afred McConnell, for many years with Jordan Marsh 
Company and recently buyer of stationery, is now 
manager of Green’s Card Shop, 101 Summer St., Bos- 
ton, Mass. 

William O. Needham, W. A. Sheaffer Company sales- 
man, is the proud father of William James Needham, 
born at Richardson House, Longwood Ave., Boston. 

* * * 

Edward M. Bradford, son of NET club member H. S. 
Bradford, recently joined the sales force of the Ameri- 
can Pad & Paper Company, Holyoke, Mass. He was 
overseas with the 36th Division for more than a year. 

* * * 

Raymond F. McCrane, just back from Army service 
and with the firm for about 20 years as outside 
salesman, is the new manager of E. L. Freeman Com- 
pany at the Providence, R. I., store. 


* ” * 


These items are taken from the club bulletin 
<< - 
SOUTHERN TRAVELERS ISSUE ROSTER 

OFFICE APPLIANCES is indebted to Charles Hucke, 
manufacturers’ representative, for a copy of the South- 
ern Travelers Club roster for 1946-47. It lists members 
both by individual name and by company. The mem- 
bership is 108. The club is a larger organization than 
ever before. Officers are Ralph A. Bender, manufac- 
turers’ representative, president; R. J. Clay, The Gen- 
eral Fireproofing Company, first vice-president; H. O. 
Wolff, W. H. Gunlocke Chair Company, second vice- 
President; Jack Autry. Wilson Jones Company, third 
Vice-president; C. H. Hucke, secretary and treasurer; 
Uncle Charles Small, honorary president. 
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IMMEDIATE 
DELIVERY 
for 
DOMESTIC & EXPORT 
TRADE # 


REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximatel 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 
235 FIFTH AVE., NEW YORK 16, N, Y. 
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PREDATORS 


A full-grown mountain lion will kill more deer in 
a year than a dozen experienced hunters. Given 
the opportunity, he might in the same time ac- 
count for 100 or more head of cattle. 


Business, too, has its predators which can be 
just as deadly as the mountain lion. They at- 
tack in numerous ways such as unnecessary de- 
lays, inefficiency, waste. The best means of erad- 
icating them that we know is conscientious 


service, and that is our specialty. 


Shortages of steel and labor have retarded 
production but we are on the way. As more 
material becomes available output will step up 
and the service to you on the improved line of 
"Andy units of steel" will take on a new meaning. 
In the meantime we are grateful for the patience 
of our many friends in the industry. 


Sole Distributors for Anderson-Hickey Co. 


5631 W. Madison Street ” 
Chicago 44, Illinois 
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NEWS NOTES FROM NSA DISTRICT NO. 7 

(Editor’s Note—Al Nordstrom, Smead Manufacturing 
Company, is pinchhitting for Merrill D. Hasty who is 
on an extended trip to the far Northwest.) 

Gordon Wenell, long associated with Bertelson 
Brothers, Minneapolis, Minn., has resigned as of No- 
vember 10 to go into the turkey raising business with 
a brother at Sullivan Lake, Minn. This firm, to be 
known as Wenell Brothers, will raise prime No. 1 fowl 
for the holiday tables. 

A get-together luncheon was given by Twin City 
travelers for Gordy, who was presented with a fine 
fishing rod and reel as a token of the esteem in which 
he is held by his fellow salesmen. Present at the 
party in addition to the guest of honor were Claude 
“Swifty” Fleet, Larry Ackert, Fred V. P. Schaefer, Ken 
Henderson, Jack Guntrum, Harold Reineke, Harry 
Berquist, Arnold Berglund, Carl Kaufmann, and the 
writer. 

oa ok * 

E. Mortimer Hansen, Roy “Scattergun” Clarke and 
Bob Davies were among the happy nimrods who opened 
the duck and pheasant hunting seasons this fall. Art 
Grayston was confined at tHe Swedish Hospital re- 
cuperating from an operation and was unable to join 
his pals in the duck blinds. Bob and Ed brought back 
their usual quotas, amounts not stated, and up to 
this writing no one has seen the birds claimed by 
“Scattergun”’. 

* * * 

Arnold Berglund, Joseph Dixon Crucible Company, 
vice-president of the Northwest Travelers Club and 
bridge expert of the organization, was seen in earnest 
conversation with Harry Bergquist, Boorum & Pease 
Company, loose leaf expert. My eavesdroppers report 
that the Man of Cards was giving Harry some expert 
tips on how not to play this game of bridge. 

* * * 

Herb “Junior” Morgan, National Blank Book Com- 
pany, was seen by several of his old buddies at the 
NSA sessions in Chicago and later in the Twin Cities 
where he attended a get-together luncheon at the 
Stationers Club (Covered Wagon to you). 

* * * 

Tom Valleau, son of the irresistible Bob and a former 
partner of his dad’s in R. B. Valleau Company, is the 
manager of Gokey Company (Sporting goods) in St. 
Paul, Minn., located next door to McClain & Hedman 
Company. He will be glad to have his old traveling 
friends drop in for a visit. Incidentally, Bob Valleau 
celebrated his birthday on November 18, his fortieth, 
he claims. 

* * oh 

Sterley Jerue, stationery and automotive tycoon in 
the Saintly City, is not only an avid follower of the 
St. Paul baseball club, but can be seen almost every 
Saturday occupying a choice seat at Memorial Stadium, 
and also attending the St. Thomas home games. 

x * * 

Art Grayston, fully recovered from his recent opera- 
tion, is back on the job and looking for five or six 
other congenial gentlemen to join him in a little 
indoor pastime. And how Art can play ’em! 

* * * 

Sioux Falls, S. Dak., has the unique distinction of 
having three former governors of the seventh district 
residing in that fair city—Al Hansen, Brown & Saenger 
Company; “Chuck” Mixter, Sioux Falls Book & Sta- 
tionery Company; and Lyle Espe, Midwest Beach Com- 


pany. 


* * * 


Elgin Burke, former owner of the Willmar Office 
Supply Company, sold out his firm to a Dr. Grinnel, 
who will continue to operate this store under the pre- 
vious name and policy. Elgin is packing his duds for 
Oakland, Calif., where he will be associated with his 
old friend, Ed Cooper, Associated Stationers, of Oak- 


land. 
Frank Cooper, Codo Manufacturing Corporation, was 
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k Operators who know prefer Monroe 


be Speed, flexibility and easy operation have made hundreds of thousands of 
operators Monroe enthusiasts—whether they operate Monroe Calculators, Listing 

ity Machines, or Accounting Machines. 

oh Every Monroe has the basic Monroe simplicity. Every Monroe has the incom 

he parable ‘Velvet Touch’ keyboard. Every machine in Monroe's broad line is the 
ide product of the engineering skill and precision that have given Monroe Adding- 

7 Calculators leadership for a third of a century. 

she There are Monroe-owned branches in all principal cities—always available for 
maintenance and service. Phone your Monroe representative today; he is fully 
- qualified to discuss all phases of your figuring and accounting. Send for your copy 


1ed of our new Payroll Booklet, Monroe Calculating Machine Co., Inc., Orange, N. J. 
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ack 3-Series” Dials and a Split Lower Dial that make possible startling short-cut 
to methods—in many cases eliminating entire operations. 
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The Monroe Adding - Calculator illustrated below has the exclusive Monroe 
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THE FIRST OF A NEW 
SERIES OF 
CATALOGS 























CATALOG “B” 


SECTIONAL POST—CHAIN AND 
SOLID POST BINDERS—LEDGERS 
SCREW-POST AND CATALOG 
COVERS—MINUTE BOOKS & 
SHEET HOLDERS 


This new catalog shows a greater range of post binders 
than ever before—piano type and lug type metal hinges 
in addition to fabric hinges. Both bound and exposed 
lacquered metals—the latter to meet the growing demand 
for neater and longer wearing binders. With this newer 


and wider line Cesco Dealers now have a distinct advantage. 


NOW—PROMPT DELIVERIES 


We are back to a normal delivery schedule on practically 
all Loose Leaf Goods—Post Binders, Visible Record Books, 
Prong Binders, Transfers Catalog Covers. Also Ledger 
Sheets and Columnar Forms. Ask for the new “B” and 


other Catalogs. 


Exclusive Agencies with protected territory to established 
dealers. Send for details. 






































The CESHEPPARD CO. 4407-2!"5t LONG ISLAND CITY I ny. 
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at Rochester, Minn., for a physical checkup during 
November. 


* * * 


Joe Langlais, formerly of Miller-Davis Company, re- 
ports that business at Security Blank Book Company, 
St. Cloud, Minn., where he is the new general manager, 
is picking up in great shape. Joe extends a hearty 
greeting to his many friends to call on him when in 
St. Cloud. 


+ * * 


Art Shipley is hoping to have his new store function- 
ing soon after the first of the year. He is associated 
with Jim Gaffaney in this venture at Bismarck, N. 
Dak., the store known as the Gaffaney-Shipley Com- 


pany. 


* * * 


Matt “Ambitious” Dillon, Associated Stationers en- 
terprising young traveler, was seen boarding an air- 
liner at Wold Chamberlain Field recently, on his way 
to Fargo, Grand Forks and Minot in the Dakotas. 

* * * 

That happy whistling emanating from Don Barnard’s 
office at Zaiser Company, Des Moines, the morning of 
November 2, was caused by the fact that Mrs. Don 
became the mother of a boy, born on November 1. 

* co * 

Jacke Ruhe, Ruhe’s, Watertown, S. Dak., showed that 
he had not lost his stroke during his protracted stay 
with the armed forces by winning the South Dakota 
State Amateur golf tournament with a neat 69. 

a oa x 

Friends and family mourn the death of Leo Davey, 
who died in October. Lee was formerly the manager 
of the Kliptoe Loose Leaf Company, as well as the 
former mayor of Mason City, Iowa. At the time of his 
death, Mr. Davey was the secretary of the Iowa Power 
and Light Company. 

* a * 

As these items go to press, we receive word of the 
death of Jerry Latsch, brother of Robert Latsch, for- 
merly national president of the NSA. The Travelers 
Club extends sincere sympathy to Mrs. Latsch. 

oa * 

John “Dead Shot” Cole, formerly with Carter’s Ink 
Company and a former resident of Minneapolis, has 
gone into the hardware business with a brother at 
Littleton, N. H. Good luck and good hunting, John. 

a 
17 BECOME UNDERWOOD KEY MEMBERS 

Seventeen employees of Underwood, Ltd., typewriter 
manufacturers, Montreal, Canada, branch, recently 
were added to the roster of the firm’s Gold Key Club, 
indicating that they have 25 or more years of service 
with the company. 

At a luncheon in the Queen’s Hotel, the new mem- 


bers were presented with gold keys by W. H. Muirhead, | 
local manager, who congratulated them on their loy- 


alty and long service. 


There are 102 members of this club throughout the | 


Dominion. The aggregate service of those at the meet- 
ing totalled 539 years.—RC. 
—_—a 2 
NEW FIRM IS OPENED AT COLBY, KANS. 

The Northwest Kansas Office Supply Company was 
opened recently at Colby, Kans., in the west half of 
the new Horlacher building situated at 160 W. 
Fourth St. This company will handle office furniture, 
equipment and supplies, besides books, stationery, 
cards, gifts, records and albums. H. E. Mimms is the 
manager —_GMH. 


2 
RIIDIGER’S FIRM OPENS AT ARCADIA, FLA. 

November 15 marked the opening day of Riidiger’s 
In Arcadia, Fla. This store is carrying a line of office 
supplies and equipment. One-day pen repair service 
is offered, as well as quick service on rubber stamps. 
Riidiger’s features a separate gift shop with book de- 
partment and rental library. 

1946 
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LITTLE Dealer Franchise 
protection eliminates com- 
petitive chiseling. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements, 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


Write for details 
and samples. 


‘"*QUALITY EXCLUSIVELY SINCE 1888’ 
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WRITE up more profits 
with WRITE products 


WRITE products offer office work- 
ers what they demand in Carbon 
Paper and Typewriter Ribbons . . . 
more copies, cleaner copies from 
every sheet of carbon paper . . . 
long wear from typewriter ribbons 
that produce clean, sharp, legible 
work. 


For customer satisfaction that spells 
more sales, greater profits, stock 


and display WRITE products. Re- 


WRITE! 


Immediate Deliveries 





W R | T c 420 Lexington Ave., 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Introduced as “The West’s smartest, exclusive pen 
shop”, Rolston’s was opened late in October at 1615 
Westlake Ave., Seattle, Wash., the second of two such 
stores in that city. Customers were invited to the 
grand opening to view the concentrated stocks of pens 
and allied supplies, inks and accessories on display, 
with Waterman, Parker, Sheaffer and Eversharp lines 


| highlighted, plus an expert pen repair department and 
| factory-trained pen repairmen. 


* * * 


Furnishing a treat to Tacoma Rotary Club members, 
the National Cash Register Company showed a film 
giving details of the complicated workings of the 
National Cash Register organization. 

* ok * 


The fifth Lowman establishment and newest link 
in the expansion chain of Lowman & Hanford Com- 
pany stores, a Ballard branch was opened in this 
northern section of Seattle late in October. Many 
attended the opening ceremonies at 2201 Market St., 
and viewed the stationery, office supplies, leather 
goods, artists’ materials, and a large number of gift 
items. Featured, too, was a special eye-ease paper, 
along with other commercial and social stationery and 
greeting cards, and, of course, fountain pens. 

* * * 

Featuring lines of stationery, greeting cards, and 
various gifts, The Original Shop was recently opened 
at 407 E. Pike St., Seattle, Wash. 

* * * 

Office typewriters, globes, adding machines and 
other equipment and supplies of the Lawton School 
of Seattle were damaged by juvenile delinquents on a 
belated Halloween prowl. The first floor hallway was 
strewn with school supplies and stationery, books and 
American flags. Office equipment was carried down to 
the basement and covered with fluid from a fire ex- 
tinguisher. 

* + * 


Winning the Red Feather award for its co-opera- 
tion, Pioneer, Inc., large stationery organization of 
Tacoma, Wash., was at the forefront of the com- 
munity campaign for a big Community Chest this year. 
Officers and employees of the pioneer stationery house 
of the Puget Sound community were presented with 


| the Red Feather Certificate. 


* * * 


An estate of about $113,751 was left by the late 


| Katherine Brace Ewing of the B. G. Ewing Paper 


Company of Spokane, Wash., an inventory showing 
that the chief asset of the estate was 400 shares in 
the stock of that paper company, which was appraised 


| at $64,000. The family home and furniture were given 


to Mrs. Dorothy Ewing Mott, her daughter, with the 


| bulk of the estate remaining in trust. 


* * * 
Lowman & Hanford Company at Seattle has been 
issued a building permit for structural improvements 
and alterations to the new store at 1407 Fifth Ave. 


* * * 


The Pioneer Office Equipment Company has opened 


| a second store, located on the ground floor of Seattle’s 


Exchange Building. This.space is being readied by 
carpenters and contractors at 816 First Ave., Seattle, 


and will be stocked with large quantities of office 


equipment and supplies. 


New wage increases were recently announced in 


| Seattle by A. N. Brambach, manager of the Seattle 
office of the International Business Machines Cor-— 
| poration. He stated that the firms’ president in Pough- © 
_keepsie had made a ten-cent wage increase for pro- - 
duction employees on an hourly basis, the boost in-— 
cluding customer engineers. The increase was accom=| 








OFFICE APPLIANCES, December, 1946 OFF 





DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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"AT YOUR SERVICE" is a phrase we've 
heard far too seldom during the past years. 
Because we realize that the industry ap- 
preciates all that the words imply, we're 
trying to give them more meaning with 
each passing month. Although manpower 
and material shortages may continue to in- 
terfere with our plans, Vail will remain 
"“SERVICE-CONSCIOW." Rest assured 
that the Vail standard of quality will re- 
main constant . . . we feel keenly our obli- 
gation to provide our trade with the max- 
imum supply possible, under present condi- 
tions, of the highest quality paper fasten- 
ing devices on the market. 


\' a; ee 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 19, Illinois 
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| other gifts. 


panied by raises for other employees on an individual 
basis. 
= * 7” 

For greater production of adhesives over a wide 
field, Monsanto Chemical Company will build a new 
million dollar plant next spring in Seattle. The new 
plant will be the first step in a vast 3-year. Pacific 
Northwest construction program that will vastly aug- 
ment adhesive production. 

* a” * 

Reaching its lowest point in eight years, available 
office space in the Spokane office buildings is prac- 
tically non-existent. A report of the Spokane Building 
Owners & Managers Association showed that of a total 
rentable area of 657,102 square feet of office space, 
only .007 per cent remained last quarter available. 

* a * 

John W. Graham Company, pioneer stationery house 
of Spokane, has recently opened a Gift Annex at its 
vast establishment at 707-711 Sprague Ave., Spokane. 


| The new Gift Annex is also known as St. Nick’s Nook, 


and is equipped with all manner of stationery and 


* * * 


Many friends of the late Harry Hartman, blind 


bookseller of Seattle with a large Fifth Avenue store, 


have collected a special memorial fund that will per- 

petuate his name in the Seattle Public Library. This 

fund, totaling $4,500, will create a Harry Hartman 

Memorial Room, with special facilities for the blind. 
* a * 

A business machine that is a piece-de-resistance of 
the county auditor’s office is a new $5000 photostat 
machine in the King County Building of Seattle. Au- 
ditor Bobbie Morris claims it does the work of no less 
than 35 men and, though complicated, cannot possibly 
make a mistake. 

* *K ~ 


“For Veterans Only” were the 1000 typewriters 


placed on special surplus sale at the Seattle naval 


station this fall. And vets could also buy 500 used 


| office chairs and 75 used desks—for their personal 


usage—in this great naval sale, the sales sequence 
being determined by the War Assets Administration. 
* * * 

Expanding business in every direction has promoted 
the move of the Business Equipment Exchange into 
larger quarters at 2104 West Spokane St., Seattle, Wash. 
The release of war surplus adding machines, cash 
registers and typewriters by the government, as well 


| as the increased production of office furniture in their 


| furniture business since before the war. 


| surplus merchandise. 


own factory has expanded the activities of this ex- 
change, which is under the direction of Leo N. Marvin 
and his son, Warren. They have been in the office 
Now with 
veterans priority certificates amounting to $10,000, the 
Marvins have been collecting a large quantity of war 


OE ———— 


MUST PRESERVE RECORDS FOR OPA 
Section 1 of Supplementary Order 189 relating to 
preservation of records for the Office of Price Admin- 

istration has been amended to read as follows: 
“Section 1. Preservation of records. All persons 
shall, with respect to any commodity of service which 
is exempted or suspended from price control on or 
after the effective date of this Supplementary Order 
No. 189, preserve until one year from the effective date 
of any order or other document issued by the Ad- 
ministrator exempting or suspending such commodity 
or service from price control, all records, documents, 
reports, books, accounts, invoices, sales lists, sales slips, 
orders, vouchers, contracts, receipts, bills of lading, 


| correspondence, memoranda, and other papers, and 


drafts and copies thereof required to be made or kept 
by any of the foregoing acts or Executive orders, oF 
by any regulation, order, price schedule or other docu- 
ment issued by the Administrator thereunder. This 
amendment shall become effective November 12, 1946.” 
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supplied your office equipment needs in wood during the war period. 


Steelmaster 


is supplying your present needs in steel office equipment which is 
styled by Futura in silver grey. 


UWoldmaster 


will supply complementary office equipment items in modern plas- 
tics to give you the benefits of a complete line from one prime 
resource, 


xe record 


of achievement in the privilege of serving the independent office 
furniture dealer and stationer. 





“There's a Steelmaster Product in Your 'Putura... 


(Cg Sledmadler 


— CL: Futura SILVER GREY SERIES 
ART STEEL SALES CORPORATION » 300 EAST 145th STREET * NEW YORK 5], N. Y. 











alba); 


VALLE 4 


Amar 


e 


s 


j Aff, Uy 
/ Mj, Y 


. 


SX QUAY \\ WAN 
\ ~ee WAAAAY 
SAMA / 
RAY \\ AN / 


PLASTIC CURRENCY TRAYS} 


SS ~ 


Plastic Trays are made of improved phenolic plas- 
tic material in glossy black and has substantial 


























Item Description Width | Height Depth Compartments 
M 1910 Plastic Currency Tray 93%," 2" 6/4" 7 
M I910 L a % (with Lock) 93/," 7 6," 7 
M 23 Plastic Currency Tray 141/,"' i 10” 10 
M 1914 Plastic Currenc y Tray 9'/," 2%," 4\/,"" 5 
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executive. Modernly designed and styled by 
FUTURA in Silver Gray. 








Description Width 
Desk Drawer Tray (1 Tray) | Open 31" Closed 18" 
Desk Drawer Tray (2 Trays) | Open 31" Closed 18" 
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No. M 2300 L No. M 2300 





























Item Description Width Height | Depth Compartments 
M 2300 Plastic Desk Tray 19°" i," Tf," 9 
M 2300L Plastic Desk Tray with Lock 19" 1!/>" 7/2" 9 














vert Sreel Sales Corp. 300 EAST 145TH STREET + NEW YORK 51,N. Y 














@ Swings 










@ Swivels \% 


@ Removable 


PLASTIC 
DESK TRAY 


The ASCO Woldmaser “Rotarian” desk tray will accommodate letter and legal 
size correspondence and papers. 

The “Rotarian” is made of plastic (phenolic) and its rotary-swivel action doubles 
the work of ordinary trays. 

The "Rotarian" is furnished with two rubber bumpers and four plastic bumpers to 
prevent desk marring. It is furnished in a soft, pleasing walnut color to harmonize 
with office surroundings. 


It is packaged in sets of two trays (including bracket and post) in an individual 
carton and then is master packaged in a master carton of six sets. 


















*Literature Available 
: Item | Width Depth Hght. Carton Shipping Wt. 
“Rotarian” | : % “ 4 
Desk Tray Set | 8% | 13%, 2 | 5 Ibs. 











*Set is composed of two trays, post and bracket. 





wert Stee Sates Corp. 300 EAST 145TH STREET » NEW YORK 51, N 
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JEROME E. LATSCH 

Jerome E. Latsch, 60, office supply dealer of Lincoln, 
Nebr., died November 13 of a heart attack while at- 
tending the wrestling matches at the state fair 
grounds. He was pronounced dead on arrival at St. 
Elizabeth’s hospital. 

Mr. Latsch and his brother, Robert D. Latsch, pur- 
chased an office supply store in 1915 and in 1921 
changed the name of the business to Latsch Brothers. 
The business was operated as a corporation until 1937, 
when the brothers formed a partnership. 

Born in Gering, Nebr., Mr. Latsch was educated in 
the Omaha schools and attended Rohrbough Brothers 
commercial college there. In 1898 and 1899, he worked 
with the Carpenter Paper Company in Omaha. Be- 
fore entering the office supply business in 1915, he 
was employed with several electrical fixture com- 
panies. From 1906 to 1911, Mr. Latsch was in show 
business. He was a singer and actor with the original 
Merry Widow musical comedy. Druing this time he 
also appeared in vaudeville in Omaha, Chicago and 
New York. In 1911, he joined the Corey & McKenzie 
Printing Company of Omaha, and in 1913 opened his 
own advertising business, which he operated until 
coming to Lincoln in 1915. 

He is survived by his widow, Irma L. Latsch, whom 
he married June 19, 1917, in Lincoln; two daughters, 
Mrs. R. L. Norton and Miss Lois Marylin; a brother, 
Robert D. Latsch; and one grandson; all of Lincoln. 
—GMH. 

+ kt -& 
FRED M. WHITE 

Fred M. White, at one time president of the Arey 
Jones Company in San Diego, Calif., died recently at 
his home in San Diego. He was 59 years old. 

Mr. White retired from active business in September, 
1944, after 33 years in busines and after a like period 














THE LATE FRED M. WHITE 


of years of active community life in his home city. 
In addition to managing his business, Mr, White had 
served as president of the San Diego Lions Club and 
had been an active member. 

Before moving to San Diego, Mr. White was asso- 
ciated with Lamont and Hanford in Seattle, Wash. 

Surviving are the widow, Mrs. Lila Agnes White; 
and two daughters, Lois Margaret White and Mrs. 
Elizabeth Ellen Low.—EMT. 

+ bf 
P. D. SPENCER 

A grandson of the Platt Rogers Spencer, who was 
the founder and developer of the Spencerian style of 
Writing, Spencerian pens and other writing equipment, 
P, D. Spencer, a Seattle accountant, passed away late 
In November in that city, at the age of 79. He was 
the son of a Civil War veteran, his own two sons 
fought in World War I, and his two grandsons took 


OFFICE APPLIANCES, December, 1946 





The BUCKEYE “Office Special” 


lines of carbon papers and type- 


writer ribbons are easy to sell and 
quickly establish customer accept- 
ance... This means more profits 

. and quicker repeat business. 
OFFICE SPECIAL carbon papers 
and typewriter ribbons have qual- 
ity and distinction. Write today 
for the BUCKEYE sales plan and 
free display samples. 


7209 ST. CLAIR AVENUE ° 


BUCKEYE 
RIBBONS 
for 


» « All Typewriters 
" © Billing Machines 
| © Adding Machines 
Hectographs 
Multiliths 
Photostats 
Time Clocks 
Blue Prints 


& CARBON CO. 


CLEVELAND 3, OHIO 
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To all of 
our many customers 
and friends the 
Heartiest Greetings 
of the Season 


GERLOLE ' 


MEILINK STEEL Sere. 
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' refused an insurance on his life. This, however, did 


+ in the 1st Surrey Rifles and as an officer in the 7th 





part in World War II. Mr. Spencer came west to 
Yakima, Wash., in 1910 and settled in Seattle in 
1932, after living in California for some years. He igs 
survived by his widow, Jessie, two sons, two daughters 
and four grandchildren.—CML. 
+ - 
JOHN R. DAVIES 
John R. Davies, president of the Moore Push-Pin 
Company, Wayne Junction, Pa., died on Saturday, 
November 23, at his home in suburban Philadelphia. 
Mr. Davies was 74 at the time of his death. 
Well-known in the hardware and stationery fields, 





THE LATE JOHN R. DAVIES 


Mr. Davies was president of the Moore Push-Pin Com- 
pany since 1928. He also served for a number of years 
as president and general manager of Willow Grove, 
well-known amusement park outside Philadelphia. 

Mr. Davies was a member of the Union League in 
Philadelphia, the Rotary Club, the Wanderers of Phila- 
delphia and the Masons. He is survived by his widow, 
Celia Lawrence Davies, and two daughters, Mrs. Helen 
Samson and Mrs. Marion Peniston. 


- + + 


JOHN W. HOFFHINES 
John Wilder Hoffhines, formerly with the Office 
Training School and for the past 12 years employed 
by the Royal Typewriter Company, died October 15 
in his home in Columbus, Ohio, leaving his widow, a 
son, and a brother.—AK. 
+ - 


LORD HAYTER 

Lord Hayter, chairman of Chubb and Sons’ Lock 
and Safe Co., Ltd., until 1940, and grandson of the 
founder of the firm, died at his home at Chislehurst, 
England, November 7, at the age of 98. 

The business was founded in 1818 and though 
formed into a company in 1882 has always been very 
much of a family concern able to call on the loyalty 
of its workpeople, many of whose records of employ- 
ment are long. None, however, rivals that of Lord 
Hayter himself, for he was associated with the firm 
for upwards of 80 years and, though he had resigned 
his chairmanship in 1940, he continued to be a man- 
aging director until his death. 

The Right Honourable Sir George Hayter Chubb, Bt., 
first Baron Hayter, of Chislehurst, in the County of 
Kent and first Baronet, was born in London on August 
29, 1848, the second son of John Chubb, of Brixton. 
In his younger days he had somewhat delicate health, 
so much so, that, as he recalled on the occasion of 
his ninetieth birthday, a certain insurance company 


not prevent his service as a cadet as early as 1860 in 
the Volunteers and his subsequent service as a private 


Surrey Rifles. Though, naturally enough, the affairs 
of.a firm already so famous in 1851 that it was com- 
missioned to make the cage in which the Koh-i-noor 
diamond was exhibited at the Great Exhibition, was 
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new, colorful 
self-selling packages 


SELL FASTER...EASIER! 


Yes, the com | + x 

The lab plete Aico line is now ‘ 
aed wan a each and every baseless in bright, attractive o 
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RIBUTOR: 


EASTERN DIST 
New York 13. 


gner Index Co. 97 Reade St., 
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s of Indexes and index Tabbing 503 S. Je 
NEW PERMANENT SALES ROOM 
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Chicago 4, Ilinois. 


World's Leading Manufacturer 
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Now Available Again . . . And Better Than Ever! 


Recognized as the most efficient chair control on the 
market, the pre-war Bassick Flo-Tilt was widely used by 
manufacturers of office chairs as an aid to increased 
comfort. 

Now this Bassick development is back again. Today, 
as in the past, its extremely smooth, easy action is an 
important feature of the best made office chairs .. . Ask 
your chair manufacturer for Bassick Flo-Tilt. 

More good news is that Bassick is speeding up pro- 
duction of ‘‘Diamond-Arrow” Casters, just as rapidly as 
supplies of raw materials permit. So, these accepted 
leaders in the quality caster field will soon be available 
in sufficient quantities—both to fill your own orders 
and to relieve manufacturers of the present necessity of 
using cheaper substitutes. For full information, write to 

THE BASSICK COMPANY, Bridgeport 
2, Connectieut. Division of Stewart- 
Warner Corporation. Canadian Division: 


Stewart-Warner-Alemite (€ orporation, 


Ltd., Belleville, Ontario. 








150 








| the core of his interest, he nevertheless found time 


and energy for a wide range of philanthropic and edy- 
cational activities. 


He was created a Knight in 1885, a Baronet in - 


1890, and Baron in 1927. 
Two sons and two daughters survive. 


was born on November 11, 1871, and married, in 1898. 


Mary, daughter of John F. Haworth, J. P., of Wim- ~ 


bledon. 
+  & 
JAMES LEACH 
The sympathy of the industry goes to Harold D. 
Leach of George B. Graff Company whose son, James, 


was killed by robbers at the store in which the young 
man was employed at Meriden, Conn. James Leach 


| was working in the store on the evening of October 


25 when an armed robbery attempt was made by three 
men. When he resisted the robbery, he was brutally 
killed. 

Funeral services were held at Meriden and burial] 
was at Pawlet, Va. 

James Leach was married about two months before 
his death and had just been notified of his promotion 
to manage another store the following week. 





WATCH TO THE WINNER—President 
W. E. Bradley, Copy-Craft, Inc., con- 
gratulates Miss Ruth Vause, secre- 
tary to the general advertising di- 
rector of Hearst magazines, as the 
winner of a Longines watch in the 
Copy-Craft contest at the New York 
Business Show. Miss Vause esti- 
mated that 348,544 strokes would be 
used in Copy-Craft’s wear-down test 
on a sheet of Flagship carbon paper. 
She was within 20 of the number. 





OO 


SON JOINS W. LA DEUR IN CHICAGO FIRM 


William La Deur recently announced that his son is 
now working with him after having spent a year and 
a half in the Navy. The new firm name is now Active 
Mailing Machine Company, located at 537 S. Dearborn 
St., Chicago 5, Ill., and new items have been added to the 
production, including sorting racks, mail bags, Brauh 
moisteners, copyholders and accessories, in addition 
to the regular line of mailing machines. 

Mr. La Deur is one of the veterans in the industry, 
having been in his line of business continuously since 
1917. 


no 


EVERSHARP FILES NEW PATENT SUIT 

Charging infringement of ball-point pen patents, 
Eversharp, Inc., Eterpen, S.A., and Eberhard Faber 
have filed suit against another manufacturer of the 
new-type writing instruments at Chicago. The sult 
was started against the Hamilton Jet Flow Corpora 
tion of Chicago on November 12 in the U. S. District 
Court, Northern District of Illinois. 
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to the title is the Hon. Charles Archibald Chubb, who | 
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in Style Master Steel Suite in Neutra-Tone Gray Harmonizes with any Decorative Treatment. 


Sell Color Harmony... Build Good Mill 


To sell the ‘Planned Harmonious Unit Way” is both 
profitable and good-will building for you. “Y and E” 
Style Master Suites in Warm Neutra-Tone Gray create pride of 


ownership and command respect for recognized prestige. 


YAWMAN AND ERBE MFG. CO., 1015 Jay Street, Rochester 3, N. Y. 


The Franchise That Means Quality Merchandise 
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MARR DUPLICATOR CO., Inc. 
53 Park Place, New York City, 7 
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VIRGINIA-CAROLINAS NEWS NOTES 





J. F. Howison, Correspondent 





L. W. Evans, Evans Specialty Company, Inc., Rich- 
mond, Va., an office efficiency expert, was much dis- 
turbed over the way most offices assembled their 
papers and letters into bulletins. So he set to work to 
devise a better way. The result was the invention of 
a collapsible rack for conveniently assembling such 
papers to be gathered or indexed. 

Mr. Evans started making these racks of wood in the 
midst of the war and really has had a phenomenal 
success with them. It has led to incorporation of the 
frm and plans for a large manufacturing unit at 
Richmond. By January 1, Mr. Evans expects to have 
three new units ready for the trade—a finger tip file 
for desks, 2 paper-sorting unit for 100 divisions made 
of wire, labeled alphabetically on one side and numer- 
ically on the other; and third, a 26-division unit hav- 
ing the vertical tabs arranged alphabetically. The 
gathering racks are made of aluminum. 


ee? oe 


The Friden Calculating Machine Company agency at 
Richmond recently opened a branch office in the Earle 
Building at Hagerstown, Md. and Robert C. Gleich- 
man, who has been serving in the armed forces for 
the past five years, has been appointed manager. A. 
Ellett Fields has completed a course at the Friden 
factory training center and will soon assume his 
duties as service manager at Hagerstown. The Hagers- 
town office covers four counties in Pennsylvania, four 
in Maryland, seven in West Virginia, six in Virginia— 
all under the Richmond office. 

William M. Ryder, who has been a salesman at 
Richmond for several years, has just been appointed 
manager of the Friden agency at Syracuse, N. Y., and 
was to leave for his new office about December 1. 

* * * 


D. D. Cable of the Royal Typewriter Company at 
Harrisonburg, Va., is an ingenious typewriter salesman 
who made good in the armed forces. He is pleased 
with the expectations in a previously unworked field 
in the valley of Virginia. Enlisting on February 1, 
1941, he spent nearly five years in the Army, during 
which time he was assigned to complete an office 
machine repair installation and worked on 31 different 
kinds of office machines in 18 Army and Navy camps 
in Virginia. Upon being discharged in December of 
1945, he immediately renewed his contract with the 
Royal people and was assigned to Harrisonburg. He 
employs four helpers in the Cable Typewriter Service. 


oe ere 


I had hoped to give a good account of Charlie Rus- 
sell’s long service as sole proprietor of the Typewriter 
Sales and Service Company, Norfolk, Va., but he didn’t 
furnish me with the data, only saying, “I think it is 





Fastened 


TYPEWRITERS 





to Desks © 


TWICE as EASY to SERVICE 





When 
equipped 
with... 
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Your mechanic simply 
slides the typewriter off the 
desk and goes to work. He 
cleans and repairs without 
removing the base! Every 
mechanic makes more serv- 
ice calls in less time... when 
your customers use SILENT 
SENTRY! And you make a 
neat profit on every sale! 
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Silond Sentry 


Typewriter Base 


et aes 


Dealers everywhere are 
writing to tell us how much 
time and money they save 
servicing typewriters that 


are fastened to desks when 


the typewriter is equipped 
with SILENT SENTRY... 
the sensational new open- 
center typewriter base... 
there are no screws to un- 
fasten. 
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Your customers will appreciate 
learning about SILENT SENTRY, too. 
There is no other typewriter base with 
so many commendable features, so 
convenient, so easy to use. It fastens 
the typewriter firmly to the desk, yet 
it can be moved forward and back- 
ward for individual typing conven- 
ience, or can be moved to another 
desk or stand in an instant by simply 
lifting it away. 


SILENT SENTRY not only soundproofs typewriters, but 
also makes every typewriter in an office, whatever the 
make, instantly interchangeable. Any typewriter can be 
used at any desk or stand . . . and be fastened in place 
instantly! 


Nothing to vsear out or break. SILENT 
SENTRY lasts forever! Write for full 
details of our profitable dealer plan 
today. Certain territories still avail- 
able to distributors. 


BUSINESS MACHINE PRODUCTS, inc 











UNDERWOOD ON THE RAILROAD—A sub-branch office of 
the Underwood Corporation was recently opened at Fred- 
tricksburg, Va., in this 100-year-old passenger station of the 
iginia Central Railway, a 38-mile narrow-gauge line. 


96 LIBERTY STREET » NEW YORK 6,N.Y. + WOrth 2-1823 
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|a fine thing that you remember the old typewriter 


mechanics in your columns. They at least have had a 


| great part in the development of the typewriter busi- 
| ness.” 


And he adds, “I have just completed reading my 


| fifty-first issue of OFFICE APPLIANCES, page by page, 





and if there is anything more informative in the line 
of keeping posted on everything, than one copy of 
that magazine for a quarter, I have yet to find it.” 

* . + 

A. C. Sheaff, Underwood Corporation, Roanoke, Va., 
is a man who knows plenty about the Underwood 
typewriter and its history, including the real informa- 
tion as to how and why John Underwood brought out 
the three-bank portable machine. 

- *~ * 

F. G. Ecclefield, representing the L. C. Smith & 
Corona Typewriters, Inc., at Roanoke, is another of 
the aggressive and alert typewriter men. 

* * + 

B. W. Ward, manager for Virginia of the typewriter 
division of Remington Rand, is now at his office al- 
most daily after many weeks and months of illness, 
and a major surgical operation. He is forty pounds 
lighter. In his absence, his city salesman A. W. Paxton, 
rendered valuable assistance to the customers. 

* + * 

J. L. Howerton of L. C. Smith & Corona Typewriters, 
Inc., was a recent guest of Lawrence Mauck of the 
American Typewriter Exchange in Richmond, and met 
many of his old friends, who knew him when he was 
manager of the Richmond office of his company. 

* - * 

Among the visitors at the Virginia office of the Royal 
Typewriter Company in Richmond during the latter 
part of November was E. Northrup of the general 
service department at New York City. 

* * + 


Darcy Owens of Baltimore, Md., for many years in 


| business at Richmond and more recently at Washing- 
| ton, D. C., gave his many old friends, including the 
| writer, a great treat in paying a recent visit to the 


Remington-Rand offices at Richmond. 
* * * 

Lawrence N. M. Mauck, owner and operator of the 
American Typewriter Exchange of Richmond, has 
taken a real vacation, going to Florida for two weeks. 

* * ok 


The wonderful work with his typewriter has made 
Julius Nelson of New York City a celebrity. He writes 
fine pictures, including one of Edward Robinson, the 
actor. It is reported that he is practically invincible 
in the proper use of X’s, and a few $, or # ( ) and %. 

vcs 


BEIRPONCH NAMED REX-O-GRAPH DISTRIBUTOR 

Abraham Beirponch, proprietor of the Central Sta- 
tionery Company, 189 Asylum St., Hartford, Conn, 
recently announced his appointment as exclusive dis- 
tributor of the Rex-O-Graph fluid duplicator machine 
for the state of Connecticut. 

Mr. Beirponch, who is observing his tenth anniver- 
sary as head of the Central Stationery Company, is 4 
former newsboy. In his early boyhood he sold papers 
on the streets and later established stands in Hartford. 
Mr. Beirponch attributes his business success largely 
to his experiences as a dealer in newspapers. 

‘ pillars 

ART METAL PROMOTES H. A. SLOTTERBECK 

H. A. Slotterbeck, a salesman of Art Metal Construc- 
tion Company branch at Detroit, Mich., since March, 
1940, has been promoted to the branch managership 
of the Cincinnati, Ohio, branch, effective December 2. 
Prior to joining Art Metal Construction Company, Mr. 
Slotterbeck had had considerable experience in sales 
work in the office equipment industry. 

G. C. McCune, who has been acting manager at the 
Cincinnati branch since the death of E. I. Scott im 
June, 1944, has returned to his duties with the Pitts- 
burgh, Pa., branch. 
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Extra strong! Sturdy 6-post 


frame, rigid cross-bracing, 
full-opening drawers. 


In the ball park and in business, experience 
and skill are the essentials of leadership and 
peak performance. And A-S-E engineers have 
behind them more than 34 years of experience 
in the precision fabrication of steel products. 
It'll pay you to get acquainted with All-Steel- 
Equip Files. Note the heavyweight steel con- 
struction, the smooth-action drawers, the extra 
Torque plate reinforcement filing capacity, the many other improved fea- 
under each drawer shelf. tures. It’s the dependable line, the quality line, 
Rigid frame construction! bine pro Ge tine! 


ALSO 2,3 OR 
5-DRAWER SIZES. 
We also manufacture a 
complete line of steel 
storage and wardrobe 

cabinets. 





Drawer fronts are flanged Lasting, chip-proof finish. 
back and welded to bottom Hardware of genuine bronze, 
—providing extra strength! beautifully designed. 


ALL-STEEL EQUIPMENT, INC. 


600 Cleveland Avenue, Aurora, HlHinois 
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New Office Chairs for the New 
Year by New Indiana Chair Co. 














These graceful, trim, 
new Bank of England 
designs will be put 
to use in large num- 
bers over the U. S. 
during the new year. 


Improvements in 
the form and 
structure add 
strength and dura- 
bility without add- 
ing weight — 
beauty and _per- 
manence of finish 
are brought to 
higher standards 
of service. 


Finest available 
woods and _ finishes 
are used, and casters 
and Chair Action 
Controls are of qual- 
ity unexcelled. While 
selection must be re- 
stricted temporarily 
because material 
sources are still in- 
adequate, we expect 
to offer additional 
variety in woods and 
finishes before very 
long. 


Deliveries are still af- 
fected by production 
and transport condi- 
tions. We are deter- 
mined, however to 
provide our custom- 
ers with best service 
possible at this time. 





NEW INDIANA CHAIR CO. 


JASPER, INDIANA 


MEMBER WOOD office FURNITURE INSTITUTE 





156 OFFICE APPLIANCES, December, 1946 


Was a 
instea 
Cathe 
for fiv 


Fair 
Amari 
Dick | 
return 


E.’N 
Texark 


OFFIY 





46 





TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





Armand V. Breard, owner of Monroe Office Equip- 
ment Company, Monroe, La. and governor-elect of the 
9th district NSA, has announced that the next regional 
meeting will be held in Monroe, La., on March 22 and 
23, 1947, the hotel to be announced later. Ladies are 
invited and a program for their entertainment is being 
arranged. 

* * * 

Fred Deutsch, president of Texas Travelers Club, 
passes the word along that the 1946-47 Texas Travelers 
Club roster is now at the printers and will be out soon 
to dealers, manufacturers and travelers. Fred has done 
an exceptionally fine and thorough job on this roster 
and is to be highly complimented. 


* * * 


Gus L. Coleman, owner of Quality Printing Com- 
pany, Kilgore, Tex., recently announced the opening 
of a new office supply and gift store, the Johns-Don- 
oho, at 219 Main, Kilgore, owned and operated by 
his wife Mrs. Ada D. Coleman and son Horace W. 
Johns. Both Mrs. Coleman and Horace have been ac- 
tively connected with the Quality Printing Company 
since it opened 12 years ago and are very capable of 
handling this new enterprise. The past year Horace 
has served in the Army Air Forces but expects to be 
released shortly . 

* * * 

Many Texas travelers were observed making the 
rounds in “Cow Town” the first week of November. 
Among the Ft. Worth callers were Mrs. Ellis Ryan, 
Milwaukee Chair Company; Julian Bailey, Eagle Pen- 
cil Company; Philo Leonard, The Globe-Wernicke 
Co.; William Martin, Shaw-Walker Company; Al 
Marschall, manufacturer’s representative; Bob Straf- 
ford II, manufacturer’s representative; Tom Riley, 
Eberhard Faber Pencil Company; Jack Hunsucker, 
W. A. Sheaffer Pen Company; Charley Poole, Minne- 
sota Mining & Manufacturing Company; Mr. Gregg, 
Robinson Reminder Company; Newt Barker, Ever- 
sharp, Inc.; Bill Scheffler, The Carter’s Ink Company; 
and Mr. Moak, Bates Manufacturing Company. 

ok ok * 

Clark Aten, owner of Clark Aten, Inc., Texarkana, 
Tex., opened a new stationery and office supply store 
in Lufkin, Tex., on October 1, to be known as Wyatts, 
and will be managed by Mr. and Mrs. John Wyatt. 
Mr. Wyatt was formerly an outside salesman for the 


Texarkana store where Mrs. Wyatt was on the office | 


staff. 
a * 

Business Machines Company, Corpus Christi, Tex., 
owned by H. S. Patterson, has moved from 223 Chapar- 
ral to 406 Williams St. James S. and H. T. Patterson, 
former GI’s, are now associated with their father in 
the store. 

ok * * 

S. N. Cathey, owner of Cathey Office Furniture Com- 
pany, Dallas, has leased his new Cathey building at 
McKinney and Field to the United States Printing 
Office, which will handle the printing of Government 
forms and routine printing in this area for the Govern- 





ment. The building was constructed to house the | 
furniture company when its former site on Elm St. 


was abandoned, but has now moved to 308 N. Akard, 


instead of the Cathey Building. Mr. Cathey leased the 


Cathey Building to the Government for $1,100 a month 
for five years, with an option for a one-year extension. 
* x * 

Fairmon Dee, owner of Western Business Supply, 
Amarillo, Tex., has announced the appointment of 
Dick Dye as office and store manager. Dick recently 
returned from the service. 

* ~ *” 

E..N. McWilliams, McWilliams Stationery Company, 

Texarkana, is still receiving congratulations for his 
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Yes, Mr. Dealer, we know 


< 
a 

a 
you're Santa Claus. Maybe you don’t . 
sport whiskers or display a pack of 
gifts on your back, but every day you ° 
give your customers something far . 
better than a holiday remembrance. i 
When you fill their orders for Cramer 
Posture Chairs, you're giving them... ° 
and their employees...a year-round . 
package of correct posture comfort, in- e 
creased efficiency, and added profits. : 
You've done a swell job, too, of . 
servicing those customers and keep- ‘ 
ing them posted on our 1947 models ‘ 
coming up. No doubt about it—the = 
St. Nick role is one you're stuck ; 
with, Mr. Dealer. That's why the 6 
e 

e 

e 


following message is marked 


“PERSONAL” for you: 





POSTURE Hanne, COMPANY, INC. 


1205 CHARLOTTE STREET © KANSAS CITY 6, MO, 
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BETTER CHAIR, CUSHIONS 





Our superior 112” Latex foam rubber unit 


No. 32 EXECUTIVE LIST $6.50 
No. 30 STENO i “a : na Aiea i 





50°, Shredded Latex Foam Rubber, 50% White Cotton. 1'/2" 


BNo. 77 EXECUTIVE... none Bie onsueL IST $4.30 
>  ° Sekts 2 SR aS 





Built like fine upholstered - furniture. 
Our spring unit, white cotton filler. 


bia: 80 SITE BO BAT 0 DST 9600 
No. 17 SIZE 18 x 6 x 2”. acthcaccanids aoe . 5.40 





In brown leatherette with fibre plaid back. ‘ 
In brown or green durable cloth with fibre plaid back. 


All cushions leatherette welted all around and air vented. 


IN STOCK 
LIBERAL DEALER DISCOUNTS AND TERMS 


We feel certain they will be ready sellers with you as they have been 
with many others. You may return them to us collect if we are wrong. 


May we have the pleasure of a trial order? 


CUSHIONS 
BY 






92 MONTGOMERY ST. 
JERSEY CITY 2, N. J. 
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fine exhibit of office equipment and accessories at the 
Four States Fair held in Texarkana Sept. 23-29. Mack 
now has four ex-GI’s on his sales force—George Quil- 
lian, Jr., Paul Webb, Dan Ford and Calvin Craig—who 
cover 37 counties within a radius of 125 miles of 
Texarkana. 


* * 1 


Mike Bryan, Mike Bryan Office Supply Company, 
Oklahoma City, has grounds for a triple celebration. 
Mr. Bryan has just moved his store from 224 N.W. 
Second to a completely remodeled larger building at 
210 W. Second; he has a brand new granddaughter in 
New York City, and he’s driving a shiny new De Soto 
car. 

a a a ke 

A new stationery store, the Tullis Office Supply, has 
recently been opened at 333 Texas, Mercedes, Tex. 

* * * 


Wolt A. Stempel of Dorsey Company, Dallas, is back 
in production on his Long Life Pencil Pointer he 
started manufacturing back in 1940, but which 


/ was on priority all during the war with the entire 


output going to the aircraft industry. Wolt’s product 
is much in demand by draughtsmen, artists and archi- 


| tects as well as by universities as claims are made 


that it can be cleansed with soap and water and used 
over and over. The product retails at $.15. 
kk * 7” 


The last of October saw the Homer Royers, Standard 
Office Equipment Company, Ft. Worth, on a second 
honeymoon at Galveston—celebrating their silver 
wedding anniversary. 

* * cs 

Carl Parsons, a new sales and service firm for cash 
registers, typewriters and adding machines, was 
opened in November at 1314 Main, Ft. Worth. Mr. 
Parsons operated a similar business in Corsicana, Tex., 
for 12 years. 

* * * 

Panther City Office Supply Company, Ft. Worth, has 
secured the services of a very capable salesman in 
the person of Robert B. Ellis, who for the past five 
years has been with Norton Brothers, El Paso. Mr. 
Ellis was for 12 years with Stewart Office Supply Com- 
pany, Dallas, where he was indoctrinated in the sta- 
tionery business, and then went to Clegg Company, 
San Antonio, for five years prior to Norton Brothers. 

* a * 


We had a most pleasant visit while in Dallas from 
Johnny Wright and Wiley Wood, Story-Wright, Tyler, 
Texas and Fred Deutsch, Manufacturer’s representa- 
tive. Johnny and Wiley were in Dallas and Ft. Worth 
scouting around in the Story-Wright new station 
wagon for that still elusive merchandise. The boys 
had Fred and Philo (Globe-Wernicke) busy tossing the 
“eight ball” back and forth to keep off the spot. Sure, 
we got a ride in the new station wagon. 

a *” * 

Carl Dupriest of Carl Dupriest Office Supply, Ama- 
rillo, Tex., and family took a trip to Kentucky in 
November to get away from it all for a while. 

* * * 

Texas Travelers were shocked to hear of the sudden 
death October 17 of M. J. (Johnny) Kuehn, assistant 
buyer for the Stafford Lowden Company, Ft. Worth. 
He will be greatly missed in the industry. 

* * * 

E. B. Sprawls of the Houston division of Clarke & 
Courts was a business caller in Dallas the last of 
October. 

% * * 

Herman Kerr, Kerr Paper Company, Amarillo, Tex., 
and Mrs. Kerr enjoyed a two weeks rest in November 
at Stoval’s Hot Springs, South Bend, Tex. The Kerrs 
(Herman, Roy and J. D.) are all busy on plans for 
their new building to be erected as soon as materials 
are available on property recently purchased at Sixth 
and Johnson in Amarillo. The new two-story and 
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5 STAR 
FEATURES 
* 


Permanent 
Angular 
Metal Tabs 
* 
Permanent 
Metal Hooks 
* 

25 Point 
Green 
Pressboard 
* 

1” Cloth 











DESK FILE ‘@ SUSPEND-O-FOLDERS 





The SUSPEND-O-FOLDER 
Personal Desk File unit Gusset 
now comes in both letter and legal sizes. An olive green, "pansion 
heavy gauge steel cabinet with 25 SUSPEND-O-FOLDERS * 








and an assortment of easy-to-insert guides, such as A to Easy-to- esi eat Sear aa tie 5" of suk gx use suspen- 
r customers 
Z, Days, Weeks, Special Headings and Blanks. Unit fits incert Tabs | worn-out hanging folders. SUSPEND-O-FOLDERS come in 


all standard desk drawers. 
25 POINT 


1/3 and 1/5 cuts. 





17 POINT 


AT 
















































ADVANCO GUIDES: 3 x 5, 4 x 6 and 5 x 8 come in a large variety of designations in both 25 Point Green 








| 
| 


: 


| 


Pressboard and 17 Point Blue-Buff-Salmon Index Bristol. ADVANCO GUIDES: Letter and Legal Sizes come in 25 | 


Point Green Presshoard only. 
Write for Illustrated Price List 


IV SIV) ia 


DIVIisStG@n Wr ADVANCE § Apes CO A 


MANUFACTURERS OF AND FILING SUPPLIES 
148 WEST 24TH STREET, NEW YORK 11, N.Y. - Telephone: CHelsea 3-1276 


ADMANCo 


Suspend-O-Folder 
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THE NEW 
ALL PURPOSE 
UTILITY STAND 


@ %” Hard Tempered Masonite Top 







@ New Style Drop Leaf Arms 

@ Beautifully Baked Enamel Finish 
@ 1” Tube Steel Legs 

@ Curved For Extra Leg Room 








, 


ON-R-OFF Stationery Rack 
Makes Desks of Tables, Stands 


Takes the place of drawers, fits on both sides 
of Maso No. 1418, 1618, 1620, 1730 stands. 
Attached, removed in a jiffy. Handy, but out 
of the way. Eases and increases all typist work. 
All steel, welded; catch-free, heavy wire hold- 
er. Walnut finish. Packed 2 to carton. Ship. 
Wt. 1244 lbs. per carton. Prices F.O.B. Chicago. 


MASO STEEL PRODUCTS 


MASO MAKES Gee 
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CHICAGO 7, ILLINOIS 


1946 








now | 
outsic 
the p 
payro 
the B 
mana 


OFFI 








wm. 





46 





basement structure will be of the most modern archi- 
tecture and will have 75,000 square feet of floor space. 


te * * 


Your correspondent recently enjoyed the good hu- 
mored jangling between Dick Wagner, R. A. (Dick) 
Wagner Office Supply, San Angelo, Tex., and Ben L. 
Grimes, West Texas traveling representative of Hill 
Printing & Stationery Company, Waco, who are good 
friends of long standing. Hill’s formerly had a branch 
store in San Angelo of which Mr. Grimes was manager. 
Listeners are still drooling from hearing Dick tell of 
the steaks served at a barbecue he gave at the ranch 
south of San Angelo. He gets credit too for the biscuits 
he whipped up and baked in the hot coals in a dutch 
oven—and what’s more there was country butter to 
go on them. Imagine using all the T-bones from a 
selected choice yearling! That country certainly has 
its points. 

* * * 

One can not keep track of the many and varied in- 
terests of N. J. (Nick) Crain, Crain’s Office Supply, 
Abilene, Tex., but that’s certainly a nice looking store 
he has at Odessa, the boom town of West Texas. The 
Odessa store is managed by J. Fred McKinzie. 

* * * 

Met the beaming Mr. and Mrs. L. W. Boyer of Le- 
banon, Pa., browsing in the Russell Stationery Com- 
pany, Amarillo. L. W. is owner of Boyer Printing & 
Binding Company in Lebanon and he and Mrs. Boyer 
were in Amarillo on a highly-satisfactory inspection 
of their first grandchild, Patricia Ann, born October 
22 to Mr. and Mrs. Herbert Parker of Amarillo. 


* * * 


H. Spencer Goff, for more than 40 years city sales- 
man for Dorsey Company, Dallas, died September 6. 
Mr. Goff started with Dorsey Company in 1905 and 
until the day of his death continued to give the same 
conscientious attention to his faithful clientele. He 
is survived by his only son, Lloyd L. Goff, a nationally- 
known New Mexico artist. 

x Ke * 

R. L. Shelton, A’Mell Office Supply Company, Dallas, 
died on October 22. Mr. Shelton was well known by 
the industry, having been with the stationery store 
when it was purchased by Askew Company many years 
ago, and continued on the sales force when A. W. 
A’Mell purchased Askew a number of years back. Our 
deepest sympathy to Mr. Shelton’s family and to the 
A’Mell organization. 


———— 2 


MAX BLAU GETS VENEZUELA CONTRACT 


Max Blau and Sons, office furniture and equipment 
company of Newark, N. J., recently was awarded a 
large contract by one of the major oil companies in 
Venezuela for the furnishing of office furniture, house- 
hold, school and church equipment. 

The contract was made after a visit to Caracas, 
Venezuela, by Raymond Blau despite the fact that 
solid mahogany furniture is made in Venezuela and 
also that a high import duty is charged on wood 
furniture brought into the country. Furniture worth 
approximately a half million dollars is involved in the 


contract. 
Se ene 


THE TODD COMPANY EXPANDS IN CANADA 


Having purchased the plant and equipment of the 
Bankers Press Company of Montreal, Canada, The 
Todd Company, Rochester, N. Y., recently announced 
the establishment of a new branch plant in Montreal 
and the revision of its Canadian sales organization. 

Facilities of the former Bankers Press plant, which 
how becomes Todd’s tenth branch plant and its first 
Outside the United States, are being concentrated on 
the production of Todd’s Protod-Greenbac checks and 
Payroll systems. John G. LeClerc, long affiliated with 
the Bankers Press and Todd, has been appointed plant 
Manager of the Montreal installation. 
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After 


2 i 


years 


of complete restriction 








we are again manufacturing 


Respirator 








having secured an allocation of 
natural rubber sufficient to pro- 


of our normal production. 


Limit orders, and do not exceed 
three dozen for any one specified 
shipment. 


Cover materials are scarce and 
we request the privilege of sub- 
stituting. We will endeavor to 
comply with order specifications. 


Priority established by date of 
order. 


| 


duce approximately fifty percent | 





L. M. Bickett Co. | 








| Watertown, Wisconsin, U. S. A. | 
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TWO-GETHER 


ENVELOPES 











You were 





A | | esanctn for a 


And the 
S| Justrife 
TWO -GETHER 








ENVELOPE 
also carries your 
sales message and 

samples together, 


The Justrite Two-Gether Envelope 


Representative where mail matter is concerned—ior it not 


only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 
to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 
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Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 


beth dex S bales 


BAVE LOO = COMPANY 
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CHICAGO SAINT PAUL 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





The meeting on November 16 at the Muehlebach 
Hotel, Kansas City, Mo., called by Governor Roy §., 
Moreland for the purpose of initiating plans for the 
next March regional meeting was well attended, well 
planned and most interesting. With the able assistance 
of Fred Downs, Downs-Randolph Company, Tulsa, 
Okla.; Ed Schelpman, Elkins-Swyers Office Equipment, 
Springfield, Mo., and the enthusiastic Kansas City 
dealers, the governor formulated plans for a fine meet- 
ing on March 28, 29, 1947, at the Muehlebach Hotel in 
Kansas City. Some 12 or more travelers were in at- 
tendance and assured the regional officers of the full 
co-operation of the Midwest Travelers Club. Follow- 
ing this meeting, President Austin R. Waterbury, Car- 
ter’s Ink Company, called the travelers together for 
a business session and discussion of plans for the 
travelers’ active participation in dealers’ sales meet- 
ings during the coming year, of which more will be 
heard in the near future. 


* * * 
Cark Kaufman, Speed Products Company, made his 
first visit to Kansas City dealers since his eye opera- 
tions and hospital confinement and took an active 
part in the promotion and planning of the Midwest 
Travelers Club sales campaign for next year. 
* * * 


Did you see Mr. and Mrs. “Bob” Crowley, Crowley- 


| Reuter Stationery Company, Kansas City, Mo., cavort- 


| ing around the Palmer House during the NSA con- 


vention? They were all around and didn’t miss a thing. 
om a * 


The passing of J. E. “Jerry” Latsch was one of those 
sorrows which comes as a severe shock to the whole 
of industry, community and fraternity. Jerry will be 
greatly and sadly missed. To Mrs. Latsch and her 
daughters, and all of the Latsch Brothers organiza- 
tion, the dealers and travelers of the industry express 
their deepest sympathies. 

ak * * 

Harley Wantz of Skinner & Kennedy Stationery 
Company, St. Louis, will soon be making his annual 
trek to the sunny spots of Florida. How we envy his 
good fortune. 

* * * 

It’s just not according to ethics for a traveler to 
nick a buyer, but these days things are different. 
Mr. and Mrs. Lew Shore of the Duke Printing & Sta- 
tionery clan in Wichita, Kans., threw a pinochle party 
at their home for Izzy Voda of Wallace Pencil Com- 
pany and Al Perry of Carpenter Paper Company. You 
can guess who won. 

* * * 


The Midwest Travelers Club officers have asked 


| each club member to send the secretary one new 
membership application during January. The object 
| is to increase the membership to double its present 


size and the aid of each member is necessary. Get 


| busy, fellows, and see that no traveler in the 8th 
| Region is a non-member. The assistance of our dealer 


friends in suggesting membership to each caller, will 
be appreciated. Send applications to R. C. Moore, 204 


| Dwight Bldg., Kansas City, Mo. 


Callers at Schooley Printing & Stationery Co., Kan- 
sas City, should be sure to ask Willard Harrison of 
that organization how he enjoyed the World Series in 
St. Louis. Willard flew to St. Louis one morning, where 
tickets and hotel accommodations had been arranged 
for, to find that no one knew a thing about anything, 
so he flew back to Kansas City that afternoon and 
listened to the game at home. 

* * * 


Verle Lee, former representative in these parts for 
Elmer Krumweide & Associates, announces his resigna- 


| tion, stating his plans for the future are incomplete. 
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The Conference Desk 





means the handcrafting of fine woods 
into OFFICE FURNITURE OF.... 
BEAUTY, CONVENIENCE AND UTILITY 








utes: 


Since 1876, the Leopold Company has 
maintained a reputation of producing 
quality and craftsmanship unsurpassed in 


the wood office furniture industry. 


Today, Leopold designers are adding war- 
born qualities of hardness, endurance and 
mar-proof features to the natural beauty 
of wood . . . the exquisite charm of the 


Leopold lines. 


Leopold desks are outstanding because of 
their unusual comfort and efficiency .. . 


their greater, all ‘round utility. 


Today Leopold designers and craftsmen 


are planning ahead for the busy profitable 
days ahead . . . developing new techniques 
of construction, perfecting new exclusive 


designs. 


Buy LEOPOLD means 
YOU GET COMPLETE 
OFFICE PLANNING ASSISTANCE 


Leopold Dealers are equipped to plan 
offices in every detail. They have the 
experience and training to suggest just 
the design and arrangement that will give 
each office beauty, comfort, convenience 
and efficiency. Leopold installations seem 


to say, ‘‘welcome”’ to every office visitor. 


THE LEOPOLD COMPANY 


Burlington, Iowa 
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Start the New Year with a campaign to 
get your share of the increased business 
to be had with the new Flagship Metallic 
back Carbon Paper! 


Dealers all over the country are amazed 
at the numbers of new customers they 
are getting and holding with this new 
exclusive product. It sells on demonstra- 





tion, out-performs all other carbons and 
defies competition. 


Flagship is the first real improvement in 
carbon paper in years! Made in 24 
weight and finish combinations, it meets 
every requirement. 


Many fine exclusive franchises are 
still available. Write today for full 
information. 








HERE’S WHY fle, 


cs 
iS 


NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 


methods. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 


pearance 





yoyo RINGS THE SALES BELL 


CLEANER TO HANDLE Flagship is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear 
feature made possible by advanced ink 
formulas and exclusive processing 


with specially 


BETTER LOOKING 
tical motif in full color on the box and 


after ordinary carbon is worn out. the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 


GREATER ECONOMY Its popular price 
: t superior performance 
the most modern manufacturing tech ifers every buyer and user top quality 
niques. it lower cost. 


‘ombined with 
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ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


NEW YORK 13, N. Y. 


Producers of the famous Echo and Packet Brands typewriter ribbons 
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Verle is one of the very popular travelers of the Mid- | 
west, has earned the confidence of the trade and will | : 
surely be back in the harness very soon—and we sin- | 
cerely hope he will not forsake this territory. 

x * + 

Your correspondent, together with a group of other 
travelers, enjoyed the kind hospitality of Emil Swen- 
son, Bainbridge, Kimpton, Haupt representative in the 
Middle West, at a cocktail party late in October at the 
Nicollet Hotel, Minneapolis. Several Minneapolis deal- 
ers joined the gathering immediately following the 
Minnesota football game. 

a OK * 

Our old friend, Heine Sengbush of the firm of the 
same name, writes that he is busy in Oklahoma and 
southern Missouri, after finishing in St. Louis, filling 
the dealers’ shelves wtih his fine products. Orders Milo No. 205A 
were coming so fast that he could not return to Kansas . isha 
City, his home, for the recent planning meeting of CCastona!l chair 
the dealers and travelers. for the home or 

* * * 

Art Pfister of Smead Manufacturing Company, Dan the office. 
MacDougall of Stationers Loose Leaf Company, and 
Paul Baird of George E. Baird & Son, Kansas City, 
with several friends, joined the pheasant hunters of 
South Dakota recently and brought home the legal 
limit. 







* * * 


Bert Cobb, many years a stationery salesman in 
Kansas before entering other fields elsewhere, has re- 
turned to Crane Company, Topeka, Kans., and is as- 
sisting Fred Brous in the sales department. 


* * * 


A recent addition to the Joplin Printing Company, 
organization in Joplin, Mo., is Herb Wheeler, recently 
office furniture manager at Comfort Printing & Sta- 
tionery Company, St. Louis. Herb is at the retail store 
in Joplin, managing the merchandising of office equip- 
ment and supplies. 


MiLo 
No. 205/2R 
executive office 
swivel chair. 


* * * 


Ken Roeder is back with Elkins-Swyers Company, 
Springfield, Mo., after a year’s leave of absence. Ken 
is store manager and is awaiting an opportunity to 
again greet his many friends among the travelers. 

* a * 

Mrs. Austin Waterbury is accompanying her popular 
Carter’s Ink husband on many of his business trips 
these days. They were recently seen together in 


Duluth, Minneapolis and St. Paul as well as several 
Iowa and Missouri cities. : I WO NE \ V MILO 


* oa 

November 20 was the date of a meeting in Omaha, 
Nebr., of the Wholesale Stationers Association regional | 
gathering. Members were present from Iowa, Missouri N l IMB ERS W ITH 
and Nebraska, with Vice-President Herbert Held of 
Blackwell Wielandy Company, St. Louis and Harold 
Whittemore, secretary of the association from New M ANY MORE TO 
York, presiding. Many subjects of interest were pres- 
ented and discussed. Travelers present were Bill Bo- 
hart of E. Faber Pencil Company, Rex Conn of Sheaffer 
Pen Company, Carl Shutz of Eagle Pencil Company, FOLLO W 
Mr. Henn of Stanley Wessell Company, and your cor- e 
respondent. 

* a» * 

Peter C. Masterson, the Acco man, vice-president of 
Midwest Travelers Club, is confined at the moment in 
a Kansas City hospital suffering from a prolonged foot 
infection. We hope he will be free very shortly to re- 
turn to his home in New Jersey for the holidays. 


* * oy 


MiLo 


LEATHER CHAIR CO., INC. 


203-5 WOOSTER ST., NEW YORK 12, N. Y. 
ORchard 4-6644 ORchard 4-9862 


Fred Deutsch, Dallas, Tex., manufacturers’ repre- 
sentative and president of Texas Travelers Club, suf- 
fered bruises and scratches recently, confining him 
to his home for a week, when his auto was struck by 
another car, driven by an uninsured motorist. 

> * * 


The many friends of Dan MacDougall will be happy 
to learn that he returned home from Research Hos- 
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Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 
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PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP MG. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
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pital, Kansas City, on November 24. Dan was rushed 
to the hospital suddenly for an appendectomy, but 
his rugged stamina brought him through quickly. 

* = ~ 


George Wilkerson, Smead Manufacturing Company, 


has adopted a traveling companion who he is initiating — 
| into the filing supply field. Bob Parker of Springfield, © 


_ Mo., is working the territory with George and eventu- 


ally will take over a number of accounts to service, : 


allowing George more time in the larger centers. 
* * an 


Our good wishes to Foster White, formerly of the — 


Schooley organization in Kansas City, now store man- 


ager and buyer at Western Lithograph Company, © 
Wichita, Kans. A mighty nice young fellow with qa © 


| lot of ambition and ability. 


* * * 


A recent luncheon of several downtown stationers 
in St. Louis was invaded by a corps of Midwest travel- 
ers. The gathering almost had the appearance of a 
travelers’ meeting. In addition to “Billy” Schmiederer 
of Buxton & Skinner, Al Bartens of Shallcross, Walter 
Ruedy of S. G. Adams, Bob Comfort of Comfort’s, 
Harley Wantz and Hugh Alexander of Skinner & Ken- 
nedy, those present included Austin Waterbury of 


| Carter’s Ink Company, George Wilkerson and Bob 





Parker of Smead Manufacturing Company, Izzy Voda 
of Wallace Pencil Company, Jess Musgrave of Sheaffer 
Pen Company, and your correspondent. 

* ca * 

A really busy stationer and most able salesman is 
that fellow “Red” Godwin of Godwin Stationery Com- 
pany, Alton, Ill. He takes care of two customers, two 
salesmen and a telephone at the same time. 

oo * ok 

November 12 saw the opening in St. Louis, at the 

Municipal Auditorium, of a most complete and well 


planned business show sponsored by the local units 
of the Purchasing Agents Association, and the Office © 


Managers Association. There were many fine exhibits 


of office machines, systems, and equipment. Local ex- ~ 


hibitors included S. G. Adams Company, Buxton- 
Skinner Printing & Stationery Company, Clark-Peeper 
Office Furniture Company, Acme Visible Records, 
Inc., and Tiffany Stand Company. The show remained 
open four days and was well patronized by large 
numbers of interested business executives. 

* * * 

Announcements were mailed in November of the 
marriage of Miss Elaine Louise Buenemann, secretary 
to E. A. Holscher of Holscher Office Furniture Com- 
pany, St. Louis, to Abial S. Hammond. 

* * * 

That new arrangement of “pay as you go” in the 
House of Friendship at the recent NSA convention, 
following the Tuesday evening show, should receive 
the approval of all interested persons. The idea has 


| many fine advantages over the former “free” idea. 
| Give this some thought, travelers, when planning your 
| 1947 regional program. 


2 + * 


Another wedding of interest to many office furniture 


| dealers and travelers was that of Miss Marilyn Ruth 


Van Dusen and Thomas E. Ohland, on November 26. 
Tommie is the pride and joy of that venerable old 
gentleman, George Ohland of Metal Office Furniture 
Company, Grand Rapids, Mich. 


* * * 


Those who missed experiencing the sight of Roy 


| Moreland’s wrath recently in Kansas City, should re- 


quest a “retake”. In order to be always at hand for 
his pre-convention meeting November 16 at the Mueh- 
lebach Hotel, Governor Roy moved in for the night 
of the 15. Late that evening, when he attempted to 
enter his room, he found himself locked out. In- 
vestigation revealed that the hotel had, through error, 
moved his baggage to the check room and withdrew 
his name from the registration record. As soon as the 
smoke cleared, the manager left his bed at home and 
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Th WELLS 
WING BACK CHAIR 





No. 23 
Se eae ae nit oe EA. LIST 


Inside H19” W23” D22” F.O.B. Factory 





Essenmsincees Wells “Wing-Back” is a chair of style and quality from top to bottom. 
oean woeened ow Seat construction is multiple 8” coil springs sewn into a completely 
webbed bottom and firmly tied in. The roomy, deeply cushioned seat 
is filled with the finest materials available. The chair is webbed through- 
out. The oak frame is kiln dried—steam bent—mahogany finished. 


Upholstery is heavy, durable leatherette. Colors: Blue, Brown, Maroon, 





Green, and Tan. Shipping weight 45 lbs. 
Sell Wells “Wing-Back” Chairs with confidence and pride. An impres 


sive addition to any business scene. 


725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 


OFFICE FURNITURE COMPANY TEL HAR. 1100 
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rescued Roy, allotting him a room elsewhere in the 
hotel. I assure you it was no frameup. 


* * * 


Roberts Printing & Stationery Company, Hutchin- 
son, Kans., lost a valued employee recently when our 
little friend, George Janner, resigned to enter the serv- 
ice of the Albequerque Stationery Company, in New 
Mexico. 

Sd * ok 

Oklahoma City seems to be on its way to become 
the midwest’s show place for the very latest in sta- 
tionery stores. Branham’s, Inc., operated by Don Bran- 
ham, is undergoing complete modernization inside 
and outside. More will be heard of this institution ere 
long. 

a aK * 

Francis K. Adams, vice-president S. G. Adams Com- 
pany, St. Louis recently had an argument with an 
automobile driven by one of those proverbial women 
drivers. Francis lost. Result, a broken leg and bruises. 
He will likely be confined to his home for several weeks 

.. and he failed to get her number, license or tele- 
phone. 

* * * 

Word comes that those two old timers in the trade, 
Roy Kline and John Uden of Security Stationery Com- 
pany, Kansas City, Mo., are doing a swell job of build- 
ing into a fine stationery business that firm they took 
over about a year ago. We remember when Roy was 
a Wilson Jones Company man and John the popular 
buyer at Burnap-Meyers. 


Sniicnindhieliilaltpimasbals 
CHICAGO FIRM TAKES A NEW LOCATION 


The Chicago Office Appliance Company, formerly 
operating at 529 S. Wells St., recently announced loca- 
tion in the firm’s new building at 1930 W. 21st St., 
Chicago. Ample space is now provided for both the 
shop and offices. A change in location was necessary 
because of needed working area in the handling of 
many large bookkeeping and billing machines. Pur- 
chase was therefore made of the building the company 
now occupies. 

George J. Vinicky, a nephew, is taking over active 
management of the business which Robert Novak has 
conducted for the past 24 years. He has been asso- 
ciated with his uncle for the past 12 years and was 
with the armed forces for four years. Assisting will 
be Frank Preban, with Mr. Novak for ten years and 
in the Coast Guard for two and one-half years. Both 
Mr. Vinicky and Mr. Preban are expert mechanics 
possessing a complete knowledge of the machines the 
firm services. 

wccgileiilitiidainliciais 


KANSAS FIRM OPENS NEW STORE 


The Business Equipment store was opened recently 
in its new location at 121 S. Main, Pratt, Kans. The 
building was newly decorated and is more than twice 
as large as the building where the store was located 
before. 

The Business Equipment store is owned and oper- 


ated by Jack Baney who entered the army nearly four | 


and one-half years ago as a second lieutenant. He 
rose to the rank of major. His career in the army 
was spent in Kansas City, Mo. 

Mr. Baney will carry a complete line of office sup- 
plies, office furniture and sporting goods. He plans to 
have a complete stock of gift items soon. 

Herschel Sewell, who was asssociated with Mr. Baney 
in his other store, is again with him in the present 
business. Mr. Baney had been in this business before 
he entered the army.—GMH. 

i palit seis 
PURCHASE D’AMICO FIRM AT HOUSTON 

The purchase of D’Amico & Co., 1114 McKinney, 
Houston, Tex., specializing in printing, stationery and 
Office supplies, has been announced by Carl L. Miller 
and Max M. Kaplan.—EWF. 
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A SURE GRIP CLIP 


on Glass Smooth Fibre Board 


















This Service Clip Board with the new small patented 
clip is especially made for all clipboard uses. The clip 


has a bulldog grip on a single sheet or a hundred sheets. | 


Slips easily into any briefcase without bulging. 


No. Size Color Price Doz. Gross 


250 6% x 11” Walnut Brown 7.20 86.40 
253 S80" Walnut Brown 7.20 86.40 
254 6 x124%” Walnut Brown 7.80 93.60 
255 9 x15%” Walnut Brown 9.00 108.00 


Packed 2 Dozen to Carton 


SERVICE PRODUCTS bpivision 


WOODALL INDUSTRIES, INC. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 
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A. H. ROGOW JOINS EVERSHARP STAFF 

Arthur H. Rogow of Boston, Mass., has been named 
vice-president in charge of merchandising for Ever- 
sharp, Inc., it was recently announced by Martin L. 
Straus II, president. The new executive will make his 
headquarters in New York, N. Y., and will direct mar- 
keting of the company’s established line of writing 
and shaving instruments and new products now being 
developed. 

Mr. Rogow recently left the U. S. Army with the 
rank of Colonel after four years’ service in the Quar- 
termaster Corps. During the period from 1942 to 1945, 
he originated and directed the Quartermaster Inspec- 
tion Service, and for two years was director of procure- 
ment at the Quartermaster Depot in Jersey City, N. J. 

Before entering the Army, Mr. Rogow for 13 years 
was general manager of Sears, Roebuck & Company 
stores in metropolitan Boston, Mass., and had charge 
of pool stock merchandising for New England. From 
1920 through 1928 he was with Lord & Taylor and 
later in various merchandising capacities with L. 
Bamberger & Company. 

es ee 

NO PRICE CHANGE BY THOMAS H. GIBBONS 

Thomas H. Gibbons & Company, 509 S. Franklin St., 
Chicago, manufacturers of brief cases, brief bags and 
other leather goods, have announced that they have 
not raised their prices since OPA control on leather 
and leather goods was eliminated on November 1. The 
company advises that purchases of raw materials be- 
low prevailing prices enables them to pass this saving 
on to their customers on brief cases, brief bags and 
other items on orders placed with them between now 
and January 31, 1947. 

To assure equitable distribution, the manufacturers 
have reserved the right to limit quantities purchased 
by any one customer. 








“WEDDING S 


The marriage of George B. Morrison, president-treas- 
urer of Indianapolis Office Furniture Company, In- 
dianapolis, Ind., and Mildred M. Payton was an event 
of November 16 in the chapel of the Olive Branch 
Christian Church, Indianapolis. The ceremony, at- 
tended by members of the immediate families, was 
followed by a wedding dinner given at the Indianapolis 
































MR. AND MRS. GEORGE B. MORRISON 


Athletic Club. The couple then left on a motor trip 
to Miami Beach, Fla., for one month. 

Mr. Morrison, well-known to the industry, is a mem- 
ber of the Indianapolis Athletic Club, a life member 
of both the Nobles of the Mystic Shrine and the 
Shriners’ Hospitals for Crippled Children, Ancient 
Accepted Scottish Rite, Marion Lodge No. 35 F. & A. M., 

| Indianapolis Chamber of Commerce, Citizens Historical 
| Association, and National Association of Purchasing 


Agents. 
1946 
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Is This a Portrait of Your Business? 


Would a picture of your business reveal you as playing blind man’s buff — 
without complete facts? If your records are not giving you a// the vital data 
you need when you need them, you are working blind. Acme Visible Record 
Systems bring to light the record facts so necessary for executive action and 
control. Find out about Acme’s time and money-saving efficiency — how it 
speeds and simplifies record keeping procedure. Have an Acme man analyze 


your record needs. Contact us today — you will receive prompt attention. 
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ACME VISIBLE RECORDS, INC. 


Copyright 1946 


Actie Visible Records, Inc 122 SOUTH MICHIGAN AVENUE ¢ CHICAGO 3, ILLINOIS 
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SANTA CLAUS? nes 


We'd like to walk into your office with a pack on 
our back, filled with all the envelopes we haven't 
been able to deliver the past few years. But we 
can’t do it... yet! We can, however, say once 
again that our output has been fairly and squarely 
distributed to our dealers . . . that we’ve been 
doing our best to meet your demand .. . that we 
have hopes, soon, of meeting it. And we can send 
to you, with no restrictions, no shortages, our 
warm, sincere wishes for a 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 





(News material intended for use last month 
apparently was lost in the mails. Omission of 
“Seen and Heard” from the November issue is 
sincerely regretted.) 





The volume of retail business in the Los Angeles 
area is still exceedingly large, perhaps the largest in 
history. This is surprising in view of the fact that 
a great many articles of merchandise are still scarce. 
However, the public has learned to accept substitutes. 


Incidentally, the recent elections held throughout 
the country had no effect on retail business here one 
way or the other. It was anticipated by most dealers 
that the elections would have an effect. It is now 
obvious, however, that pre-election noise is noise and 
little else, and insofar as business is concerned it Still 
depends on the demand for goods and the ability to 
buy goods. There is indeed a tremendous need and 
there is a large stack of uninvested money looking 
for a place to go. That seems to be the story in the 
office appliance business in southern California at 
the present time. 


* a * 


W. M. Coffman, Pacific district manager for the 
Underwood Corporation, with headquarters in San 
Francisco, stopped off in Los Angeles recently on his 
way home from New York City and a luncheon was 
held in his honor at the Biltmore Hotel, at which 32 
executives and salesmen of the Los Angeles branch 
were present. 


Mr. Coffman told the group about the new Under- | 


wood all-electric typewriter, recently unveiled at the 
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New York Business Show. Mrs. Coffman accompanied | 


her husband on his eastern trip. 


Another visitor at the Los Angeles branch during 


October was Oscar J. Sundstrand. He and his brother, 
David, invented the Sunstrand adding machine when 
he was only 18 years of age and his brother was 28. 
They formed the Sundstrand Adding Machine Com- 
pany and later merged with the Underwood Corpora- 
tion. Mr. Sundstrand is now on the Underwood staff 
of engineers at the General Research Laboratory in 
Hartford, Conn. During his visit, he spoke at a sales 
meeting of employees of the Los Angeles branch, re- 
viewing many interesting things relating to the early 
days of the adding machine business. 

Mr. Sundstrand was accompanied by Mrs. Sund- 
Strand. The trip west was in the nature of a vacation 
as well as a business trip and some time was spent in 
touring the western states. 

Milton C. Barber, recently appointed general man- 
ager of the Neidich Process Division of Underwood 
Corporation at Burlington, N. J., was also a recent 
visitor at the Underwood office while in Los Angeles on 
a business trip. 


* * * 


The Stationers Association of Southern California 


held its October meeting at the Los Angeles Athletic | 


Club. Nearly 100 were present, making it one of the 
best attended meetings of the year. R. A. Thomas, 
president of the association, expressed satisfaction 
over the fact that an unusual number of small dealers 
were present. 

The main speaker was E. Ross Wright, manager- 
partner of Down Town Motor Sales, 12th and Hope Sts. 
The subject of Mr. Wright’s address was “Selling To- 
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INDEX BUSY ACCOUNTS 


In THE average file the least used 
portion is always indexed. Why not index prop- 
erly the busiest parts of the file . . . the accounts 
where the most activity takes place ... by the 
use of Wabash Special Name Guides and Chrono- 
logical Folders. They may be furnished already 
printed with your customer’s complete list of 
names, ready to drop in the file. Write today for 
more information on this unique, economical, and 
time-saving service. 
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day.” The address was followed by a round table dis- 
cussion. 

The next meeting of the association will be held in 
January, the November and December meetings being 
omitted because of the rush of the holiday season. 


* > * 


Seymour and Louis Polonski are now associated 
with their father, Max Polonski, as partners in the 
Atlas Stationery Company, 107 E. 8th St., Los Angeles. 
They had both been employed as outside salesmen be- 
fore entering the service. The business was estab- 
lished by Mr. Polonski, Sr., some 15 years ago. 

Seymour served for three years in the European 
theater and Louis three and one half years in the 
South Pacific. Two other brothers, Irwin, who spent 
two years in the Coast Guard on the Atlantic Coast, 
and Jerry, who served three years with the army in 
the Caribbean, have also received their discharges. 
This is indeed a fine record of service for one family 


| to have made. 


The Atlas Stationery Company has enjoyed a fine 
increase in volume of sales during the past year and 
has added 10,000 square feet of floor space. The num- 
ber of employees has been increased to 35. 





NEW HOME—The new quarters of the Office Appliance 
Company, 6266 Hollywood Blvd., Hollywood, Calif., Proprie¢ 
tors are W. A, Harnden and L. C. Wolter. 


+ * * 


R. J. Martell is now associated with the Draper Tag 
and Label Company, 843 S. Los Angeles St., Los An- 
geles, as salesman in the Southern California area. 
Mr. Martell joined the firm on October 16, the very 
day he received his discharge from the army. He held 
the rank of major and was in the service five and one 
half years. Mr. Martell served in both the Europen 
and Pacific theaters but spent the greater part of 
the time in the European theater. His former home 
was in Salt Lake City. 

* * ” 

R. A. Thomas, manager of the Grimes-Stassforth 
Stationery Company, 737 S. Spring St., Los Angeles, 
states that in spite of the acute shortages of certain 
items of merchandise there seems to be sufficient 


quantities of other items to assure a large volume of © 


sales. This means that business on the whole is 


excellent. 
> + Sa 


W. E. Montgomery, who for the past three years has 7 
been manager of the Allen-Wales adding machine © 
agency, 912 S. Olive St., Los Angeles, is now with = 
the Arrowhead Typewriter Company of San Bernar- @ 
dino, Calif. Mr. Montgomery took over his new duties & 


October 1. 


* * * 


L. J. Beiswinger, proprietor of the Pasadena Type- 4 
writer and Adding Machine Company, 1188 East Colo- © 
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® This is the thirteenth of a series of 
articles on various aspects of advertis- 
ing, merchandising and selling, presented 
as a service to stationers by EVER- 
SHARP, Inc. 


When we decided to remodel our store front and 


main floor, we had no idea of the delays and incon- 
veniences that would plague us for months to come. 
But now that the job is completed, we have a new 
store that is the “talk of the town”—a truly modern 
store with a handsome all glass front that turns the 
entire first floor of the building into one gigantic 
window display. 

Our entire building is seventy-five feet wide, and 
with the large windows on the east and west; the 
large furniture windows and herculite glass doors, 
we have a continuous glass front approximately 
seventy-five feet long. : 


A vestibule about 30 feet long lies between the 
two curved display windows that can’t be missed 
by anyone entering the store or going by on the 
street. This type of window dramatically spotlights 
display, and it is here we put such high profit 
s as the ptep CA. Incidentally, we have 
Id_hu dreds of CA pens (and no complaints! ) 

Rakes us glad we waited to put our real pro- 

















e into the store is 
of this window 


RIFE 
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what new merchandise we have on 


our windows but they also see the merchandise one a ah 


played on the entire main floor: The strategie spot 
just inside the doors is given over to the fountain 
pen department, and of course, anyone who looks 
at the furniture window can’t miss seeing our large 
display of Eversharp and other fountain pens, desk 
sets, and related merchandise. 

In general, high profit items, high in eye appeal— 
are concentrated on the main floor behind the two 
side windows. These inside displays can easily be 
seen from the street and are immediately accessible 
as one comes into the store. 

Business has definitely increased month by month 
since we made our extensive alterations. While we've 
had trouble and long delays in getting many of the 
necessary materials, we feel that all the trouble and 
sa was well justified. 


Ve p are seeing this investment pay off in immed- 
Sales, » and we anticipate that it will 


et tO come. 
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Ar this festive season 


of the year we extend 
to all our customers 
and friends our sincere 


best wishes for 
A Merry Christmas 
and 


A Prosperous New Year 


HIGH POINT senvine & CHAIR CO. 


SILER CITY, N. C. 


Sig 
(Fiorano SRS 


HIGH POINT BENDING & CHAIR (0, 
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rado St., Pasadena, states that he is receiving much 
larger shipments of steel files than for some time and 
that he is at least able to supply part of the very 
large demand for this type of merchandise. 

Typewriter repair work continues as brisk as ever, 
according to Mr. Beiswinger. 


* * * 


C. J. Harris, manager of L. C. Smith & Corona Type- 
writers, Inc., 533 S. Spring St., Los Angeles, returned 
November 5 from a ten-day vacation trip. Mr. Harris, 
who is a member of the Knight Templar’s Drill Corps 
of Los Angeles, accompanied the Corps on its trip to 
the triennial conclave held in Houston, Tex. The 
group went by train and in special cars. Stops were 
made at Dallas, Carlsbad Caverns-and Juarez, Mexico. 
A side trip was made to Galveston and the party 
returned to Los Angeles by way of New Orleans. 


* * * 


Rod Nern, proprietor of Nern’s Office Furniture, 414 
N. Central Ave., Glendale, returned October 30 from an 
eastern trip which took him to Grand Rapids, Mich., 
and Chicago where he visited factories. 


* * * 


A. C. Hauser, proprietor of the Columbia Sales Book 
Company, 315 South Spring St., Los Angeles, sold his 
wholesale business October 1 to E. W. Santelman, 
who was formerly vice-president of the Wholesale 
Stationers Corporation at 525 S. Spring St. Mr. Hauser, 
who will continue to operate the Columbia Sales Book 
Company, has just installed a complete commercial 
printing plant at 701-705 W. Third. 

F. B. Matthews, who was formerly associated with 
Mr. Hauser and who is now the representative of the 
Utility Business Forms Company, returned the latter 
part of October from a trip up the coast and into 
Canada. 

* * * 

F. O. Bragg, proprietor of the Long Beach Typewriter 
and Desk Company, has recently taken over the 
agency for Amana Home Freezer. Although a freezer 
is not an office appliance, Mr. Bragg finds that it ties 
in well with his regular line of merchandise. 

Incidentally, the Long Beach Typewriter & Desk 
Company was the first typewriter company in Long 
Beach and was organized in 1913. Mr. Bragg became 
the owner in 1929 and purchased the building now 
occupied in 1943. The location is an excellent one 
for pedestrian traffic is very great in this part of 
the city. 

7” * a 

H. A. Ecclestone, former manager of Remington- 
Rand, Inc., 711 S. Olive St., Los Angeles, for 26 years 
and now associated with Ted Ralph, the present 
manager, spent the last three weeks of October vaca- 
tioning in San Francisco. 

D. C. Walker, also with Remington-Rand, Inc., spent 
his vacation on a dude ranch near Victorville, Calif. 
Mr. Ecclestone states the production of Remington 
Rand, Inc., is greater than it has ever been before. 


* * * 


Fred Rothman, proprietor of the Angelus Typewriter 
Company, 531 S. Spring St., returned the latter part 
of October from a plane trip to Mexico where Mr. 
Rothman says there is a big market for office ma- 
chines of all kinds. 

Roy Sweet Jr., who before entering the service was 
with the Angelus Typewriter Company, is back again 
at his old job as mechanic in the repair department, 
and Leonard King, who also recently received his dis- 
charge from the service, has been appointed head 
Salesman for the company. 

Mr. King’s home was in Fort Worth, Tex. Before 
the war he was in the same line of work in New 
York City. 

+ * ae 

George O. Morgan, representative for the Oxford 

Filing Supply Company, at this writing is on his fall 
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TO WORK EASIER 








‘SIT COMFORTABLY 








YOU SIT AT EASE—when the office chair 
in which you spend so many important hours 
is equipped with a SENG Chair Action Con- 
trol. For your back is comfortably and scien- 
tifically supported. 


YOU KEEP ALERT—because the instantly 
responsive SENG Control keeps you bodily 
rested—makes unhealthful lounging positions 
unnecessary to achieve comfort. 


YOU FEEL SAFE—because there’s never any 
danger of over- 
balancing when 
the reclining 
angle is properly 
controlled by 
SENG. 

YOU’RE MONEY 
AHEAD — from the years 
of dependable, trouble-free 






service that are yours from office chairs that 
are SENG Controlled. 


THE COMPANY 


1450 N. DAYTON ST., CHICAGO 22, ILLINOIS 
Owners and Manufacturers of Bolens Office Chair Controls 
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ONLY the enormous Shaw-Walker dealer franchise embodies a// 


essential profit-producing elements. 


1 —Twelve complete lines from this single source of supply. 
Results:—Simplified inventories, less office work, more 
quantity discounts by grouping orders. 

2 —The best-known trade-mark in the industry. 

3 —The OFFICE GUIDE, a 436-page catalog that helps 
the salesman on every call. 


4 —A complete line of Fire-File equipment and other fast- 
selling repeat items available only from the S-W dealer. 


Until we can render pre-war service, we will continue giving 
our entire production to the established Shaw-Walker exclu- 


— -) sive dealers. 
The Shaw-Walker 8,000-item franchise is the trade’s most 


L valuable. It’s worth waiting for. 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 

























r 









HA) 
Wy HA 


WN 





ad 





| writer and adding machine repair service—WES. 
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swing through Arizona, New Mexico, Texas and Nevada. 
+ = + 

R. L. Smith, manufacturer’s representative for sev- 

several well known lines of office supplies, with head- 


quarters in San Francisco spent a few days in Los 


Angeles early in November on his way to Arizona and 
Nevada. Mr. Smith was accompanied by Jerry Terrell, 
his assistant in the California area. 

* * 


H. C. (Hank) Lyles, representative for the F. S. 
Webster Company, attended the NSA convention in 
Chicago and on his return called on dealers through- 
out Arizona and Nevada. Mr. Lyles, whose home is 
in San Gabriel, Calif.. has been with the Webster 
Company since his discharge from the service in Jan- 
uary. Prior to entering the service he spent eight 
years in the west with another firm. 

* * > 


W. R. Lindsey, proprietor of the West Coast Sta- 
tionery Company, 1144 S. Broadway, Los Angeles, has 
been spending a few hours each day at the store 
since his recent illness, but will not return for full- 
time duty until after the first of the year. 

* 


The Schwabacher-Frey Company, 736 S. Broadway, 
Los Angeles, in continuing its policy of advancing new 
and better appliances first, is announcing ten county 


* 





* * 





q distributorships for Niagara duplicator machines ef- 


fective November 1. Involved also is the thought of 
accessories to fit every type of business large or small 
throughout the Southland, according to R. E. Shep- 
herd, vice-president of the company. 

os 


* * 





Ruby Savage, who for five years was saleslady for 
Carlisle Stationers at 1343 Third St., Santa Monica, 
when Renee Lambert was head of the commercial 
depariment in that store, has returned to the store as 
Mr. Lambert’s successor. Mr. Lambert resigned to 
take a position with Modern Stationers in Los Angeles. 

Robert Carlisle, son of Sam Carlisle, proprietor, has 
been made general manager of the store. He returned 
in March from the service where he spent two and 
one-half years. Before going into the service, he con- 
ducted a machine shop for about six years. 


eS * * 

The Savel Commercial Stationery Company, 1216 
Maple Ave., Los Angeles, was badly damaged on the 
evening of November 4 by a truck which crashed 
through the doorway of the building, completely 
smashing the fountain pen case and throwing debris 
40 feet into the store. All the windows were also 
badly shattered. 

Fortunately, the owners of the building were com- 
pletely covered by insurance and the truck owners 
also carried property damage insurance. 

Mr. and Mrs. Joseph A. Savel, the proprietors, were 
observing their twenty-third wedding anniversary 
that same evening when notified of the accident. 


LS ae - 


ROWLES’ ADVERTISING IS HELP TO DEALER 


E. W. A. Rowles Company, manufacturers of black- 
boards, window shades, public seating and school spe- 
cialties at Arlington Heights, Ill., has embarked on 
an extensive advertising compaign designed to assist 
recognized dealers. These dealers are the only dis- 
tributors of Rowles products. 

An illustrated folder has been prepared for the ben- 
efit of dealers, showing the various types of ads used 
to create and maintain business for recognized school 
equipment dealers. The ads are being carried in lead- 
ing school publications. 


ADD MACHINE SERVICE TO GEORGIA FIRM 


_The Dalton Printing Company, office outfitters, sta- 
tioners and printers, at Dalton, Ga.. has added a type- 
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© Send for details on ALL Numbers ¢ 
- - - WHERE WASTE ACCUMULATES «-.- - 


SELL FIBRCAN 


Catubridge ibrean 


“THE BASKET KNOWN TO A CONTINENT’ 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc 


218 GREENWICH ST. NEW YORK 8, N.Y 
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To all of you 
from all of us 





a sincere wish 
for a happy 
and prosperous 


1947 


GUIDE SYSTEM & SUPPLY CO. NEW YORK 13, N. Y. 
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WATERMAN PROGRAM STARTS SOMETHING 


(L. J. Valentine died on December 16 with the hope 
that “National Crime Prevention Week” would become 
a reality even though he was gone.) 

Lewis J. Valentine, commentator on crime for the 
Saturday night “Gang Busters” radio program spon- 
sored by L. E. Waterman Company, started something 
when he called for a “National Crime Prevention 
Week” to combat America’s rising crime rate. 

Thousands of letters started pouring in to stations 
on the coast-to-coast hookup. They weren’t just ordi- 
nary “fan letters.” After all, there’s little about a 
65-year-old former police commissioner to inspire 
pobby-sox idolatry. They were letters from police 
chiefs of big cities, sheriffs of small towns, and down- 
to-earth citizens who were interested in doing their 
part in any campaign to curb crime in America. 

With the aid of some of America’s leading police 
chiefs, the head of the U.S. Secret Service, and many 
other famous criminologists, Commissioner Valentine 
immediately set about drafting a broad, general pro- 
gram for a National Week to be held early in 1947. 

“During National Crime Prevention Week,” Commis- 
sioner Valentine said, “we’re going to try to sell crime 
prevention to Mr. John Q. Public through an educa- 
tional campaign tied in with the schools, the clergy, 
movies, boys’ clubs, insurance companies, social welfare 
agencies, and all other interested groups.” 


incising 
E. M. BRADFORD JOINS AMERICAN PAD 


American Pad & Paper Company, Holyoke, Mass., 
recently announced the addition to their sales force 
of Edward (Ted) M. Bradford, who will be associated 
with his father, Harland S. Bradford, at the New York 
City office of the company. 

Ted came with the company without previous expe- 
rience, but after several months of preliminary train- 
ing at the factory and in the New York office under 
the tutelage of his father and Bert Chillson, whom he 
succeeds, is now qualified to start calling on his trade. 
He is a veteran of World War II, having seen consider- 
able service in the U.S. Occupied Zone in Germany. 

Ted will cover a part of the New York, New Jersey and 
Connecticut trade relinquished by Bert Chillson, who 
will, in the future, cover only the New England territory. 


—__—_.¢-a 9 ———— 


DEVELOP TOUGH PLASTIC FOR EVERSHARP 


Successful application of the “toughest plastic ever 
made” to its line of pens, pencils, and sphere-point 
writing instruments was recently announced by Dr. 
H. Hugh Willis, vice-president in charge of research 
and engineering for Eversharp, Inc. 

The new plastic is produced by the Celanese Corpo- 
ration of America in plants at Bishop, Tex., Cumber- 
land, Md., and Newark, N. J., before being processed 
into pen barrels in Norwalk, Conn., and Chicago fac- 
tories. 

“This plastic is ideally suited for pen and pencil 
barrels,” Dr. Willis says, “because it is tougher than 
the material used until now, requires less machining, 
is less flammable, and is not only color-fast, but actu- 
ally improves in appearance with handling. In addi- 
tion, it combines light weight with perfect balance.” 


———9—9 
HILCO APPOINTS TECHNYGRAPH COMPANY 


Hilco Engineering Company, Chicago, recently an- 
hounced the appointment of Technygraph Company, 
Techny, Ill., as the company’s exclusive distributor for 
all duplicating machines and supplies manufactured 
by Hilco, beginning December 1. 

The new arrangement is declared to favor the deal- 
ers, since they can purchase Hilco duplicating ma- 
chines, stencils and ink from one source of supply. 

Orders now are to be placed direct with Techny- 
graph Company. 

1946 


OFFICE APPLIANCES, December, 






















Ml nt IAUSP ECT 


x 
WE HAVE FOUND THAT 
FRIENDSHIP IN BUSINESS 
COUNTS FOR MUCH AND 
ARE GRATEFUL FOR YOURS 
LET US WISH YOU 
A VERY HAPPY CHRISTMAS 
AND A PROSPEROUS NEW YEAR 


KK 
MIDWEST NATURLITE COMPANY 


CHICAGO 





































































4200 Series 
MIDCO the Perfectlite fluorescent desk lamp. 
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--- THAT'S WHY 


YOU'LL FIND STEADY DEMAND 


FOR THIS POPULAR, PROFITABLE 





These attractive — and very 
practical — Superior Plastic 
Cord Covers come on handy, 
colorful cards for sales-win- 
ning display and easy stock- 
keeping. Cords measure 42” 
in length; are available in 
ivory, white, red, blue, 
brown, crystal, and amber; 


x \ 


retail at 25c. Two-tone com- 
FOR IRON 


binations of these colors are 


also popular sellers at 35c. ~ 
Packaged 1 gross per carton \ on 
(assorted if desired). Orders ‘Y - 


FOR SHAVER 
a» al 


SUPERIOR PLASTICS 


DIVISION WESTCHESTER CHEMICAL CORPORATION 
CHICAGO 12 


filled from current stock! 
Write today. 


426 NORTH OAKLEY BOULEVARD * 
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LET’S TAKE A LOOK AT SELF-SERVICE 
(Continued from page 14) 
service, because all true salesmanship is essentially 
service to the buyer—90 per cent so, at least. 

Even the idea of that limited form of self-service 
that might be called self-selection, may prove falla- 
cious, so far as its convenience to the customer is con- 
cerned, if, in a business like the stationery business, 
the customer selects a book of wrong size or wrong 
ruling for a contemplated purpose and must bring it 
back to the stationer for exchange and advice as to 
the right selection. Such loss of time for two persons 
could hardly be regarded as an improved method of 
selling anything. 

Self-service, except in a very restricted degree and 
affecting only a very few items, would unquestionably 
result in lost sales opportunities for the average sta- 
tioner. I recall at this instant a $90 typewriter sale 
that developed out of a conversation issuing from per- 
sonal amenities in the course of a $1.25 transaction. 
Writing-machines—good rebuilt machines, let alone 
new ones—were at an all-time premium, and the cus- 
tomer, who naturally went to the salesman whom he 
knew best, commented on his discouragement in try- 
ing to locate a good used machine. The bond of ac- 
quaintance was strong in this sales relationship, and 
the salesman counselled: “If you can hold off until 
next Tuesday, I know where I can get you a wonderful 
one-user machine—used only a little while and as good 
as new—if you can pay $90.” The buyer could—in fact, 
he was elated at the opportunity to pay it. 


Self-Service Would Pass Up Sale 


The profit in that personal-service contact was at 
least $30.00. However, under a scheme of 100 per cent 
self-service, which, I maintain, is neither practical nor 
desirable in the stationery store, that typewriter sale 
would have gone out with the customer after he had 
taken his $1.25 purchase to the wrapping-desk and 
paid the cashier. 


According to the viewpoint of one important sta- 
tioner, even if there were any acute necessity to prac- 
tically abolish all established service standards and 
ideals in the stationery trade, which he says there is 
not, prestige-building is impossible, with such a soul- 
less, dehumanized, slot-machine selling routine—as he 
expressed it: “Only stocks on shelves and counters— 
cold, glaring price-and-name cards—and the cashier.” 

I think he is right. Constant personal contact with 
customers is what feeds the wellsprings of prestige and 
good will of the established stationery business. In 
such a business, trading allegiance results from the 
customer’s assurance of the stationer’s ability to give 
specialized office-equipment or office-efficiency engi- 
neering service with utmost competence and dispatch 
—the assurance that he can take his problems rou- 
tine or exceptional, to the stationer at any time and 
“get the answers” that will solve those problems quick- 
ly, efficiently, and economically. 

Such ideals of service are impossible without a serv- 
ice organization—each trained in its own specialty, 
perhaps (that is, if the business is a large one) office 
furnishings, mechanical specialties, writing-machines, 
bookkeeping machines, the installation of complete 
new accounting or new filing systems, and so forth, 
for examples. 


They Shop for Service 


In staple foods, price is the lodestone of traffic at- 
traction, except in the deluxe establishments, but 
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One of the merriest things about this Christmas for 
us, is that we’ve been able to give you more mer- 
chandise than we have for a long time. 

And long before the next yuletide rolls ‘round, 
we hope to meet all your needs with new pens, new 
styles and plenty of merchandise. 

Another cheerful outlook for next year: besides 
taking good care of our regular dealers, we'll now 
be able to help many new dealers realize better 
profits, lasting profits, by supplying them with the 
complete Waterman’s line. 


L. E. Waterman Co., 344 Hudson St., N.Y. 13, N.Y. 


Watermans... 


LISTEN TO “GANG BUSTERS” SATURDAY NIGHTS, 9 P.M. E.S.T. (8 C.T., 7 M.T., 9 P.T.) ABC 
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HOLIDAY GREETINGS 


The season's greetings and best wishes 


for Christmas and the New Year. 


On behalf of ourselves and representa- 
tives—sincere thanks for your patronage 


in 1946. 


We shall strive to extend even greater 


cooperation to our dealers in 1947. 














EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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when it comes to office sundries, I have personally 
seen ample proof that one element among the public, 
which is by no means small numerically, shop for 
service as well as merely for goods. Their policy is re- 
vealed by often-repeated remarks such as: “I will be 
sure of getting the right advice there.” Or, “At Has- 
kins’, they’ll tell me just the right thing I need for 
this,” and the like. Such has always been the power of 
a specialized service reputation, as distinguished from 
the mere selling and shipping of bulk commodities, 
such as coal and grain, to build business fame and ex- 
tend sales and service far beyond the original frontiers 
of what seemed to be the maximum normal trade ra- 
dius for a stationery and appliance business. 


No intelligent person will deny that department 
store management is usually an outstanding exponent 
of retail merchandising ability. Not one item or line 
has ever yet been presented by such stores on a wholly 
self-service basis, the closest approach to the system 
in department store practice being, perhaps, self-se- 
lection by buyers from the motley open mass displays 
in the bargain basements of some of the metropolitan 
stores. 


With Woolworth and Kresge stores advertising and 
displaying constantly in their window promotions 
“Full Line of Office Supplies,’ “Everything For Your 
Stationery Locker” and similar displays, I should not 
like to be the local stationer trying to do business 
within the trade radius of their stores on any self- 
service system. 


You Can’t Discount Competition 


Oh yes—Woolworth and Kresge stationery articles 
are of their own label or private brands, but the force 
of such competition can not rationally be discounted 
for that fact, because although the goods are private 
brands, the names are virtually nationalized by the 
multiplicity of outlets throughout the country. 


This means that every local stationer must sell his 
comparable merchandise on a strongly competitive 
basis and on the provable merit of each article, and 
that is where he will continue to need salesmen and 
good salesmen, too! 


So far as I can judge, there is an undercurrent of 
talk in the trade, which makes no pretense of liking 
self-service ideas, pros and cons regardless, but which 
expresses a fear that there is a high-wage market in 
the offing which will compel many retail businessmen 
to curtail personal sales service. 


I do not think that any stationer should permit 
himself to become too pessimistic or too much of a 
defeatist at this time about such a prospect. What- 
ever may develop, the solution will not be abandon- 
ment of sales service anyway, but rather the zealous 
retention of good and experienced salesmen in the 
furniture and appliances departments of the business 
with less-expensive sales personnel of the conventional 
grade of retail store experience and ability for the 
Supplies and smallwares. 

The machine industries simply can not absorb all 
workers, and I believe that when the sands of the 
labor market have settled there will be plenty of com- 
petent workers for every segment of the retail trade 
Structure available for employment at wages that each 
line of distribution can economically pay. 


Idea Developed in Displays 
Strange enough, although I do not believe that self- 
service in entirety is suitable for the stationery trade, 
the germ of the idea may have originated with sta- 
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Collier-Keyworth presents 
outstanding engineering in 
revolving chair controls with 
patented “‘Equi-Balanced” 
action that assures smooth, easy 
motion. Modern in design and 
appearance, these all-steel 
chair controls are construct- 
ed to give enduring com- 


fort and satisfaction. 


COLLIER-KEYWORTH CO. 
EC RDNERLUMASSACHOSERAM 
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“Mi Of course not! 


BUT HOW ABOUT YOUR 
PHONE INDEX OR DIRECTORY? 


Now you can see why customers “go for” TEL-EZE 
Snap-On Phone Index .. . the index that's always right 
ON the telephone! 

TEL-EZE can’t be lost! ... 


can’t be misplaced... 
can’t clutter up a desk! 
TEL-EZE is where you 
want it, when you want it. 








Made of sturdy plastic to 
match the telephone, the 
TEL-EZE Phone Index 
comes complete with alpha- 
betized index cards, easily 
removed for writing or 
typing. Accommodates over 
600 names. Refills available. 


FREE! DUMMY TELEPHONE TO 


visptay JEL-EZE “AT WORK” 


Makes sales 2-0-O0-M! 


Stores report immediate interest . . . quick sales . . . when cus- 
tomers see the TEL-EZE Snap-On Phone Index on our dummy 
display phones. This dummy display “‘te//s’’ customers what a 


Retails $ i 50 


complete with 
alphabetized 


cards. 


convenient, indispensable item the TEL-EZE Phone Index really is! 


STOCK IT! SHOW IT! SELL IT! 


Write today for further information. 


Poa 


47-30 VERNON BLVD 
LONG ISLAND CITY, N.Y 
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' tioners in the long-popular practice of placing port- 


Telephone? 


able display units of certain low-priced items in dis- 
play-window lobbies or near main entrances. A ubiqui- 
tous example in practically any large city would be 
“Envelopes, 19 Cents a Hundred.” Such advertising 
of these low-priced smallwares by outside displays has, 
apparently, proved its usefulness as ‘traffic bait” for 
steering pedestrians into the salesroom as well as for 
disposing of odds and ends now and then. 

There are, however, at least two lines in the trade 
in which self-service is logical, feasible, and perhaps, 
actually necessary in the interest of keeping down 
selling costs. These two lines are books and greeting 
cards. No sales aid is required with these items, be- 
cause each purchaser is satisfying his or her own pe- 
culiar desire, and does not need the salesman’s atten- 
tion, provided the cards and books are classified and 
plainly identified. Customers proverbially “take their 
own sweet time” in making these purchases and need 
no attention until they are ready to pay for their 
selections. 

The lending library, which is a popular feature of 
stationery outlets in towns and small cities, can not 
be operated on an actual self-service system because 
of the need for registering rentals, making exchanges 
and renewals, and so on. Renters also ask help in 
making or finding selections or make inquiries with 
regard to the availability of certain books. 

With the exceptions mentioned, I don’t glow about 
self-service in the retail stationery business owing to 
the fact that there are so many smallwares charac- 
teristic of stationery merchandise that, if they are dis- 
played in heaps on counters without constant surveil- 


| ance against pilfering, it is more than likely that, in 


certain localities at least, some of the profits would 
trickle away surreptitiously. The wrapping of every 
purchase, no matter how small, is the best assurance 
that every item taken out of the store has been paid 
for. Realizing this truth, many stationers use small 
envelopes or bags for small stationery items that do 
not require wrapping with string. 


SS 


EVERSHARP APPOINTS NEW CHIEF IN CANADA 


Guy 8S. N. Gostling, former Moore Corporation exec- 
utive, has been named managing director of Ever- 
sharp, Inc., for Canada, it was announced recently 
by Larry N. Robbins, senior vice-president of the writ- 


| ing and shaving instrument company. 


Gostling, former manager of market development 


| for the Moore Corporation, has assumed complete 


charge of all Eversharp operations in Canada includ- 
ing manufacturing and sales, Mr. Robbins said, with 
headquarters in Toronto. 

“His appointment is another step in our rapidly ex- 
panding Canadian activities. Demand for our CA 
sphere-point pen and Skyline pens and pencils is at 
record-breaking levels. We recently expanded our 
Toronto plant to produce the precision CA writing 
instruments, and on next February 1 will take over 


| additional factory space for further production in- 
creases to meet the mounting demand for our prod- 


ucts.” 

Mr. Gostling served six years in the Canadian Army, 
retiring in. August, 1945, as a brigadier. He was 
awarded the Croix de Guerre with palms by General 
De Gaulle for his services at Dieppe. 

The new Canadian Eversharp official joined Moore 
Business Forms, Ltd., in Winnipeg in 1927, becoming 
manager for British Columbia in 1931. He was ele- 
vated to general sales manager for Canada, with head- 
quarters in Toronto, in March, 1933, a position held 


| until he volunteered for active duty in September, 
| 1939. 
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St : oe Life 


@ More Copies 
@ No Slipping 
@ No Curling 


Longhorn Plasti-Carbon gives out- 


standing performance because it’s an Longhorn Plasti-Carbon will give you top 
entirely new development in carbon performance in sales, too, because its 
paper . . utilizing a new process to superior working qualities bring you the 
eliminate wax from the back of the kind of pleased customers that mean 
sheet. This means Plasti-Carbon repeat sales. Put this top performer to 
won't slip when rolled into a type- work for you. . for perfect service 
writer .. it won't curl under any on all typewriter, bookkeeping or 
condition .. it has exceptionally billing machines. 


long life . . it makes more copies 


AMERICAN CARBON PAPER MFG. COMPANY 
sharper and clearer. 


Dept. OA, Ennis, Texas 




















i 
j 
CLIP THIS COUPON FOR YOUR | GENTLEMEN: 
SAMPLE OF PLASTI-CARBON | Please send me a sample of 
. Longhorn PLASTI-CARBON. 
If you haven't already been introduced to Longhorn Plasti- { . 
Name caNeee a 
Carbon, clip this coupon to your letterhead for a sample. | 
I 
We want you to see this superior carbon for yourself .. we | Address_—__________ 
believe it will help you build bigger carbon paper sales and Firm Title 
bring you greater profits. il oe ee State... 


AMERICAN CARBON PAPER MANUFACTURING COMPANY 


GENERAL OFFICES AND FACTORY... ENNIS, TEXAS 
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A Merry Christmas and 
a Prosperous 1947 to 
all our good Friends 








JASPER, INDIANA 
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NSA CONVENTION ADDRESSES 
(Continued from page 11) 


with the 
Stationers 


rather unhappy news that the 
figure you 


Foundation finally came up 


average profit for all the investigation was the 


see on the screen—1.1 per cent of sales. And this during a time when 
the country was experiencing a terrific boom 1929, another year you 
hear people rave about, presented the stationer with the increased 
profit of a booming 1.3 per cent. Perhaps you say that all of that 
is true but times have changed, and now the stationer with his 4 to 
5 per cent net after taxes is doing bette: b. That's true, but 
things are happening. For instance: 

SLIDE 6. (Not reproduced with this text All of s know that 
expenses are on the way up. Volume, it is true, has kept pace with 
the mounting expenses in most cases All the NSA can do is tell you 
to watch the climb and keep your fingers on the items shown here. 


We all want to pay the highest wages possible. We want nice quarters 


and we want to keep them attractive—but we must make sure our 
gross profit continues to cover these expenditures 

SLIDE 7. Here are some actual figures averaged out from the 
reports you sent Paul Burbank. The first column shows the figures 
I used in the spring. They represent the average of 33 large firms 


who had responded to the general manager’s office with figures when 


1945 


(PRELIMINARY) 


1945-6 


FINAL) 


SALES 

of O}—y wl ©) at 1010) 8) -) 
©) 10} 8 10) 3 
SALARIES 22.98 
RENT < Re) =) 1.92 
ADVERTISING 95 1.06 
LIGHT AND HEAT 

TAXES (OTHER THAN INCOME) 

ALL OTHER EXPENSES 

TOTAL EXPENSES 

OPERATING PROFIT 

INCOME TAXES 

NET PROFIT 


100% 
60.13 


39.87 


100% 
61.24 
38.76 
22.01 


SLIDE NUMBER 7 


the OPA decided on the original 10% per cent pass-through 
on steel equipment. These figures were all based on 1945. In the 


increase 


second 


column are the final figures tabulated from the most recent question 
naire. Many of the firms responding used their average up to June 
30, 1946. The final figures look better in spots. The net profit is 
greater probably because some of the smaller firms showed greate! 
net. The final figures, however, show something else. They reveal 
definitely that in the six months between these two sets of figures sal- 


more percentage points. Cost of goods has 
in this rising mat 


Rents 


aries have climbed a few 
edged up slightly. This fact was surprising because 


ket many of the items on your shelves ordinarily inflate in value 


which had jumped to a new high in the preliminary survey fell back 
to a normal percentage, but new leases in our part of the country at 
least—now mean rental demands. All other expeuses also fell back 
into more normal figures on the final tabulations, but tx reliminary 


| 
also are ’ rist 


figures served a warning that those expeises 


Comparisons for Five Years 


difficult to 
selected five 


figures and may be 


you. We 


has a lot of 
outline them for 


SLIDE 8. This slide 


follow, but I'll try to have 


N.8.A. 


A COMPARISON OF S&S OUTSTANDING YEARS 


SALES ~- 100% 1926 1932 1937 1942 1948-6 


61.24 
38.76 
22.98 
1.92 
es) 


62.40 
37.60 
20.62 18.67 
3.00 2.62 
1.11 96 


63.25 
36.77 


68.83 
31.17 
24.65 
4.98 
1.41 


01 0}- al ©) aim € 10/0) 8} -) 66.6 
©) 10} - 1-9 2-10) oe 33.4 
SALARIES 18.00 
RENT i | 


ADVERTISING 28) 


LIGHT AND HEAT 50 53 58 46 a4 


1.40 90 
6.54 
33.28 


“TAXES (OTHER THAN INCOME) 40 98 
ALL OTHER EXPENSE 8.20 
TOTAL EXPENSE VC 8) 


MET OPERATING PROFIT 


(BEFORE INCOME TAX) x3 3.82 


PROFIT AFTER TAXES 


TURNOVER 2.7 


SLIDE NUMBER 8 


outstanding years from 1926 onward for the purpose of making com- 
parisons. We have already discussed 1926. We have then included 
1932, 1937, 1942, and 1945-46. A glance at the cost of goods in 1926 
Shows a figure of 66.6 per cent. A figure that high, based on present 
costs of 61.24 per cent, shows that either the dealer paid too much for 
his stock in failed to get the right f terial 


1926, or he price for the 
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| Cut thin slits in folded 


crease for tabs. 





2 Close fold with insert strip 
in place. Put rings or posts 
through tab holes, that's all! 


ASK ADIRONDACK! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All sfyles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 

meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 


1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 


INSERT STRIP 


For Standard 
Ring, Post and Staple Binders 


Here is the newest and best method for 
putting smaller and larger than standard 
page size sheets in binders without punch- 
ing holes. Maps, charts, insurance poli- 
cies, or bonds can be read both sides 
without removing from binder. Inserts 
periodicals any thickness. 

Fine for vertical filing folders in library 
and statistical records. 

Made of Vinylite in three models: 
Standard, Bonded-to-Paper, and the Snap- 
In Type for non-opening rings and posts. 


Transparent and in color. For all size 
binders. 

Write us giving details of binder, in- 
sert material, and quantity. We'll send 
details, prices, and samples to business 
firms. 

















STAUNCH SALES COMPANY 


343 E. 34th St., New York 16 ° 


MU 7-6930 
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NATIONAL 


DEIN .. 





NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


lt is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK COMPANY 
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he sold. I think we all agree that the latter is probably true. We 
didn’t get the right price. Competition is a fine and necessary part 
of business, but in those years of the twenties we apparently overdid 
it The simple truth seems to be that the scarcities of the war years 
have forced us to pause and actually caused us to get better prices, 
with the very natural result that cost of goods has dropped consider. 
ably, with a corresponding increase in net profits. That’s a very desir. 
able state of affairs. Now our one worry is rising costs. Salaries, as 
we have mentioned, are really on the way up—almost as high per- 
centagewise as 1932, when sales were at an all-time low. I can re. 
member that our own payroll at the time of the bank closings was 
higher for a month than our sales. We want no more of that. The 
other percentage figures on rent, light and power, advertising and all 
other expenses are well in line, mainly because of greater volume. 
These times, however, are not normal. Everyone agrees that we are 
living in a rapidly-inflating economy and when that economy bursts, as 
every so-called expert predicts, what will happen to the percentages when 
prices and volume adjust themselves? Now is the time to keep your 
controllable costs down—don’t wait for a deflationary period to force 
you to make such a move. 

SLIDE 9. This breakdown of “All Other Expenses’ was included 
because some of the members asked for it at Cleveland. Almost all of 
these items are edging upward. Our own delivery expenses has been 


A BREAKDOWN 
or 
ALL OTHER EXPENSES 


DELIVERY EXPENSE 

}D) 3) 39-3 20) F- We le). 

BUILDING MAINTENANCE 
PROFESSIONAL FEES 
TELEPHONE & TELEGRAPH 
MEMBERSHIPS & SUBSCRIPTIONS 
LAUNDRY & WINDOW CLEANING 
OFFICE SUPPLIES & POSTAGE 
GROUP INSURANCE 

GENERAL INSURANCE 

SALES PROMOTION EXPENSE 
MISCELLANEOUS EXPENSE 


SLIDE NUMBER 9 


OODNOAAWNY 





slightly complicated—to use a little understatement by the teamsters’ 
union. We are in effect paying the union dues. About the only item that 
you can cut appreciably is No. 8, Office Supplies. But for heaven’s sake, 
don’t let your customers get the same idea. 

SLIDE 10. (Not reproduced.) “If volume increases faster than ex- 
penses everything is fine! But, volume can’t increase forever!” A 
simple truth this, and not my own, I assure you. This bit of informa- 
tion is as old as business. Remember that old sally of Moran and Mack 
about buying pigs for fo’ dollars in May and selling them for fo’ dollars 
in September. When Moran told Mack that you can’t make any money 
that way, Mack replied, ‘“‘We found dat out.” 


It's Easy Not to Make Profit 


SLIDE 11. Here is a little fanciful chart—pure speculation to be 
sure—but let’s call it another visual warning on how easy it is NOT to 
make a profit. We have taken the final figures of 1945-46 and doctored 
them just a little to show that a few cents added here and there, al- 


WATCH THE PERCENTAGES |! 


IT CAN HAPPEN HERE _— 


1945-6 IF YOU » de) 8) 1926 
ACTUAL ADD GET ACTUAL 


[Ol @}—y wa ©) 2am €1010) 8} -) 61.24 + 1.00 62.24 66.6 
fe) -10)-3- 9 2.10) Bw 1s ds) ee) 37.76 33.4 
SALARIES "2298 +1.00 23.98 18.00 
RENT 1.92 He. 8) 2.92 2.2 
ADVERTISING 1.06 1.06 
LIGHT AND HEAT 44 44 
TAXES (OTHER THAN INCOME 30 18) 
ALL OTHER EXPENSES 4.15 5.15 
TOTAL EXPENSE 30.9] 3445 
NET OPERATING 7.95 3.3) 

PROFIT 
BEFORE TAXES) 


SLIDE NUMBER 11 


though innocent in themselves, can soon add that 1 per cent to one 
item of costs, and every 1 per cent you add to your cost of doing 
business, or to your costs of goods, is subtracted by very simple arith 
metic from your net profit. Cost of goods has as we have seen, shown 
a move upward, That usually means a swing into a competitive cycle 
such as we did NOT enjoy in the late twenties. That usually means that 
we are beginning to pass out to our customers what Charley Garvin used 
to call consumers’ “unearned discounts.” 

lust the other day while I was mentioning this talk to a wholesale 
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. Pe 
When in New York City, visit our beautiful 
NEW showroom and see our 1947 Line. It's 
ready for your discerning judgment—distinc- 


tively styled, objectively planned. 





ec eee 
Bie <a FACTORY AND SHOWROOMS 
4242 WEST FILLMORE STREET 


CHICAGO 24, ILL. 


Stein Bros. Mfg. Co. 


OFFICE APPLIANCES, December, 1946 191 











SECTIONAL BUUACASES 


Now in 
Production 


No. 800 SECTIONAL BOOKCASE 
Two—!1" Sections, One—9" Section. 
Height 48", Dept 12", Width 331/." 





. 

Dus Bookcase is well made . . . the Sections 
are joined with metal couplings for strength. The 
glass in this Bookcase can be cleaned easily because 
of the convenient removable doors that run on 
roller bearings and on a metal track. Wood used is 
maple and gum with an excellent finish . . . Walnut 


color only for the present. 


MICHIGAN DESH CUMPANY 


GRAND RAPIDS 1, MICHIGAN 
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paper house salesman he asked me why the stationers passed out all these 
weird discounts. He mentioned that his concern gave him a price list 
and a quantity breakdown. If you bought in a certain quantity your 
price was exactly that shown for that bracket and no foolin’. But—he 
went on to say—some stationery salesmen take an order for a dozen, 
price it at a gross price, give a discount on top of that, and then come 
back to the store to find that they have none in stock. 

SLIDE 12. This compilation of retail distribution costs shows that the 
ofice supply business has a high percentage compared to other retail 
stores, Nothing alarming in this fact, other than to remind us that 


RETAIL DISTRIBUTION COSTS 


U. S. CENSUS OF DISTRIBUTION 


NUMBER OF 
RETAIL STORE STORES REPORTED & to SALES 
RESTAURANTS 36,124 40.59% 
HOUSEHOLD APPLIANCES 6,637 39.29% 
OFFICE SUPPLIES 1,176 32.52% 
DEPARTMENT STORES 3,730 29.28% 
CLOTHING STORES 14,049 28.717 
DRUG STORES 24,844 27.08% 
HARDWARE STORES 25,330 26.637 
LUMBER & BLDG., MATERIAL 16,911 21.62% 
RG We). (0) =) 6 0) 2-7-0 0) 3-9 1010) ts) 40,797 y dy @ 
(e) 1010) 3) > AB—¥ ue) =) 2 =) 191,876 17.36% 





SLIDE NUMBER 12 


we must be that much more efficient. Our outside sales forces have a 
good deal to do with this higher cost of doing business. They are a 
necessary and accepted facet of our operation, but they should, of 
course, carry themselves with a profit to boot. 


An Example of What Can Be Done 


SLIDE 13. This is the piece-de-resistance. I wish it were a picture of 
my business. I regretfully assure you that it is not. But it is the actual 
result of a very sound and profitable operation of a highly successful 
stationer, who most courteously gave me his figures. I have adjusted 
them to the closest one-half per cent so that I could use round figures 
and not disclose exact figures. But the results are accurate within 
one-half per cent. His volume of $250,000 is average for his size, but his 


HERE IS WHAT QNE STATIONER 
DID IN 1945 


\ 20} F009 \) 0 Sen -1-1 001010) 
OF O}- il ©) yum C20] @) 0} oy a -/ 


GROSS PROFIT — 48.5% 
vO 0 Ce 2D. @ 32 28 f) nc 1 OO 


NET PROFIT 18.5% 
$46,250.00 





SLIDE NUMBER 13 


total net of $46,250.00 on a quarter million dollars of sales is, I think, 
outstanding. A net of 18.5 per cent I know is outstanding after di 
gesting the national averages. His extremely low cost of goods means 
just one thing. He sells his goods at a handsome profit. His overheard 
expense of 30 percent is about the same as the national average. 

SLIDE 14. (Not reproduced with this text.) And now our conclusion 
The NSA reminds you that if you are in business for a profit, then 
watch your costs. Follow the NSA averages and try to improve on 
them in your own operation. Make your customers earn their discounts. 
Don’t let that new salesman of yours talk you into getting that Hold 
the-Line Girdle Company account by adding another discount to the 
one your competitor is already giving them. Remember that a big 
volume does not always mean a big profit. Volume is only profitable 
when it’s profitable—to state it very simply. And finally, push the items 
that carry the margins you need to do a profitable business 





THE STATIONER AND THE 
WAGE AND HOUR LAW 


By George Fuller 


NSA Headquarters 
Washington, D. C. 
HAVE BEEN ASKED to give a short talk this afternoon on just 
how the Wage and Hour Law affects the retail stores. 
Let me start by giving a brief résumé of some of the provisions of 
the Act as they now stand. 
At present any employer shall pay to his employees engaged in com 
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The" OFFICIAL” 
POCKET SEAL 
THE SEAL THAT GETS THE BUSINESS 


STANDARD WITH LAWYERS, NOTARIES 
& CORPORATIONS ALL OVER THE WORLD 


Here is the seal that gets you the seal business, 
and no mistake, The only seal of its kind on 
the market, it is patented to give you an exclu- 
sive product, free from competition. This seal 
has rendered the old-fashioned, cumbersome 
lever seal press entirely obsolete. Sell it to the 
customers we bring to your store through 
national advertising. 
WRITE FOR DEALERS PROPOSITION 
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AND MANY OTHERS 





This new attractive heavy gauge metal LIBERTY Copyholder 
is compact and modern in design. No moving parts. It is 
practical for use by any office worker whose efficiency can 
be increased by having reference material before them in 
a direct line with their eyes. It will reduce errors and 
speed production. The UBERTY Copyholder can also be put 
to many uses about the home. Its wide range of uses, 
coupled with a low retail price and liberal trade discount, 
gives the dealer an opportunity for both quantity sales to 
offices and over the counter sales to store customers. 


The tperty Copyholder is produced and sold by the same 
firm that has pioneered with LiBerty Boxes . .. and 
performed the industry's outstanding job of supplying sta- 


tioners with economical record storage filing equipment. 


Your sample order for a carton (packed 6 in) 
will be welcomed and shipped immediately. Dis- 
play them in your window and on your counters. 
Attractive advertising material and envelope stuf- 
fers will be furnished FREE ... use them . 
then watch your orders mount! 


List Price $1.29 each. Slightly higher west of Rockies. 


BANKERS BOX COMPANY 


Established 1918 


536 SOUTH CLARK ST. © CHICAGO 5, ILL. 
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Holiday Greetings 
from 
D & R MANUFACTURING CO. 


who also express the hope 
that you will enhance your 


prosperity through 


by pushing sales of the 
WRIGHT SPIRIT DUPLICATOR 


a machine that is a note- 


worthy contribution to the 


duplicator field. 





List $43.50 f.0.b. Minneapolis, Minn. 
Regular Trade Discount 


5 outstanding points of merit 


Handles paper up to 9x15 
Sturdy—Build for long wear 
3—Ball-bearing impression roller 

4—One revolution to each print 
5—Moistener concealed in fluid receptacle 


to 


Turn to the Wright— 


Write for our Dealers Proposition 





DER Mg. Co., Inc. 


1330 Quincy St., N.E., Minneapolis 13, Minn. ’ 
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merce or the production of goods for commerce a minimum wage of 40 
o employee more than 40 hours a 


week unless this employee receives one and one-half times as much as 


his regular compensation for time spent in excess 
As you gentlemen know, there are several types of jobs wherein the 


cents an hour and shall employ 1 
yf 40 hours. 


employees specifically exempted from the provisions of the Act. The 
most important from the standpoint of the retail stationer states the 
following: Any employee engaged in a local retailing capacity is exempt 


from the provisions of the Act 


A Source of Misunderstanding 
This provision has caused a great deal of misunderstanding since it 
appears that the administration and employers have quite a wide differ- 
what constitutes a retail establishment. Unfor 


id 


ence ol opinion as to 
tunately, as many an employer has discovered, the opinion of the 
ministrator is the one usually accepted 

Consequently, let me go into more detail on the government's defini 
tion. 

First, an establishment in which no more than 25 per cent of the 
total gross receipts over a six-month period are from non-retail sales 
will be considered a retail establishment. 

This statement brings up the administrator's definition of retail sale. 

As a general rule, goods which are not used by the general consum 
ing public, goods sold at discount or in quantities materially in excess 
of quantities sold to the general consuming public, will not be con 
sidered retail sales. 

Specifically, as applied to stationers’ stores, the administrator has 
decided that stationery supplies sold to business institutions, schools, 
and so forth, will be considered retail, only if the quantity sold or 
prices charged are similar to the quantity and prices involved in sales 
to the general consuming public 

Goods not normally sold to the general consuming public such as 
office or school furniture, office machines, and so forth, will not be 
considered retail sales. 

For purposes of illustration let us assume you are an employer who 
has just had a complaint filed against him for violation of the wage 
and hour provisions of the Fair Labor Standards Act. Usually, the 
first an employer knows about it is when an official investigator calls 
on him and states the purpose of his visit. The investigator will ask 
numerous questions to which he will expect complete and accurate 
answers. 

To diverge for a moment, the records you are required to keep under 
the Wage and Hour Law are the following: Wages, hours, and condi 
tions of employment of any employees subject to the provisions of the 
Act. There is no specific form in which these records must be kept as 
long as they extend back over at least a four-year period. 

I suggest that a copy of Explanation bulletin of record-keeping reg 
ulations, Part 516, be obtained from your local wage and hour office, 
since many employers find, during an investigation, that they do not 
have all the required information. Thus, even if an employer has com 
plied faithfully with the Act, he is in the embarrassing position of 
being unable to prove it. Failure to have such information available 
may cause you to be subject to a fine of up to $10,000 dollars, and 
also, after the first offense, or possible jail term up to six months. 

To get back to the illustration, after the investigation has been com 
pleted, if the investigator decides in favor of your employee, there are 
several courses of action open to you. 

For one thing, you could let your feelings about the case be known 
to the employee who instigated the investigation either by firing him 
or making life difficult for him, Such a course of action may make 
you liable to a fine of up to $10,000 as such a course of action is spe- 
cifically prohibited by the Act. 

For another, you may appeal the investigator decisions through the 
courts. However, if his decision is upheld and the examples where it 
hasn’t heen are few and far between, you will not only have to pay 
the original amount demanded but also all the court cost and lawyers’ 
fees, both yours and your employees. 

The only other course is to accept the investigator’s decision and pay 
your employees the amount determined by the investigator, which will 
consist of all unpaid wages or overtime compensation for the period of 
violation, plus an additional and equal amount as liquidating damages. 
In other words, if you owe an employee $100 in back wages, he will 
receive $200 in all. 

As you know, this law is directed only at establishments engaged in 
interstate commerce. 

If during a six months period more than 50 per cent of the total 
gross receipts of a particular establishment are derivered from intrastate 
sales, that establishment will be considered exempt from the Act during 
that period, regardless of the wholesale or retail character of the trans- 
actions or the source of the goods. 





PROGRESS TOWARD AMERICAN 
STANDARDS FOR THE OFFICE 
By C. E. Hilton 


American Standards Association 


New York, N. Y. 


Bo NCERELY appreciate the opportunity of attending this, your 
fortieth annual meeting and the tenth annual exhibit here in Chicago. 
Like everyone else who during the last three days has passed through 
many exhibits displayed in both the Exhibition Hall and in the sample 
rooms, I have been struck with the realization that there before me 
were the products and tools so essential to the maintenance of order 
im the commercial, financial, industrial, and professional world of today. 
In my case they had a new and particular interest, for the American 
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Standards Association, on whose staff I serve, will soon be called up 
to decide whether the time has arrived for national standardization in 
the field of office supplies and equipment. 

Now why, after 27 years of its existence, does the ASA take up this 
problem? True, the problem has been brought to our attention a 
number of times within this period, but in each case the necessary 
interest and enthusiasm has been lacking to the extent that success 
appeared questionable. Now, however, chances of success appear im- 
measurably brighter. The immediate cause of this is that we have 
been asked by the National Office Management Association to set up 
a broad standardization program for the development of American 
Standards for various phases of office operations and management. 

You will agree, I am sure, that a request of this nature and from such 
an organization deserves a lot of attention. NOMA, as I shall call 
it hereafter, is a body which has grown in its 26 years to a membership 
of almost 7,000 office management executives and has 80 chapters 
throughout the United States and Canada. These men have a direct and 
active stake in promoting and facilitating better management in the 
office through more economical conduct of office operations. 


Research Committee Makes Study 


About ten years ago, NOMA established a Research Committee whose 
job was that of feeding information of value in connection with office 
operations to its members. This consisted largely of surveys of current 
practices within the various member companies. While such information 
naturally proved helpful, it soon brought forth the very important 
realization that practices preponderantly in effect were not necessarily 
the most effective. Accordingly, last year they established a Studies 
Division of the Research Committee to work toward the development 
of approved practices. But here again, difficulties were encountered. 
The problems betore them were not those of office management alone. 
Other interests, such as the producers of office equipment and supplies, 
had a vital interest which could be met only through joint effort by 
all affected or involved. It was to broaden and crystallize this activity 
that NOMA brought its problems to the ASA. It did so with an 
enthusiasm and a desire to co-operate such as I have never before seen. 

Right at this point, I imagine several very pertinent questions 
may be forming in the minds of a good many of those here today. What 
is the ASA? What means has it at its disposal to accomplish standard- 
ization in a field where office supplies alone, I have heard estimated, 
include some 25,000 items? 

1 will partially answer the last question first. Such problems will not 
be solved by a few members of the ASA staff. We are neither a 
technical society nor a trade association. The ASA provides methods 
whereby standards acceptable to manufacturers and users alike can be 
developed. These methods or procedures, developed over a period of 27 
years, are thoroughly democratic and have proved effective and practical. 

Now again, what is the ASA and how does it function? It is a 
national clearing house for standards and provides machinery through 
which all groups affected by standards work together in their develop- 
ment and arrive at their own decisions as to what the standards shall 
be. It is a federation of about 90 national trade associations, technical 
societies and divisions of the federal government who have recognized 
the benefit derivable through voluntary standardization. In addition, 
there are some 2,000 company members who have joined for similar 
reasons. Of the 90 previously mentioned, 45 are known as member 
bodies and it is this group which forms the Standard Council. This ts 
the administrative body of the Association. It formulates the procedures 
to be used in the development and approval of standards, and by its 
final approval establishes American standards. 


Preparation of Standards Explained 


The actual preparation of standards is generally carried out by sectional 
committees, of which there are now about 160. The makeup and pro- 
cedures of these committees are controlled by the very principle basic to 
ASA operations. This principle is that decisions must be made by 
all interests, and by a majority so substantial as to approach unanimity. 
Such committees are established by the ASA only after adequate proof 
has been provided to show that a consensus exists as to the need for 
standards in a field—-of definite scope. All groups having a substantial 
concern in the field of work must be given the right to representation 
on such committees, and to participate in the development and approval 
of the standard 

Membership in ASA is not necessary. No organization can be 
refused its day in court. In setting up the committees, a balance of 
interests is essential to success—a balance as between manufacturers, 
users and general interest, with no group having a majority of par- 
ticipants without the consent of all others. Their work bears no fruit 
until a consensus as to the acceptability of their standards can be shown. 
Only when the record shows that the procedures followed, and the 
standards produced, meet the afore-mentioned basic principles of the 
ASA can they be called American standards. Everyone is free to use 
them or not. They are purely voluntary standards and must stand 
on their own merit. Their use is promoted by those who have par- 
ticipated in their development and by the wide recognition of the 
foundations upon which they have been built. When made mandatory 
by the state or national authorities, as are many of our safety codes, 
the enforcement is the sole responsibility of such authorities. Thus, the 
ASA and its procedures provide the means whereby all groups having 
a substantial interest in a particular group of products or methods 
can be brought together and, working under a specific set of rules, try 
to produce standards. 


Established Standard Traffic Lights 


That these methods have been successful can be illustrated in short 
order, and by examples which most of us accept without question in 
our everyday living. Red, green, and amber traffic signals—signifying 
STOP, GO, and CAUTION, respectively—have found national usage 
only since the adoption in 1927 of an American Standard of Colors for 
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BLUEBONNET Products 


No. 145 THE WORLD’S FINEST TYPE CLEANER 
For All Makes of Office Machines 
% Efficient—Cleans type clean. 
% Safe—Cannot burn or explode. 


% Economical—cCosts less—goes further. 
% Pleasant—No sickening “Bug Spray” smell. 


This generous sized bottle contains 3 fluid ounces. 


Screw cap—opens easily. Comes complete with modern applicator. 
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when type gets a little dirty or the Complete ‘with eggliaide 


platen a little slippery and slightly 


NOTE—This set is used by some of the 
pitted. Cleans and dries in a few world's leading companies who have 
tried many products but standardized 


seconds. on Bluebonnet. 


THE TRIPLE SET 
(No. 643) 
Consisting of— 
© 2 ounces of type cleaner—removes sludge. Leaves type 


clean. Non-explosive. Agreeably scented. Complete with 
applicator. 


| ounce of typewriter oil—special lubricant. No gumming 
or sticking. Why use oil intended for lawn mowers, bicycles 
and skates? Typewriters require a special oil—this is it! 


* 2 ounces of platen renewer—rub it on, and the gripping 
surface is restored to rollers. Reduces ridging. Safe to 
use—pleasant odor. Complete with balbriggan applicator. No. 643 


CONTACT YOUR OFFICE MACHINE DEALER— ASK FOR BLUEBONNET 
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Traffic Signals. Most of us can recall instances not so long ago when 
confusion, injury, and even death, were caused as a result of non-uniform 
signals, Not many of us, however, have known that ASA procedures 
paved the way to the present uniformity. Some may have the impression 
that arriving at this standard was a simple job. I can assure you that 
it was not. The complications from an organizational point of view 
encountered in this project were perhaps equal to those we shall find 
in the work under consideration. The interests were widespread. Thirty- 
one organizations were represented by 42 individuals. The breakdown of 
personnel was as follows: 


Manufacturers 

Purchasers of equipment. . 

Users of equipment. 

Governmental bodies ... ; ; l 
Technical specialists ..... 


Insurance representatives 


No—it was not an easy job. 

Another example is that of the National Electrical Code, which has 
been an American standard since 1934. Its provisions have . been 
incorporated in municipal and state codes throughout the country and 
offer us all protection from the hazards arising from the use of 
electricity for light, heat, power, and other purposes, in our homes and 
public buildings. And then there are the gas appliances installed in 
a great majority of your homes. They bear the seal of approval of the 
American Gas Association. This signifies compliance with the safety 
requirements and construction features established by American Standards 
These are only a few of the examples 


Association of the 221 series 
they illustrate successful 


that can be cited, but I think you will agree 
development and application. 

Coming back to this specific project, I will tell briefly of the 
steps which have been taken toward meeting NOMA’s request. On 
August 21, we held a conference in New York City to which were in- 
vited representatives of 27 organizations which NOMA and _ ourselves 
felt had a vital interest in such a project 
have representatives present, and the remainder sent their 
proposal This, we felt, was a very 


Seventeen were able to 
regrets 
but expressed interest in the 
good start. 

NOMA’s representative, in presenting their ideas as to the desirability 
and possible scope of such work, stressed the pont that, to them, the 
possibilities were infinitely broader than just office equipment, such as, 
desks, chairs and tables. There were office supplies; forms and records; 
terminologies; procedures and routines; physical factors, such as heat, 
light, ventilation and noise control; personnel factors, setting forth the 
physical requirements for the various types of work carried out in the 
office; and last, but far from least, performance standards for various 
operations. 

Three Questions Are Asked 


The group was then asked three questions. Is there a need for 
Which segments of the field should be studied 


standards in these fields? 
What organization should 


first, and which offer possibilities of success? 
be asked to act as sponsor or chairman organization of the project and 
work with the ASA in seeing that the project goes forward expeditiously 
in accordance with ASA procedures? 

There was long and enthusiastic discussion by practically all of 
the people present. Minor differences of opinion were expressed and 
argued out, but a consensus was reached. Yes—they unanimously 
felt that NOMA’s suggestion was worthy and in need of solution. 
Standards in the broad field would be highly desirable A sectional 
committee should be established to draw up standards on office furniture 
and other non-mechanical equipment. Another should tackle the problem 
of office supplies, including paper, and a third, the field of office 
machines. The suggestion that a fourth, dealing with 
be established, was considered but by then, I believe, the conference 
was a trifle awed by its own enthusiasm and the size of the job already 
contemplated; and it decided to forego that field for the time being. 
There were questions as to whether it would be practical to attack 
the paper problem at this time, and whether the term ‘‘office supplies’ 
was sufficiently definitive to act upon at that time. However, they 
weren’t in the mood for extreme caution. There appeared to be a 
chance to stake out the field and do something. 


proce dures, 


In asking their advice as to sponsorship, we reminded them that a 
sponsor, while having no advantage over any other participant in a 
project insofar as technical content of the standards is concerned, is 
responsible to a large extent for the progress made. NOMA was their 
unanimous choice as sponsor for the first two projects. Its large mem- 
bership, and the broad geographical distribution of its chapters, could 
well provide the draft necessary to keep the enthusiasm and interest 
burning brightly. 

A sponsor for the office machinery project? They hesitated. Unfor- 
tunately, no representatives of the manufacturers of such machines were 
present. Their views hadn’t been heard. They decided that the ASA 
had better talk with this group and make its own selection of a sponsor. 
With that, the conferees would be available this week or next month. 
Such action was with the conviction that if acceptable standardization 
in this field were to be carried out, the ASA methods offered a practical 
approach 

Steering Committee Was Named 


As lack of time prevented the conference from entering into a discussion 
as to organizations which should he invited to be represented on the 
Sectional committees, the chairman of our Standards Council appointed 
a smaller steering committee. This group was to make such recom 


mendations, and to give further study to the problems of correlation 
which would arise if three separate and distinct sectional committees 
were created in such interrelated fields. In addition, the inclusion of 


Paper within the scope of the committee n office supplies required 
further consideration in view of the fact that the standardization of 
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paper weights, grades, and colors would in itself be a tremendous 
undertaking 

Accordingly, a meeting of this committee was held on September 18 
with the following organizations represented: NOMA, your own NSA, 
OEMI, WOFI, Treasury Procurement, and the Navy Department, 
Again, the problem was dumped in their laps. The main question was: 
Do practical considerations indicate endorsement or modifications of the 
recommendations of the conference? 

A summary of the discussions which followed will be all that is neces. 
sary. They decided that in view of the fact that a new field of standard. 
ization was being entered—one in which experience was rather scant— 
great care should be exercised in approaching it, and the maximum 
correlation possible should be provided. Rather than set up the three 
committees in the closely allied fields, they suggested the establishment 
of a single committee encompassing the scopes of the three, with the 
technical functions concentrated in the necessary subcommittees under its 
supervision. This provides an added flexibility to the work in that sub- 
committees are appointed by the chairman of a _ sectional committee 
without the necessity of council approval and can include technically 
competent people from all sources, irrespective: of whether they are on 
the sectional committee or not. Such subcommittees may include only a 
single individual, or as many as desired. The fact that their work must 
receive a consensus of approval by the entire sectional committee guar- 
antees that all interests will have a say in the creation of the standards, 

Chey felt that the paper problem of the office was but a relatively small 
part of the whole and, therefore, the proposed committee should limit 
its attention to “‘paper as used in the office.” This they defined as, and 
I quote, ‘papers used in the office including bristols, bonds, ledgers and 
folder stocks’’. It was felt that this would be sufficiently specific—for 
the present at least. 


Office Supplies Study Included 


There was a question in my mind as to whether the conference had 
included forms and records within its classification of office supplies, but 
such was not the case with the steering committee. They were emphatic 
in their belief that they had been included. In addition they felt, upon 
further consideration, that any standardization in this field would im- 
mediately bring up questions of procedures. Therefore, why dodge the 
issue. Procedures should be listed within the scope of the work, even 
though the conference had sidestepped that field when it had been sug- 
gested. 

The standardization of office machinery was our next problem. We 
had received no information as to the attitude the office machinery people 
would take toward such work, but now the OEMI representatives were 
able to report These manufacturers suggested that work in this field 
be postponed. They had their hands more than full in attempting to 
meet the present demands, and could not give consideration or furnish 
personnel to the project. 

The committee deliberated over this question at length. It felt that 
certain standardization in the machine line was so essential to the success 
of work in the furniture and paper lines that they simply could not rec- 
ommend the exclusion of these products from consideration. As a result, 
the recommendation made by the original conference with respect to 
office machines still stands. It is hoped, should this particular recom- 
mendation be acceptable to the Council of ASA, that the weight of 
opinion will influence these manufacturers to participate. 

The committee suggested several additional organizations which should 
be invited’ to take part in the work. The total list included 27, I 
shan’t take time to enumerate all of them but will mention a few to 
illustrate the breadth of interests. Representing manufacturers, distribu- 
tors, and retailers were your own National Stationers Association, the 
Business Forms Institute, the Wood Office Furniture Institute, and the 
Office Equipment Manufacturers Institute. Consumers included the 
American Railroads, American Bankers Association, 
American Management Association, American Transport Association, 
Edison Electric Institute, National Association of Purchasing Agents, 
National Electrical Manufacturers Association, the National Office Man- 
agement Association, and from the Government, the Bureau of the 
Budget, U. S. Navy, Treasury Procurement, and the War Department. 
General interest groups were limited to the American Society for Testing 
Materials Possibly the National Lumbermens Association, the Iron 
and Steel Institute, and the paint manufacturers should have been in- 
cluded as their products enter into the manufacture of many office 
equipment items. Likewise, the Government Printing Office and the 
Post Office Department may have a very definite desire to participate. 

The steering committee’s recommendations are now in the hands of 
all invited to the conference. What their decisions will be are not yet 
known, but I can assure you that all points of view will receive the 
utmost consideration within the ASA. For example, an internal adminis- 
trative committee called the Board of Examination will first study the 
recommendations from such viewpoints as: Was the conference repre- 
sentative of those having a stake in such standardization? On the basis 
of past experience, did their recommendations as to need for, organization, 
scope, sponsorship, and membership meet ASA requirements? 

My own personal view is that the Board will endorse the actions taken 
and recommend approval by the Council. Here again will be afforded 
the opportunity for objection to any part of the proposal to be heard. 
the Council will come to a decision—probably sometime 


Association f 


In any case, 


in December. Then will follow, and I hope rather swiftly, the appoint- 
ment by organizations, such as yours, of representatives to serve on the 
sectional committee. It is extremely important in your selection of 


these that you name individuals in whom you all have confidence, and 
who can speak with authority in your behalf. Their value to the work 
will be primarily dependent upon the help and co-operation you give 
them. With this co-operation and sincere effort on the part of all in- 
volved, the development of truly American standards of wide accept 
ability and application is assured. 

In closing I should like to take just a few minutes to point out the 
possibility of international unification in this field. The ASA through 
its Inter-American activities maintains close contact with the standardiza- 
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To the whole civilized world, Christmas is a 
holiday set apart from all others. It is the one 
day that combines solemnity and reverence with 
gaiety and good cheer. Christmas lifts the hearts 
of young and old alike . . . Christmas is truly the 
“High Point" of all the holidays our country 
observes. 

From another "High Point''—High Point, N. 
Carolina, we send holiday greetings to all our 


friends in the trade. As the year nears its close, 
may we again express the hope that we shall soon 
be serving you more efficiently. We are very 
grateful for the patience and understanding 
which our dealers have shown in the face of dif- 
ficult conditions. Again... our very best wishes 
for a happy holiday season and a prosperous 


New Year. 


MYRTLE DESK COMPANY 
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tion bodies of Mexico and such other active bodies as are found in 
Argentina, Brazil, Chile, and to a somewhat lesser extent, Uruguay. It 
is altogether possible that our standards in this field may profoundly 
influence any which they might develop. These countries could be im- 
portant markets to a great many of you present today. We send copies 
of all our standards and drafts to them and they to us. Similar inter- 
changes go on between the ASA and all other standardization bodies of 
the world. 

Another very important development is taking place at the moment, 
that being the establishment of a new International Standards Associa- 
tion. This will replace the old international body which broke down 
during the last war as it had become, in most respects, dominated by 
German interests. It appears new that the United States through the 
ASA, is going to take a much more active part in international technical 
work than ever before. The English, French, Russians, Australians. 
Danes, Swedes, Chinese, and Italians are enthusiastically co-operating. 
Some of these have worked in your field, and I sincerely hope that 
co-operation on an international scale can be established to the mutual 
benefit of all. 

I realize that I have taken a considerable amount of your time in 
giving this somewhat detailed description of the progress made to date. 
I hope that it has served to explain the methods whereby voluntary 
standardization is carried out under the procedures of ASA and will 
pave the way for your wholehearted co-operation in the work ahead. 


WHAT MAKES AMERICA GREAT 
By Thomas H. Beck 


President 


Crowell-Collier Publishing Company 
New York, N. Y. 


OUR CHAIRMAN, H. B. Van Dorn, evidently 

a guy. He has a better opinion of me than 
Actually, I would like to be known as the representative of the average 
American who sometimes isn’t told too much by the manufacturer, o1 
any one else. I was talking with Admiral Nimitz a short time ago, 
and I said, ‘Admiral, you and the rest out here work like the devil, 
but what does it amount to?” And he said, “What do you mean?” 
very grufflike. I said, ‘“Why don’t you let all the other maniacs know 
what you are doing? You and the other Navy admirals know what 
you do. The average American, too, wants to know what you do!” 

We publish for the average American and have a_ circulation of over 
a million, as your chairman has said. I have been interested in what 
makes America great, and I have asked many people without getting 
the right answer. Some say it is because of our great population. But 
we have less people than China, India, or Russia. 
natural resources. But we are not first among the nations of the world 
in natural resources. Some say it is our great intelligence. Actually, 
we are seventh in literacy among the nations of the world. Some say 
it is the pioneer spirit. We had that in the beginning, and those who 
came to these shores had it. They didn’t have a chance in their own 
country, so they came here where they did have opportunity. No, the 
thing that made us great is that we have created wants and have created 
standards. You would expect me to say that, but it is true. We 
followed the precepts of Adam Smith, who years ago told us that all 
wealth was founded on communication, transportation, and the division 
of labor. And that is true. Any man who has striven to live by him 
self has been poor. Thoreau once went to Walden Pond with a pocket 
ful of beans. He was going to live by nature, all alone by himself. 
He d—n near starved to death. 





thinks I am quite 
I have of myself 


Some say it is our 


Living Alone Is Not Good 


We have to work, not alone for our own support, but for the others, 
in order to have great prosperity. When I was in the Pacific, I saw 
those islands out there—beautiful places, cocoanut palms, the wonderful 
ferns, and those tremendous atolls such as the Marshalls. I thought 
they were marvelous, and I had a dream of living alone on a wonder 
ful island, perhaps with a beautiful girl. But don’t let anyone fool 
you. It is no good. Those who live out there, the Caucasians, almost 
go crazy—even with a beautiful girl, We have to live among people, 
for people, and by people. 

And in creating these wants we have educated the nation to have its 
inhabitants want the same thing at the same time. In other words, 
of all the places in the world, here in the United States more people 
want the same thing at the same time than anywhere else, and they 
want it in greater quantities. That has resulted in mass production, 
higher wages, and lower costs. That came about gradually. I have 
seen it grow, because I am a native son of California—northern Califor- 
nia, the real California. I am from Oakland. In the early days in Cali- 
fornia there were many things we did not have. We didn’t have folding 
money; we didn’t have pennies—only gold and silver. We wore shoes 
different than those worn in other sections—ours had higher heels. We 
wore different hats having broader brims. We wore different clothes, 
and we had different things to eat such as prunes and artichokes. Then 
came easy communication and better transportation, thus creating wants 
leading to the adoption of the Pacific slope by those wonderful people 
from New York. They gradually realized that California was a part of 
the United States. We cemented this nation into one cohesive whole, 
m the matter of things we wanted and did. And that has made this 
great America. 


Developments Come Under Pressure 


No development is made except under pressure of necessity, and the 
greater the necessity the greater the development. That was demon- 
strated by the late war Everything was at stake—our homes, our lives, 
and our these, and to preserve this democracy 


happiness To save 
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for all time, we conducted the greatest warfare in the history of man- 
kind. And we did it through mass production by private enterprise. 
[he impossible was done all the time, every day. After such a war 


there is usually a letdown, and we go back to the other things. That’s 
not so now. In this war we have gone—because of the pressure of 
necessity—from high to higher wages, and from short to shorter hours, 
fact that production is wealth. We will get 
reasoning, because with rising wages and _ salaries, 
production, there are only two outs. It is an inverted 
spiral. One lies toward inflation. The other is to a geometric point, 
because that has no dimensions. It is less than zero, if such a thing 
could be. So we have to educate our people to lower wages, or limited 


repeat the only 


other 


Let us 
nowhere by 
and lowered 


wages, if they put a limit on production. If production is increased, 
then wages may be increased. I have tried, and our publications have 
tried, to preach that gospel of more and more production as a means 


to greater wealth, because it is the only means that can bring it about. 

In France and other foreign countries, the people have different ways 
don’t teach the same things, they don’t wear the 
same _ clothes. Frequently, they do not speak the same languages. 
Their customs and habits are different, and therefore no manufacturer 
has a market at all comparable to ours. 

Let us see how this has developed. Some of you here, the baldheads 
anyway, can think with me back to the time when some man in Pitts- 
burgh advertised and showed pictures of a man blowing a bubble at 
the end of the pipe. Those bubbles were placed on a spinning 


and manners. They 


long 


flask, and were made into bottles. That is the way bottles were made 
then. Beer was taken out of the back room of the saloon and into the 
back doors of some of the homes—the carrier using what was called a 


“duck” or a “growler,” in other words, a can. The beer manufacturers 
decided to make beer socially acceptable, and so they bottled it and 
advertised it, and beer has now come into the front door, and people 


began to drink out of a bottle instead of out of a “‘duck” or “growler.” 
g 


That created a demand for bottles. Then along came Coca Cola and 
other soft drinks. The demand for bottles increased tremendously, 
and they couldn’t find enough men with long pipes and the skill of 
blowing to make enough glass bottles. So, the bottle machine was 
invented. It makes bottles faster than a man can count, five men on 
a machine, the last time I saw them in operation. We got enough 


bottles through the pressure of necessity. Those men with the machines 
could be paid higher wages than’ the men who blew bottles one at a 
time. I could go on indefinitely enumerating things brought about in 


the same way. 


Tells of His First Job 


My first real job was that of mechanic’s helper at $9 a week. When 
I was going to school, however, I worked in a drugstore, not only 
jerking sodas but working behind the prescription counter as well. I 
stirred gum in a bowl, and then we rolled it out with a glass roller 
and put powdered sugar on it before cutting it into strips, wrapping 
them in oil paper. I also looked after the money orders, and did me- 


chanical drafting on the side for an architect’s office. I was a busy 
boy. But it gave me enough money to marry a nice girl, and that was 
my great fulfilled. Then, I went to the Locomobile Company, 
and one of the things I did was to get into the factory where things 
were made. First, there were patent leather fenders. Then, we made 
them out of steel. We had a pattern cut in oak, and from this the 
front of the fender was pounded out with a copper hammer and wooden 
mallets. After getting the thing in the shape of the pattern, we turned 
it over and polished off the rough edges. I remember that it was told, 
when a dollar was worth 100 cents, that it cost over $87 to make one 
fender. Gen. Knudsen in Detroit was the first manufacturer to smack 
out a front fender at a cost of $1.00 to $1.25, and that was done with 
a die stamp that cost $275,000. The only way you could make such an 
investment profitably for front fenders was through the extensive adver- 
tising creating so many wants. You could pay the men with machines 
more money to make fenders than we could at Bridgeport in the old days 
because of the production they attained. 

That is the basis of prosperity in this country—prosperity from pro- 
duction that is going to be greater than for any time in the history 
of the United States. We learned so many things as a result of the war. 

I made a talk similar to this before the Economic Club in Detroit and 
the members seemed to like it. But before we started the luncheon, 
the president Jooked up and said, ‘‘There are a lot of union men outside 
who want to hear you talk.” I said, “So what?” “Shall we invite 
them?”’, he asked, and I said, “It is your luncheon.” ‘‘After all,” he 
said, ‘‘We don’t want to offend you.” “That can’t be done,” I retorted, 
“I have been offended by experts. Invite them in. I would be glad to 
have them.” The audience applauded and some of the unionists came 
up and shook my hand, and said nice things. 


wish 


The Result of Thinking 


Once in a while we indulge in the lost art of thinking. It is difficult. 
I was at a luncheon in a men’s grill and was thinking. We had just 
lost a man, who wasn’t very good, to a competitor, for a large increase 
in salary. And I thought of what Nicholas Murray Butler said when 
he lost a professor who went to Washington for more money during our 
last depression. He said, ‘‘Columbia’s loss is now the nation’s loss.” 
So I felt relieved, because I thought our loss is now a competitor's loss, 
and that is all right. After my thinking I went up to my hotel room to 


rest. There being no gin rummy partner, I played a sort of solitaire that 
is difficult—I only win about once a month and then I am elated. | 
find it relaxes my mind to indulge in this recreation because I can 


think and play solitaire both. The telephone rang and the voice said, 
“This is the president of the Letter Carriers Association in Detroit and 


I want to see you.” I said, “Come on up.” ‘When?” “Now, any 
time.” “I have two friends with me.” “Bring them along,” went the 
conversation. The men came up. They had heard my talk in Detroit 


and they wanted an increase in wages which amounted to a restoration. 
I was astounded to find that when the war ended—\V-J day that is, not 
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From all over the country come 
reports from dealers who have 
found that FELDCO Vinyl-Tex Binders 


are the fastest selling in the business. 


The reason is obvious... the customer 
wants something NEW and Better! Vinyl-Tex is 
new, yes... but not only that... it is better than 
anything ever used on a binder cover before. It’s the 
new miracle material... proved superior by the rigors 
of war. Vinyl-Tex is a plastic material that has beauty... 
resistance to wear, abuse, acids, alkalis, abrasion or flexion. 

Vinyl-Tex is used by Feldco exclusively ... it will wear indefi- 
nitely, maintain its beauty throughout its life and needs but a simple 
wipe with a damp cloth to keep it clean and sparkling. 


That's why it pays to push FELDCO Vinyl-Tex Binders... you have so much 
more to offer... and you come out with a higher Profit! 


GET FULL DETAILS ABOUT VINYL-TEX BINDERS FROM YOUR SUPPLIER OR WRITE US 


FELDCO Loose Leaf CORP. itissos ene 


NEW YORK + 25 CENTRAL PARK WEST + PHONE CO-5-0282 «+ PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 8563 
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officially, but unofficially—they had reduction in wages of $400 each. 
They had such an increase during the war and now it had been taken 
away from them. My own company had settled that day with the union 
in Detroit for 1814 cents more, and when I saw what the wages of 
these letter carriers were, and what their duties amounted to, this $400 
more seemed reasonable. 

I said, “I will try to help you. We will talk to people in Congress. 
That we did, and they got the $400. 

But that isn’t all.. These men wanted a reduction in weight of the 
postman’s load from 50 to 40 pounds. I said, “I don’t believe you are 
right. Production has to go up, if wages ge up, and this is reducing 
the production.’”” The men said, “It is too heavy.” I said, “It isn't 
heavy enough. It should be 300 or 400 pounds.” “Did you ever carry 
a 50-pound bag?” they argued. ‘‘No,” I replied, ‘‘and I am not going 
to.” “Why not?,” they asked. I said, “I didn’t say anything about a 
man’s carrying it. When they grounded you, they never put you back 
on Wheels. Why should you walk? Even in the police ranks, only the 
traffic cops walk. I believe we should have a post office on wheels, a 
place where you can sell stamps, receive registered mail, deliver the 
letters, handle the parcel post—in short, do the whole thing. There 
ought to be two men, and those two men probably could do the work 
of four.”’ 


Doesn’t Mean Reduced Employment 


Then they argued, “That would mean a reduction in employment.” 
I said, “‘My God, don’t start on that. They said that about automobiles 
and about every progressive step that has ever been taken, and which 
always increased employment. We are going to have six million new 
homes in the United States within the next five years or a lot of 
Americans will sleep outdoors.” 

But I said to the letter carriers, “certainly, I will go down to Wash- 
ington and talk to the powers that be. But first in order to be sure 
about it, | want to work as a letter carrier.” 

They were astounded and said, “No, you couldn’t do that. 

“Why not?” 

“How old are you?” 

“Sixty-five.” 

“Why, we walk from nine to twelve miles a day.” 

“All right.” 

“Can you do it?” 

“Let’s find out.’ 

Arrangements were made for me to go out two days later with a 
letter carrier. I went to the St. George Hotel and registered, got up 
at five oclock, went te a one-armed lunch counter for breakfast, and 
was at the post office a quarter to six—due there at six. I met the 
superintendent and he said, “‘You aren't going out like this, are you?” 
I said, “Yes, why not?” He asked, ‘‘Can you make it?” I said, “I 
don’t know. Let’s find out.’ 

“Where is your overcoat?” 

“My circulation, like that of my magazines, is doggone good. I 
don’t need an overcoat.’ I didn’t have any, and I didn’t want them to 
take up a collection for me. 

I went with the man and he got some boxes, a great deal like pigeon 
holes, and he sorted his mail for the whole trip. Then he took it out 
of the holes, tied it with string, put it in his bag in reverse order, 
loaded himself up with some magazines and parcel post, and started out. 
And I went along with him. 

We got out of the postoffice by eight o’clock and I was astonished 
at one thing. The mail could be greatly reduced in weight if there 
weren’t so many checks from the Government and the state of New 
York. I didn’t count them, but I know the number was vast. 

I said, “I am on the wrong side. I should be on the receiving end.” 


Many Paid for Not Working 


I don’t think they know in Washington how many million checks a 
day are sent out for war pensions—I don’t object to them, mind you. 
But there are the 54-20 checks, terminal checks, and others that go out. 
I know when we get the figures and the amount of money to make a 
story the citizens of the United States will be simply astonished at the 
large amount of money that is being paid citizens for not working. I 
thought as I pondered over the money spent for not having people 
work, that maybe we could raise that as much as ten per cent if these 
people would work. Yes, give them more, because then we will get some 
production. Otherwise we don’t get a darn thing. If they don’t work, 
we pay them. Let’s reverse it. You can never repeal those bonus laws, 
but if you would put ten per cent on for them to hold a job 40 hours 
a week for 50 weeks a year, give them something, bribe them to work, 
that might help. 

Anyway, I went along with this man and was astonished at the 
amount of those checks. There seemed to be one or a dozen to every 
house or apartment, and we worked from eight in the morning to 
three in the afternoon as I got a line on what went on. As soon as 
I returned to New York the next day, I called up Carl Crosby, a friend 
of mine in Cincinnati, and told him about the situation. He started 
to make a small post office truck. He made it of some boxes as we 
didn’t want to use our wood. We want to make some more wooden 
desks. My plan was that there be two men on the truck, one doing 
the driving between selling stamps and money orders, and the other 
delivering the mail. The two wouldn’t have to lock and unlock the 
back of the truck, because it would close with a lever. Then, we would 
have some fountain pens and other things in a box in order that the 
driver could make out the money orders, receipts, and other things. 
And I planned that on the floor there would be a scale for weighing 
the parcel post, accompanying that being a smaller scale for letter mail 
The two men on the truck could pick up the mail, deliver the parcel 
post, and collect the outgoing parcel post 

Carl went to work on making such a truck. General Motors made 
another. So when the letter carriers’ convention came around, I had 
my trucks ready. It upset the convention considerably because the dele 
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gates were all outside examining and criticizing the trucks. I admit the 
trucks weren't quite right. They didn’t have a complete truck finished 
pecause a strike made a wheel shortage. But I talked about the truck 
and was followed by the First Assistant Postmaster General and the 
Second Assistant Postmaster General. The man who was selling air 
mail was telling the convention that it would soon be possible to send 
air mail from Miami to Chicago in about six hours. I said it was 
thrilling to hear about the speed in the air and the speed of the mail 
but then what? You get it in port, and that is all. It is like flying 
up here from Miami in five or six hours and then having to walk in 
from Cicero to the Palmer House. 


Post Offices Behind the Times 


I pointed out that the Post Office Department was very much behind 
the times. All those trucks are painted with OD paint. That was used 
in the first World War and when the trucks were adopted by the Posi 
Office Department the paint went with them. Now, manufacturers don’t 
make the paint any more, except on order from Uncle Sam, and it 
costs more than any other paint. But, it iss OD paint or nothing. An 
other thing, the trucks must have high platforms, especially made, 
making the cost of the trucks more. Someone said that the reason for 
having these high-platform trucks is that the platforms at the post offices 
are too high. I said, “Why not cut down the platforms at the post 
offices and save money?” 

Anyway, I talked about my mail truck and the audience was very 
enthusiastic. Any man who is going to ride instead of walk will be 
enthusiastic. And the Second Assistant Postmaster General together with 
the First Assistant Postmaster General, having seen the effect of my 
talk on the audience, said they were for the trucks also. After the show 
in Detroit, we had to ship the trucks to the Post Office Department at 
Washington, and there they were placed in a big, open-air court inside 
the building so that all could take a look. Hannegan and the rest of 
the employees were photographed with them. Meanwhile, I went to 
Miami and talked to the postmasters at their meeting and found they 
had similar ideas. When Congress meets, we will introduce a bill. 

The matter of ingenuity is what makes America great. It is not 
because Tom Beck does it, but because Americans want the most modern 
thing. It is likely that the most modern thing will cost less than did 
the previous operations. There are only two countries in the world 
where it is a matter of pride to be able to carry a heavy load on one’s 
head. One is India and the other is China. And who wants to be a 
Hindu or a Chinaman 

sepia i aces 


MODERN METHODS OF SELLING— 
CUSTOMER ANGLES AND PERSONAL 
DEVELOPMENT 


By Byron E. Lopp 
Chambers of Commerce Service Association 
Denver, Colo. 


T IS A PRIVILEGE and a pleasure to be with you this afternoon. 
I bring a message to you from your district on the west coast, from 

Fred Robinson, who sends his congratulations to your convention and 
regrets not being able to be with you. 

This remarkable convention takes me back 15 or 20 years, when con- 
ventions were popular, and we attended them by the thousands. They 
told me on my arrival last night you have registered 2,050. I congratulate 
you. It is a wonderful convention. I am going to ask this question, 
“What are you taking back home, back to your organization, that is of 
real value?”” Don’t misunderstand me, gentlemen. I would not try to 
tell you how to operate your business, but I am going to remind you 
of a lot of things you may have forgotten. 

I picked up last month’s Readers Digest a few days ago and found 
that the heading of the lead article went something like this: ‘‘The 
average American is living in the most fantastic age in his history. How 
long will it last?’’ I caught myself making this remark, ‘“‘Are we living 
in a fool’s paradise?’’ They tell us we have the privilege of living in 
the greatest age known to mankind—in the machine age—and in the 
greatest nation known through the ages, the United States. 

I wonder sometimes if we take that seriouusly considering we have 
just gone through in the past five years. The greatest nation on earth 
is but 150 years old. We have made the greatest strides known in 
history by any race of people. I mean that in everything that has to 
do with the standards of living we have been leaders. You and I have 
been a part of the greatest war in history. We happened to be on the 
winning side, and the reason for that was that we were in a position 
to manufacture, to make and build everything needed for war, and to 
build faster than our enemies could build. 


From Machine to Atomic Age 
The manufacturer, the wholesaler, the retailer learned many lessons 
from that war. Now they feel we are entering a new age, the greatest 
age known to mankind, as we pass from the machine age into the 
atomic age. Does that mean anything to you? Every business man 
in this room will experience the greatest changes in the next five years 
of his entire career. We hear these things from many of our great 
men, men like Roger Babson. He tells us that in a short time you 
business men will experience the greatest wave of prosperity known in 
history; that you will have the greatest opportunity to sell merchandise 
you have ever had; the greatest opportunity to make money, provided 
there is always an “‘if’—you are prepared to get your share of this par- 
ticular business. 
This Is Something New to World 
Last night I visited the exhibits through the building here. They are 
marvelous, remarkable. I saw many innovations. There was one that 
was overlooked. In the modern desk I saw where we are permitted to 
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IN THE ,7oveptont OF 
AMERICA’S BUSY FUTURE 


The striking beauty, the distinctive styling of the Browne-Morse 
“Modern American” Steel Desk enhance the appearance of any 
office. Its streamlined unified construction gives it the ability to take 
hard wear and abuse. 


The “Modern American” adds to the efficiency of any office. Drawers 
respond to the slightest pull ... open and close smoothly and 
silently. Complete interchangeability of drawers gives you the con 
venience of an arrangement that fits your needs. 


It's no wonder that modern executives who are really interested in 
office efficiency are saying: ‘Here's the desk for me.” 


modern amer 


A quick glance at the colorful pages 
of the new ‘Modern American” bulle- 
tin will show you the many advan- 
tages this distinctive desk has for you. 
A free copy will be sent you upon 
request. Write today. 


Browne-Morse 


Architects of Efficiency for America’s Office 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
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do everything from shaving to taking a drink, and I was wondering 
why some one didn’t devise a little button, and have a little bed slide 
out for the tired business man. I think they overlooked something 
there. 

But we are experiencing something today we have never seen before, 
as a result of this great World War, and that is a round table dis- 
cussion in New York. We see the heads of the nations sitting in dis- 
cussion, trying to solve all the problems of the world. Had we predicted 
this to our grandfathers, they would have said we were crazy, but we 
see that today. Many people think the war is over. It is not. It is 
still being fought, not with human lives, but around the tables in 
New York and in Paris, and that is where it should be fought. But 
that is bringing about a great change. This unification of nations has 
caused the nations to become smaller. Our United States is smaller 
today. Your home city is smaller than it has ever been known to be 
before. When we get into your local towns and your main street of 
tomorrow, we find that you as merchants are confronted with the great- 
est problems in your career, and that is what I want to talk to you 
about. 

Those of you from the smaller cities, and I understand about 75 per 
cent of your delegates are from the smaller towns—have the biggest 
problem of all. In getting ready to meet it, there are many things we 
must consider, things and conditions we have forgotten in the past five 
years. To get your share of this particular business, uppermost in our 
minds must be, first of all, trade territory. Have you given any particu- 
lar thought to trade territory in the past five years? We have almost 
forgotten what it means. Trade territory. What are we doing about it? 
You as business men will be sitting in conference with your local 
chambers of commerce, studying what you can do to get your share 
of business out of your particular trade territory. The large cities are 
doing that. They are taking in your rural communities today. You are 
considered as part of their particular trade territory. 


Buyer’s Market Is Ahead 


During the last five years you have been operating in a seller’s market. 
That means the buyers would take almost anything you had to affer, 
regardless of price, courtesy or salesmanship. That is the way we have 
been doing business. They tell us by January next we will change to a 
buyer’s market, and that will completely change the picture. That gives 
us something serious to think about. This new buyer will be catered 
to, and will be the keenest, the most alert, the most educated and in- 
dependent buyer we have ever seen. Are you prepared to cope with 
that particular buyer? They tell us within five months you will be 
fighting the keenest competition in history, and that will not only be 
local, with your competitor around the corner, but with your com- 
petitor in the next town. With new automobiles, and increased mileage 
on automobiles, the next town will be but a few minutes away, so 
your methods of sales and service must be on a par with your neighbor- 
ing towns. Few merchants have given that any thought or consideration 
in the past five years. So, as we see these things taking place, and the 
things we must do, you say, “We are modernizing our business and 
our store.’"” What do you mean by that? I find that the average man 
talking about modernizing his store means he has changed his front, 
he has put a new front in, of glass, brick, black tile, or anything he 
can get. In some towns they have what is known as face-lifting cam- 
paigns. They are bringing architects in, and taking the old fronts off 
and modernizing them, in an effort to bring more people into the towns, 
into your stores and shops. 

Then I go into your store and find you are buying new store display 
cases, and new gadgets, so that your people may better display your 
merchandise. Your shelves and fixtures are replaced with new ones. 
If you cannot get new fixtures, then you are modernizing by tearing 
the old ones apart, repainting them, making them look like new. 

They tell us merchandise will move not in carload lots, but in train 
loads. I am going to ask you a question: With all these modern stores, 
and all this modern merchandise, shouldn’t your business methods be 
made as modern as the store and merchandise you are handling? Is your 
sales force as modern in their methods of sales and service as the modern 


store you represent and the merchandise you have to sell? That is a 
problem to think seriously about. 
Must Consider Human Side 

That takes us to the human side of our particular business. The most 
expensive thing merchants during the last five years have had in their 
operations was turnover of personnel. Many methods are being used 
now in building back these organizations. What methods are you using? 
A gentleman came to me, and said, ‘“Why are my men so stupid, why 
do they have to be told over and over again?” I said, “‘Well, if your 


organization were as smart as you are, you would be working for them.” 
We find in our trade magazines today requests for closer relationship 
hetween management and personnel. We find many statements about 
the girls and boys not being loyal to their employers. It is more so 
today than ever before, and sometimes these workers feel they are 
justified in having sticky fingers. 

I get close to the employees, I have coffee with them, and visit with 
them, and I learn many things that I believe you do not know. Some- 
times I find a lack of loyalty, and lay it directly to you gentlemen, 
because of the way you have conducted your organization in the last 
tew years. That is why I would like to give you a message that may 
make your ears burn. I say you should consider your sales people first. 
Why? Because the modern store cannot wrap up a package or make a 
sale. You may have the beautiful cases, and they are fine, but there 
still has to be the human element. When we analyze it, we find that 
with all the modernistic stores you have it is the girl and boy who make 
the sale and who render the service. 

A while back the president of a large manufacturing concern was asked 
by his wife to go shopping with her, and he did. He was amazed at 
what he found. He started out to make a little survey of his own, and 
spent several days shopping in his town. This is what he said, “I find 
the greeting of the customer in the average store, the method of 
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making the sale and of rendering the service, have changed but little 
from what they were 15 or 20 years ago. We find in the average store 
today that the methods of merchandising through the human side of 


the business have not kept pace with the modernization of the store and 


the displays and the modern methods of advertising.’”’ That was sur- 


prising to me. I started to study that, to verify it for myself, and I 
find it is true. 

Today when men tell me how they will modernize their store, I ask 
them what they have done about training their sales organization, and 


in many cases I find nothing. They are spending thousands of dollars 
for a beautiful store, to show their beautiful merchandise, but are failing 
to train the girls and boys of their sales forces. 


He Had Forgotten How to Sell 

One gentleman said to me “I am in a rut. I have forgotten how to 
sell.” I said, ‘“‘Are you fooling?” ‘No. I have been on the road for 
16 years, and the last five years I have been accustomed to opening up 
my book, and saying ‘You can have so many of this and this and this 
next week’. Then the boss gave me the word that there was plenty of a 
certain article and to take all the orders I could. I went to one merchant 
on whom I had been calling regularly for a long time, and he said, ‘I 
believe I will you up this time, and won’t take any.’ I looked 
at him and wondered if he were crazy, and then it came to me, almost 
like a slap in the face, that I had to sell him, and had forgotten how.” 

Do you like that? Do you think the boys and girls in your store are 
selling? If you do, have some one ask them for an item they do not 


pass 


have, and see what they will tell him. Ninety-eight per cent of them 
will make no effort to substitute anything. Some will say, “I have 
some other brand out here,” but no one will pick it up and start 
demonstrating it and trying to sell it. I looked at the label on my 


tooth paste, and my cigars, and other things, and I find that nine out 
of ten things I my daily life I bought because some human 
being sold me on them, and I continue with them until some one sells 
me what I am made to think is something better. 

We have forgotten how to sell, and because of that fact we find 
refresher courses started throughout the country. Between here and 
Denver, we have over 7,000 retail employees taking refresher courses. 
Your universities are turning people away. There is a wave of educa- 
tion sweeping over the United States. What are you going to do? 
You can’t go back to college, or to the university. You have a family 
to look out for. Your girls and boys can’t go back. How are you 
getting them? I have talked to many of them. What tactics are they 
using in hiring them? What do them? They ask, ‘‘What 


use in 


you say to 


do you pay?” You tell them. What do they say? A lot of them say, 
“T wouldn’t work for that. I have been on war work, and have been 
making $70 a week, and I won’t go back to these low wages.” And 


who are drawing $20 a week unemployment 


there are a lot of them 
How are 


pay and they won’t go back to work until they are broke. 


you hiring them? 
Are you 


outlook. Can you make them remember you are the leader? 

still a salesman? I look at this audience, and see the hair that has 
become gray, when you have any at all, in the last five years, and won- 
der, are you still at the head of your institution? Are you the leader? Can 
you sit down with this young man and sell him on the idea of 
joining you? 





THE STATIONER’S OUTLOOK 
By John A. Gilbert 


President 
Office Appliances 
Chicago, Ill. 


CCORDING TO THE ROTARIAN, Oliver Holmes once 
was asked what he would charge to make a He replied, 
““My charge is $150 if I select the subject, $250 if the subject is selected 


Wendell 


speech. 


by a committee. In either case, you get the same speech.” I have 
spoken before this group and before various regionals on a variety of 
subjects, but in a sense I always give the same speech in that I am 
glad to tell something of the possibilities for advancement which this 
industry offers. 

At most of the regionals this year, various persons from our office 
spoke on the stationer’s outlook for merchandise. Walter Lennartson 


at Bloomington before the Illinois Booksellers 
heard us later at Kansas City, Denver, 
Now in the subject ‘‘Stationer’s Outlook” 
story—the same speech—brought more 


first introduced the subject 
Some of 
elsewhere. 
earlier 


and Stationers. you 
Atlantic City 


I have something of the 


and 


up to date and included with a somewhat different type of message. 
The stationer’s outlook can be broken down in various ways—the 
outlook as of today, for next year and for the future—or it could be 
according to goods, demand and sales. Let us consider briefly the first 
group. 
Reminiscence About the Industry 
To start with, today involves a bit of reminiscence. A _ continuing 


process of evolution has made possible the commercial stationer of today 
meet the demands of the modern business 
started with Orrick APPLIANCES nearly 40 years ago 
as stenographer for George H. Patterson, its founder and _ publisher, 
the stationer sold such goods as the public always had known as sta- 
tionery. His principal lines were blank books, writing materials and 
related lines. He had no mechanical bookkeeping equipment. Loose 
leaf was established, but the dealer had very little of what now consti- 
Loose leaf was so new that in many parts of 


who is so well equipped to 


office. When | 


tutes a loose leaf line. 
the ‘United States a record in a loose leaf book was not accepted im 
court as evidence. 

The stationers had no portable typewriters, no portable adding ma- 
chines. Some had agencies for stencil duplicators. Practically none had 
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desks and chairs. Very few had vertical files. The dependence on store 
trafic for volume was much greater than it is today. 

What has happened to the fountain pen? If I remember correctly, 
a fountain pen I purchased some 40 years ago cost $2.75. Its popularity 
and the substantially increased average retail price of the greatly im 
proved product have combined to make the fountain pen counter one of 
the most important departments of a stationery store. Pen counters 
usually are located where traffic is heaviest, because the merchandise 
lends itself so well to impulse buying. Along with the fountain pen 
goes the thin lead mechanical pencil, unknown when I started in this 
business, although a few of the old style clutch pencils were available. 

Forty years ago the leading manufacturer of addressing machines had 
four stationer agents, all located in the West. Only two of the dupli- 
cators on sale today—one type and one stencil—were on the market. 
Of the three manufacturers of standard typewriters who sell through 
dealers, two were just about to enter the field, the third was not even 
a dream. Many stationers sell typewriters, standard or portable, or both. 
Office machine men have told me they found more typewriter dealers 
at the annual NSA gatherings at the Palmer House than at conven- 
tions of their own branch of the industry. Nearly 2,000 stationers sell 
duplicators. The trend for wider distribution of mechanical equipment 
through commercial stationers continues. o 


Eager to Sell New Machine 


Nearly a year ago a manufacturer advertised in small space to locate 
a person competent to serve as sales manager for a company developing 
a new adding machine. A blind address was used. Some good appli- 
cations were received. To the advertiser’s surprise, however, most of 
the letters were received from dealers who wanted the machine to sell 
as soon as it could be released. Some of these dealers specialized in 
machines; some were stationers with machine departments. There was 
nothing in the advertisement to indicate who the manufacturer might 
be nor anything about the machine itself, except that it was an adding 
machine. 

Back in 1908 and 1909, Evan Johnson, for 33 years editor of OFrFice 
APPLIANCES, for 50 years serving the industry through the American 
Stationer and Orrice AppLiaNces, for the last five years honorary mem- 
ber of NSA, started a sustained propaganda to direct the retail distribu- 
tion of office furniture into the hands of dealers who were selling other 
office necessities to business houses. He pointed out that the dealer 
who called at offices was in a much better position to know and meet 
the businessman’s requirements. Prior to that time nearly all furniture, 
whether household or office, was sold by household furniture dealers. 
Our program was about two years old when it was recognized editorially 
by what then was the leading furniture trade journal. In his editorial 
the publisher of that journal stated that distribution of desks, chairs, 
tables, was shifting to office supply houses and that the household furni 
ture dealers might as well reconcile themselves to the loss of that vol- 
ume. Rarely when the household furniture people had the office lines 
did they go out and solicit business in the manner that stationers do 
today when they have furniture to sell. 


Furniture—no factor in the stationers business 40 years ago—is one 
of the principal divisions of the business of every commercial stationer 
who sells it now, usually ranking first or second in importance. All of 
which reminds me of a good qld friend of this Association who passed 
on to his reward many years ago. Charlie Bellman of the Franklin 
Printing & Engraving Company, Toledo, was elected president of NSA 
at Atlanta in 1916, and was at the Congress Hotel in Chicago the next 
year. Mr. Johnson was urging him to get into the office furniture busi 
ness. He agreed that the stationer was a logical outlet, but he said 
that a good furniture display would require an entire floor and he could 
not give that much space to a single department. Nevertheless he 
thought it over further, put in that department and gave it all the 
space that it needed. If Joe Leroux is here today, he can confirm my 
statement that Mr. Bellman’s decision was a wise one for Franklin 
Printing & Engraving. 


Loose Leaf Makes Great Strides 


Like furniture, loose leaf started almost from scratch in the days of 
my first association with the industry and has made enormous strides. 
The volume became so attractive as to inspire the building up of several 
excellent direct sale organizations which for a while accounted for well 
over half the total volume. Some few will recall how the introduction 
of ring books opened many new possibilities. Later came machine book- 
keeping, and then a development with an enormous potential—the 
visible record binder. All loose leaf is technical. The dealer must fit 
applications to the customer’s needs to make the most of his opportuni- 
ties. He must be prepared to lay out bookkeeping systems that will 
economize time in office operation. Installations must show profit to 
the customer. A bit of initiative and accounting knowledge put together 
work wonders on the sales record. 

More and more dealers are mastering the applications of visible record 
equipment, including both binder and cabinet types. They find that 
such specialization pays. Paradoxically, they provide improved economi 
cal methods of procedure for the customer and substantially larger in- 
creases in the dealer’s volume. A system sold is much more profitable 
to the dealer than just so much equipment sold for record-keeping 
purposes. 

_ The dealer’s outlook for next year is influenced largely by the quanti- 
ties of merchandise he can get to sell. I shall go further into this matter 
a little later. At present, dealers’ shelves have too much vacant space 
Shipments of heavier goods often fail to reach the dealer’s floor. Instead, 
they go direct from the freight shop to the customers. I was talking to 
a dealer recently who had received a carload of desks Only three of 
them reached his store, only one, the display room. 


Just a word of caution. Notwithstanding the great excess of demand 
over supply, many dealers contacted earlier in the year admitted having 
larger inventories than before the war. If all the orders they have 
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REMINGTON 
LINE-A-TIME 
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12" SIZE—ORIGINAL PRICE $25.50 
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16"' SIZE—ORIGINAL PRICE $28.80 
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30" SIZE—ORIGINAL PRICE $39.60 
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GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES, Inc. 
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placed with their suppliers suddenly should be filled, their inventories 
could put them in serious financial embarrassment. Admittedly the need 
of all industry for modern office utilities is at a new high, but there is 
some inflation in the present demand. 


Need Selling Campaigns Now 


lhe time is not too distant when those who operate in this industry 
must be prepared to carry on aggressive selling programs. The time for 
preparation is now. A visitor in my office told me some weeks ago 
that he had hired two men as salesmen. Because he had _ insufficient 
merchandise to back up any additional orders they might bring in, he 
was using them temporarily as stock clerks. In that manner, he was 
enabling them to become more familiar with goods sold in the store 
and preparing them for a sales program to follow. Stationers’ salesmen 
need sales training and ingenuity. Always they will have the competition 
of the direct seller and must be prepared to meet it. 

A recent survey indicated that sales forces of companies contacted 
averaged about 69 per cent efficient compared with pre-war standards. 
Just how soon the buyer’s market will arrive I do not know, but it is 
expected to be evident in some lines early in 1947. There is no over- 
supply of time in which to prepare salesmen to meet keener competition 
ind higher prices. Training programs should be in effect now for every- 
one from stock clerk to owner. 

When merchandise becomes more plentiful there will be more lines 
for the stationer than there are today. There will be new developments 
in furniture. There will be more office machines, some of which will be 
available for stationers for the simple reason that the manufacturer in 
most localities can profit more by operating through a well-trained dealer 
than by maintaining a branch establishment. As we all know, the 
demand today is enormous, whether it be for filing supplies, pens, 
ledgers, files, furniture, typewriters, or practically any office utility you 
might name. I know to my own sorrow the difficulty of obtaining an 
adequate paper supply. Because the demand for office wares is so great, 
several years will be required to meet it fully. 

This demand has influenced the opening of new stores throughout the 
country. There are more stores than formerly in most of the large cities. 
There are stores in small communities which before the war were thought 
not to have enough potential volume to make a stationery store possible. 
Some of these new ones will not endure, but many will. Much of the 
increase in demand is permanent. 


Trend Toward Better Grades 


There is a continuing tendency toward merchandise of better grades. 
The fountain pen is one of the best examples of better and higher-priced 
merchandise selling in larger quantities than before the more _ recent 
types were introduced. The public will buy a better bookkeeping system, 
better files, better accessories. Many buyers realize that the higher-priced 
devices and systems in the long run are more economical. Then, too, 
there is the satisfaction of attractive appearance, which is of real value 
to the modern office 

The government has some surplus office furniture. If all the surplus 
in all the government departments suddenly were dumped on the market, 
the opportunity to sell high-grade furniture would not be impaired. The 
aggressive dealer will not pass up an order for a single desk or two but 
he will pay particular attention to outfitting offices complete. Think of 
the hundreds of thousands of desks and chairs that are still in service 
only because an adequate supply of new ones is not yet available. 

The stationer will retain all the lines he has to date. He will continue 
to have active competition from direct sellers on some lines with larger 
unit prices, chain stores and others on lower-priced lines which can be 
handled by clerks not necessarily informed on office requirements. The 
stationer will add new lines, some of which will be offered next year 
and the year after. He will prove to be the manufacturer’s most satis- 
factory and economical type of sales outlet. He will give the kind of 
service that will build confidence and sales. 

According to a survey of the office equipment industry, released on 
September 20, 1946, by Standard and Poor's Corporation, shipments of 
merchandise in this field have reached a new peacetime peak, despite 
the problems of reconversion and supply shortages. It is anticipated that 
the full year total may be under 1945, but that wider profit margins 


and lower taxes will result in increased earnings. 


See Excellent Markets Ahead 

Several months ago, E. F. Hutton & Company issued a_ bulletin 
which under the heading “Excellent Markets Exist for Office Equip- 
ment” referred to the situation in our own industry. It had to do prin- 
cipally with the heavier lines of office equipment which might be termed 
capital goods. As a whole, according to this report, the industry has 
shown relatively little growth since the middle twenties, although there 
have been some individual exceptions. In my opinion, the growth is 
greater than the bulletin implies 

The report stated that the degree of market saturation is low, espe- 
cially in view of the backlog of obsolescent equipment in use. More- 
over, it stated, foreign markets offer opportunities that are much better 
than at any time in the history of the industry. It referred to new 
products in preparation which were expected to incorporate important 
technological improvements and basic changes in design. Government 
surplus was considered to be an unimportant factor. It stated that 
the backlog of orders was the largest on record, and manufacturers are 
reporting larger backlogs now than when this report was written. 

Another source for wider use of office equipment mentioned in the 
report, and which we all know, is to be found in the substantially 
greater amount of reporting which must be done to the government. 
Renegotiation and termination problems in war contracts emphasized the 


importance of adequate records, especially cost systems, to hundreds 
of thousands of smaller concerns who never before had kept sufficient 
records, but now know the value of maintaining them as a fixed paft 
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the providing 


of their routine. A further element mentioned in report 
for a wider base for the use of modern office equipment is to be found 
in the greater controls that businessmen will find necessary under 


more intense competitive conditions. 


Encourage Sale of Specialties 


For many years we have encouraged stationers to sell specialties or 
special purpose material which might be obtained on exclusive agency 
basis. A dealer might have franchises for loose leaf, files, adding 
machines, calculators, typewriters, duplicators, visible equipment, or any 
one of a score of different types of office merchandise. Specialties offer 
excellent profit possibilities, when properly sold, and entail new obli- 
gations. As our present oversold condition changes, as we know it will, 
the time will come for more intensive selling efforts on competitive lines 
and particularly specialties. Products of manufacturers of exclusive 
agency lines are likely to require a more thorough job of merchandising 
in the next few years than ever before. This will be a natural outcome 
of keener competition. R. C. Cosgrove, vice-president and general 
manager of Crosley Corporation, declared recently that in his opinion 
“the distributor must do a more penetrating job than ever before, have 


a very effective selling organization and really develop a territory with | 


retail distribution that can satisfy manufacturers who, with double pre 


war capacity, will put tremendous pressure on him to take a large 
volume of business in an area that previously absorbed much less.” 
This statement was made to a gathering of home appliance dealers 
but could fit about as well in our own industry. We are not so sure 


about the extreme pressure to be applied by the manufacturers, but the 
demand for territory coverage and sales results certainly will be stepped 
up. That is to be expected. Many dealers are preparing for it now. 
Not long ago I talked with a well-known dealer who said that last 
year his sales reached a million. Then I visited with another who 
his had reached a million and a half and that in his fondest hopes he 
never expected a third that amount. 1 know another who started in 


| 


said | 


business for himself in a community of only 4,000 about two years ago. | 
I do not know his sales figures, but he is making $10,000 a year, not | 


by staying in his modest store, but by maintaining it and working four 
or five communities, none larger than the one in which the 
located. Stationers are going to make more money in the 
systems. The permanent increase in the amount of accounting necessary 
leaves the door open for time and cost relieving systems. But this 
business requires intense study. It is not so much the sale of merchan- 
dise as the sale of a method which takes the merchandise 


sale of 


store is | 


with it. I} 


recall a statement made to me years ago by a man who has long enjoyed | 


a reputation for constructive systems sales. He said that he didn’t care | 
who sold the files if he could sell the insides. He sold files too. The 
point is that he specialized on systems applications with excellent | 
results. 


Statement Applies Now, as in 1913 


Back in the twenties, in his book ‘Frontiers of Trade,’’ Dr. 
Klein said, ‘‘The talk of return to pre-war normalcy is but idle chatter. 


Julius 


Though the levels of 1913 have been reached and in some cases passed, 
the struggle in the course of that attainment has evolved entirely new | 


methods, new conditions and new results which have made utterly im- 
possible any reversion to the industrial medievalism of the pre-war 
years.” We could substitute 1940 for 1913 and have that paragraph as 
applicable today as when the original was written. 

The office equipment industry is beyond the pioneering stage, but in 
another sense it is at a new frontier. A new frontier because of 
methods, new conditions, new results and a new conception of selling. 
The late W. D. M. Simmons of Underwood Typewriter Company, for- 
mer president of the Office Equipment Manufacturers Institute, 
stated that selling divides itself readily into three periods. First 
the period of market conquest when the object was to exclude all 
rivals by virtue of monopoly, sustained if necessary by force. Thence 


was 


ensued the era of market exploitation, when the public was visualized | 


in terms of the fat-livered geese of the Pyrennees that are fed with a 
famrod; the period which ultimately gave birth to the high pressure 
Salesmanship so many critics talk about. The third, which is marked 
by the modern technique in selling, may reasonably be called the period 
of market conservation. Mr. Simmons took considerable pride in the 
fact that concerns in the office appliance industry were among the leaders 
in perceiving the wisdom of policy and in demonstrating its 
effectiveness. 

Market conservation, as he defined it, is building up markets instead 
of exhausting and saturating them. The effort is to adapt the product 
most closely to the special requirements and special conditions, and to 
promote the acceptance of new ideas which will increase the welfare 
and the prosperity of the market. The idea of a selling organization 
under the lash of an urgent necessity to dispose of the pyramided out 
put of a production department gone wild belongs in the same pigeon- 
hole with Louis XV’s monopoly in the sale of Canadian beaver pelts, 


such a 


or Hannibal’s march across Europe to crush the commercial rivalry of | 


the upstart Roman Republic. How we could use that so-called pyramided 
output today! The selling policies of the principal manufacturers and 


new | 
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dealers in this industry are policies of service. The market is not satu- | 
tated by any office product. Rather with some fluctuations a steadily | 
increasing demand for the industry’s wares persists. In that is found 
some ot the future potential of our field. 
Many Reasons for Demand 
Stationers everywhere have had great increases in business due to 


war demands, even with shortages of many lines and complete absence 
of others. Today, the demand is as great as during the war for several 
reasons. I have referred to increased accounting and record keeping. 
I have also mentioned furniture which should have been discarded years 
ago but still is in use. That applies to other equipment as well. Then 
there is the business expansion with more people gainfully employed 
than ever before except in time of war. After OPA passes into history, 
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Some office workers are 
tall, and some are short. 
That's one reason there's 
such a demand for Karlo 
Office Machine Stands — 
each typist can adjust her 
Karlo stand instantly to the 
exact height at which she 
can work best. That means 
faster work, fewer errors, 
happier employees — 
greater efficiency through- 
out the office. 
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adjustable 
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NOW! 


That's why wise office managers insist that every 
business machine be mounted on a Karlo stand. 
It will pay you to get full details on this profit- 
able line today. Choice of models to meet every 
business need. Reasonably prompt deliveries 
are now being made. 
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and in the words of a song popular when I was a youngster, let it be 
soon, the stationery field will find itself on a higher normal sales level 
than ever before. For the benefit of those of you who do not remember 
the song, one verse closes with the line, “If the angels will take my 
dear mother-in-law, oh, let it be soon.’’ That is plain libel on a wonder- 
ful institution. However, if the angels will take the bewildered OPA, 
then I agree, oh, let it be soon. 

The cost of business has been rising without interruption for several 
years. Our own printing costs went up 55 per cent from January 1944 
to January 1946. With the union demanding a 65 per cent increase 
plus various other concessions, the end is not. yet. Smart dealers are 
making surveys and offering forms, systems, equipment that will make 
possible a more economical means of handling the ever-growing mass of 
office detail. Some purchasing agents search out such time and labor- 
saving units. More often the initiative must be furnished by the dis- 
tributor whose profession is supplying business its office needs. The 
field for this sort of expansion is potential now, it will be more evident 
later. 

As an indication of the efforts of office managers to locate equipment 
that leads to more efficient operation, some write us for the names of 
patentees of products not yet on the market. Each month in OrFice 
APPLIANCES we have a patent page which lists new patents granted and 
shows small line illustrations of some of them. Nearly always the patent 
is granted long before the product is in production. Nevertheless these 
managers and buyers start their inquiries in order that they might con- 
sider whatever advantages the newly-patented articles might have, at 
the very first opportunity. Unfortunately, too often we know no more 
of the address of the patentee than does the inquirer. 

Most types of stationery are consumed day by day. The volume does 
not fluctuate greatly regardless of general market conditions. It is true 
that in some lines the total volume consumed cannot be increased by 
aggressive selling, although the seller might increase his proportion of 
the total sold. Items suitable for regular commercial use and for gift 
purposes as well, such as pens, leather goods, portable typewriters, and 
various others, will respond to intelligent promotional effort and the 
potential market will be increased. Systems selling is creative. Seldom 
does it take anything away from some other distributor, because the 
demand did not exist before; it had to be created to make the sale 
possible. This sort of creative selling will be developed much _ further 
than it has been heretofore. 


Two Objectives for Furniture 


Furniture, generally, offers two-fold sales objectives—not only utili- 
tarian, but also to provide beauty with convenience. Equipment that 
is at once comfortable and attractive tends to make the office more 
efficient because it creates a better atmosphere in. which to work. 
Therein will be an enormous field for alert distributors. 

Dealers will sell more office machines. More dealers will be selling 
office machines. Besides duplicators, adding machines and _ typewriters 
which I mentioned earlier, dealers are now selling and will continue to 
sell dictating machines, check protectors, calculators and other mechani- 
cal equipment. Some may have one or two major machine lines; others, 
like Bob Latsch, our president, will have a comprehensive machine 
department. Dealers will have machines that have not yet reached the 
market, but are on the way. 

Probably nothing is of greater interest to the individual dealer than 
information concerning the prospects for merchandise in the coming 
year. A number of competent men will discuss leading types of office 
equipment and supply lines as soon as I conclude my remarks. The 
brief comments which | shall give are principally from letters from 
manufacturers. They may be helpful in arriving at an understanding 
of the merchandise future. 

Speakers at regional meetings last spring frequently made the state- 
ment that so far as paper products were concerned, conditions would 
probably get worse before they got better. The first part of that pre- 
diction certainly has come true. It is to be hoped that we will now 
begin to build up from a low point. The productive capacity of the 
paper industry in the United States is still great enough to take care 
of the accelerated normal demand. Since V-J Day, the demand for 
paper has been in the excess category, because so many manufacturers 
who had not been able to publish catalogs during the war dived into 
a program of catching up with their needs for printed matter. That 
excess demand will naturally decrease and flatten out at a level sub- 
stantially higher than before the war, but not beyond the capacity of 
the paper industry to produce. How soon that excess demand will be 
satisfied is difficult to say. The hope that wood pulp could be imported 
from Sweden has been quashed, because Swedish producers cannot sell 
ceiling on wood pulp is raised. The result is that Swedish pulp is being 
profitably in the United States, until, or if, the present OPA price 
used for purposes other than paper making at the present time. 


See Higher Volume for Paper 


One paper manufacturer indicates that volume for 1946 will probably 
he 10 per cent higher than 1945. Deliveries are still uncertain, ranging 
from two weeks to three months, with the probability of getting back 
to pre-war promptness in the second quarter of 1947. This manufacturer 
believes that it will be just about a year before the paper industry will 
have much of a chance to catch up with demand. 

Conditions in the loose leaf division of the industry are very largely 
dependent upon circumstances in relation to paper. There are many 
other factors, of course, as you will learn (or have learned) from others 
on the program. Practically all price controls have been suspended, but 
there are many other problems, such as shortage of skilled help and 
shortage of materials, to be solved before full production and rapid 
delivery can be made 

Fountain pen and mechanical pencil figures are reaching or surpassing 
pre-war levels. All the manufacturers in this field were heavily engaged 
in war production, which made the reconversion problem a big one 


Fountain pens are precision instruments, and as such, require a high 
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—in San Francisco—business capital of the great West—8th metropolitan a 

population area—gateway to Pacific and Latin American markets—second My SL -e- 
U. S. city in banking—hub of the West's insurance activities—home of 4500 

manufacturing industries—5th city in value of wholesale trade—focal dis- _--- 

tributing point of the West... ie 
—in “THE NATION’S FASTEST GROWING INDUSTRIAL REGION”, i. 

the 11 Western states, empire of vast raw materials—of rich resources in 

farms, mines, forests and fisherizs . . . in population, in industry, trade and com- Fa 


merce, the territory of expansion and opportunity. 





Pacific Coast Business Executives will welcome 
“Office Week” in San Francisco—at the 


NATIONAL 


BUSINESS SHOW 


CIVIC AUDITORIUM, SAN FRANCISCO: FEBRUARY 20 TO 26 (EXCEPT SUNDAY) 


Key men of industry, their staffs and office workers 
in “the nation’s fastest growing industrial region” 
will welcome this opportunity to take stock of 
their methods, procedures and equipment—to 
make certain that they match in speed and effi- 
ciency the increasing tempo of production and 
distribution. 


At the Business Show, they will have a chance 





to see and judge the many important advances 
now available that help to simplify and make more 
economical the work of every department. 


They will meet leading producers of business 
systems, machines, equipment and office supplies, 
who will be on hand to exhibit and demonstrate 
their newest products and to confer on every 


problem of special interest. 


BUSINESSMEN: List your problems! Notify your staff! Prepare to attend! 


Exhibitors! \f your product is used in the business office, get ready now to exhibit at the San 
Francisco National Business Show. Time is short, space limited. For full particulars, write or wire— 


NATIONAL BUSINESS SHOW COMPANY—30 VESEY STREET, NEW YORK 7, N. Y., TELEPHONE CO 7-1392 


FRANK E. TUPPER 
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EDWIN O. TUPPER 


WILLIAM A. TUPPER 
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degree of skill on the part of the factory employees. Manufacture can 
not be hurried without danger of imperfections. Supply should begin 
catching up with demand by the middle of next year, with quality 
maintained. 

Office machine manufacturers are still far from meeting the demand 
for their products, but many of them are back on a manufacturing 
schedule equal to that maintained before the war. A number are ex 
ceeding the pre-war rate, one reporting a 60 per cent gain. One 
producer of portable typewriters reached its 1941 level in the summer 
of this year, and is confidently looking forward to high record in pro 
duction and distribution in 1947. In many of the lines of office machines 
handled by commercial stationers, deliveries are only three or four 
months behind, as compared to virtually no deliveries at all a year ago. 

Because leading executives of the ribbon and carbon industry were 
farsighted enough to present their cases to the War Production Board 
early in the war, that division of our field was declared essential within 
a few months after Pearl Harbor. A high-production level was main 
tained throughout the war and continued for some time after V-J day. 
Shortages have occurred in fabric, paper and other materials that go 
into the manufacture of ribbons and carbons, but producers are still 
able to report sales volumes higher than last year. Deliveries are fair, 
but not yet back to pre-war normals. The general opinion is that 
production will begin reaching demand figures not later than the middle 
of 1947. One manufacturer reports a current interval of only three days 
between the time the order is received and shipment is made. This 
manufacturer has already returned to normal and expresses the opinion 
that the industry has already caught up with current demand 


Sees Early Buyers’ Market 

An interesting comment made by one of the manufacturers consulted 
has relation not only to ribbons and carbons but to almost any products 
sold in a stationery store. Our informant based his statement on ex- 
perience gained through ‘‘considerable field work in the past several 
months, covering a wide territory.” He is convinced that the buyers’ 
market may arrive sooner than is expected. He has found quite a bit 
of inflated or duplicate buying, which leads him to the conclusion that 
possibly more than 50 per cent of unfilled orders will be ‘‘washed out.” 
Dealers might find it worth while to analyze the orders they have placed 
with manufacturers and to do a somewhat similar job in reference to 
orders placed by their customers and now filed for filling when mer- 
chandise is available. 

Leather goods have become increasingly important to commercial 
stationers in the past ten or twelve years. During the war, leather was 
high on the “critical” list and most of the manufacturers were heavily 
engaged in war work. Current reports indicate that all producers have 
higher volumes in civilian business than they had last year. One manu- 
facturer points out that total volume is less, simply because of the great 
amount of war business which was finished up in 1945. Deliveries are 
improving, in some cases, the lapse between receipt of order and delivery 
being only two weeks. The average is six or eight weeks, but hope was 
expressed that improvement will come within a few months. The leather 
situation will probably continue to be tight for the next six months, but 
it seems probable that demand will increase because of the great 
number of veterans who are entering the commercial field and others 
who are going back to school. One manufacturer feels that it will be 
at least two years before production and demand will balance, but some 
others incline to the belief that conditions will be corrected by the end 
of 1947. 

A leading manufacturer says, ‘“‘There is no ‘shortage,’ but merely 
an over-demand. That over-demand will continue through 1947 and 
will be met with pigskin and other materials along with a small supply 
of cowhide. After the over-demand ends, there will be a solid, staple, 
profitable leather goods business for the stationer who has a real leather 
goods department and merchandises it intelligently and actively.” 


Goodwill Calls Increase Backlog 

Last month in another city I met a friend of mine whose business 
is stapling machines. He had hoped to get in town and out without 
accepting an order. Nevertheless goodwill calls on a few stationers in 
creased his backlog 10,000 machines. 

A pencil man who called upon me three weeks ago was sharing some 
of the difficulties of our friend with the staplers. I asked what his 
principal production problems might be. He answered, “Shortages of 
wood, boxing, labor.’”” This period of demand in excess of production 
offers a real opportunity to correct a few certain trade abuses. 

Last winter it was thought that steel equipment might be plentiful 
by this time. The coal and steel strikes put severe crimps in the program. 
Then came the drastic cut in allotment of metal for office furniture manu- 
facturers because of veterans’ housing requirements. I have no quarrel 
with the idea of providing suitable living quarters for veterans, having 
several veterans in my own family, but in my opinion the matter ot 
allocation has been treated arbitrarily and not in the way to promote 
the best interests of the nation. 


STREET TRAFFIC AND DOWN- 


TOWN BUSINESS 
By D. Grant Mickle 


Traffic Engineer 
Automotive Safety Foundation 


Washington, D. C. 
ITIES, YOU MIGHT SAY, were born with street systems which 


because of their narrowness or their general arrangement have 
worked to the disadvantage of the motor vehicle, or rather to the in 
convenience of the millions of people who drive and ride in the family 
car or the bus. 
You have all heard the refrain, “We must junk our present street 
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systems. We must redesign our cities to make the most of the new 
things we have invented.” 

That’s a noble ambition, and it’s highly regrettable that we haven’t 
been able to make more progress in modernizing the several thousand 
population centers of the United States. But we haven’t largely for the 
simple reason that the cost would be too great. Some 20 years ago 
almost any one could see that the motor vehicle was going to become 
the great servant it is today. Nevertheless, the city, except for a few 
more skyscrapers perhaps, or a widened street or two, and modern 
architectural details, appears almost exactly the same in 1946 as it did 
in 1926. The streets are much the same—except for the larger number 
of vehicles forced through them. 

Changes in living and changes in habits are not drastic. They come 
slowly. It is, of course, inevitable that the city of the future will be 
much better fitted to the needs of its inhabitants than the present city. 


New Highways Won’t Work Miracles 


You have all read from time to time about the many fine major 
highway facilties being planned for post-war construction. Those projects 
will produce great benefits, yet none of them are of such magnitude 
or are possessed of magic which will do away with the present street 
systems. Unfortunately, few such major projects are under construction, 
even though the war ended more than a year ago. Materials, equip- 
ment and labor shortages, which plagued highway construction during 
the war, are still with us. By presidential order, structural steel, at 
least for the time being, may not be used on highway projects involy- 
ing Federal highway aid—which means just about all bridge and 
elevated highway projects. 

Those facts have been recited to bring out one important point, and 
that is, by and large, and for a long, long time, we must live with the 
street systems we have today. The over-all problem, very clearly, re- 
solves itself into one of making the very best possible use of existing 
traffic facilities. 

Still Much for Cities to Accomplish 


And in that respect, there is much to do. Scarcely a city has estab- 
lished the traffic regulations, installed the traffic control devices, routed 
traffic flows, set up the signs and signals, which produce anything like 
the greatest motoring convenience and safety. And that’s where every- 
body has a direct stake—car owners and riders, owners of business 
property and of stores, bankers, and so on. 

The Automotive Safety Foundation, which I represent, has an in- 
terest—the interest that must come from any industry which would 
have its products used more efficiently and safely, and_ therefore 
more widely. 

And you members of the National Stationers Association have a 
direct concern, and I may stress, a very vital concern, for retailers 
in the final analysis prosper most by reason of free-flowing motor 
vehicle traffic. They are the people who suffer first when business is 
strangled by congested, dangerous traffic conditions. Moreover, retailers 
often are in the best position to act. 


Retail Merchants Have Influence 


That last statement is not hearsay or guessing. Last year it was my 
privilege to work with the American Retail Federation in a parking 
study and this year I have spent considerable time on a traffic engineer- 
ing project in co-operation with the U. S. Chamber of Commerce. In 
working on these and other projects, I found that usually action on a 
parking or other traffic engineering problem was attributable to the 
initiative and influence of retail merchants. 

Unhealthy traffic conditions can cause downtown business to suffer 
in two ways. 

First, there is the direct loss of business when customers begin to 
fall off—despite all the cut prices and advertising you think you can 
afford. 

And then there is that indirect, insidious loss which comes through 
decay or decentralization of a business street or of an entire business 
district. As property becomes vacant, as rentals drop, city tax levies 
are reduced on the decadent property. The going businesses are forced 
to carry the burden—for somehow city government expenses never seem 
to drop. Decay and decentralization have caused many a businessman to 
seek a new location, sometimes in a new and booming suburban area. 
A good many businesses died before they could move. Many businesses, 
particularly department stores and clothing stores, have been forced 
to add suburban stores. That practice has been described by one mer- 
chant as ‘‘a costly way to compete with yourself.” 

Not all decay and decentralization can be blamed on traffic condi- 
tions, but authorities are of the opinion that neglect of traffic has been 
a major contributor, and that unless traffic conditions are improved, all 
else will fail to revive the affected area. The fact remains that vast 
sums have been lost through such decay, and will continue to be lost 
unless preventive action is taken. Detroit figures her assessed valua- 
tion loss in the downtown area at some $200,000,000 since 1930. Kansas 
City, Mo., figures her ten-year decline at $60,000,000, and Baltimore tax 
rolls show a downtown evaluation loss in 13 years of $53,000,000. That’s 
a drop of 30 per cent and is equivalent to wiping out a third of down- 
town Baltimore. 

Clearly, city health is in large part dependent upon what is done 
or not done in meeting motor vehicle traffic needs. Plenty can be done, 
for we have the know-how. Proven traffic engineering techniques, and 
technicians too, are available for both the design of new facilities and 
for the best use of the old. 


Finds Re@uctance to Break Traditions 


Experience in my present work and as a former city traffic engineer, 
has brought me to the conclusion that much of today’s traffic difficulties 
are attributable to public and official reluctance to break with the tra- 
ditional way of doing things, and the failure to appreciate the bene- 
fits that can be produced with even slight changes. 

Let me illustrate. In one mid-western city there is a lengthy business 
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street, which also serves as a main artery through the city 
t rush hours. A 


This street 


was marked with intolerable congestion, particularly a 
study showed that lefthand turxs, both during the morning and evening 
rush hours were a major factor in the congestion and slow movement 
of traffic. It was proposed to ban lefthand turns. Vigorous protest was 
registered by the wayside businessmen, and by residents who would be 
forced to travel around the block to reach their destinations. Finally it 
was agreed to give the plan a trial. Immediately congestion largely 
vanished, merchants found their business unaffected, and drivers were 
somewhat astounded to learn that they could make the same old trip 
in about half the time. When the lefthand turn ban came up for re 
view, businessmen urged its permanent continuance. Not a single protest 
was registered. 

In a smaller mid-western city, the main street was a nightmare dur 
ing rush hours and uncomfortably clogged with traffic on most of 
the nice shopping days. The irritant here was plainly evident—angle 
parking of cars at the curb. Merchants wanted that kind of parking 
because more cars could be accommodated. What they overlooked was the 
fact that angle parking, in jamming the streets, also caused such in 


convenience to motorists that many of them failed to stop and shop at 
all. Finally the congestion grew so bad that angle parking w2s abolished 
in favor of parallel parking. The congestion all but vanished, and now 


the merchants would have it no other way. 

Many American cities have one or more complicated street inter 
sections which the laymen might think could be corrected only by ex 
pensive reconstruction. In one city such an intersection was equipped 
with a system of modern traffic signals including traffic detectors and 
a controller. Set in the pavement, the detectors keep track of the 
volume of traffic; electric impulses sent to the controller caused the 
trafic signals to be kept in constant adjustment with traffic flows 
The new facility handles the job so well that it ended the considera 
tion which was being given a costly highway grade separation 


Washington Handles Greater Traffic 


In the years immediately preceding and during the war, Washington, 
D. C., mushroomed from 800,000 into a city of a million people. The 
streets are the same, but the traffic they carry is something to behold. 
Were it not for the application of traffic engineering, Washington traffic 
would be almost at a standstill on a number of arteries at rush 
hours. Careful studies were made of traffic habits and of the facilities 
Several streets, including a parkway, were made one-way streets into the 
city in the morning, and out in the evening. The flood of traffic now 
moves smoothly into or out of the downtown area in about half the 
time previouusly required 

The best use of streets cannot be made unless there are adequate 
terminal facilities. Here is a case in point 

In one state, the state highway engineer recently reported, a medium 
sized city requested construction of a new route to relieve hazardous 
congestion on the existing main streets and main state highway through 
the city. The proposed project would have cost well over a million 
dollars. The state highway engineer made a careful study of the pro- 
posal and of the traffic conditions in the city. In his considered judg 
ment, the project was not needed. He found an exceedingly disorderly 
parking system on the main street. He concluded that provision of 
adequate off-street parking facilities in the downtown area, costing a 
fraction of the new route, would not only relieve congestion on the 
main street but would enable it to carry twice as much traffic 

That anecdote illustrates the importance of parking facilities to 
street utilization. Parking, also, is of the utmost concern to the mer- 
chant. As has been said often, ‘‘People can’t be customers until they 
get their feet on the pavement.”’ To that it should be added, the closer 
to the store the customer can alight, the more likely the store is to 
have a customer, It just isn’t human nature for a person to walk more 
than a few minutes to reach a certain store, or, for that matter, to reach 
a shopping district. When parking places become too difficult to find, 
shoppers start looking for other places to go. Those other places can be 
suburban shopping districts, or other cities entirely. 

Although the parking problem is a formidable one, it can be licked 


as has been demonstrated by cities from coast to coast. There are 
a number of methods of attack which I will be pleased to review 
briefly. 


1. MUNICIPAL PARKING LOTS 


In many cities, both large and small, the municipal government has 
taken the principal action in providing parking facilities o1 large scale, 
or on a scale which rounds out city needs. 

One of the most striking attacks has been made by Ottumwa, Iowa, 
Ottumwa has a well-paved parking lot 


a city of some 32,000 people 


within easy walking distance of the principal business street. The lot 
will hold approximately 1,000 cars—probably the largest lot possessed 
by a city of that size. The lot is attended by men in police uniform 


and parking is free without time limit. The parking lot was constructed 
on what was formerly waste land, swamp land at the edge of the 
Des Moines River. The city financed construction of the lot with earn- 
ings from the city-owned water works and power plant and no assess- 
ments of any kind were levied against the taxpayers. 

Hickory, N. C., a city of about 15,000 population, has operated a free 
parking lot for several years. The present lot, located near the business 
district, is on privately-owned land. However, if the owner decides to 
make other use of the property, the city has plans to establish other 
lots of a permanent nature. 

Hickory’s municipal parking lot enabled the city to rid itself of dan- 
gerous and throttling traffic conditions on two principal business streets. 
When the lot was placed in operation, all-day parking was eliminated 
and only one hour curb parking was permitted. Dangerous double 
parking which had been allowed in the middle of one street was elimi 
nated. 

Quincy, Mass., a city of about 75,000 population, used municipal 
funds to acquire a large parking lot site which will accommodate 500 
cars. Parking without time limit is free. The lot is located between a 
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railroad and the backs of streets which front on the principal business 
artery. A dozen or so streets which have rear entrances on the lot 
are planning to make those rear entrances as attractive as the street 
fronts. It was interesting to note that door counts made at three large 
stores showed that more than half of their customers arrived by auto 
mobile, parked their cars on the lot, and entered the stores through the 
rear entrances. That plainly shows that customers take the easy way. 

The parking development in all three of the cities mentioned was in 
large part the result of interest aroused by merchants. 


Make Hiring a Serious Affair 


Some of them aren’t doing that. When that boy comes in and asks 
for a job, make an appointment with him, and say, “I want you to 
come back tomorrow at ten o’clock or three o’clock in the afternoon. 
| want to explain to you how business will be done from now on.” 
The country has changed, everythng has changed. Take that as seri- 
ously as you would if an insurance man came in to write a policy on 
your future business. And when that boy comes in, have your agree- 
ment ready, and talk about that. Say, “John, you are a nice boy and 
| would like to have you with us. I want you to make all the money 
humanly possible for you to make according to your experience and 
ability. You are coming in as a partner. Success doesn’t depend on 
one, two or three; it is the combined effort of all of us that puts it over 
Tell him also things like this: ‘“‘Do you have any idea of how much 
it costs to unlock the doors of my store in the morning?” 

How many of you know how much it costs to turn the key in the 
door—$200, $300, or $500? He doesn’t know. He never heard of 
anything like that. You will have to explain these things to him, and 
tell him how business is run. Eighty per cent of the girls and boys 
would like to know how business is operated, but many merchants say, 
“To Hell with them; I don’t want them to know about my business.” 
You are not living in that age today. You are catering to Americans, 
and they don’t want to work, but they want to get paid. I can stop 
them as they come out of the stores, and say to them, “Do you think 
you are being paid enough?,”’ and 90 per cent of them will say, ‘‘No.” 
That is America today. 

Have you realized that you are dealing with a different kind than 
you were dealing with before the war. These boys and girls have traveled 
during the war, all over America, all over the world, and they are 
smart. Those who were little high school girls before the war are married 
today; they are wives and mothers, and are waiting to furnish their 
homes, or to get a home, and they are smart. 

They have left their homes and have gone across the continent to 
see their man off, before they married him. They have traveled, too, 
And the mothers and fathers, the same way Do you realize the minds 


you are dealing with? 


What Are You Offering? 


You must offer them an incentive to get them to go to work for you. 
What have you to offer? Can you sit down with them and make them 
feel you are a part of the organization? We often find a lack of loyalty 
because of the way you have conducted your business in the past few 
years. Many things cause misunderstandings. In the smaller stores, 
about 5:30 the boss comes down the aisle with a uttle sack, walks over 
to the cash register, opens, it, starts taking out the government lettuce 
and the silver, and goes away with it. The girls and boys say, 
“Well, the old man really cleaned up today.” But, if it is in January 
or February, maybe you didn’t take in enough to make expenses, but 
they don’t know that. Have you ever told your organization those 
things? When you were working, did the boss ever come to you on 
Saturday, and say, ‘“‘We haven’t taken in enough to pay expenses. We 
will have to put you off a little.” We haven’t heard of that, because the 
Government says you must pay those wages on Saturday, and if we 
don’t have the money, we borrow it at the bank. Do we ever take a 
dollar, and say to the boys and girls, ‘“‘How many pennies do you think 
the boss keeps out of one of those dollars?’’ We tried that, and some 
of the answers went as high as 85. Do you think you will get loyalty 
when they look at you like that? We should take that dollar and cut 
it up, and show how much goes for merchandise, rent, wages, and on 
the line. We did that, and they were startled. There are only 


down 
and in January and 


two or three cents the boss gets, if he is lucky, 
February, and sometimes in July and August, instead of his taking 
two cents out of the dollar, he is taking two or three cents 
knew that 
they do not 


one or 
out of his own pocket to keep the doors open. They never 
Maybe we have had a little experience with red ink, but 
know what it means. Explain that to them. 

I make many visits to stores in small towns. Perhaps the boss is 
getting ready to go duck hunting. He has the old gun greased up, 
and he walks out of the door, and they say, ‘Well, the old man goes 
out and has a good time, and I make the money.’ Perhaps some of them 


“Well, the boss is at Chicago for the convention. He 


are saying, 
a week 


probably is drunk and raising hell, and won't be back for 
or two.”’ 

Don’t misunderstand me. I don’t mean all organizations are like 
that. Perhaps the wife gets a new fur coat, and one of the fellows 
will say, “I’ve been working three years and my wife can’t afford a 
rag coat.” But I have known concerns, where the manager would go on 
a vacation, and some one would say, “He said he would be gone week. 
I hope he stays two. He has earned it. He is a swell guy.’’ So you 
have the biggest job of selling you ever had. 

There is only one thing to do, and that is get on 
and sell your own organization first. That is true all 
States. The average man realizes that his biggest job is his personal 
reconversion, the reconversion of his own particular business. The secret 
of it is to have the people like us. We trade with people we like, re- 
gardless of the quality of the merchandise, or the looks and location ot 
your store. When two people meet there are human relations, and we 
study the other human being. 
work and talk too fast as too slowly. 


the human side, 
over the United 


Did 


It is just as offensive to 
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this profitable increased business? 
SWINGLINE’S new campaign is the biggest ever— 
hard-hitting ads in The Saturday Evening Post, Collier’s, 
Nation’s Business, Newsweek . . . traffic-stopping window 
displays . . . newly-designed packages! 
































Product leadership, too! SWINGLINE’S Stapler features the 
patented Swing-Back head, wide-open channel, for fastest 
loading . . . easy action . . . quick convertibility to tacker 
or pinner. SWINGLINE’S No. 3 and No. 4 Staples are famous for 
their exclusive 100% ROUND WIRE construction, require less 
adhesive and elbadinadis clogging from excess glue. Purposely 
round for greater tensile strength, and better penetration. 


SWINGLINE’S popular Stapling Team is praised by office 
managers and office workers alike. It’s a fast seller that 
builds customer good-will—it’s backed by national leadership 
advertising —it’s sold only through dealers—it carries a gen- 
erous mark up. Better check your SWINGLINE stock today! 


~Siinglone 


APLERS STAPLES 


100% ROUND WIRE 
Staples are best for 
all standard staplers 


SPEED PRODUCTS COMPANY, ING = LONG ISLAND CITY 
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CRED LINE’S 





ROLLAWAY 
FILE 


IT HAS EVERYTHING 


@ Roller Bearing Top 











@ All Steel Construction 7 


@ For Hanging Folders 
@ For Follow Block 






No. 1519 


Patents Pending 


@ Dust-Proof—Fire Resistant 






+ 


Meets Your Every Need For a 
Zuality ROLLAWAY FILES 


The “Executive” exudes quality, efficiency, 
life-time service. Beautifully finished, metic- 
ulously built, it is loaded with sales appeal. 
Roller bearing top protects records when 
closed; lifts up and rolls back, out-of-way 
when used. Free rolling casters for easy 
portability. Built-in slides for hanging fold- 
ers; bottom grooves for spring controlled 
follow block; guide rod for regular folders. 
Every office, school, factory, industry, home 

























*2250° 


Without Folders 


List Price Higher 
West of Rockies 








SPECIFICATIONS 


FINISH: Olive green Hammerloid 
baked enamel. 

TOP: Welded heavy gauge steel, 
roller bearing. 

SIDES AND BOTTOM: Heavy gauge 
steel, slotted and grooved for hang- 
ing files, follow block, guide rod for 
regular folders. 

LEGS: Solid steel. Smooth rolled 
edges. 

CASTERS: Strong, sturdy, free and 
easy rolling. 

SIZE: 15”x 18"x 27” high. 9%” deep. 
SHIPPING WEIGHT: 24 Ibs. 
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IN CLOSED POSITION : a champ ~~ rte — woos 0 eae olga ‘ 
Welded, heavy gauge top Se ee PRICES: F. O. B. Chicago. os 
fits tightly, snugly over you. Limited quantities now available. he 
records in one easy move- wo 
ment. PLACE YOUR ORDER TODAY er 

R I i F M A N U FACT U RI N G ‘€ 0 DEPT. A, 418 SOUTH CLINTON STREET Me 
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you ever have your wife say, “I like that store, but they are so fast 
there, I feel their hand is in my pocketbook.’ In another she may say, 
“Oh, they are slow.” That is because they have not learned how 
to tune in on the other individual. We are studying that today as we 
never studied it before. We must consider human relations in 
our business today, If you like a man, you will buy from him, no 
matter what obstacles are in the way. I have talked with merchants. 
One will say, “I have been waiting for Sam to come along. Another 
told me he could get plenty of the article, but I liked Sam and was going 
to give him that order.’”’ I have stood in front of a large office building, 
and have seen the boys and girls come out, for perhaps a Coca Cola, 
and they will pass two or three places to go to some place they like. 


sO 


have 


What gets them there? Personality. Your wife starts in at a certain 
butcher shop. You will remember that was where they used to 
sell meat. And the third or fourth time she goes in, she unconsciously 
waits for some particular clerk to wait on her. She may not know 
his name. You have your favorite drugstore, your barbershop. Your 
wife has one little girl she likes to have fix up her hair—the best marcel 
girl in town, she will tell you. That is the key to business success— 
Personality in your store. 

I went into a stationery store. I needed four easels. I use them in 
my work. One store had a bunch of them in. They ran from $1.85 to 
$4. The store was a beautiful place, where they have an investment of 


thousands of dollars in fixtures and displays. I said, “I am in a hurry, 
and will be back in a day or two.” I couldn’t find any 
and so I went back to the $1.85 ones. I still think they 


anywhere else, 
made a mistake 


all the 


and 


in the price; they were good ones, with thumb screws 

fittings. I thought, “I am going to tell the clerk that is what I want, 
and see if he will try and sell me a better one.’’ I said, “I want that.” 
He said, “All right, you want that. I will wrap it right up for you.” 


I said, “But I want four of them,” so he wrapped them up, and never 


said a word about any of the others. 


If you get your share of this business, gentlemen, you must be on 
your toes, and your boys and girls must be taught to sell. These 
great minds think this wave of prosperity will last from two to three 
years, and then we will start on the downward trail. I am not a 
pessimist, but we know there will be a leveling-off period. Business 
will be good for the next two and a half years. You should get your 
particular share of that business. I thank you; I am happy to be with 
you, and good luck and good night to all 6f you 


2. BENEFIT DISTRICT 


(Co-operation by Municipal Government and Business) 


of cities the benefit district plan is being used 


In a growing number 
property 


with telling effect Under this method the city and benefited 


share the costs of parking lot construction. In most cases the lots are 
operated at city expense, sometimes with funds derived from parking 
fees, sometimes from general funds. 

The most widely-publicized attack on the parking problem is that 
made by Kansas City, Kans., which has a population of around 125,000. 


In that city, after years of effort in obtaining state enabling legislation, a 
and to construct six 


henefit district was established to purchase sites 
parking lots. Three of these lots have been completed—hard-surfaced, 
surrounded by natjve stone walls and provided with landscaped corners. 


from detracting from the appearance of the neighborhood, these lots 
the atractiveness The other three lots will be similarly 
when needed street improvements have been completed. 
six lots are located back of streets which front on the principle 
street. Another benefit district was recently formed which will 
result in the construction of three lots, making the total 
along the artery. 
Under the laws of benefited pay 
to 90 of the site and of construction. Because 
ownership of downtown property the Kansas City govern- 
per cent of the cost rhe first six parking lots 
of 650 cars cost approximately $234,000 with con- 
$150,000 property were 


al 
ictually add to 
treated 

The 
business 
more modern 
business 


Kansas, 


the cost 


nine main 


property must from 75 per 


cent per cent of 


of its large 
elected to 
total 
estimated at 
benefit basis by 
with a limit of 
regular intervals. 
$25.00. Shoppers, 


ment pay 20 


with a capacity 
Assessments on each 
court-appointed 
three hours rigidly 
The penalty for 


however, may 


struction 
determined appraisers 
Parking is 
inspection at 
of from $2.00 to 
lot. 
As 


alleys 


on a 
enforced through 


overparking is a 
from lot 


free 
police 
fine move 
to 
Kansas City merchants whose streets back up on the 
lots attractive entrances. 


in Quincy, 


facing the parking are constructing 


Believe in Making Parking Easier 


The Kansas City benefit district plan was conceived by the city attor- 


ney, Alton H. Skinner, but Mr. Skinner gives much of the credit for 
the plan’s success to downtown merchants and property owners. The 
local merchants’ association co-operated in every way with the city. A 
typical merchant’s viewpoint was expressed in these words, “We're 
going to make it easy for Kansas City people to spend their money in 
Kansas City and we don’t mean in Missouri.” 

Kalamazoo, Mich., pioneer in the benefit district plan, constructed 
a 400-car shoppers’ lot near the main business district This lot, along 
with a somewhat larger lot owned and operated by a department store, 
has given Kalamazoo tighter hold on a larger trading area than she 
would have if the lots had not been built 

A few years before the war, downtown merchants and property own 
ers became alarmed when the management of a large drug store chain 


refused to locate in Kalamazoo because of the lack of downtown parking 
facilities. The merchants got busy and worked out the benefit district plan 
with the highly-sympathetic city manager, E. S. Clark 

Kalamazoo merchants and property owners bore the entire cost of site 


acquisition and of construction, but the city is bearing the operating 
costs which are partly obtained from low parking fees collected after 
the first two hours, which are free. 

A formula was worked out with the city assessor wherein the small 
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CARBON PAPERS 
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® SUPERIOR STAMINA 
* SHARPNESS OF WRITE 
@ NON-SMEARING IMPRESSIONS 








Our liberal discount to dealers makes the "U. S. 
LINE" a big profit-maker. Write for prices and 
samples—no obligations! 
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General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 








WORK WITHOUT Grafo SIGNALS? 











signals and maptacks 
aid busy workers . . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 
operations. 


GEORGE B. GRAFF 
COMPANY 


54 Washburn 
Cambridge 40, 


Avenue 
Mass. 
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ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 

CHANNEL LEGS 

RIGID BRACING 

ROUNDED EDGES 

SELF LOCKING WINGS 


Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


_ootstiew @ PART NO. 
SG 








515 Madison Avenue ° 


egalrite 


STENCILS 
CARBON PAPERS 
TYPEWRITER RIBBONS 





1005 


IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34 x 15” 

HEIGHT 261,” 


Voted Cutld Feoducia Guc. 


Toledo, Ohio, U.S.A. 


ADDING MACHINE RIBBONS 


BOOKKEEPING MACHINE RIBBONS 


HEADQUARTERS FOR 


ROYAL TYPEWRITER PARTS 


FOR DEALERS 


REVIVO PLATEN RESTORER AND TYPE CLEANER 


With the acceleration in new typewriter production, 


trade-ins will become available in increasing num- 


bers. List your needs with us now. 


REGAL TYPEWRITER C0., INC. 


200 Hudson St., New York 13, N. Y. 
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zone or property near and adjacent to the lot bore 40 per cent of the 
cost, a larger zone further away 40 per cent, and the large zone of 
| fringe property 20 per cent. Assessments were made on the basis of one- 
half on tax valuation and one-half on square footage of each owner’s 
property. Assessments were spread over a ten-year period. 


3. PRIVATE ENTERPRISE 
Private enterprise has tackled the parking job in a variety of ways. 
| In San Francisco, private enterprise undertook the construction and 
| operation of the world’s first public underground parking garage. The 
capacity of this subterranean garage is 1,700 cars at one time. Union 
Square, under which the four-story structure is located, is still an 
attractive park. 

The garage is located in the heart of the city. Although its capacity 
| is large, San Francisco still has a parking problem. That the under 
| ground garage is successful is attested to by the fact that San Francisco 

is planning to construct four more of them. 
The present garage was built by the Union Square Garage Cor- 
| poration composed of downtown businessmen. When all financing charges 
| are written off, the corporaton will turn the facility over to the city. 
Private enterprise expects to take the lead in solving the extremely 
| difficult parking problem in Baltimore. State enabling legislation has 

been obtained which will permit private business to construct a gigantic 
market building and parking garage on the present site of the famous 
| old Lexington Market, which is located in the heart of Baltimore. Park- 
| ing facilities on the ground and on the roof of the structure will pro- 
| vide space for 800 cars at a time. 


Baltimore Has An Effective Plan 
In addition to that project, Baltimore businessmen are promoting a 
plan wherein combination buildings containing store space and parking 
| space will be erected at several strategic downtown locations. Baltimore 
businessmen have observed the operation of such a combination struc- 
ture in nearby Philadelphia. Philadelphia is the home of the Girard 
building which contains several stores and has inside and roof parking 
for 625 cars. The structure has been pronounced a decided success. 
Not only is it earning money, but it has stopped the drift of business 
away from the immediate neighborhood. In fact, its neighborhood was 
rapidly skidding when the.Girard building was erected. Today, the 
store on which the garage is located is fast becoming a fashionable 
shopping district. In the near vicinity of the Girard building, there 
are numerous small stores and shops. I imagine that those small mer- 
chants are tickled to death to have a Girard building in their neigh- 
borhood. 

But throughout the country, quite a few stores operate their own 
parking garages as a means to accommodate customers and of produc- 
ing earnings both. One large mid-western store has found that its 
nearby parking garage is its most profitable department. Some stores, 
however, do not expect to make money in the parking business; they 
either have low rates or give discounts to customers who have pur- 
chased merchandise of 50 cent or dollar value or more. In a few 
cities, we have such store-owned parking garages combined to provide 
sufficient space to keep a large supply of customer’s coming. 

At this point, I would like to mention one rather remarkable thing 
I do not recall having heard of a city where city government has un- 
fairly competed with private enterprise in providing: parking facilities. 
Usually, the demand for parking accommodation is so great that there 
is little danger of over-building. 


4. CO-OPERATION MY MERCHANTS 

For 17 years there has been virtually no parking problem in Oak- 
land, Calif. In 1929, the Downtown Merchants Parking Association 
was organized, and from then on Oakland shoppers found things more 
to their liking. For years the Association has operated six strategically 
located parking lots. 

The infant association started with nine members; today it has more 
than 150, including banks, insurance companies and finance companies 
as well as retailers of all kinds, large and small. 

Free parking is permitted for periods of one, one and a half and two 
hours, depending upon location of the lot. After the free time, a charge 
of 10 cents an hour is applied, with 50 cents the maximum charge. To 
obtain free parking merchants must have their tickets validated at a 
member store or concern. Costs to members have been kept low by 
efficient operation, and by the substantial income from parking fees. 
Assessments are made on each member in accordance with the number 
of tickets he has validated—the average cost being about four cents 
per ticket. 

The lots, with spaces totaling 800, are on land leased from sympathetic 
owners on favorable terms. Oakland businessmen, it appears, realize 
the importance of anchoring business to the downtown area. 


Parking Authority Is New Solution 

A new development is appearing on the horizon which may greatly 
facilitate solution of the parking problem in many cities. That is the 
parking authority wherein broad responsibility for study of needs, sub- 
mission of plans, and acquiring and leasing of land for parking lots 
and garages would be given a special Government agency. 

The purpose of the parking authority is not to put Government in 
the parking business, but to provide the factual data, even the impetus, 
which would enable private enterprise to do the job. 

Typical of the parking authority proposals are the terms of the park- 
ing authority act which was adopted in 1943 by the State of Minnesota. 
That act authorizes creation of central business district authorities upon 
petition of at least 60 per cent of the privately-owned property in the 


area. The Authority may acquire, own and operate or lease public 
parking stations and transportation terminals and transportation sys- 
tems operated with the parking stations. The Authoriy may condemn 


or purchase property and construct improvements and levy assessments 


and taxes. 
Zoning regulations which delineate the provision of parking facilities 
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X-ACTO’ KNIFE and TOOL SETS 


IDEAL HOLIDAY GIFT ITEMS--FOR AMATEURS OR EXPERTS 
Nationally Advertised — Profit-Protected 














3 ALL METAL KNIVES — for light and heavy 
work. Designed for safety and firm control. 
Pencil-shaped to fit the hand. Vise-like collet 
locks blades in securely. Makes amateurs feel 
like experts. 





No. 1. X-acto duraluminum knife for 
light and medium work. 50¢ 





No. 2. X-acto duraluminum knife for 
heavy cutting work. 50¢ 





No. 6. X-acto Mat Knife. Solid alumi- 7. ae 
num heavy duty knife with 2 blades. 1.50 


No. 5. X-acto Mat Knife (Not Shown). a sng 
Heavy duty knife with two blades. | .00 


No. 51. X-acto Knife Set (Not Shown). 
No. 1 handle and 6 assorted blades. apt ng 
Or No. 52—No. 2 handle with 6 blades. 1.00 


No. 62. X-acto Double Set (Not 
Shown). Two X-acto knife handles — yp nee og 
No. 1 and No. 2 with twelve assorted 2.00 
blades, 


HANDSOME COUNTER DISPLAY 


FREE — sells X-acto on sight. 
Carries half-dozen of each 
X-acto knife item plus com- 
plete assortment of blades, 
Complete with extra cabinet 
for stock. (Total stock value 
$120 list.) 





ART 
pROWN 


“THE THREE MUSKETEERS” 


No. 83. X-acto De Luxe All 
Metal Knife Chest. Three 
X-acto knife handles with 
23 assorted blades each in its 
own compartmcunt. Plus one 
package of 2 No. 26 Saw 


Blades. 
comptete *5.00 


No. 82. X-acto Knife Chest 
(Not Shown). Three knives, 


comptete *3.50 








Scientifically Designed Hobby Tools 


Fit the hand as well as 
those small precise 
hobby jobs. 


“THE BIG SHOT” — 
No. 85. X-acto Tool 
Chest. Three duralumi- 
num knife handles, 26 
assorted blades, planer, 
stripper, sander, saw, 
steel rule, 2 drill holders 
and 10 assorted drill bits, 
all packed in a handsome 
fitted chest. 


comptete 12.50 


No. 84. X-acto Hobby 
Chest (Not Shown). 


comptete *7,50 


Individual tools also 
available separately. 


In stock for immediate delivery. 
WHOLESALE DISCOUNT ON ENTIRE LINE 


*Reg. U. S. Pat. Of 
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in connection with future construction can also be a responsibility of 
the parking authority. The aim of the special zoning is not to restrict 
property development, but to guide it in such a way that from now on 
out the motor vehicle will be utilized to the fullest extent without the 
handicap and the dangers that go with inadequate parking. Such zoning 
ordinances would require that commercial and manufacturing establish- 
ments provide ample unloading space, and that future business places 
be served by adequate parking facilities. 

As I have indicated, both the parking authority and zoning for future 
parking are still in their infancy; but judging by the interest being 
taken the country over in parking and judging by the many studies 
which have been made or are being planned, parking authorities and 
zoning will be widely practiced in the near future. 


Burden Is On the Merchants 


Throughout my discussion I have shown a variety of examples of 
how the interest and action of retailers has resulted in improved traffic 
and parking conditions. I want to re-emphasize that since merchants are 
either the first to benefit or the first to suffer through provision or lack 
of adequate facilities, the burden of leadership and action naturally 
falls on them. 

There are numerous ways in which merchants may get things going. 
For instance, recently merchants in Kansas City, Mo., cooperated with 
other groups in conducting a parking clinic. Speakers on the program 
included authorities on a variety of inter-related subjects—and the clinic 
not only brought a better understanding of the problem to Kansas City 
merchants and other businessmen, but it sharpened interest in taking 
immediate action. 

In another mid-western state the state merchants association has taken 
the parking bull by the horns and has initiated a program which will 
result in special parking studies which will be made in some 60 cities 
of that state. The intensive studies will be made by the state high- 
way department with the help of the U. S. Public Roads Adminis- 
tration. These studies will determine actual, not imaginary, parking 
needs. The retail association of that state will help each city develop 
support for its parking program. 

As individuals, there are also many outlets for the retailer who would 
like to improve traffic and parking conditions,- and therefore protect 
and build up his own business. One good way to help is to become 
active on committees of chamber of commerce, retail association, or of 
other service groups. If you think the present committees are not doing 
a good job—you can help by telling them so. I hesitate to make a 
guess as to how many committees there are in the country which aren't 
worth their salt. 

Personal activity and leadership often times is needed to get the ball 
rolling. One thing thing is certain ,the buying public will never con- 
demn you for trying to make driving and parking conditions easier. 

Another activity should not be overlooked, and that is lending in- 
spiration and assistance to city officials. Many, many times city officials, 
both the politician and technical kinds hesitate to suggest 
because they feel or because they know, that merchants are 
to trying new ideas. 

I hope you will excuse me for any preaching that may have crept 
into my remarks, which happens sometimes because I know through 
experience that merchant understanding, interest, and action can easily 
lick problems which may appear extremely difficult. 


remedies 
opposed 
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RADIO—A STATIONER’S SALES 


TOOL 
By William S. Hedges 


Vice-President in Charge of Planning and Development 
National Broadcasting Company 
New York, N. Y. 

WOULD LIKE TO TALK for a few minutes group of 

national advertisers who should be of special interest to you. 

I haven’t time to cover all the national advertisers in the stationery 
field, but I would like to point out a few who are spending thousands 
of dollars in network radio, as well as in other national media, to build 
up consumer demand for many of the products which you sell. 

An outstanding example of one of these is the W. A. Sheaffer Pen 
Company, which last year spent over $600,000 in network radio time 
alone to bring to the American public the story of their pens, pencils 
and ink. This expenditure is for radio time and does not include cost 
of the program. You are perhaps all familiar with their Sunday after- 
noon program on NBC, the “Sheaffer Parade with Carmen Cavallero.” 


about a 


Parker Use Networks 


Another outstanding user of network radio has been Eversharp, Inc., 
with their well-known programs, “Take It Or Leave It,” Sunday 
afternoons, and “Maisie,” Friday evenings on CBS. Last year Ever- 
sharp invested well over a million and a half dollars in network radio 
time. That this money was well invested is indicated by Martin L. 
Straus, president of Eversharp, who in commenting on the program 
said, ‘‘Radio has given us the most successful campaign the industry 
has known. Radio has raised sales to new peaks, all over the country— 
even in the summer. It has opened new markets for us and inspired 
aggressive sales-building dealer co-operation. Radio alone has enabled 
us to reach housewives and college students; factory workers and 
businessmen; farmers and city folk—for practically everybody listens.” 

Incidentally, Eversharp will add another show to its line-up when 
it takes over sponsorship of the ‘‘Henry Morgan Program’’ Wednesday 
nights on ABC. 

Parker Pen Company is another consistent 
investing over $500,000 in network radio time in 


Eversharp, 


user of network radio, 
1945. At present, 
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Lock with Two Keys. 
Recessed Handle. 
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Fire-Resistant reau or Dresser 
Drawer. 
S E Cc U R | T Y E Oo xX 5. Extra Protective Lip 
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and Inside Walls. 
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Inside Dimensions 81/2 x 121 x 31%. Weight 101 Ibs. 
Colors—Office Green, Office Gray and Maroon. 
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Clear-View 
LETTER 
SBC ALE 


A Real Time Saver 






Now, a handy Letter Postage Scale—quick, easy to use. Just drop 
letters behind 3-way-dial-face and instantly—you see the exact weight 
and the correct postage for Ist Class—Air Mail—and 3rd Class 
mailing. 

Precision designed spring assures lifetime accuracy. Every Presto 
Clear-View Letter Scale is sturdily built and pretested with scien- 
tifically calibrated weights for spring deflection and accuracy 
Attractively priced to assure large volume demand from Business, 
Professions, Salesmen, Secretaries, and the Home. 


Metal Specialties Mfg. Company 


Makers of the world famous Presto Stapler—Presto Staples— 
Presto Staple Remover and Presto Paper Punch. 


3200 Carroll Avenue, Chicago 24, Illinois 
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Parker is sponsoring ‘‘Ned Calmer and the News” Saturday and Sun 
day afternoons over CBS 

The L. E. Waterman Company spent over $200,000 last year and 
are well on their way to doubling that amount in 1946. Their current 
radio program is ‘‘Gang Busters,”’ presented Saturday evenings on ABC, 

In a rather different field, the Hall Brothers, Inc., makers of Hall- 
mark greeting cards, have spent over a million and a half dollars in 
seasonal campaigns during the past five years. This fall, they are 
sponsoring the “Radio Reader’s Digest’ Sunday afternoons on CBS. 

I think these are enough examples to give you some idea of the radio 
support you are getting from national advertisers in the stationery field. 
Over and above the tremendous consumer demand that such advertis- 
ing creates, it also offers you an invaluable opportunity to ‘“‘tie-in” 
and ‘“‘cash-in’’ with your own local radio advertising. 


Some Factors in Radio Advertising 


I would not attempt to tell any of you here exactly how you should 


use radio in your own community. Each one of you undoubtedly has 
a different problem which calls for a serious consideration of all the 
factors involved. However, I can point out a few of the things you 


should think about before going into local radio advertising. 
In the first place, before you consider doing any advertising, radio 
otherwise, it’s wise to decide for yourself just what it is that you 


or 

wish to market. It is probable that you have two major things for 
sale. First, you have a number of nationally-advertised brands for 
which there is a different consumer demand. And secondly, you have 
the store itself . . . to which you hope people will come whenever 


they have need for any stationery supplies or for any service which 
you render. 

Another thing you must consider is—whom do you wish to reach 
with your advertising message? And thirdly, you must decide just how 
much money you have to invest in advertising. Methods of doing this 
vary all the way from flipping a coin to relating sales to your ad- 
vertising expenditures. 

Assuming that you have answered these three questions to your own 
satisfaction and assuming you have decided to go into radio—what 
is your next step? If I had it to do, I would certainly look to the 
people with the most experience in handling radio advertising. If I 
had an advertising agency I would turn.the problem over to them, if 
not, I would invite solicitations from the sales representatives of all 
the radio stations in my community. 

When all the representatives have presented their answers to your 
particular problems, you must then decide which station or stations to 
use. There are no hard and fast rules, but there are certain factors 
which you should consider before making your decision. 


Circulation and Coverage 

Probably the first things you will come up against are the terms 
“circulation” and “coverage.” There exists in the radio industry today 
a certain amount of confusion in the exact usage of these two terms. 
At NBC, we define ‘‘coverage’’ of a station as that area in which the 
signal of the station can be clearly heard. (It is strictly an engineer- 
ing measurement of signal strength.) It would take an engineer to 
explain the variance in coverage patterns among the stations. Suffice 
it is to say here, that power, placement on the radio dial and trans- 
mitter location, all affect a station’s coverage. 5 

“Circulation,” as we define it, is that area in which the station is 
actually listened to. In the past, this has been determined in a number 
of different ways. Some stations have made their own surveys, others 
have used mail returns as a basis for their circulation. At NBC we 
have made several nationwide surveys in which we have questioned 
families in every county in the country about their listening habits. 
On the basis of these, we have made up circulation maps for the sta- 
tions involved. At the present time however, the radio broadcasting 
industry in co-operation with advertising agencies and advertisers has 
set up a research group known as the Broadcast Measurement Bureau 
for the purpose of measuring the circulation of every station in the 
country on a equal basis. The method used is that of a nationwide 
mail questionnaire and while it has some draw-backs, it will at least 
allow for uniform measurement of all stations. The results of the BMB 
survey should be available in the very near future. In any case, in 
dealing with a radio station you should make sure you know whether 
they are talking coverage or circulation and on what the circulation 


1S based. 


Don’t Consider Gross Coverage Alone 

The wise buyer of advertising today no longer talks in terms of ‘“‘gross 
circulation” or ‘“‘potential coverage.’ Time was when a space buyer 
checked the audited circulation figures and estimated his cost per thou- 
sand readers on that basis. But advertisers quickly became aware of 
the sad fact that not all subscribers to all publications read all of the 
ads; that not all owners of radio sets hear all the programs on all 
stations. 

Thus the skilled advertiser is no longer primarily concerned with 
“gross” circulation, with million rates, with cost per thousand paid 
copies, or with “‘total radio homes.”’ 

His question now is, not how many people buy the paper, but 
many people actually read my ad?” ... not how many homes or auto- 
mobiles are equipped with radios, but ‘How many people actually hear 


“How 


my commercial?” 
Or, to put it another way: ‘‘How much does it cost to deliver my 


sales message to 1,000 actual readers, or in terms of radio, to 1,000 


actual listeners?”’ 
listening, perhaps the most widely 
the method 


n attempting to determine actual 
accepted method is that of the coincidental telephone survey 
used to arrive at Hooper ratings. While it may not be entirely sound to 
project these ratings in terms of total listeners, it does give an indication 
of relative popularity of various programs and stations. The popularity 
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BILLFORM “PROCESSED” 
CARBON PAPERS 





Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 











The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes: 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, Billing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
— Rolls, Rolls for Elliott-Addressing Machines, Special 

olls. 


INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 














ANOTHER INSTANT SUCCESS 


IMMACULATE CARBON PAPER 


CLEAN TO HANDLE, CLEAN TO ERASE — 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 














Improved ra Improved 
DEXTER AI GIANT 


Your Generous Cooperation is Appreciated! 


I i-d-1 ae alo hci dal-1a-0e ol=1-Talealael-s-n i) 4-00 ial-11- See od dole | Ula ilolallelale Maslehicidieli-Mela-Melalial-Mlalaa-lel+-) but DEMAN| 


is unprecedented! Old customers of Automatic naturally have first call. Perhaps your request 
Sl aleola ol-Jal-1e Me alolMm ol-1-laMmelaslolale ME lalol{-Mi.d-Mmaloh 7-0 o\-\-1a Me iolga-te ME (eM (-1i-1aMme AA -M celal Me Ze) ilo Mle| >) ol¢-laleli maa 
sincerely painful this is to us. @ We earnestly hope that 
with the ever Tale a -lehtialemni-iaal ele) of reconversion we shall 
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Automatic Pencil Sharpener Co. 


‘ 
Division of Spengler-Loomis Mfg. Co : PE NC [ S HAR pF N t a 


58 E. Washington St., Chicago 2 
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Patent Pending 


THE COUCH WITH THE ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design... 
skillfully constructed and covered with the newest tearproof 
and waterproof plastic materials in a variety of colors. 





The “Leisurest” couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest”. Write Today! 


‘Leiure” Furniture (orp. 


315 WEST 47th STREET 
NEW YORK 19, N. Y. 
Dept. O. 
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of a station’s programs certainly considered in 
selection, particularly with 
round your commercial message. Of popularity in 
not enough. It is desirable, if possible, to determine what kind 
of audience listens to a particular station’s programs. If are selling 
a high-priced motor car for example, and you find the listeners to one 
particular station are generally in a low-income group, perhaps you'd 
be better off on another station. 


reference grams which sur 
course, 
also 


you 


In terms of costs, it is a generally-held belief that station rates 
have been forced to their proper levels by competition This, at least 
in part, is undoubtedly true. However, you certainly should compare 
the ratings of various stations on a cost per thousand listener basis. 
This may be done both with total circulation and with ratings for an 
individual time period. Here, of course the size of your advertising 
budget may somewhat limit your choice. 

Methods of Presenting Message 

In a moment, I will discuss the various ways in which your com 
mercial message may be presented by radio. Needless to say here that 
the availabilities, that is the time periods, which the station has for sale 
will, of course, affect your choice. It is not always possible to buy the 
exact period of time which you desire. One final factor which is worth 
considering in determining the answer to ‘‘which station?” is the 
amount of merchandising assistance which the stations supply his is 


rather a touchy subject and in general any extensive merchandising that 
a station may do will be reflected in its rates. 
Now let’s consider the possible methods of 
message on the air. There two general ways in which 
may be brought to the listening public. First, you may 
gram. Second, you may buy spot announcements. I will touch only 
briefly on programs since for a good many of you they may not 
financially practicable. Programs may be of any length, usually running 
from five minutes up to an hour and your commercial may be presented 
either as special announcements or as an integral part of the program 


presenting a commercial 


are your message 


sponsor a pro 


be 


itself. You may either take over the sponsorship of an established 
program, or you may build a new program of your own. Many small 
stationers have used such programs successfully. An example of one 


who took over an established program is Ted’s Pen and Card Shop in 


Omaha, Nebr. This stationer sponsored a program of organ music and 
light verse, and although the original contract was for 26 times, the 
program was so successful that it was extended to a full year. An 
example of the other type is the Corner Bookstore in Ithaca, New York 
This stationer built a program around letters from local men in the 
armed forces. The program not only helped to sell the supplies of 
the Corner Bookstore, but also more firmly established it as a local 
institution. 
Spot Announcements Practical 

For the majority of you, spot announcements will probably be the 
most practical way to use radio advertising. Spot announcements may 
be of various types. They may be either “‘live’’ or recordings They 


may be just straight announcements or they may contain sound effects, 
music or dialogue with two or more voices. 

In deciding what your spot announcements should say and what time 
to schedule them, it might be well to reconsider your basic questions 
of what am I selling and whom am I trying to reach? As I mentioned 
earlier, the national advertising being done on the air in the stationery 
field offers you an unequaled opportunity for tying in with the network 
programs. Let’s assume for example that you carry a line of Sheaffer 


pens and pencils. You can cash in on the consumer demand being built 


by the ‘‘Sheaffer Parade’ by running spot announcements on your 
local NBC station, the same station carrying the program. In these 
announcements, you can tell your local audience where they can obtain 
these Sheaffer pens and at the same time get a plug in for your store 
as a whole. A good example of this type of announcement is that rur. 
by Kendrick-Bellamy following the ‘‘Sheaffer Parade’? on KOA, in which 
they advertise their fountam pen repair department. Of course, this 
same method may be used with any of the nationally-advertised brands 
provided you can get the time on the local station. 

Spot announcements may also be run during participating programs. 
[These are programs designed specifically as announcement periods in 
which in effect you share sponsorship of the program with the other 
advertisers. Spot announcements may also be scheduled in the station 
break time between programs. 

If you’re going to feature a seasonal item such as Christmas cards, 


you may want to put on an intensive campaign running several an- 
nouncements every day in the weeks preceding Christmas. Or, if you’re 
featuring year-round items, you may want to spread your efforts over 
the entire year. If you are attempting to sell an item designed 
women, then you might well consider placing the announcements 
participating ‘“‘home-making’’ program which has a feminine 
Of course don’t have to stick to any one type 
and readily switch the emphasis from time 


for 
on a 
audience. 

innouncement, 
time 


of 
to 


you 
you can 


Keep Message in Good Taste 


Probably one thing that isn’t necessary to mention here is that your 
commercial message, no matter what form it takes, should always be 
know 


m good taste ] that there are some advertisers who seem to 
believe that the best commercials are those that irritate the listener, and 
there are others who believe that no matter what you say in your 
commercial the listener won’t pay any attention 

We at NBC have recently been conducting studies of listeners’ likes 
and dislikes in regards to programs and commercials. I haven’t time 


to go into the method used except to say that it is the Schwerin system 
It is too early to come to any blanket conclusion but we have found 
that listeners do express definite likes and dislikes for commercials, and 
that there is no reason why the commercial message should not receive 
the same attention from the listeners given to the program themselves 

In a general way then, we have discussed some of the factors that 
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Imperial Methods Co. 


FOREST PARK, ILLINOIS 














E-LINE 


eg. U. S. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers _¢ 15 
and stationers find it a ready seller: at - 15 


Price includes 10" eye guide. Tax extra. 


Extra for 15” extension eye guide 1.10 
Extra for 20” extension eye guide 1.25 
Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


15 Maiden Lane, New York 7,N. Y. «© 407 So. Dearborn St., Chicago 5, ill. 
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CHANGEABLE 
PRICE CARDS 


|, legible pricing system for window, 








showroom and stock displays. Attractively embossed in 
heavy gold or silver foil with that expensive, all-metal 
look. Prices can be changed easily and quickly. Box con- 
to 9, 


tains 20 frames (2 x 25%’), 440 figures from 0 


including dollars, cents and decimal signs. 


EXCEPTIONAL VALUE FOR ONLY *2.00 PER BOX 









YOU can use these 
price cards in your 
own window, show- 
case, counters and 
shelves for an eco- 
nomical, good looking 
pricing system. Write 
for dealer discounts. 


EUREKA SPECIALTY PRINTING CO. 
STATIONERY DIVISION, DEPT. C 


West 42nd Street, New York 18, N. Y. 















STEEL OFFICE EQUIPMENT 


LEGAL & LETTER : 
Steel Transfer 


42"' x 36" x 18" 
Double Door 
Counter High 

CABINET 


30'/,"' x 24" x 18" 
Desk High 
CABINET 


WRITE FOR PRICES & DEALER 


42"' x 26" x 18" 
Counter High 
Single Door 

CABINET 





> ge = ag eer" ae DISCOUNTS. 
Senet Unit. site: Stl oes Manufactured By 
Four Roller Bearings. Sturdily PARKER STEEL PRODUCTS INC. 
onstrucrecdc. 
54-60 COLUMBIA STREET 
B Card Hold d Draw 
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must be given consideration in using radio advertising. At this point 
some you may asking, “Why use in the first place?” j 
think the slides you have seen pointed out rather clearly the importance 
of radio in the daily lives of the American public and the intense loyalty 
of the listening audience. It might be well here to remind you of some 
of the exclusive features of radio that make it possible to translate that 
loyalty into sales for advertisers. . 

Probably the most distinctive feature of radio is that it is the only 
major advertising medium which employs spoken salesmanship—using 
the impact, inflection, conviction and warmth of the human voice. 

Secondly, radio is exclusive. A listener can hear only program 
af a time and you buy a segment time for commercial 
message you know that your listeners are only hearing your story and 
are being distracted by competing advertisements. 


of be radio 


one 


when of your 


not 


Radio Use Is Adaptable 

Thirdly, Your advertising can be changed 
at the last minute or even while the program is on the air to take advan 
tage of any sudden developments. Another related feature that makes 
radio such an effective advertising medium is its timeliness. You can 
schedule your sales message so it reaches your potential customers just 
a step away from the point of sale, and you always know exactly what 
time your listeners will be hearing your message. 

If you are sponsoring a program you get full credit for the editorial 
content—the entertainment comes from you not from the medium, 
This is even partly true when follow a network program with 
your local announcement. 

Another factor radio’s effectiveness is its flexibility. You can use 
one station, can use all You buy a 12-second 
announcement, a full hour program. Your announcement can appear 
several times a day, or only once a week. In other words, radio can be 
tailored to meet your specific sales problems. 

Finally, the radio audience is a group or family audience people 
listen to the radio together. By its “simultaneous coverage,” radio can 
get you to the entire purchasing board of the family at one time. 

It is impossible in a short time to talk about all the features that 
make radio such an outstanding advertising medium for both national 


radio is adaptable. copy 


you 


in 


or you stations. can 


or 


and local advertisers. Continued and ever increasing use of radio by 
the countries’ leading advertisers, as well as by smaller local advertisers, 
is testimony in itself of radio’s sales effectiveness. Thirty-four million 


radio families using 59 million radio sets an average of 27 hours a week 
means that people can listen people do listen . . they like 
what they hear. To in the held, radio offers unlimited 
opportunities for translating this public enthusiasm into sales for you. 


you stationery 





“QUALITY ADVERTISING PAYS” 
By R. P. Lewis 


President 
R. P. Lewis Company 
Flint, Mich. 


WANT TO MAKE very clear that I do not pose as an authority 

on the subject of advertising. Sut as an organization we have 
probably done more in this field than most dealers and so I shall review 
for you what we do, and why we do it. 


In this talk 1 want to emphasize my belief that the only way to get 
full value from money spent in advertising is to do it on a high quality 
basis. But first, it seems to discuss the need for advertising 
by stationers, who, peculiarly and as a group, do very little mass appeal 
advertising. 


necessary 


According to our Association figures, stationers in 1942 spent 0.96 
per cent of sales for advertising. In 1943 the figure was 1 per cent, 
and in 1944 it was 1.3 per cent. 1 do not know the correct figure, and 


| know of no way to determine one, but retail stores run 6 to 10 per cent 
Our industry is only partially store business. In our own casé, 
This figures out about 
1.8 per cent to 


on sales. 


we charge 70 per cent of advertising to the stores. 
store sales. Our total expenditures are 


+ per cent ot 


total 


sales. 


Four Advertising Objectives 
Stationers who don’t advertise must not believe it worthwhile, so I 
should like to suggest four objectives for all advertising. The first is to 


sell merchandise The second is to make it easier for our salesmen to 
sell merchandise. The third is part of the first two but needs a little 
explanation. Far back in plant offices, there are a lot of men whom 
we never contact. But if these men hear of us and know of us they 


are more likely to think of us when they originate requisitions or ask 


for help. So, to get first shot at that business, we keep telling those 
people about us. 
The fourth objective is to institutionalize your firm in your com 


munity. To create general good reputation and good will and recogmition 
in your community is certainly essential. 
| believe that these objectives cannot be reached adequately except 


through mass appeal advertising. And that these objectives can be 
attained at reasonable cost if advertising is properly done. 
Advertising as such is a very broad field—so broad that a whole 


convention could be spent discussing all its phases. This talk can only 
touch lightly here and there, and shall not discuss direct mail, 
special promotion, use of billboards, window and store display, public 
relations contacts or any related fields. I shall only review our experr 
ence with two mass media—radio and newspapers. 

I believe we must bear in mind that no product has been successfully 
merchandised in which did not radio. I do not believe radio 
can supplant newspapers, but they surely are an essential part of a g00 
program. 

A radio program, if it is to build prestige and sell merchandise, must 


so | 


years use 
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BEST WISHES FROM V.P.D. 








MERRY CHRISTMAS 





HAPPY, PROSPEROUS NEW YEAR 


JOSHUA MEIER COMPANY 


36 East 10th Street, New York 3, N.Y. 

















NEW ENGLAND PAPER PUNCH CO., 95 Washington Ave., Natick, Mass. 
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NOTES, DRAFTS & RECEIPTS 


BUSINESS that REPEATS! 






YOUR NAME AND ADDRESS 
on EACH FORM 


. . in modest minimum quantities—without extra 
cost to you. That's the best possible guarantee 
that re-orders will come right to you. 























e RAG CONTENT PAPER 
e EXCELLENT CLEAR LITHOGRAPHY 
e STURDY BINDING 

e SHARP STAMPINGS 














These better features impress your customers, build 
good will for you, yield you a better profit... and 
they’re easier to sell. 

















Write, if interested, and our travelers will call. 
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be a good one. Most “canned’’ programs are not good enough. We 
have been very fortunate in sponsoring the H. R. Baukhage programs 
in one city, and the Richard Harkness 10:15 news broadcast in another 
soth of these are national programs open to local sponsorship and are 
high quality programs. We have sponsored these (especially the Bauk 

hage show) for several years and find that both programs have produced 
good results. Lately we have realized that news broadcasts have lost 
considerable following and we are planning to replace these with some- 
thing else—but we don’t know just what. But a high quality show 
gives us an opportunity to tell about our products, our services, and 
our company and does pay. 


Hooper Survey Backs “Spots” 

I have never favored “spot’’ announcements, believing them to be an 
imposition to the listener. However, a recent Hooper survey reported 
that “‘spots’ seem to be the best value in retail merchandising today 
based upon the opinions of merchandisers interviewed. This may only 
seem to be true because results from ‘‘spots” are so much more 
accurately gauged than are the results from a sustaining program. Our 
Flint station believes that ‘‘spots’’ used with a prestige program are a 
sure-fire combination and in spite of my prejudice we’re going to use a 
program of this type this fall and see what happens. 

One of our radio salesmen tells me that his hardest job is to sell 
small advertisers on paying for talent cost besides the time cost. My 
own experience is that it’s better to pay more for talent and buy less 
time—it’s the talent that makes a quality show. 

We, as a nation, are vision trained and vision conscious—and so news- 
paper advertising is still the number one medium. But a great deal of 
money is wasted in newspaper advertising because too many ads are 
just “hashed up” in a hurry, or torn out of a scrap book and rerun 
just because the copy boy is waiting. 

Good art work, careful design and thorough planning are first essen- 
tials if you are to get your money’s worth. Study the typography of 
your paper—and then be different. Get away from the vertical and 
horizontal lines which are most used. Remember that your ad is in 
direct competition with every other ad on the page—and it must stand 
out and command attention. 

So again, buy less space and pay more for talent, and you'll get more 
for your money. 

Usually we don’t pay too much attention to position but here’s an ad 
on Eaton’s Romantic America stationery that paid extra dividends 
because we ran it in the society section. And our big school ad went on 
the comic page—because all the kids—and most of us—read that page. 

I have here just a few of some of the ads we have run. You may 
like to look them over after the meeting. 

One more thing about advertising in general. To become economical 
and effective it must be continuous. <A stationer who spends half of his 
annual budget at Christmas is wasting is money. He doesn’t cash in 
on the cumulative value of advertising. 

I like to repeat Phil Wrigley’s answer when someone asked, ‘Phil, 
why don’t you cut down on your advertising now? You've got everyone 
chewing gum!” The reply was, ‘‘Well, after all, you don’t pull the fire 
out of the furnace when you get the house warmed up, do you?” 

Now I think I can almost see many of you asking how all this can 
be done by the average stationer. It can’t. 

The stationery business is peculiarly a field of one-man enterprises. 
Most stationery stores are the shadow of just one man. And that’s why 
we do so many things so poorly—no one of us is smart enough, nor 
experienced enough, nor has sufficient time and energy to do well all of 
the varied functions of our complex businesses. And surely this shows 
up gloriously when we discuss advertising! 

And so perhaps the number one problem is the need for advertising 
assistance. We are too small for established agencies to handle on a 
percentage basis and not big enough to have our own expert. And so we 
stumble along, dissatisfied with what we are doing but not knowing 
how to do any better. 


Find Able Assistance on Ads 


But the counsel you need undoubtedly does exist in your community. 
Perhaps there is an agency which specializes in small accounts, handling 
them on a fee basis instead of percentage. Perhaps there is a_ semi- 
retired agency man who handles just a few clients or a commercial art 
student of ability. But search out your community, find your man, pay 
him his fee and spend less for actual advertising—and you'll get more 
for your total money spent because only quality advertising will bring 
you sufficient results to be worth what it costs. 

You will notice that the old better mouse trap story 
whether the inventor will have starved to death before the world does 
beat that path to his door! 

And so | firmly believe, based on our experience, that you must 
tell a dignified, straightforward, honest story, consistently and that so 
doing will pay you big dividends in more store business, more sales 
men’s orders, and a better recognition and acceptance of your institution 


doesn’t say 


as the leader in your community. 


STORE LIGHTING TO SELL 
STATIONERY 
By W. M. Potter 


Engineering Division 
Lamp Department of the General Electric Company 


Cleveland, Ohio 


OULD YOU LIKE to employ a new salesman who will pull 
customers, sell and satisfy them, work untiringly and efficiently 
for a low salary? I am sure that you need such assistance quite as 
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Once again AICO fills 
a long-felt office need. This new 
addition to the extensive Aico line is a 
handy insertable binder marker designed to read "‘end- 
on". It’s especially suited for binders in storage .. . 
saves much time wasted in pulling out ledgers so that 
titles are visible. Made of a heavier gauge cellulose for 
longer wear. 12 to a box, with blank inserts. 


PRODUCTS 


Aico-Grip Tabbing, Desk Pads, 
Loose Leaf indexes, Cellulose 
Speciaities, Protective Holders 


G. J. AIGNER COMPANY 
503 S. Jefferson St., Chicago 7, Ill. 


ptagtera Distributor—Aigner Index Co., 97 R 
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When You're Asked 





CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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VORNADO AIR CIRCULATORS 
HAVE AN GM Year USE! 


A great new campaign is now selling a great new 
idea. Use your Vornado to circulate the heat in 
winter. All-year use gives doubled value and wider 
appeal, opening a wonderland of profits to Vornado 
dealers. Don’t let the opportunity escape you. 


Saves uel - Increases Comfort 


Urge your customers to enjoy warm air 





in motion. Vornado circulates the heat, 
saves on fuel, and multiplies living 
comfort. Participate in the profits of this 
brand new market. Order now. See 


your distributor or write direct. 
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‘) SINCERE THANKS 
Our Patronage in 1946 
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much as merchandise in other lines who want to maintain and improve 
their competitive position. His name is Lighting—Well Planned Lighting 
—that moves stationery, books, office equipment, gift items and all the 
other wares you have to sell—and does so profitably. 

Lighting, properly applied, is a dynamic sales force because seeing is 
the biggest thing in selling. It is an accepted fact that most—indeed 
about seven-eighths—of our impressions reach us through our eyes. 
The emphasis today is on visual merchandising—with store fronts 
and windows, with book jackets and packaging competing in design for 
eye appeal; and store layout, fixtures, decoration and display facilities 
all conditioned by the knowledge that “‘the more your customers see, 
the more they buy.” 

Lighting is the most controllable factor 
important in many directions. In constructing an outstanding display, 
the available contrasts in color, blacks and whites and printing are 
strictly limited until you bring in lighting. With light, the brightness 
of the featured item may be made as high as you choose—a dark object 
made brighter than a white one, if you wish. Directed light creates 
soft shadow or sparkle or dramatic highlights. Colored light provides 
an additional dimension in contrast and appeal. 


in seeing. Its influence is 
g 


Need Lighting Serving Basic Functions 

To realize such lighting values fully in your stores requires more 
than new lamps and novel lighting fixtures. For real lighting moderniza- 
tion, you need an installation designed to serve the basic merchandising 
functions, which are: 

1. Attraction—To arrest the attention of passing traffic. Leave an 
identifying impression. Pull shoppers into the store. Make them notice 
more things. Influence circulation, giving full sales value to the entire 
store area. Accent featured items and thus achieve larger sales per 
customer. 

2. Appraisal—To allow customers to examine the merchandise with 
ease, to see quickly and accurately for faster buying decisions. ‘lo create 
conditions which allow faster, easier identification of stock, fewer errors 
by salespeople. 

3. Atmosphere—To help make the perimeter and entire space appear 
to best advantage. ‘To impart a pleasant, distinctive atmosphere so 
that the store will be remembered and customer preference established. 

Lighting specifically for these purposes means more sales per cus- 
tomer, more sales per square foot of space, more sales per staff member, 
per doliar of expense and investment—and, therefore, greater net profit. 
That is lighting employed as a dynamic sales force, rather than as a 
general utility, merely an item of operating or janitor expense. Should 
lighting be classed with such things as water supply when it is the factor 
that determines what your customers see and, to a considerable extent, 


what they buy? 


Need a Pattern of Light 
Application of light for these purposes involves not only illumination 
as such, but the creation of a pattern of significant steps of brightness 
and color—in ratios to control attention and introduce the change-of- 
pace and variety that is the basis of interesting atmosphere. Representa- 
tive of modern practice for most stores, is the following scale of values: 


Maintained Illumination 
in footcandles 


50 (30-70) For merchandising areas, where goods are ex- 
amined and purchased. 

100 (70-150) For wall case and counter displays of impulse 
items. 

200 (150 and up) For featured displays to be given special em- 
phasis. 


The book and stationery store has special need of abundant general 
illumination on counters, tables, and vertical surfaces of book shelves. 
Titles and authors are details small in size, but all-important. They must 
be quickly legible even at some distance. It is important to reveal 
clearly the variations in tints of stationery, the texture and finish that 
give the higher priced papers their special value. So also with other gift 
merchandise, it is the finer points that count heavily. The bulk of this 
illumination will be provided most efficiently and comfortably by fluores- 
cent lamps in arrangements of luminaires, or lighting fixtures fitted to 
the particular store. In a narrow store with high ceiling these luminaires 
might consist of the simpler types with exposed lamps of moderate 
brightness, arranged lengthwise to present the least distraction from 
merchandise and provide excellent illumination for vertical wall displays. 
But in most cases some redirection of the light and some form of 
shielding—by reflectors, translucent shades or louvers—are indicated for 
most effective utilization of the light and for concentrating attention on 
merchandise instead of an obtrusive lighting equipment. The trend is 
toward lines or patterns of luminaires, recessed in, mounted on, or 
suspended close to the ceiling as the particular conditions indicate, 
with luminaires designed to be efficient and simple to clean and relamp. 

But, even adequate quantity is not the whole answer, for the room 
may appear monotonous, uninteresting, with only diffused illumination. 
This suggests the inclusion of some filament-lamp units in the form of 
downlights, louvered reflectors or lens plates or suitably directed integral 
projector and reflector lamps to build up the general illumination in 
featured sales areas, and to provide sparkle and the modelling and stimu- 
lating accent of soft shadows and highlights. 


Wide Variety in Fluorescent Lamps 

Fluorescent lamps have expanded in variety to satisfy their widening 
application in such general lighting as well as in display lighting. There 
is now a wide range in lengths, shapes, tints and colors, and light out- 
put. Newest are the Slimline lamps—longer, thinner, instant-starting, 
with a range of brightness highly adaptable to modern streamlined lumi- 
naires. They have the highest efficiency of all fluorescent sources. 
Shortly available will be the Circline lamps, fluorescent lamps in the 
form of circles, which have interesting possibilities for portable lamps, 
compact fixtures and niche-type displays. 

Lighting equipment manufacturers are working to keep in step with 
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MODERN PACKAGING OF REY- 
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the many new developments in light sources, developing luminaires that 
capitalize the particular properties of both fluorescent and filament lamps 
for real lighting modernization. 

You have a multiplicity of items to which you want to call the atten- 
tion of your customers. Brightness and contrast are the basis of control 
of attention. With the smaller-diameter Slimline fluorescent lamps a 
smaller reflector suffices for the extra local lighting and thus less of 
the view is obstructed. The added illumination reduces the obscuring 
effect of reflections in glass enclosures and, in effect, bring the goods 
nearer the customer. 

The use of case lighting in the 100-footcandle range makes the sta- 
tionery display outstanding. Where darker merchandise—such as diaries, 
scrap books, art objects, pens—are to be thus displayed, the use of 
light-colored backgrounds provides the attraction of higher brightness 
and sets off the goods by contrast. 

Shelf-displays, such as those for books, need special attention for 
what they can contribute to a livelier, more interesting perimeter, as 
well as for easy visibility of detail. Here various means for vertical 
lighting may be employed without glare. For example, the overhanging 
valance conceal-in a row of fluorescent lamps is employed by many 
stores. However, when the lamps are close to the shelves, only the upper 
shelves benefit materially. Pushing the valance and lamps out further 
and using a shiny through reflector provides much more effective light- 
ing. Slight tilting of shelves would help the lighting, improve the angle 
of view. The projecting ledge or canopy serves as well to conceal lamps 
for upward light to make upper wall surfaces and ceiling sufficiently 
bright to convey an impression of alertness, of being open for business 
to the passer-by. 


Reflector Lamps Are of Value 


Reflector lamps, adjustable for aiming, afford the simplest and least 
expensive means of adding to the brightness of the vertical shelf surfaces 
where it is not feasible to make a valance installation. Give emphasis 
to displays in the rear of the store in order to guide circulation and 
to utilize the whole selling space better. In addition to separate installed 
units, louvered spotlights mounted in adjustable-angle gimbals may be 
integrated in the lines or patterns of fluorescent luminaires to form a 
highly functional ceiling system combining general and “punch”’ illumina- 
tion. 

Thus, the components of lighting for 
appearance are considered singly and together. In planning for stationery 
stores consider not only whether there is enough illumination, but how 
the room is to appear. It is attractively bright from the street and on 
entering; does it exhibit interesting variations of brightness for displays; 
will the variations be effective in pulling people to the rear of the 
space, or to a particular class of goods. 

Is there provision for flexible spotlighting? Has advantage been taken 
of the abundant color available in fluorescent lamps in tints or mixtures 
to introduce further change-of-pace and create an atmosphere that is 
different and distinctive that will help establish customer preference? 


Well-Lighted Windows Essential 


seeing, attraction and room 


Stationers’ window displays occupy a valuable part of the store space 
and bring merchandise close to passers-by. In many stores, they account 
for a large proportion of people entering and of total purchases. Here 
good lighting, adequate in amount, flexible for emphasis will stop many 
more people and leave a distinct idea even with those who must hurry 
by. It is overall brightness which catches the attention of people in 
traffic. High lighting is required to emphasize the centrakkidea or goods, 
to convey the story in a split-second. Moreover, the use of such light- 
ing by day helps reduce the obscuring effect of reflections in the glass- 
reflections which may cancel much of the display’s value in the 
important daytime hours. 

Here the objective is usually overall lighting with either filament or 
fluorescent units—both need reflecting equipment if the light is to be 
directed downward for high utilization. shields protect 
against glaring lamps. But equally important is the provision of flexible 
lighting with spots, to insure emphasis through modeling 
shadows and sparkling highlight. 

Remember that your show window is an outside salesman and that 
its power to sell an idea, invite 
well-lighted. 

Many stores are using light profitably in these ways, finding that 
the difference in over-all cost of owning and operating between an- 
inadequate present system and really functional lighting for merchandis- 
ing, is quickly overbalanced by increased sales per customer, per sales- 
person, per square toot of space t 


Louvers ot 


luminous 


people to enter, is multiplied when 


) produce substantially greater over-all 


proftts. 
— oi 2. a 
YOUR SILENT SALESMAN 
By C. R. Kendrick 
Vice-President 
Kendrick-Bellamy Stationery Company 
Denver, Colo. 
LL OF YOU HAVE in your stores a salesman who never says a 


word and yet is one of the most potent factors in your business. 
That salesman is light. Its annual cost to you is figured in fractions 
of one per cent of your gross sales, yet its influence on customers is 
probably as great as that of your sales people. In addition it sells your 
organization to your own employees to a much greater extent than you 
may realize. I’d like to have you stop minute to think whether 
you're really getting the benefits—the full benefits—of the selling power 
you’re paying for on your light bills. 
It has long been said that somewhere between 80 and 9 per cent 
of our impressions are received through the eye. Granting this to be 
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Consider every paid moment of 
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comings of conventional carbon 
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backed carbon paper out per- 
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more copies, saving typist time 
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NEV-R-KURL 
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For MORE 
and BETTER Business 


Readers of Office Appliances | 
have a constant source of 
useful ideas. 


The journal contains thoughts 
| that many identified with office | 
equipment can use to advan- 
| tage. It is a common meeting | 
place for the exchange of 
worth-while information. | 


| If you want more and better 
| business, you can profit by a 
| subscription to Office Appli- 
| ances. Domestic rates are $2.00 

a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


| THE OFFICE APPLIANCE CO. 
600 West Jackson Blvd. Chicago 6, U.S.A. 
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METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 1042” 
wide, 6” deep, 4” high; approx. shipping wt. 65 lbs. per 
doz.; $5.85 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 
ALSO 

Standard No. 2 metal wastebaskets, green or brown; harp 
and stick files; metal bookends (green); metal letter racks; 
ticket punches; Sav-A-Stamp Postal Scales; Costumers; 
Genuine Zipper Ring Binders 11x8%, 1” rings with 
boosters; school supplies. 


In Stock for Immediate Delivery. 
All Prices F.0.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 
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true, shouldn’t we make every effort to increase the eye appeal of 
everything we have to sell? 

What means is as effective as light? Of course, the walls and ceilings 
should be clean and bright without showing glare; and showcases and 
display fixtures should be properly trimmed to show merchandise to the 
best advantage; but if the lights are dim, the effect is pretty well lost. 
Good light will make people realize what a clean, smart up-to-date store 
you have. It creates an air of spaciousness and freshness which affects 
everyone. It creates a more pleasant atmosphere. You will find too, 
that it keeps you on your toes because with the proper amount of light 
for effective selling, you can’t afford to let things run down—it will 
show up too clearly if you do! 


Good Lighting Pays Dividends 


Up-to-date lighting will pay dividends in your office too. Jt makes 
work a lot earier because figures stand out better on the ledgers, letters 
are earier to read, and somehow machines seem to operate much more 
efficiently when there is adequate light for the job. 1 believe those of 
you who have put new lighting in your offices in recent years will agree 
with my contention that it is one of the principal means of eliminating 
errors and speeding up work. 

These observations are a result of experience with our own store and 
I should like to give you our experience with modern lighting, so that 
you won’t think I’m trying to sell you a bill of goods. 

In 1941, the building we occupied was sold, and rather than sign a 
long-term lease we decided to move. We owned a building about two 
blocks from our location; but from a traffic standpoint it did not seem 
to be nearly as well situated. To understand our position you should 
know that for 35 years we had been on one corner of the best shopping 
intersection in the city of Denver and had built our business primarily 
on store traffic. In fact, it was not until 1941 that our outside sales- 
men were able to equal the volume of commercial stationery sales made 
inside the store. Naturally, we hated to lose this shopping trade and 
we decided to try to draw our customers to the new location by making 
the store as attractive as possible. 

With this aim in mind we studied modern stores in various parts of 
the country and came to the conclusion that their outstanding feature 
was adequate light. The W. T. Grant Company had just completed a 
new store in Denver, so we checked on their lighting and found that 
they had about 30 foot-candles of light on their merchandise. After con- 
sulting with lighting engineers from the Public Service Company, we 
decided on 30 foot-candles for the main floor sales room and the art 
galleries on the second floor, and 50 foot-candles of light in the offices. 


Designed Own Fluorescent Fixtures 


Fluorescent lighting was still relatively new and standard fixtures were 
not very attractive so we designed our own to produce shaded, con- 
tinuous strip lighting for the mail floor. In the art galleries we used 
dropped ceilings to achieve cove lighting from concealed fixtures. ‘This 
later proved to be a very advantageous arrangement, because, by com 
bining various colors of tubes we could alter the color of light in the 
galleries to get different effects for our picture displays. 

Our furniture department shares the second floor with the art galleries. 
We could not get the necessary fluorescent fixtures for the department 
because of the wartime shortage, so we used our old incandescent ones 
This meant a poorly-lighted department, but it could not be helped at 
the time. This summer we have been remodeling our furniture show 
rooms, as I shall outline a little later. 

One of our”biggest problems was lighting for our windows. In our 
old location we had a total of 135 feet of deep, attractive windows. 
Our present building has a 50-foot front and we spent many a night 
deciding how to get the most advantageous window space. The final 
result was a lobby about 20 feet deep, with windows of four-foot depth 
on both sides and a central furniture window, flanked by the entrances 
to the store. All windows are lighted with fluorescent fixtures which 
have a grill to diffuse the light. These are augmented by reflector floods 
at various locations on the window floors and in the ceilings. We can 
spotlight almost any point in the windows. Those windows have really 
been doing a selling job, especially at night. The lights are kept on 
until midnight every night and they bring results. 


Lighted Windows Sell Merchandise 


Most of the traffic comes down our side of the street after dark because 
there are no lighted stores on the other side after eight o’clock in the 
evening, and the number of people who come in to buy some article 
they saw in the window last night is really surprising. This seems to 
apply particularly to furniture, pens and fine leather goods, even though 
these items are usually displayed back in the lobby and people have 
to go in from the sidewalk to get a good look at them. In othe 
words, those window lights sell merchandise as long as they are on! 

I have been asked to give you percentage figures which will indicate 
how much the lighting helped our sales, but that is almost impossible 
to do. When we opened the new store on April 1, 1942, many stationers 
were wondering whether they would be able to stay in business through 
the war. We actually had the auditors estimate our operations based on 
sales in the new location at 20 per cent less than in the old. As it 
has turned out, our percentage of gain over the previous year has con- 
tinued to increase steadily ever since we moved, and it has consistently 
stayed at a higher average rate than the figures given by the NSA as 
our industry’s average. 

In spite of the fact that we lost the high-producing half of our outside 
sales force to the armed forces, we did not lose any commercial sta- 
tionery volume. In fact, the rate of that department’s gain has been 
close to the top among the ten departments in the store. The difficulty 
is, that a large part of this increase is due to improved business condi 
tions and it is impossible to say how much is actually due to the effect 
of our new store on our business. 

Many of our good friends were quite concerned and pessimistic about 
our prospects in the new location. After they had seen the store, they 
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CUSTOM MADE DESK NAME PLATES 





Muuei B illustrated above is a neatly designed PRICES 
desk plate made of solid walnut faced with Model A—$2.95. 
Plexiglass. The name is burned into the wood Model B—Select 
with 22 karat gold. Dimensions 13/4 inches watnut and 
by 11 inches by Ye inch. Highly lacquered, Plexiglass— 
hand-rubbed finish. All models available in $3.95. 

shorter lengths. Model C——Select 
Investigate the Arlington line. It offers wainut and 
reat sales possibilities. I diate delivery mete sare 
g Pp - Immediate delivery. beard tnecrt— 


Write for Liberal Dealer Discount. $4.95. 
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Users say Meilicke ZZ 
Calculators are a_ | 
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just tip a card and the 
answer you want is right in 
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and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 
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Highest Quality 
Large Bottle 
Fast Easy Seller 
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Wonderful Repeats 

Large Profit 

AND—Mr Dealer— 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


STARKEY PAPER & SUPPLY CO. 
RL ae ° KANSAS CITY 3, MO. 
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MAGIC | 
FLOW 


is the best bu 
in Duplicating Inks 


a MAGIC 
ale STENCILS 


“— are the best buy 
as in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, tll. 
Products that make friends. 











« « The 
Permanent 
Successor 


eee TL yo To Rubber 


Bands 


Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, ete., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 











Masonite 


TEMPERED PRESDWOOD 


CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet government specifications 

. CARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a large 
variety of First Quality MIMEO- 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 106 





PENGAD oo 














TEC’ Haro wooo DOLLIES 


for HANDLING FURNITURE, 
EQUIPMENT, 
ET 


<2 3” Rubber 
ZS Swivel Wheels 

Well Made 
Size 18” x 30” 


Ne 
‘nos extn WOODWORKING SHOP 















RUG COVERED ENDS 7324 — 20TH AVE. 
$1.00 EXTRA BROOKLYN 4, N. Y. 
Attractive Dealers Discount BEACHVIEW 2-0440 
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=2N ATIO NALS=— 
Se4aasts wees 

“EYE-EASE” 

RECORDS 


Save Strain — Speed Work 
SEE YOUR STATIONER 


wale). 7." Gam :] m1, | Gan -10] 0], Ga ol OF 


HOLYOKE, MASS. 














ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





vend for Folder 
and prices. 





Manufactured by 


I. D. COTTERMAN “”"isicxco'w 
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| SELL 
|Spring Keys 


UNIQUE DIFFERENT 


| 4| For Typewriters and Bookkeeping 
‘| machines. 
<4} Girls are astonished and amazed at the 
delightfully soft cushioning effect when 
Master Speed Keys are installed on their typewriters. 


WRITE FOR FULL INFORMATION 











SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
373 COLUMBUS PLACE 


BROOKLYN 33, N. Y. 


‘vvvywwwwwvvevwrrrwe%eee'''Tt?T?TvTvTT,T 
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DAYTON STENCIL 
WORKS CO. "onic" 





IMMEDIATE SHIPMENT 


Rebuilt 
“A. B. DICK MIMEOGRAPHS 
LIQUID DUPLICATORS 
MULTIGRAPHS 
STAMP AFFIXERS 


New 
SLIP- O-MAT SLIPSHEETERS 
MAIL BAG RACKS 
ALL-STEEL UTILITY TABLES 


Write For Information, Prices 


MAILERS’ SERVICE & EQUIPMENT CO. 


40 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y, 





Fl RES FAST— 
QOpicinac()ouner —— 
‘eons: A NS When and Where 
You Need Them 


HERE’S THE AN- 
SWER to manage- 
ment’s demand for a 
low priced, fast cal- 
culator. Entirely 
portable. Ready to go 
any place—any time. 
Hundreds of auxiliary 
uses in large organiza- 


“THE MACHINE TO COUNT ON" 





A Handy Calculator 


IVAN SORVALL tions. Keep one on 


every desk where 
quick calculations are 
necessary. 


210 Fifth Ave., New York 10, N. Y. 
Ask for Bulletin EO-123 














FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
719 W. Olympic Blvd. Los Angeles 15, Calif. 


A Snappy Salesman 


of fifty years ago looked like this. To- 
day he has doffed the checks, the high 
hat and the walrus mustache, but he 
still depends upon his 


Beach’s 
“Common Sense” 
Expense Book 


to give him a quick, accurate record of 
his traveling expenses. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit 2 
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CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markileo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S.A 








BUSINESS WILL NEED | 
MORE MAPS IN 1947 


Competitive selling will be coming back in 1947. 
Sales managers will have to watch territorial condi- 
tions more closely than has been necessary for many 
years. To do this they will need new and up-to-date 
maps of their territory. 


Cram offers a complete line of business maps for 
business men, including the Namapco series of large _ || 
scale state maps, the Multi-Unit System of washable 
markable maps, and Cram's Business Man's Atlas of the U. S 





New Catalog and prices will be sent on request. 


THE GEORGE F. CRAM COMPANY, INC. 
730 E. Washington St. Indianapolis 7, Ind. 


TYPEWRITER l 
CLEANING KIT. 


Contains type brush and dusting brush, me- 
chanic's oilcan, shield, roller and type cleaner, 
polish and polisher, fine oil, instructions. In 
fact, here is everything to give your typewriter 
regular shop cleanings. 


LIST PRICE $2.25 
DEALERS write for 


special offer and big discounts on this fast quick- 
moving money-maker. 


APPLE TYPEWRITER CO. 


993 WESTCHESTER AVE. NEW YORK 59, N. Y. 
Never before such FAST, EASY FILING! 


PENDAFLEX 


new style filing heehee toa HANG! 


Your fi 5 


OXFORD FILING SUPPLY co. New York BROOKLYN St. Louis 


1946 
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DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 


THE 
PIERCE 
COMPANY 
3705 Nicollet Ave. 


GIFT DEPARTMENTS 
A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
Write for Dealers’ Price List 


Minneapolis 8, Minn. 











Visible Record 


Any Record Easy 
= 500 Cards 
Stock Flexible 6x4 inch 
Credit Portable 
Saves Time Complete 


Cost 
Use Handifax Cards only. Join together. 
Ee a SQ File sheets of Cards on edge like paper in 

S ya correspondence folders. Visible Facts In- 
\ © [spire Profitable Acts. Use half-inch Visible 

\@ Margin for Indexing—Color Signaling— 
Visible Tabulation of vital information. 
Ten years national use. 500 Cards one side 













\ 
er ee 9 —$—$__ 


a4 , ) Blank, one side Ruled: 6x4 in., $3.45; 8x4 
/ in., $4.40; 10x4 in., $5.30. Order now. Send 
no money. 


Handifax 





Ursa eT 


Sheets of Cards ; 





Satisfaction guaranteed. 
Write for Catalog. 


Ross-Gould Co. ST.LOUIS 


313 N. Tenth St.(1) 
















DEGREES 
OF 
HARDNESS 





FOR 









J.-S.STAE OF 


oo 
2e, al 
**teettee, qusseees’— 
*e, T) .gs8* em 
%\Le® = 


Now Accepting Orders 


in Limited Quantities 
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Changeable Letter 
Bulletin and 
Menu Board Signs 


for all purposes 


SPECIAL 


TO DAY 


FRESH ROAST HAM Send for illustrated 
RED CABBAGE literature showing 
SWEET POTATOE large variety of uses. 
APPLE SAUCE | 
Tait ha AC AR 
DESSERT et Road C 
ulletin Boar orp. 
COFFEE TEA OR MILK 37 East 12th St.. 
New York 3, N. Y. 


35¢ 




















— WHEN oo CUSTOMERS vig 
» WHERE'S THAT LETTER!” 


YOU CAN PROFITABLY SUGGEST 
GY “MODERN INDEXING, FILING AND FINDING” 


A new manual that’s a MUST for any firm with 1 or 100 
files. Interesting and practical. it illustrates and explains 
File Organization and Expansion; Rules and Procedure 
for Alphabetic, Numeric, Subject, Geographic Filing: 
Charging and Transfer Methods. 

Let your customers examine this time-saving manual. 


Send for 10-DAY FREE TRIAL. 








As advertised in NATION’S BUSINESS. Retails $1.50 each, 





BUSINESS SYSTEMS INSTITUTE 
WICHITA 2, KANSAS 


132 N. MARKET B 








PRECISION BUILT 
INDUSTRIAL AND COMMERCIAL 
STAPLING AND TACKING MACHINES 
5 MODELS — I5 SIZES 
LiTTLE GIANT BRAND STAPLES 
FOR OVER 60 TYPES OF INDUSTRIAL AND 
COMMERCIAL STAPLERS 


WRITE FOR CATALOGUES AND PRICES 


Distributorships Available for Some Territories 


PRECISION STAPLE CORP. 


DEPT. OA. 


239-4th AVE. NEW YORK 3, N. Y. 












PS PEED MIOMH a a:\\ 13; 


Just Presa 
the Gatton! 


Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 
by finger tip but- 
ton. Ideal for 
cleaning type- 
writers and all of- 
fice machines. 

: ind < - ms 


& hd 


Handy set comes in box with extra bottle 
of fluid. Write for catalog and prices. 





RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 
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almost invariably reversed their opinions. The general comment was 
that it was the brightest, most pleasant store in the city and a great 
many business men asked for our architect's and lighting engineer’s 
Today one of our good competitors has the same architect and 


names. 
His location has been very 


contractor remodeling his whole building! 
close to ours and apparently his own observations have convinced him. 
He’s a very good friend of ours and we’re delighted to have him express 
such approval. 

New Lighting Draws Attention 

We could have done the same job on the building except for lighting, 
and we would have lost about 75 per cent of the effect. We couldn't 
get new display fixtures, so we shined up the old ones, and yet 75 
per cent of the people who commented on our fixtures thought they 
were all new. They hadn’t realized that light could make so much 
difference. And even on bright summer days it was common to _ hear 
people come in through the door and comment on how nice and light 
it was in the store. 

The sales people and the girls in the office were and are much more 
cheerful and most of them are quite sure that that night bright atmos 
phere is the main reason. That attitude and high morale have been a 
great help in the last four years. 

We have spent the last two months designing and installing new 
lighting in our furniture department. This time we are using the new 
“cold cathode” tubing to produce strip lighting. It has some advantages 
over regular fluorescent, particularly in that it can be bent into various 
shapes and your fixtures therefore can be a little different and perhaps 
more attractive than the conventional fluorescent ones. The job is not 
quite complete yet, but customer reaction is very favorable. 

We have had four years to observe the effects of our move and we 
have drawn some definite conclusions. We believe that most of our 
customers followed us to our new location because of friendship or 
perhaps through the habit of buying in one place. We know that most 
of them stayed because they liked the store—they have told us so. We 
believe that one of the principal factors contributing to the success of 
our new building is the lighting. 

Merchandise that is well-lighted is already half sold. Proper light, 
properly used, is one of your best salesmen. 


a  ——— 


HARTFORD CC OFFICES TO NEW LOCATION 

E. H. Ambrosia, manager of Commercial Controls 
Corporation branch at Hartford, Conn., recently an- 
nounced the removal of his offices to 74 Farmington 








E. H. AMBROSIA 


Ave., Hartford 5. The ground floor location in the 
heart of the business section will provide a modern 
setting for the display and sale of an expanded line 
of Commercial Controls products. Mr. Ambrosia is in 
charge of sales and customer service for all divisions 
in the territory covering the central and northwestern 
counties of Connecticut and a part of Massachusetts. 


“ —>e—___ 


ALBANY, GA., FIRM SHOWS NEW EQUIPMENT 

Displaying new Remington Rand equipment at 
Albany, Ga., is the Henderson Office Equipment Com- 
pany, established this year by its owner L. T. Hender- 
son, Jr., at 102 Pine Ave. The company is authorized 
sales and service agency for Remington Rand, Inc., 
products including the printing calculator, typewriter, 
portable adding machine, and filing systems. 

Mr. Anderson served in the infantry during World 
War II and upon receiving his discharge worked in the 
capacity of purchasing agent for the Southeastern 
Shipbuilding Corporation of Savannah, Ga. This posi- 
tion he held until the organization of his own business 
in Albany. 

A complete service department is maintained under 
the direction of James Usrey. 
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No. 399 — TRI-PLY 
No. 3900 — TRI-PLY ‘““WHISK’’ 


with new style brush 
| CENTER PLY — soft gray in 


k Jar 
and type eraser é 7% 
OUTER PLIES — red rubber, 


for erasing carbon smudges and pencil. 








TYPISTS’ 
FAVORITES 
FOR 
WELDON ROBERTS RUBBER COMPANY CLEAN 
Newark 7, New Jersey ERASING 


WORLD’S QUALITY STANDARD 














STEEL TRANSFER FILES 


With Special Features for Greater Efficiency 


Made of heavy gauge steel. . . featuring interlocking devices on sides and 
back for fast stacking. Drawers ride on rollers for finger-tip control. Drawer 
and case are electrically welded throughout. These cases may be stacked 
to the ceiling and cannot slip off one another. 


Following blocks and 
bases available to form 
a substitute filing cabi- 


net. 


Write for Com- 
plete Information 


Prices and Deliv- 





ery. 


Shown above: single drawer and base. 
Shown at left: 4 drawers and base. 





DOLIN METAL PRODUCTS, INC. 


Width Height Depth 
Letter Size 131/,” 12° 24%" 189 VARET STREET BROOKLYN 6, N. Y. 
Legal Size 16” 13” 241/," 
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BAINBRIDGE ielephone cord holder 


FOR HOME OR OFFICE 


No Kink! 


when Bainbridge 


Practical 
Decorative 
Washable 

Non-Inflammable 
Color-Fast 


Assorted Colors 


Black—Blue—lvory 
Red—Brown—Amber 
Clear—Green—Yellow 








One Dozen One Color 
to Box 


No Tangle! 
IN ELECTRIC CORDS 
CORD 





Ovens 
i Cee, 
<a 7 

Bx 


No Twist! 


are used! 


The Holder 

Completely 

Covers the 
Cord 


HOLDERS 






Forty-six Inches 


= = 


& 


Eo | 


con oon. 
oo ace OU 
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35c Each List 





Shipment 
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From Stock 





BAINBRIDGE, KIMPTON & HAUPT INC. 


Wholesale Stationers, Distributors and Manufacturers 


218 GREENWICH STREET 


New York Sales and Display Room . . 









KEY TO STEPPED-UP 
DEMAND AND DELIVERY 


OF Frrer-NO 


Demand for Error-No all-purpose copyholders 
continues without let-up—although orders are 
now being filled promptly. More than ever 
Error-No is aiding detail-swamped office exec- 
utives to overcome their personnel shortage 
and production problems. 


Profit and efficiency in these days of hard-to- 
get equipment are the combination that places 


SPEEDRITE Checkwriters 
Open Doors to More Sales 


Doors open faster in territories 
where dealers have obtained prof- 
itable Speedrite franchises. In- 
quire about your area. 








NEW YORK 8&8, N. Y. 
. 200 Fifth Avenue 


~wvvvevvvVvTCTCT TTT 
91999-94040 0444 









LINE-BY-LINE 
COPYHOLDER 









~ 


Error-No copyholders in the forefront of of- 
fice devices tin appeal to users and sales-seek- 
ing dealers alike. We'll act swiftly on in- 
quiries—or orders—from either source. 


W\\t /// 
\ | EB. CORP. 


DIVISION OF 


Hall-Welter Co. 


QE 





THE 






ROCHESTER 7, N.Y. 
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Here’s Real Seating Comfort 
For Business Executives 





A man’s posture chair that’s comfortable — that gives 
relaxation — that eliminates fatigue! 


Sturgis design is the secret of correct sitting posture at 
business — that does away with the 3 PM let-down — 


that keeps one alert — comfortable and relaxed all the 
day through. 


See how the Sturgis Execu- 
tive Posture Chair tilts back? 
That's solid seating comfort! 
And it can’t tip over, either. 


STURGIS STEEL POSTURE CHAIRS 





DESIGNED AND BUILT BY SPECIALISTS 














~SPIN-—DEX™ 


NEW— MODERN — EFFICIENT 
ROTARY-—TYPE FILE 


DEALERSHIP 
may be still open in 
your territory. 


WRITE for 
information. 


This is a wheel type unit accomodating approximately 6000 cards of 
standard sizes. Here is the amazing thing about our "“SPIN-DEX"— 
NO SLOT—NO HOOKS—NO SPECIAL GUIDES—NO RE-WRITING 
OF CARDS—simply take your present cards from the regular drawer 
type unit—DROP them in the “SPIN-DEX" unit and Spin. The cards 


are properly housed and without any fear of disturbance, ready for 
Free Instant Active use. 


10 minutes after receiving your "SPIN-DEX" unit, your new system 


| BUSINESS EFFICIENCY AIDS 


7916 LINCOLN AVE., SKOKIE, ILLINOIS 
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MASO’S AMAZING NEW “ADD-A-TRAY” 


ALL STEEL DESK TRAY 
SOLVES THE DESK FILING PROBLEM 


@ Meets a Modern Demand 
@ Saves Time, Energy 
@ Increases Worker Efficiency 


@ Tailored to Fit, One Over the Other... without 
Nuts, Bolts, Screws 





Every Desk Worker A Prospect 


Head your buying list with this proved sales booster...the desk tray 

that simplifies, organizes all desk work into fingertip control. Handy, 

convenient . . . made of heavy gauge steel. Strong, sturdy, no sharp 

edges. Baked enamel finish in walnut, green, 

or gray. Letter size, 12"x9"x3". Packed K.D. STACKS UP TO 10 HIGH 

12 trays to carton. Ship. Wt. carton 24 Ibs. Special flange permits each 

Customers buy 3 or 4 on sight. Order your a ie "Eine Gane over 
e other to form a strong, rigid 

supply today. tier up to 10 trays high. 


WRITE DEPT. A FOR FREE COPY OF MASO’S NEW CATALOG 


MASO STEEL PRODUCTS 415 s. CLINTON ST. CHICAGO 7. ILLINOIS 


MASO MAKES THE BETTER ONE 








EXECUTIVE SET 


No. 465 


Executive set, containing a fully 
guaranteed  self-filling Fountain 
Pen, with a genuine gold-plated 
iridium tipped point, and auto- 
matic pencil. Fits in brass swivel 
holder mounted on a crisp, mod- 
ern design unbreakable Memo 
Pad. Assorted colors. Individually 
gift boxed. 5" x 7" holds 4" x 6" 


refills. Immediate delivery. 


$37° price 


ite today f ° 
DEALERS, fate eette  teder. 





UNION PE NCI ‘a CO.., INC. 385-387 BROADWAY. NEW YORK I3.N.Y. 
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CHRISTMAS RUSH 







Don’t let this year’s buying rush blind your long-range vision. 
° , If supplies of merchandise are at all on a par with consumer 
buying power this Christmas season, you'll surely ring up a 


satisfying sales total. 


To help keep your sales at a healthy level during the coming years, sell all the 
U.S. Savings Bonds you can right now—and plan to merchandise them as 
Christmas gifts. Display Bonds in windows and on counters. Advertise Bonds 


in newspapers and over the radio. 


Urge every employee to buy them regularly through your payroll savings plan. 
You'll be building a reserve of buying power in your community that will bring 
you welcome business during the years ahead. You'll be helping to control prices. 
And, as the Bonds mature, they'll pay $4 for every $3 invested! 


For the good of yourself, your store, your community, and your country—plan 
now to put plenty of push behind the “Bonds for Christmas” drive. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Adi 
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® Just a glance will tell you . . . this is no 
ordinary metal furniture. This is Royalchrome! 
And there’s a big difference. 


You'll notice it first in the smooth, shiny 
Elegance Bie quality of the deep chrome finish. And that’s only 
the beginning! There's comfort and durability, too. 
Plus construction features you won't find 
° anywhere else. It’s all born and bred into this 
Exclusiveness eee great new Royalchrome, so see it as soon as 
you can! Royal Metal Mfg. Co., 175 North 
Michigan Ave., Chicago 1, Illinois. 


Everything you want... 


ois XKoyaliione 


















Uxploded view of Royal's 
exclusive all-metal seat 
construction. Note metal 
bottom pan, leatherette- 
covered metal apron, 
leatherette upholstery 
covering springs and 
metal foundation. Re- 
sult: Greater strength 
and smoother tasloring. 


+ Rea 


at 


LINE OF TOMORROW 


N\\atel & / 77 
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STEEL FURNITURE 
ROYAL STEEL FOLDING CHAIRS 


DISTINCTIVE FURNITURE 






i 
PATENTS PENDING 
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A COMBINATION THAT CANT BE BEAT 
a 


Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
| only 43 years of experience could accomplish. 




















The Most Complete Line of Duplicating Equipment 


Heyer 


ALWAYS |= Val EQ SATISFIES 





Coldleng 


Youre going 


any typew rite. 


lite Vay wile Myulerwe ds ; Very 


toa 


| 
Rhythm Touch gives you a new, exciting sense ol 
x freedom. Exclusively Underwood's .. . it’s a 
erforman nderful addition to the many 
mes more like fun than work 
It's a new kind 
kind of 


Underwood features 
ilways liked so much 


You'll get tl thrill of 
nad pDoOssIDI I 714 Und 
Rhythm b 


| your life when 

is ne rwood \ is the time! 
Cradled in n DI rf 

ot 


1¢ typing { 


vou 
’ 
less rhythi 


NDERWOOD CORPORATION 
es, your il One Park Avenue e New York 16, N. Y. 
g naturally i vriters ... Adding Machine 
( 


Accounting Machines 
urbon Paper Ribbor 


1s and other Supplies. 
yudetwood ~ ein eR ITER. (LEADER. 01 


| nderwood. 


Underwood Limited, 135 Victoria St., Toronto Il, Canada 
Sales and Ser } 


} 
where 





H I WORLD 


»~pyright 1946 Underwood Corpora 





